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HERE'S 
A new hame tn your profit line— 








Multikopy SHURFLAT Jypewriter Carbon 





Now another new product has been added to the 
Webster line to keep you ahead of competition. 
The name — SHURFLAT. It’s a treated back carbon 
which eliminates curling due to excessive dampness 
or humidity — and it’s got the long-wearing features 
of the MultiKopy line. 

You can safely challenge your customers to com- 
pare it with any other brand. 

Teamed with Micrometric—the only carbon 


paper with the numbered scale — SHURFLAT gives 
Webster dealers the edge all along the line. You 
have extra value to sell your customers — to build 
steady, repeat business. And every prospect is a 
good prospect because you have the goods to win 
a sale. 

If you have not already done so, send today for 
samples of SHURFLAT. They are available at all 
Webster branches. 


F.S. WEBSTER COMPANY 


13 Amherst Street, Cambridge 42, Mass. 
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{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the complete range of 
commercial stationery. Its 
comprehensive news reports 
of the industry and its valu- 
able special articles upon 
subjects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial furniture, 
commercial stationery deal- 
ers and many of the largest 
corporations in the United 
States. It also reaches some 
dealers in forty-eight other 
countries who deal in Amer- 
ican office equipment. 


{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 


Office Appliances 


(Te the Whrld's Principal Market Places) 


Founded by George H. Patterson and Developed Through Thirty-Four Years 
by Evan Johnson. 








Published on the first of every month by The Office Appliance 
Co., 600 West Jackson Boulevard, Chicago 6, Illinois. Cable 
address: Applico, Chicago. Telephone: DEArborn 3206-7. 


ESTABLISHED 1904: Succeeding and embodying American 

Stationer, New York, established 1873; Typewriter Trade 

Journal & Office Systems, New York, 1904; The Office, Frank- 
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York, 1909. 
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ment Manager; John H. Reardon, Circulation Manager. 
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three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50; 
Foreign — one year, $3.00 
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New York or Chicago, post 
office or express money or- 
ders, or in American postage 
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by registered mail. Single 
copies, twenty-five cents. 

{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth 
of the month will permit 
delivery of next issue at 
new address. Both old and 
new addresses must be given. 


{CONTRIBUTIONS are in- 
vited upon any topic of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 
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{Entered as _ second-class 
matter, July 8, 1905, at the 
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under Act of March 3, 1879. 
‘Office Appliances” is regis- 
tered in the United States Pat- 
ent Office, Washington, D. C. 
{COPYRIGHT. Contents 
covered by copyright, 1945, 
by the Office Appliance 
Company. 
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EK ADVERTISEMENTS 





These advertisements present the products of the leadiny manufacturers in each division of the industry. Because of the ground 
for honest ditierences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


customers. They do, 





however, offer their services in resolving any disagreements which result from relations established 
through the 1ournal 




















A Corona Typewriter 19 Krumwiede. Elmer & Assoc 151 Rochester Wire-O Binding Co...250 
. Py P _ . Poy a 17 i a aon 1-Rar . ‘ 949 
Acco Products, Inc. 02 Corry-Jamestown Mfg. Corp. vs Leoncla Co. Q] Rockwell-Barnes Co. =p 246 
ia Snohenen Hore. 87 Cotterman, I. D. ; 251 sia sei - pe Metal Mfg. Co., The 254 
Acme Bulletin & Direty. Corp...25! Cram, The George F., C 151 en eee nk ; F Royal Typewriter Co. ad 
Acme Staple Co. = ( ramer Posture Chair Co. Mailers Service & bE p. Ce Ss 
Acme Visible Records, Inc. C-Thru Ruler Co. 154 on Supplies Ce Santon & Ca. 174 
Adirondack Chair Co. Currier Mfg. Co. 21 Markilo Co. - <1 Saxon Paper Produc’s Ine. 129 
Agency Paper Co. Cushman & Denison Mfg. Co...120 Markwell Mfg. Co. 108 Schollhorn, Wiiliam, Co. 156 
Aigner, Gy 2; 40. DE F Marsden, Whelan J. =09 Security Steel Equip. Corp. 163 
All-Sieel-Equip. Co. ta eens sa y=, Mashek, Frank, Co. 167 — Sengbusch Self Cl. Inkst’d Co...241 
Daco Card & Index Co. 25 May, The J. I Co 194 = i : , ~ 
Allen Calculators, Inc. Darnell Cor Ltd 20) omgy Ls Bos : rp Service Products, Inc. 201 
Allen & Co. 234 oe ja aaa OA Meilicke Systems, Inc. 239 Shalleross Co., The 198 
Allied Carb. & Rib. Mfg. ¢ 129 Dawn Mfg. Corp., Ltd. 246 Meilink Steel Safe Co. 98  Shaw-Walker Co 134 
ae Sate, SS See SES. VO..-£06 Dayton Stencil Works 251 Messiew Daniicater Coro 196 : . x : ogee 
Alma Desk Co. 224 Dick, A. B., Co is 7 Seer Lorp. 96 Sheaffer, W. A., Pen Co. 73 
Almac Plastics, Inc. 244 Diebold Tac. ; Ry) pr Office . urni-ur2 Co. 121 Sheboygan Chair Co. 164 
Amberg File & Index Co. 99 Dixon ‘Joseph Crucible Co ale ele: ga mifg. Co. aan Sheppard, C. _ ng z ..249 
Amer. Carbon Paper Mfg. Co...203 ty 3 157. 158 movewane Ww. os Shipman-Ward g. Co. 246 
. in owe “ oF * : wi, a Meyer & Wenthe, Inc. 193 iene <i . y ‘ 
Amer. Hair & Felt Co. 155 Domore Chair Co. 93 Michigan Desk Co : 89 Sikes Co., Inc., The...... = 
American Map Co., Inc. 185 Downey, C. I Co 9295 Midwest Naturlite C 152 Sinclair & Valentine _ 226 
Amer. Passbook Co. 251 yon ee 7 ee miawest rime ‘0. ve Smead Mfg. Co., Inc., The..103, 104 
Amer. Photo Laboratories. 206 | Eaton Paper Corp. --- 205  Mimeograph, The 43° Smith, LO 6 Com Type 
American Writing Paper Corp..182 Eclipse Moulded Products Co.. 200 Mittag & Volger, Inc. 57 writers, Inc. 49 
Ames Supply Co. 92 Esterbrook Pen Co., The 177, 181 Mohler, A. 240 Speed-Key Mfg. Co. 250 
Anderson-Hickey Co., Inc. 90 Eversharp, Incorporated 83 Monroe Cale. Machine Cx 175 Speed-O Print Corp. 15 
Art Metal Construction Co. 51 Fair Furniture Co. 149 oe Push Pin Co. 250 Speed Products Co. 107 
Art Steel Sales« Corp. Farber, Lou. H. 150 eee me ee Co. ne Staedtler, J. S., Inc. 210 
137, 188, 139, 140 Faries Mfg. Co. 226 myrle VesK UO. 0 Standard Business Mach. Co.....188 
Associated Stationers Supp!y Federal Fibre Corp. 201 NO Standard Duplicating h.achines 
Co. 238 Feldco Loose Leaf Corp. 96 Nati ; . es Corp. ; 171 
Me “ Nat al Bl 3 Oo. 55 
Autocopy, Inc. 4 Fisher Mfg. Co., Inc. 123 ee sates pean meok — a Stark Calendars, Inc. 214 
: . ee é “ : . National Desk Co., Inc. 116 - . 
Autopoint Company 2'5 Fulton Specialty Co. 194 y . ys Starkey Paper & Supply Co.....250 
Neva-Clog Products, Inc. 95 Stati lag p< ore 242 
B GHI New England Paper Punch Co.248 tse el Mfg. Co F “WM 
Bainbridge, Kimpton & Haupt, General Fireproofing Co. 109 ar England Woodworking oe Saeet &. A. & Ge. 244 
Inc. 124 General Pencil Co. 115 Ute : ‘hei . ; Storms, H. M., Co. 148 
ao m ~ “ pc a } , ans ‘hair Co 9 ’ fe : 
Bankers Box Co. 88 Globe-W ernicke Co., The 84, 85 -+ allay <a caw Co. a Stratford Pen Co. 183 
Barkley, C. L., & Co. 128 Gould, S. H., Company “taewea Distributing — 186 Sturgis Posture Chair Co. 147 
Bates Mfg. Co., The 199 rane Pig ha Co... Northern States Envelope Co 166 Superior Type Co. 244 
Beck Duplicator Corp., The. ..229 Graphic Duplicator Co. ‘ . »} . ea 
Better Packages, Inc. 126 Gregory Fount-O-Ink Co. Office Furniture Wholesale Dis- P I UV 
Blaisdell Pencil Co. 239 Guide System & Supply Co. tributors 221 Technygraph oe —. 
Bolens Products Co. 161 Gunlocke, W. H., Chair Co. Office Machine & Service Co...243 Toledo Gui:d Products, Inc. 
Boorum & Pease Co. 79 Gunn Furniture Company Old Town Rib. & Car. Co. 65 Typewriter Equipment Co. 
Bright Chair Co. 230 Hall-Welter Co. Oxford Filing Supply Co. 153 Underwood Corporation 
British Staty. Exporter 178 Hanson Scale Co Back Cover 
Brown, Arthur, & Bro. 132 Harding, Milo, Co. PQ Union Pencil Co., Ine. «+118 
Browne-Morse Co. 146 Harriman-Welts, Inc. Pacific Cb. & Ribbon Mfg. Co...155 United Autographic Reg. Co. = 
Buckeye Ribbon & Carbon Co. 213 Har‘er Corporation Packwood, G. H., Mfg. Co. 219 oe Bronze Sign Co. . 243 
Business Efficiency Aids 241 Hedges Mfg. Company Peerless Imperial Co., Inc. 191 U. S. Typewr. Rib. Mfg. Co. 200 
Business Mach. Products Inc._.170 Herring-Hall-Marvin Safe Co. Peerless Steel Equip. Co. 245 U. S. War Bonds 252 
C Heyer Corporation, The 255 Pengad Mfg. Co. 210 Vail Mfg. Co. 143 
Cities tel a pa High Point Bndg. & Chair Co...142 Perma-Bilt Euipment Co.....250 Van Dyke Industries 144 
ee ee ae C a a4 Hunt, C. Howard, Pen Co. 186 — a Co., Ince. Victor Adding Machine Co.......145 
+ ocucts VOrp. - 4 "—. 90 lerce, e, Lo. Victor Safe & Equip. Co. 227 
Cardinell Corp. 234 Imperial Desk Co. ez) Ply t ber Co., Inc ; : 
Carter’s Ink - Nareomeraneey The....245 Imperial Mfg. Co... 191 palais ten. vita 2 ee Ww Y a ‘ 
Century Associated Prod. Co.....162 ee oes Uo. 113 Post, The Frederick, Co. 211 Wabash Filing Supplies, Inc. 181 
Clarotype Co., The 202 ndiana Desk Co. 230 Pronto File Corp. 216 Warshaw Mfg. Co. 182 
Codo Mfg. Corp. 160 Ink Specialties Co., Inc 214 aa tar ee Waters & Waters Branch 169 
isla Mined Hales Co. 993 Int'l Bronze Tablet Co., Inc.....217 Quality Park Envelope Co. 101 Sino 2. B. Ca. ne 
Collier-Keyworth Co. 111 Int'l Office Appliances, Inc.. 189 R Weis Mfg. Co. 67, 68, 69, 70 
Columbia Rib. & Car. Mfg. Co. 47 Invincible Metal Furniture Co..187 — Red Feather Produc’s, Ltd... 91 Wells Office Furn. Co. 159 
Columbia. Steel Equipment Co...165 FEL Regal Typewriter Co. 218 Westcort Co., The . aa: 
Commercial Controls Corp. 73 eae y ; Remington Rand, Inc. 61 Williams Products Co. 205 
Commonwealth Publishing Co...207 Jasper Chair Co....... 180 Rex-O-Graph, Inc. 141 Wilson Jones Co. . 09 
Continental Ink Co. 243 Jasper Desk Co., The ase Rite-Line Sales Co., Inc. 198 Wonder Lock | : 240 
Cook, The H. C., Co. 229 Jasper Office Furniture Co 19 Rite-Rite Mfg. Co. 251 Wood Office Furn. Institute 231 
Cooke & Cobb Co., The 202 Jasper Seating Co. 221 Rivet-O Mfg. Co. 251 Woodstock Typewriter Co. 106, 190 
Copy Papers, Inc. 94 Kahn, David, Inc. 105 Roberts Number Mach. Co. 197 Write, Inc. 222 
Copy Right Mfg. Corp. 213 Keep Prices Down 253 Roberts, Weldon, Rubber Co.....247 Yawman and Erbe Mfg. Co.....195 








RANI APD Ee): ey 
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SITUATIONS WANTED SALES JOB WANTED by yo with several years commercial ages ened xperi 
ence, just released from "T 4! years service. Interested in ng with 
SALESMAN, 10 YEARS’ EXPERIENCE 6elling office supplies, equipment and printing office supply dealer in city alf million or less population, or will travel ‘for manu: 
to banks, business firms, counties and institutions, has excellent sales record, can pee po Age ai. married, one child Top references. Address L-155, care Office 
furnish best of references. Age 27, married and has two children. Recently discharged wliances, Chicago 6 
from the army. Seeks c« mnection with a live stationer that is looking for a reliable, . 
energetic, hardworking salesman. Will consider store manager or outside sales job MEC HANIC SALES CE—22 vears’ experience. Manage res y or shop, all 
Address T. A. Howard, 2217 10th Court South, Birmingham 5, Ala ype ee 5g ene to go Best of references. Address L-143 care Office 
Pppliances, lMcaLgo , 
EXPERIENCED AND THOROUGHLY CAPABLE office machine salesman desires to connect 
with established dealer or branch office of manufacturer as department manager Broad SALESMEN WANTED 
training qualifies him to direct sale of almost any office specialty line Wwe as 
much pony as S ossible for personal sales. Out of the field tempcrarily for ant WELL EST ABLISHED CHICAGO STATIONER has opening for salesman with good sales 
work, can re-enter o short notice. Leading men in industry for references Address i Carries large inventory of all standard lines including chairs and fountain 
L-147 care Office Appliances, Chicago 6 nS; limited stocks of scarce merchandise such as steel files and pencil sharpeners. 
Hi andles all nationaily known brands. Pays highest commission. Give complete infor- 
SALESMANAGER AVAILABLE. I offer you—22 years’ experience in offx supplies mation including connections and references Address Z-291 care Office Appliances, 
equipment and furniture Thorough knowledge all phases of the in du stry Fi ring lir Chicago 6 a 
experience Understand salesmen’s problems and _— ideas. Prefer location west of 
AAA-1 MANUFACTURER of most complete, fine quality line of hektograph and spirit 
i > é ces | t , i 
Mississippi Will exchange references. Address L-145 care Office foo Chicago 6. duplicating materials, printed forms and supvlies, inked ribbons, carbon papers, etc., 


OFFICE SPECIALTY SALESMAN seeks connection with manufacturer of 
7 It 








has territory openings for steady, reliable type of salesmen who are workers. New 
exclusive products have created an unusual opportunity for able representatives. Per- 


mect 
manent employment. Excellent earnings on commission basis with guaranteed drawing 
































systems equipment Twelve years’ experience 3M as service supervisor, salesn 
sales agent mn government service during war Has operated principally i account and expenses paid Full credit on all business in assigned territory. Old Town 
England, Ohio and Illinois Is competent to handle ag rency for specialty ar — Ribbon & Carbon Co., Ine 750 Pacific Street, Brooklyn 17. N. Y. 
or will consider other opening offering suitable return Not Ege é ation 
Will send detailed record including references. Address L-150, care t App i ances, SALESMAN WANTED—Nationally known duplicatcr manufacturer is seeking the services 
Chicago 6 of a salesman familiar with rotary stencil duplicating equinment and process to cover 
portion of western territory maintaining he sing > pi in Denver. Write fully outlining 
SALESMAN WITH WIDE SUCCESSFIL I EXPERIENCE is open for new connection witl qualifications, experience, etc., to Z-292, care Office Appiiances, Chicago 6. 
either manufacturer or dealer. graduate, fifteen years in offi ent and 
supply, first four as les important concern, eleven z a of owr SAI ESMEN WANTED to represent a reput«ble well established manufacturer of a hien 
business. Well ground sales outside and in, purchasing, Manageme mnt. P reference grade line of brief cases. Excellent opportunity for those who qualify as top commission 
is for Middle West bu wherever a suitable opportunity is presented. Convincing rates are paid Write giving full details regarding experience, territory covered, an 
references Address L-151 are Office Appliances, Chicago 6 lines now handled Adaress Z-280, care Ofhce Appliances, Chicago 6. 
= < < ith 4 } — >xD nc s brancl SALESMAN WANTED t represent ink and adhesive manufacturer in Florida, Georgia, 
nit le dis - ett * ~ ome Ne Yr S 3 ian eet "specialty ‘caaeeed Se. *, re geo : ye North and South Car ae st either reside or be willing to make permanent resi- 
= a Oo} 5 omy a on g as aan - dence in one of th Salary, commission, expenses. Send full details, 
and vicinity or Chica < dt 1p rylicati , dictating and addressing machines - 7 : t. sone 4 
Will gladly consider rod ical or otherwise offering re asonable sales references, to Z-271, care Othe e Appliances, Chicago 6. 
opportunities Prefer e with ve units Top references Address L-153, 
care Office Appliances, Chicago 6 ” WANTS AND FOR SALE, Continued page 5 (opposite) 
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WANTS AND FOR SALE, Continued from page 4 (opposite) 





GOOD SALES OPPORTUNITY IN MINNFAPOLIS for young man with Office Supply and 
Equipment Experience. List of customers nrovided to insure satisfactory earnings. You 
will be surnorted by one of the most efficient organizations and complete stocks in 
this part of the country Address Z-287. care Office Appliances, Chicago 





WANTED: Office machine salesman with some mechanical trair A. B. Dick Mimeo- 
graph experience preferred—to take full charge of new office machines department and 
4 B. Dick Agency, in busiest city on Pacific Coast Write Morris Bros., Stationers, 
Stockton. California 


EXECUTIVES WANTED 


EXECUTIVE SALESMEN—We are a prominent successful manufacturer of plastic 
specialties selling to stationers, stationery jobbers. department stores and to large 
business firms, preferably through local dealers. We are seeking the service of sales 
1 


men on a national basis Liberal commissior Write us in detail. full particular 
concerning yourself Held strictly confidential Box Z-283, care Office Appliances 
100 East 42d St., New York 17 y 


EXECUTIVE MANAGER for Dictating Machine Denartment in New York. Must know 
both Dictaphone and Ediphone equinvment Good provosition for exrerienced and com 
petent man. n_applving, give full details Box Z-282, care Office Appliances, 100 
E. 42nd Street. New York 17, N. Y 








BOOK AND STATIONERY STORE MANAGER WANTED—Experienced store feng 


wanted by an old established firm in southesstern state Good _ salary Ren! confi- 
dential. Give details of experience when replying Address Z-284, care Office. Appl» 
ances, 100 E. 42nd St., New York, N. Y. 


WANTED FACTORY REPRESENTATIV}# 
By nationally known mid-western manufacturer of office equipment and supplies Ex- 


cellent opportunity Must have experience selling dealers: be able to conduct sales 
meetings; evaluate markets; open The position is full time_and 
permanent, Western Pennsvivania an e—and Southern Ohio and West 
Virginia territories open. Give complete t ind details of experience All 
letters shall be kent confidential r Z-2 F: )ffice Appliances, Chicago 6. 





MECHANICS AND REPAIRMEN WANTED 


TYPEWRITER AND OFFICE MACHINE MFCHANI( prefer man with excellent know!l- 
edge of Noiseless tvnewriter Excellent salary and plenty of overtime Ideal working 
conditions with advancement Will consider combination sales and ser ice arrange- 
ment. References exchanged. Write for full information Address Z care Office 
Appliances, Chicago 6. 











A SERVICE MANAGER is needed by one of the largest office machire dealers in the 
Southwest. This is a marvelous opportunitv for a n capable of organizing and 
operating several departments in branch stores Liberal salary and bonus All appli- 
cations strictly confidential State fully your experience and qualifications Address 
Z-290, care Office Appliances, Chicago 6 





MECHANICS—We need a ton notch Flliett-Ficher mechani one who can do good 
work, who can command top salary, and is willing to work for it We also need 
a high grade all around mechanic for work on Type writer Adding Machines, etc. If 
you can qualify for either of the y ms we will eciate hearing from you 
Teeter-Warsh Co.. 849 N. 3rd St.. Milwaukee 3. Wiscot ; 





EXPERT TYPEWRITER, ADDING MACHINE, CALCULATOR MECHANIC wanted by large 

2 year old office machine de: . Should be aualified to instruct apprentices. Knowl- 
ed e of duplicators helpful Top salary plus plentv of overtime and annual bonus 
Send complete qualifications and experience. Annlication strictly confidential Address 
St. Paul Typewriter Exchange. 380-384 Minnesota St St. Paul 1, Minnesota 








MECHANIC WANTFD. HAWAT*AN TSTANDS. Long established office equipment house 
in Hawaii seeks capable mechanic well traine d on calculating machines as well as 
other mechanical equipment. Liberal comvensation based on salary and bonus Attrac 
tive proposition is matched bv beauty and climate of the islands. Send full particulars 
to Z-281, care Office Appliances, Chicago 6 








BOOKKEEPING MACHINE SERVICE MAN Must be experienced on Burroughs Book 
keeping Machines and Moon Hopkins. Permanent position, good pay All applicatic 
strictly confidential. rite Z 3. care Office Appliances, Chic: go 6 





UNDERWOOD TYPEWRITER AND SUNDSTRAND adding mac dealer want a first 
class mechanic for permanent position Will be in charge of shop Good salary and 
commission arrangement Apply Ball & Thrasher, 211 S ith Avenue Ann Arbor 
Michigan. : 





MECHANIC FOR NIAG — Duplicators, typewriters and adding machines Ideal work 
ing conditions, highes income permanent Correspondence invited, confidential 
Lamont Office Biecatenn ent Co 1544 Broadway. Detroit 26. Mich 


EX NATIONAL CASH RFGISTFR hala HANIC wanted Prefer practical older man as 





consultant in_parts and order filli epartment Good salary and excelle < 

C : an d it 7006 é ance sllient working 
conditions. Chicago Cash Register Parts Co "2810 Addison St icago 18 tl 
GOOD TYPEWRITER MFCHANIC to work J in = position of sho i ‘ 

y s fs op manager—must be steady 
worker. Midwest location. Address Z-2 . care Office Anpliances, Chicago 6. = 
Zynewriter and Adding Machine repairman Opportunity and geod pay with leading 
toyal dealer in California’s ideal coast citv Write giving complete record to I. A 





Cleveland, 735-Broadway, San Diego 1, Calif 


TYPEWRITERS. ADDING MAC chat S and Office achines Mechanic é »( ; | 
established dealer. R. G. Walke . 785 Marsh st. an Luis “Obispo, “Calif re 








HELP WANTED—Typewriter Revairman—We have : e t P 4 ree 
Typewriter Service, 253 Main ‘St, Hackensack, N 4 ae for a geod man. corse 


WANTED EXPERIENCED Dictapl sho = “ATRES vi : 
Company, 210 W. Adams Street, “anca.. ee ee ee 


LAKE WALES, FLA., needs typewriter repairman : *y l t e 
Da an and agenc lealer to cover t Ridvre 
Section of Central F lorida. Write Chamber of ¢ fieneceminen : = h idee 


BURROUGHS MECHANIC WANTED: to: cas sant: itn cliens : ‘ 
St.. Minneapolis, Minn. a2 ‘D: top salary. Dorrell-Markel Co., 93 South 11th 


TYPEWRITER AND. ADDING MACHINF. MECHANIC W 7 > ae 
Z-272, care Office Appliances, Chic: go 6. ve sli icc taco Addres 








REPRESENT“ TIVE AVAILABLE 





Salesman w ho for fourteen years traveled the Pacific Northwest for well known manu- 
acturer desires to establish himself as manufacturer’s rep resentative and cover West 





ay soa Territory. z9 p references from previous employer as to aracter and abilite 
nterested in securing noncompetitive lines on straight commissior Send information 
to L-144. care Offic e Appliances, Chicago 6 


SALES AGFNCIES WANTED bv marketing organization with headouarters in New 
York. Starting as manufacturers’ representative selling to dealers in New York metro- 
politan area, service is expanded to cover entire eastern seaboard with facilities to 
handle national distribution on any meritorious stationery specialty If your distribu 
tion problem is New York. the eastern states, or larger area, send full particulars to 
L-152, care Office Appliances, Chicago 6 


SALESMAN LOCATED IN SAN FRANCISCO who for fifteen vears over rated own busi- 
ness, desires to represent eastern manufacturer in West ¢ ea As a dealer 





specialized in_ filing equipment and sur~™lies Capable of repr any manu- 
whet aba oF een equipment sold throurh dealers Me 70 pr 3 stationerv. furniture or 
nechanical. References that will convince Address I 49, care Office Appliances 
Chicago 6. a : . sh 





MANU FACTURERS! MANUFACTURERS! MANUFACTURFRS! MANUFACTURERS! 
you seek Chicago sales representation for a meritorious item, here is sales organ- 
ization now operating, handling duplicating supplies. paper, etc.. selling an impressive 
list of leading Chicago industrials References. Address L-15 4. care Office Appliances 
Chicago 6. 





EXPFRIENCED SALESMAN with established following in California selling stationery 
to jobbers, chain, d--artment, drug. gift. stationery stores, etc.. desires additionz1 
line. Commission basis. Address L-146. care Office Appliances, Chicago 


ESTAPLISHED SAN DIEGO FIRM would welcome negotiations with distributo 
manufacturers of Metal and Wood Desks. Chairs and Filing Cabinets. Parron Office 
Equipment Co., 926 7th Ave., San Diego 1. Calif 


MANUFACTURFRS OF FINE OFFICE CHA'PS—NOTE: WANTED: A broad line of fine 
upholstered. and wood office chairs for my trade in Illinois (except Cook Counts 
Missouri, Kansas, Nebraska, Dakotas, Iowa, Minnesota and Wisconsin. Have a fine 


followine Will be content with reasonably small Ce pier nt for next six months, but 
will wish ample for trade soon thereafte r Straic commission basis on shipments. 
Good references. E. J. MITCHELI 540 Delmar Siva St. Louis 12. Mo. 


MANUFACTURERS ATTENTION—Here’s a mz with 12 years experience in selling 
to Government _and private business—now wanting represent your organization in 
Washington. Write James F. Hardy, Barr Building Ww. ashington 6, D. C. 








REPRESENTATIVES AVAILABLE, ABROAD 


CANADIAN FIRM HAVING LAR( SALES ORGANIZATION wish to contact Manu- 





facturers of Office Equipment, Mac aise or other Business Devices Must be subst» 1t 
and practical. Quality items only Ni radgets please Products can be imported 
or manufactured by _ us in Canada on rovaity basis, as we e 7 lient engineering 


d ith highest panksne 
ro ronto, Canac 


and manufacturing facilities available. We are well est 


references. Ramsay Business Systems, 7 Adelaide Street 





AGGRESSIVE CANADIAN SALFS ORGAN'ZATION open to consider representation of 
products of high standard oni can be distributed in conjunction with existing dupli- 
cator and office supply business. Kerr-Ellams Office Appliances, Ltd., 1100 Bleury 
Street, Montreal, Canada. 


OFFICE APPLIANCES, November, 1945 


LEAVING FOR LATIN AMERICA Establishing sales offices abroad, Want lines hed 
Stationery, papers, inks, office equipment, supplies, ete Address Box L-148, ¢ 
Office Appliances, 100 East 42nd St New York 17. N. ¥ 





DEALER WITH STORE AND REPAIR SHOP IN CUBA wants connections with manu- 
facturers and firms dealing in new end second hand office equipment and specialties. 
Arturo Mata, Lealtad 664, Havana, Cuba 


WANT TO BUY RETAIL BUSINESS 


WANTED TO BUY Fstablished retail office sur»ly and furniture stere in Southeastern 
state Prefer manufacturing tow f fiftw thousand population or more, — Will consteer 
business in smaller towr f < ther supply store there Address Z 278. care Office 


Annliances, Chicago 6 





rOP SALESMAN. FIFTEEN YEARS EXPERIENCE, with leading west coast commerce 
stationery firm wants to buy partnershin in modern office supply store in Texas, New 
Mexico, Arizona or Southern California Will consider buying entire store. Address 
7-285. care Office Appliances, Chicago 6 

WANTED—ESTABLISHED ST ATIONERY _BUSINESS., medium size preferred, located in 
Middle Atlantic States a Write Z . care Office Appliances, Chicago 








MANUFACTURING BUSINESS FOR SALE 
FOR SALE STENCIL MANUFACTURING BUSINESS completely equipned with power- 
driven mounting and drawing machines as well as chemical formulas. Has shown 
very good profits for past seven years Priced to pay itself out in_one year. Other 
interests reason for selling Address Z-286, care Office Apviiances, Chicago 6, 


MANUFACTURING BUSINESS FOR SALE. Fully ecuipped factory for production, of 
inked ribbons and carbon paper Owner desires to retire. Inquiries confidential. Box 
Z-288, care Office Appliances, Chicago 6 


FOR SALE—Manufacturing and jobbing business Making some of_the better known 
duplicating items. Address Z-289, care Office Appliances, Chicago 6 

——— 
DEALERS WANTED 
,AKE WALES, FLA needs dealer and repairman on mimeorrs* muitieranh account- 
ing, adding and bookkeeping machine sales, service and repairs; also addressograph 
and direct mail advertising Write ‘Coauber of Commerce 


FOUNTAIN PEN REPAIRING 


WELTY’S REPAIR ALL MAKES FOUNTAIN PENS. Desk Pens, Pencils, ete 

at standard prices but now reauire 90 to 150 davs’ time We esrver “Shy feature 
*““CONKLIN,’® SWAN, WATERMAN, WAHL, PARKER, WELTY, SHEAFFER, MOORE, 
etc., but can renaty all other makes We feature Gold Pen Points we, ) tf 
Mail all makes to ONE place for better service ASK ABO''T NF* PEN 
$1.50 TO $10.00 “ist. Welty Pen and Repair Co. (Fst. 1904), 38 So. State St.. 
Chicago 3. 





FOUNTAIN PEN REPAIRING Largest and best eow'--ed ren shoo in Middle West 

gives TWO-DAY SERVICE on Fountain Pens and Mechanical Pencils. Authorized and 
recommended by She nl Parker Eversharp Waterman and other leading manu- 
facturers. Factory. prices All work guaranteed We pay return postage, furnish 

roe repair envelopes Price list and envelopes on request. Collins Pen Shop. 
150-52 E. Fourth Street, Cincinnati 2, Ohio 





GUARANTFFD FOU NT AIN PEN RFPAT® ING 
SAVE ‘TIME ND MONEY BY S®NDING 411, YOUR PEN AND PENCII REPAIRS TO 
KENTUCKY PEN COMPANY OVER 1.000 000 PENS HAVE BEEN REPAIRED BY 
OUR FACTORY TRAINFD EXPERTS FOR DEALERS THROUGHOUT THF COUNTRY. 
FULLY AUTHORIZED BY ALL LEADING MANU®ACTURFRS INCLUDING PARKER. 
SHEAFFER, EVERSHARP AND WATERMAN PROMPT SFRVICe WRITE TODAY 
FOR PRICF-LI FATLER DISCOUNTS AND FREE RFPATIR ENVELOPES. 
KENTUCKY PEN CO., INC., 316-A West Chestnut St., Louisville 2, Ky. 


TRADE SCHOOLS 


TYPEWRITER REPAIRING—Original, simplified Home Study Course, Students op- 
erating own repair shop. Weber Typewriter Mechanics School, Box 269, Osborn, Ohio 


ADDING MACHINE PARTS. TYPE, etc 


LARGE STOCKS of new and used Adding and Colewiative Machine Parts available 
Quotations furnished on specific parts upon request. I Dehn, Jr.. 1643 101st Ave.. 
Oakland, Calif 


FOR SALE AND WANTED TO BUY, USED EQUIPMENT 
PLLIOTT-FISHER Burroughs Moon Hopkins Addine-Calculating Mechines, Dicta- 
phones, Ediphones. bought and sold Chicago Office Appliance Co., 5 South Dear- 
born St., Room 306, Chicago 5 





ELLIOTT-FISHER Machines, Adding Machines. Comptometers. Burroughs and Monroe 
Calculators, Typewriters and all office machines bought and sold Teeter-Warsh Co.. 
849 N 3d Milwaukee 3, Wis 

BURROUGHS. MOON HOPKINS. F! Fisher Bookkeenine Machines, Comptometers 
all makes calculators bought and sold. “Dorrell Merkel. 93 S. 11th, Minneapolis, Minn, 


ELLIOTT-FISHER machines, calculating machines, adding machines—all office wie 
ment, bought and sold. W. J. Crowley Company, 434 Caswell Bldg.. Milwaukee ¢ 3, Wi 


QUANTITY of Monroe and Marchant Calculators, hand and electric, rough, esenstete, 
Inauiries solicited on all types of other machines. American Business Machines, 135 
Grand St., New York 13, N. Y 


BI wi eng a MOON HOPKINS Elliott-Fisher. Remington Accounting Machines, and 
everything in the office machinery line State model, serial number and we will quote 
anos cash prices International Office Appliances, Inc 326 Broadway, New York 7, 
Ws Hs 











DICTAPHONES—EDIPHONES—Foremost specirlists in rebuilding. sales and purchases 
of dictating equinment Write for catalog American Dictating Machine Co., 235 Fifth 
Ave., New York 3, } Y 





Gt oe agg nes REBUILTS. KARDEX, other visible systems, attractively refinished, thor- 
oughly rebuilt for years of additional service. moderately price¢ Used equipment aire 
bought xed exchanged Universal Office Equipment Co., 7-9 Waverly Place, New 

. 3 








KARDEX, ACME, all mekes used visible filing equinment Thousands of recondiitoned 
cabinets, panels. books, always on hand. Special service ard prices to dealers for pur- 
chase or sale. Get our quota Chas. S. Nathan. Inc., 548 Broadway, New York 12, 
KARDFX. ACME POSTINDE x. ¢ visible filing equipment of all types bought and 
sold We specialize eld i offer full cooperation to dealers. Commercial Caid 


System, 135 Gri nd St New York 13. N. Y 


23 drawer units. also 6x4 and 5x3 size. Quantity of 


ACME (Insite) 8x5 
mercial Card System Co., 135 Grand St., New York 13, 


McCasky Production 
m7 





WANTED TO BUY Surplus equipment of all types Ready buyer Columbia Trading 
Corp., 7 Waverly Place, New Y k 3, N.Y 


WANTED 


INTERNATIONAL Visible Factograrh cabinets. in 6 and 12 drawer 8x5 size, complete 
with card holders. We are z » interested in extra 8” iternational card holders in any 
quantity. Advise what you have available. E. H. Heineman, Béx 552, St, Louis 1, Mo. 





VISIBLE EQUIPMENT bought, sold and exchanged We snecialize in rebuilt Kardex, 


Acme and International Visible Factograph cabinets, as well as other makes. Write and 
tell us what Visible Equiy ment you need or have for sale. Special prices to Dealers. 
E. H. Heineman, 4 North Eighth St St. Louis 1, Mo 

MULTIGRAPH RIBBONS—and other wide inked ribbons remanufactured, also silk rib- 


bons. New ribbons of all kinds in the reel. Dealer proposition Lewis, 413 West State, 


Milwaukee, 


BURROUGHS, MOON HOPKINS, ELLIOTT-FISHER. We buy, sell, repair, rebuild. Com- 
prehensive service for dealers Adding and Bookkeeping Machine Service Co., 1307 
Grand, Kansas City 6, Missour 





louarters for machines, supplies, Super- 
28 South Wells t Chi- 





DICTAPHONES, EDIPHONES—for 20 vears, h 
tone cylinders, wholesale Chicigo Dictating Mechine Co 


cago 6 





RAND-McNALLY MAP AND TACK Svstem-—Four sections and base, brown mahogany. 


Visual aan s control over New ft M e Atantic and Micdle West, from Minne- 
sota and Oklahoma and territory bet t Excellent condition—low cost Write B.om- 
field Publishers, Brook tit e Vil r 








rHE J. I MAY COMPANY 11) W. 19th St New York 11. N. Y.. will accept late 
orders for Xmas 10c retail packets of No. 9 tags, No. 15 cards and €20 Metallic Seals. 
Also a variety of bulk seals, Xmas gifts and money folders Circular available 


CHECK WRITERS FOR SALE Laskow, 132 Nassau St.,. New York 17, N. Y. 





WANTED AT ONCE Halvorfo int Gold Stamping Machine. Must be in perfect 
condition State price Address % 279, care Office Appliances, Chicago 6. 


5 











LASSIFICATIONS 








For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 


communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, 


Adding & Calculating Mach. - sa 


Office Machine & Service Co 
Adding Machine Parts 
Ames Supply Co. 
Shipman-Ward Mfg. Co 
Adding Machine Rolls & Paper 
Rockwell-Barnes Co. 
Adding Machines 
Allen Calculators, Inc. 
Monroe Cale. Machine Co 
Remington Rand, Inc. : 
Smith, L. C. & Corona Type- 
writers . : 
Underwood Corporation Back 
Victor Adding Machine Co 


92 
246 


249 


.. 49 
Cover 
145 


Adding Machines, Rebuilt & ous 


Calculator Equip. Corp 

Shipman-Ward Mfg. Co 

Adhesives 
(See Inks. Adhesives. etc.) 

Arch and Clip Board Files 
Cushman & Denison Mfg. Co F 
Globe-Wernicke (o.. The 
Pengad Mfg. Co. 
Rockwell-Barnes (Co. 
Service Products Co. 
Shaw-Walker Co. 
Yawman and Erbe Mf<« 

Ash Trays and Stands 
Century Assoc. Products Co 
Fair Furniture fo. 
Santos & Co. 

Associations 


Co. 


Wood Office Furniture Institute... 


Atlases, Geographical 
Cram, George F.. Co. 
Autographie Registers 


United Autographic Register Co... 


Bank Suppiles 
Downey, C. L., Co _ 
Bankers Note Cases 
Art Steel Sales Corp.137, 


246 





128, 139, 140 
1 


General Fireproofing Co ---e 1 09 
Globe-Wernicke Co., The 84, 85 
Victor Safe & Equip. Co................ 227 
Binders, Catalog and Periodical 
Acco. Products, Inc.. 102 
Amberg File & Index (o. . 99 
National Blank Book Co . 55 
Sheppard, The C. E., Co 249 
Willson Jones Co. 59 
Binders, Permanent Storage 
Boorum & Pease Co 7 
Sheppard. The C. E., Co Qa" 
Smead Mfg. Co. 103, 104 
Wilson Jones Co 59 
Blackboards 
Service Products Co 201 
Blanks Books 
Boorum & Pease Co 79 
National Blank Book (Co.................... 55 
Rockwell-Barnes Co. 244 
Wilson Jones Co 59 
Blue Print oe 
Post, The Fred., 211 
Blue Print and oy File Cabinets 
All-Ste2l-Equip. Co eevee 4 
Anderson-Hickey Co. . ey 
Art Metal Construction Co................. 51 
Art Steel Sales Corp.1537, i38, 139, 140 
Browne-Morse Co ..146 
Cole Steel Sales Co. 223 
Columbia Steel Equipment Co. 165 
Corry-Jamestown Mfg. Corp. 179 
General Fireproofing Co..................... 109 
Globe-Wernicke Co.. The 84, 85 
Invincible Metal Furn. Co............... 187 
Peerless Steel Equip. Co. 245 
Pronto File Corp. 216 
Shaw-Walker Co. 134 
Yawman and Erbe Mfg. Co. ..195 
Bond Boxes 
Art Steel Sales Corp.137, 138, 139, 140 
General Fireproofing Co. -.1 09 
Globe-Wernicke Co., The 84, 85 
Book Coses 
All-Steel-Equip. Co ..204 
Art Metal Construction Co................. 51 
Browne-Morse Co. 146 
Corry-Jamestown Mfg. Corp. 179 
General Fireproofing Co 109 
Globe-Wernicke Co.. The 84, 85 
Gunn Furniture Company 200 35 
Michigan Desk Co. . 89 
New England Woodworking Co. 184 
Peerless Steel Equip. Co. 245 
Shaw-Walker Co 134 
Wabash Filine Supplies, Inc. 131 
Weis Mfg. Co. 67, 68, 69, 70 
Yawman and Erbe Mfg. Co. 195 
Bookkeeping Machines 
Underwood Corporation Back Cover 
Box Letter Files 
Amberg File & Index Co.. sas 
Art Steel Sales Corp.137, 138, 139, 140 
Cole Steel Sales Co. ..223 
Globe-Wernicke Co., The 84. &5 
Hedges Mfg. Company 225 
Rockwell-Barnes Co , 249 
Weis Mfg. Co 67, 68, 69, 70 
Brief & Zipper Cases 
Mashek, Frank Company ...167 
Stationers Loose Leaf Co ...242 
Stein Bros. Mfg. Co Me | 
Business Forms 
Associated Stationers Supply Co.....238 
Caleulating Devices 
Meilicke Systems, Inc 239 
Shipman-Ward Mfe. Co 246 
Victor Safe & Equip. Co ...227 
Caleulating Machines 
Allen Calculators, Inc 100 
Monroe Cale. Machine Co 175 
Victor Addine Mechire (o 145 
Caleulating Machines, Used 
Calculator Equip. Corp 189 
Mailers’ Service & Equip. Co 250 
Shipman-Ward Mfg. Co 246 
Calendar Pads & Stands 
Almac Plastics, Inc 244 


Stark Calendar, Inc 


Carbon Papers (See Ribbons and Carbons) 


Card Index Boxes and Trays 
All-Steel-Equin. Co 
Amberg File & Index Co 
Art Metal Construction Co 


Art Steel Sales Corp.137, 13 


Co 
Equip. ( 
Mfg 


Cole Steel Sales 
Columbia Steel 
Corry-Jamestown 
Farber, Louis H. 
General Fireproofing Co 
Globe-Wernicke Co.. The 
Guide System and Suppl) 
Hedges Mfe. Company 
Imperial Methods Co 
Invincible Metal 
Metal Office Furniture Co 


Cort 


Furn. C 


) 


0. 


New England Woodworking Co 


Equip. Co 


Corp 


Peerless Steel 
Pronto File 


Rockwell-Barnes Co 
Security Steel Equip. Cor 
Shaw-Walker Co. 

Weis Mfz. Co 67, 
Wells Office Furniture Co 


Yawman and Erbe Mfg 
Card Index, Mechanical 
Inc. 


Art Steel Sales Corp.137, 
Cole Steel Sales Co. 
General Fireproofing Co 


p 


Co 


Krumwiede, Elmer. & Assoc 


Casters, Caster Bearings, Slides 


Darnell Corp. 
Cellarettes, Office 
Westcort Co. 
Celluloid Envelopes 
(See Envelopes, Celluloid) 
Chair Irons 
Bolens Products Co. 
Collier-Keyworth Co. 
Chair Mats 
Office Furniture Wholesale 
Service Products Co 
Chairs, Folding 
Adirondack Chair 
Farber, Louis H 
Royal Metal Mfg. Co 
Chairs, Office 
Bright Chair Co 
Cramer Posture Chair Co 
Domore Chair Co 
General Fireproofing Co 
Gunlocke, The W. H., 
Harter Corporation 


Co 


High Point Bending & Chair Co 


Jasper Chair Co. 

Jasper Seating Co. 

Metal Office Furniture Co 

Michigan Desk Co 

New Indiana Chair Co 

Royal Metal Mfg. Co 

Shaw-Walker Co 

Sheyboygan Chair 

Sikes Co., The 

Sturgis Posture Chair Co 

Wells Office Furniture Co 
Chairs (Posture) 

Bright Chair Co 

Cramer Posture Chair Co 

Domore Chair Co. 

yeneral Fireproofing Co 

Gould, S. H., Company 

Gunlocke, The W. H., C 

Harter Corporation 

High Point Bending & C 

Jasper Chair Co 

Jasper Seating Co 

Metalstand Co. 

Shaw-Walker Co 

Sikes Co., The 

Sturgis Posture Chair Co 

Wells Office Furniture Co 
Chairs, Tablet Arm 

Jasper Chair Co. 

Jasper Seating Co 

New Indiana Chair Co 


Co 


Check Book Covers & Passbooks 


Amer. Passbook Co 

Check Protectors & Writers 
Hall-Welter Co. 

Checks, Stamped Metal 
Dayton Stencil Works 
Meyer & Wenthe, Inc 

Clip Boards 


Dist..... 
wood 


Chair Co 


hair Co 


hair Co 


(See Arch and Clip Board Files) 
Coin Bags, Trays & Wrappers 


Art Steel Sales Corp.137, 

Downey, C. L., Co 
Copyholders 

Acco Products, Ine. 

Copy Right Mfg. Corp 

Dawn Mfg. Corp., The 

Rite-Line Sales Co., The 


Wells Office Furniture Co. 
Costumers 
Fair Furniture Co. 
Globe-Wernicke Co 
Peerless Stee] Equip 
Shaw-Walker Co 
Wells Office Furniture Co 
Crayon 
Dixon, Jos., Crucible Co 
Cushions & Pads, Chair 
Century Assoc. Products (¢ 
Fair Furniture Co 
Fisher Mfg. Co., 
Dating Stamps 
Bates Mfg. Co. 
Fulton Specialty 
Meyer & Wenthe. 
Rivet-O Mfg. Co 
Stewart, R. A., & Co 
Superior Type Co 
Desk Lamps 
Century Assoc 
Dawn Mfg. Co 


The 
Co 


Inc 


Co 
Inc 


Products C 


128, 


‘o 


0 


1s 


128, 139, 140 
223 


“109 
‘151 


.230 
119 


39, 140 


obligation. 
214 Faries Mfg. Co 
Midwest Naturalite Co 
Santos & Co, 
204 Van Dyke Industries 
.... 99 Desk Pads & Tops 
51 Aigner, G. J., Co 
139, 140 Fair Furniture Co. 
223 Office Furn. Whole Distr 
165 Wilson Jones Co 
\i% Desk Pen & Ink Sets 
109 Gregory Fount-O-Ink Co 
$4. gs Sengbusch Self Cl. Inkst’d Co. 
208 Shaeffer, W. A., Pen Co. 
225 Desk Trays 
113 Art Metal Construction Co ae 
187 Art Steel Sales Corp.137, 158, 139, 
121 Corry-Jamestown Mfg. Corp 
184 Currier Mfg. Co 
_...245 Eclipse Moulded Products Co 
216 General Fireproofing Co 
. Globe-Wernicke Co., The 84, 
163 Hedges Mfg. Company 
134 Imperial Methods Co. 
68, 69, Metalstand Co. 
Bie has Peerless Stee] Equip. Co 
"195 Service Products Co. 
Shaw-Walker Co 
. 80 Weis Mfg. Co 67, 68, 69, 


Yawman and Erbe Mfg. Co 


Desk Work Distributors 


Art Steel Sales Corp.137, 128, a 
Globe-Wernicke (o.. The 

Victor Safe & Equip. Co 

Wilson Jones Co 

Desks 

Alma Desk Co. 

Art Metal Construction Co. a 
Art Steel Sales Corp.137, 158, 119, 


Browne-Morse Co 

Columbia Steel Equipment Co 
Corry-Jamestown Mfg. Corp 
Farber, Louis H. 

General Fireproofing Co. 
Globe-Wernicke Co 
Gunn Furniture Company 
Imperial Desk Co. 
Indiana Desk Co. 
Invincible Metal Furn. 
Jasper Desk Co. 
Jasper Office Furniture Co 
Leopold Company. The 
Metal Office Furniture 
Michigan Desk Co. 
Myrtle Desk Co. 
National Desk Co., Inc 
Peerless Steel Equip. Co. 
Royal Metal Mfg. Co 
Security Steel Equip 
Shaw-Walker Co cre 
Victor Safe & Equip. Co 
Wells Office Furniture Co. 
Yawman and Erbe Mfg. Co 


Diaries (See Memo Books) 
Dictating Machines 
Morecorder Mfg. Co 
Standard Business Machines Co 
Dietating Machines, Used 
Shipman-Ward Mfg. Co 
Display Racks 
Pierce, The, Co. 
Drafting Instruments & Equipment 
Brown, Arthur & Bro. 
Cardinell Corp 
Post, The Fred., Co 
Duplicating Machines and Supplies 
Autocopy, Inc. . 
Bainbridge, Kimpton & Haupt 
Beck Duplicator Corp., The 
Columbia Rib. & Carb. Mfg. 
Copy Papers, Inc 
Dick. A. B., Co 
traphic Duplicator Co 
Harding, Milo. Co. 
Heyer Corp.. The 
Ink Specialties Co., 
Manifold Supplies Co. 
Mercury Duplicator Corp 
Mimeograph , 
Mittag & Volger, Inc. 
Niagara Duplicator Co. 
Old Town Ribbon & Carbon Co 


Co 


Co 


Corp 


Co. 


Inc. 


Packwood, G. H., Mfg. Co 
Pengad Mfg. Co 
Polychrome Corp. 
Red Feather Products, Ltd 


Rex-O-Graph, Inc 

Shallcross Co., The 

Sinclair & Valentine Co 

Smith,’ L. C., & Corona Type- 
writers ... 

Speed-0O- Print 

Standard Business 


Corp 
Machines Co. 


Standard Duplicating Mach. Corp. 
Starkey Paper & Supply Co 
Technygraph, The 
Victor Safe & Equiv. Co. 
Duplicating Machines, Used 
Graphic Duplicator Co. 
Mailers’ Service & Equip. Co 
Envelope Openers 
Commercial. Controls Corp 
Envelope Sealers 
Commercial Controls Corp 
Envelopes 
Cooke & Cobb Co., The 
Globe-Wernicke Co., The 84. 
Northern States Envelopes Co 
Quality Park Envelope Co 
Smead Mfg. Co., Inc., The 103, 
Wilson Jones Co 
Envelopes, Celluloid 
Aigner, G. J., Co 
Markilo Co. 
Erasers 
Blaisdell Pencil Co 
Dixon, Jos., Crucible Co 157, 
Roberts, Weldon, Rubber Co 


OFFICE APPLIANCES, November, 


The 84. 


eo 


173 


202 
&5 
166 
101 
104 
59 


97 
251 


239 


158 


247 


without 


Eyelets & ee Fasteners 
Bates Mfg. ..199 
Rivet-O ite” “Go. 2 


File Boxes, Fibre 


Bankers Box Co. 88 
Barkley, C. L., & Co. seeeee A 38 
Diebold, Inc. ....... .... 80 
Globe-Wernicke Co.. The 84, 85 
tuide System & Supply Co. 208 
Oxford Filing Supply Co 153 
Pronto File Corp... 216 
Weis Mfg. Co. 67, 68, 69, 70 
File Boxes, Metal 

Art Metal Construction Co. ay 
Art Steel Sales Corp.137, ifs, 139, 140 
Cole Steel Sales Co. 228 
Corry-Jamestown Mfg. Corp. 179 
Currier Mfg Co...... we 
Globe-Wernicke Co.. The 84, 85 
Peerless Steel Equip. Co. e845 
Pronto File Corp..... 316 
Remington Rand, Inc. . 61 
Rockwell-Barnes Co. 249 
Shaw-Walker Co. 134 

Co. 27 


Victor Safe F Equip. 
Weis Mfg. Co. 
Filing Cabinets, Insulated 


2 
67, 68, 69, 70 





Meilink Steel Safe Co. . 98 
Shaw-Walker Co. ... ..134 
Victor Safe & Equip. Co. ..227 
Filing Cabinets, Metal 
All-Steel-Equip. Co. 204 
Anderson-Hickey Co. .... on . 90 
Art Metal Construction “ae . §1 
Art Steel Sales — 137, 128, 140 
Browne-Morse Co. .... 146 
Cole Steel Sales Co.. .228 
Columbia Steel Equipment Co.........165 
Corry-Jamestown Mfg. Corp. 179 


General Fireproofing Co. 109 


Globo-Wernicke Co., The 84, 85 
Invincible Metal Furn. Co................. 187 
Metal Office Furniture Co. 121 
Peerless Steel Equip. Co. 245 
Rockwell-Barnes Co. 249 
Security Steel Equip. Corp. 163 
Shaw-Walker Co. ....... 134 
Victor Safe & Equip. Co, 227 
Weis Mfg. Co. 7, 68, 69, 70 
Yawman and Erbe Mfg. Co. 195 
Filing Cabinets, Wood 
Art Metal Construction Co. 51 
Art Steel Sales Corp.137, 128, 139, 140 
Bainbridge, Kimpton & Haupt = 


Browne-Morse Co. 146 





Business Efficiency Aids 241 
General Fireproofing Co. 109 
Globe-Wernicke Co.. The 84, 85 
Imperial Methods Co....... 113 
Indiana Desk Co.. 235 
Michigan Desk Co. . 89 
New England Woodworking Co. 184 
Peerless Steel Equip. Co. 245 
Perma-Bilt Equipment Co. 250 
Rockwell-Barnes Co. 244 
Security Steel Equipment Corp 163 
Shaw-Walker Co. .... 134 
Victor Safe & Equip. Co. mY 
Weis Mfg. Co. 67, 68, 69, 70 
Wells Office Furniture Co 159 
Yawman and Erbe Mfg. Co. 195 
Filing Supplies 
Acco Products, © ng t 102 
Aigner, G. J. aceiaas a 
Amberg File a Index Co. . 99 
Art Metal Construction Co. 51 
Barkley, C. L., & Co. 128 
Browne-Morse Co. ..... 146 
Cooke & Cobb Co., The 202 
Corry-Jamestown Mfg. Corp. 179 
Daco Card & Index Co 250 
General Fireproofing Co. 109 
Globe-Wernicke Co., The 84, 85 
Guide System & Supply Co. 208 
Imperial Mehods Co. 113 
May, The J. L. Co........ 194 
Metal Office Furniture Co 121 
Northern States Envelope Co. 166 
Oxford Filing Supply Co. 153 
Pronto File Corp.. ail 216 
Quality Park Envelope Co. 101 
Rockwell-Barnes Co. uw... 249 
Shaw-Walker Co. : 134 
Smead Mfg. Co., The .......108, 104 
Victor Safe & Equip. Co. conn 
Wabash Filing Supplies, Ine. 131 
Warshaw a ae wove 
Weis Mfg. 67, 68, 69, 7 
Yawman Fy Erbe’ | a | 
Finger Pads 
Speed Products Co............ 107 
Folders (See Filing Supplies) 
Fountain Pen Desk Sets 
Union Pencil Co., Ine.... 118 
Fountain Pens, Mfrs. 
Esterbrook Pen Co., The 177, 181 
Eversharp, Incorporated ... 83 
Kahn, David, Ine................ 105 
Sheaffer W. A., Pen Co..... . 73 
Stratford Pen Co......... 188 
Globes, Geographical 
Cram, The George F., Co. 181 
Gummed Cloth Rings 
Graff, Geo. B., Co.. 197 
Warshaw Mfg. Co. 182 
Honor Rolls. 
Acme Bulletin & Directory Corp.....251 
Int'l Bronze Tablet Co., Inc 217 
U. §$. Bronze Sign Co. 243 
Index Card Signals 
coe, &. C., Cb... 229 
Graff, Geo. B., Co... . 197 
Victor Safe & Equip. Co 227 
Index Tabs 
Aigner, G. J. Co. pte 
Amberg File and Index Co............. 99 
(Continued on page 7) 
1945 


_- wa —— eS SMS Ooo r 


—— 


ee a oe 





THE CLASSIFICATIONS 
(Continued from page 6) 


Barkley, C. L., & Co. 


Globe-Wernicke Co., The....84 


Guide System & Supply Co. 
Markilo Co. 

Shaw-Walker Co. ..................... 
Sheppard, The ©. &., Co. 


Speed Products Co...... aor 


Victor Safe & Equip. Co. 


ink Eradicators 
Carter's Ink Company. The 


Inks (Writing), Adhesives, Ete. 
Carter's Ink Company, The 
Harriman-Welts, Inc. .. 
Ink Specialties Co., The 


Mailers’ Service & Equip. Co. me 
Rivet-O Mfg. Co.. omnia 


Stewart, R. A., & Co. 
Inkstands : 

Cushman & Denison Mfg. Co. 

Sengbusch Self Cl. Inkst’d Co 
Labels 

Imperial Methods Co 

Oxford Filing Supply Co. 


Smead Mfg. Co. 103, 


Warshaw Mfg. Co. 


Weis Mfg. Co. 67, 68, 69, 


Ladders, Library, Store & Vault 
Cotterman, I. D. 

Leads for Mechanical Pencils 
Autopoint Co. 


Dixon, Jos., Crucible Co. 157, 1! 


Eversharp, Incorporated 

Kahn, David, Ine 

Rite-Rite Mfg. Co. 

Sheaffer, W. A., Pen Co. 
Leather Goods 

Canvas Products Corp. 

Mashek, Frank, ee 

Stein Bros. Mfg. 

Leather Upholstered Sorsitare 

Bright Chair Co. 

Gunlocke, The W. H., Chair Co. 

Jasper Chair Co. 

New Indiana Chair Co. 
Letter Trays (See Desk Trays) 
Library Equipment 

All-Steel-Equip. Co. 

Art Metal Construction Co 


Art Steel Sales Corp.137, 138, 1°29, 


Corry-Jamestown Mfg. Corp. 
General Fireproofing Co. 


Globe-Wernicke Co., The 84, 85 


Peerless Steel Equip. Co... 

Security Steel Equip. Corp. 

Shaw-Walker Co. . 

Yawman and Erbe Mfg. Co. 
Locks, Drawer, Showcase, Etc. 


eters 


Lockers and Storage Cabinets. 
All-Steel-Equip. Co. 
Anderson-Hickey Co. 

Art Metal Construction Co. 


Art Steel Sales Corp.137, :33, 1 9, 


Browne-Morse Co. ....... 
Corry-Jamestown Mfg. Corp. 
General Fireproofing Co. 


Globe-Wernicke Co., The wees 85 


Invincible Metal Furniture Co. 


New England Woodworking Co.... 


Security Steel — Corp. 
Shaw-Walker Co. . 
Yawman and Esbe Mfg. Co. 

Loose Leaf Books & Systems 
Amberg File & Index Co. 
Boorum & Pease Co. 

Feldeo Loose Leaf Co. 
National Blank Book Co. 
Sheppard, The C. E.. Co 
Stationers Loose Leaf Corp. 
Wilson Jones Co. 

Loose Leaf Metals and Devices 
Sheppard, The - E., Co. 
Wilson Jones (¢ 

Loose Leaf Sheet Covers, Celluloid 
Aigner, G. J., Co... 
Markilo Co. 

Wilson Jones Co 

Mai! Bags, Canvas or Leather 
Canvas Products Corp. 

Mail Distributors 


tlobe-Wernicke Co., The 84, § 


Victor Safe & Equip. Co. 
Mailing Machines 

Commercial Controls Corp 

Standard Duplicating Mach. Corp. 
Map Tacks 

Graff, Geo. B., Co. 

Moore Push Pin Co. 

aps 


American Map Co., Ine. 

Cram, The George 'F., Co 
Matched Office Suites 

Art Metal Construction (Co. 

General Fireproofing Co. 


Globe-Wernicke Co., The 84, 85 


Leopold Co, bias 
Royal Metal Mfg. Co 
Shaw-Walker Co. 
Memorandum Books 
Boorum & Pease Co. 
National Blank Book Co. 
Rockwell-Barnes Co, 
Union Pencil Co., Ine. 
Wilson Jones Co. 
Memorandum Devices 
Autopoint Co. . 
Bates Mfg. Co. ‘ 
Currier Mfg. Co.. 
Mending Tape 
Warshaw Mfg Co. 


Dayton Stencil Works 

Meyer & Wenthe, Inc. 
wetered Mail Systems 

‘ommercial Controls 
Moisteners — 

Better Packages, Inc. 

Metal Specialties Mfg. Co. 

Mohler, A. 

Rivet-O Mfg. Co. 

Sengbusch Self Cl. Ingst’d Co 
Numbering Machines 

Bates Mfg. Co. 

Roberts Numbering Mach. Co 
Office Partitions and Railings 


Metal Badges, Checks, Tokens, Etc. 


Globe-Wernicke Co., The 84, 8 


Office Printing Outfits 
Fulton Specialty Co. 


OFFICE APPLIANCES, 


Pads, Figuring Shipman-Ward Mfg. Co 
Co. 


Boorum & Pease Co. T Storms, H. M., 
National Blank Book Co..................... 55 Underwood Corporation Back Cover 
Rockwell-Barnes Co 249 U. S. Typewriter Ribbon Mfg 
Wilson Jones Co. aitincistincganeiicaae Waters & Waters Branch 
Paper Webster, F. 8. Co. 
a Paper Co. ....133 Write, Inc. 
Amer. Writing Paper Corp............... 182 Rubber Bands 
Eaton Paper Corp 205 Plymouth Rubber Co., Inc 
Rockwell-Barnes Co 249 Rubber Stamps 
Saxon Paper Products, Ine. ...129 Meyer & Wenthe, Inc 
Paper Clamps Stewart, R. A., & Co 
Acco Products, Inc 102 Superior Type Co. 
Cook, H. C., Co. 229 Rubber Type 
Cushman & Denison Mfg. Co 120 Fulton Specialty Co 
Esterbrook Fen Co., The 177, 181 Superior Type Co 
Hunt, C. Howard, Pen Co. : 186 Stewart, R. A., & Co 
Graff, Geo. B., Co SE | Rulers, Transparent 
Vail Manufacturing Co 143 C-Thru Ruler Co. 
Paper Clips Safes 
Cushman & Denison Mfg. Co 120 Art Metal Construction Co 
Vail Manufacturing Co....................... 143 Diebold, Ine. 


General Fireproofing Co 


Paper Fastening Machines 3 
87 Globe-Wernicke Co.. The 


Ace Fastener Corp 


Acme Staple Co. meee 1:3 | Herring-Hall-Marvin Safe Co 
Bates Mfg. Co 199 Invincible Metal Furniture Co 
Markwell Mfg. Co -----L 08 Meilink Steel Safe Co 
Neva-Clog Products, Inc 95 Remington Rand, Inc 
Speed Products Co 107 Security Steel Equip. Corp 
Victor Safe & Equip. Co. 227 Shaw-Walker Co 
Paste (See Inks, Adhesives, Etc.) Victor Safe & Equip. Co. 
Pencil Sets Yawman and Erbe Mfg. Co. 
Blaisdell Pencil Co. 239 Scrapbooks 
Williams Products Co. 205 Globe-Wernicke Co., The 8 
Pencil Sharpeners Weis Mfg. Co. 67, 68, 69, 
Hunt, C. Howard, Pen Co. 186 Wilson Jones Co ‘ 


Pencils, Mechanical Sealing Tape Dispenser 


Autopoint Co. 215 Better Packages, Inc 
Kahn, David, Inc. ---k 05 Secretary Desks 
Rite-Rite Mfg. Co. 251 Art Metal Construction Co 
Sheaffer, W. A., Pen Co. 7 General Fireproofing Co 
Stratford Pen Co. 183 Globe-Wernicke Co., The 
Pencils, Paper Wound Peerless Steel Equip. Co 
Blaisdell Pencil Co 239 Shaw-Walker Co 
Pencils, Wood Cased Lead Wabash Filing Supplies, Inc 
Blaisdell Pencil Co 239 Shelving 
Dixon, Jos., Crucible Co. 157, 158 All-Steel-Equip. Co 
General Pencil Co 35 Art Metal Construction Co 
Staedtler, J. S., Inc 210 Browne- Morse Co. 
Penholders Corry-Jamestown Mfg. Corp 
Dixon, Jos., Crucible Co 157, 158 General Fireproofing Co 
Hunt, C. Howard, Pen Co. .... 186 Globe-Wernicke Co., The 
Pens, Steel Security Steel Equip. Corp 
Esterbrook Pen Co 177, 181 Shaw-Walker Co. 
Hunt, C. Howard, Pen Co. ....186 Signs, Changeable Letter 
Sengbusch Self Cl. Inkst’d Co.........241 Acme Bulletin & Dir. Corp 
Pin Tickets Slide Rules 
May, The J. L. Co 194 C-Thru Ruler Co.... 
Pins and Pin Containers Post, The Fred.. Co. 
Vail Mfg. Co. 143 Smoking Stands, Office 


Platen Typewriter & Ete. Century Assoc, Products Co 
Typewriter Equipment Co. .---200 Sorting Devices — 

Postal Meters Currier Mfg. Co 
Commercial Controls Corp. 173 Stamp Affixers 

Postal Scales Commercial Controls Corp 


3 
Commercial Controls Corp. 173 Stamp Pads 
Hanson Scale Company ...193 Bates Mfg. Co. 
Presentation Covers Carter's Ink Company, The 
Amberg File & Index Co. oda ae Fulton Specialty Co 
Oxford Filing Supply Co. ..+..153 Meyer & Wenthe, Inc. 


103, 104 Phillips Process Co 


Smead Mfg. Co. 
Rivet-O Mfg. Co 


Price & Sign Markers 


Fulton Specialty Co woes 194 Rockwell-Barnes Co. 

Stewart, R. A., & Co. 244 Stewart, R. A., & Co. 

Superior Type Co. 244 Superior Type Co. 
Publishers Stands for Office Machines 

British Staty. Exporter 178 All-Steel-Equip. Co. 
Punches Anderson-Hickey Co. 

Acco Products, Ine. 102 Art Steel Sales Corp.137, 138, 

Bates Mfg. Co...... enkectiiial 199 Fair Furniture Co. 

Boorum & Pease Co. 79 General Fireproofing Co 

Globe-Wernicke Co.. The 84, 85 Globe-Wernicke Co., The 

Metal Specialties Mfg. Co. 243 Gould, S. H., Company 

National Blank Book Co. ... 55 Harter Corporation 

New England Paper Punch Co ...248 Metalstand Co. 

Wilson Jones Co we 5D Peerless Steel Equip. Co 
Push Pins Shipman-Ward Mfe. Co 

Moore Push Pin Co. 250 Sturgis Posture Chair Co 
Representatives Available Toledo Guild Products, Inc 

Marsden, Whelan J ..-.209 Wells Office Furniture Co 
Ribbons and Carbons Staple Extractors 

Allen & Co. ..234 Ace Fastener Corp 

Allied Carb. & Rib. Mfg. Corp.......232 Metal Specialties Mfg. Co 

Amer. Carbon Paper Mfg. Co. ---.203 Schollhorn, William Co 

Ames Supply Co ; a Staples and Stapling Machines 

Beck Duplicator Corp., The me >] Ace Fastener Corp. 

Buckeye Rib. & Carbon Co. 213 Acme Staple Co. 

Carter's Ink Company, The 245 Bates Mfg. Co. 

Codo Mfg. Corp. ..160 Markwell Mfg. Co. 

Columbia R. & C. Mfg. Co. 47 Neva-Clog Products, Inc 

> ge | 94 Speed Products Corp 

Manifold Supplies Co — Vail Manufacturing Co 

Mittag & Volger, Inc.....000.... 57 Stationery 

Old Town Rib. & Carb. Co............. 65 Saxon Paper Products, Inc 

Pacific Car. & Rib. Mfg. Co...........155 Stencils, Brass 


Dayton, Stencil Works 
Stenographers’ Note Books 

National Blank Book Co 

Rockwell-Barnes Co 
Stools 

Harter Corporation 

Wells Office Furniture Co 


Peerless Imperial Co 
Pengad Mfg. Co 

Phillips Process Co 
Regal Typewriter Co. 
Remington Rand, Ine. 
Royal Typewriter Co., Inc. 
Shallcross Co., The 








THE SERVICE BUREAU of Office Appliances is main- 
tained for the exclusive use of subscribers and advertisers. 
In the execution of its various commissions this bureau 
calls upon practically every member of the staff. It an- 
swers by personal letters all inquiries upon matters 
germane to the field, it furnishes special reports upon 
articles of office equipment, supplies names of manufac- 
turers of any article wanted, puts man and job together, 
prepares advertising copy, furnishes list of desirable 
agents and dealers in nearly every country, aids foreign 
dealers in securing U. S. A. lines, and in may other ways 
performs useful service, all without charge. Subscribers 
in every land have made, and are making, good use of 
this bureau; manufacturers in every section of the field 
have evidence of its proved value. Subscribers’ requests 
for catalogues to bring their files up to date, or to replace 
the file in case of fire or other form of destruction, are 
broadcasted in a bulletin which is mailed frequently to 
leading manufacturers. 
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Storage and Transfer Cases 


All-Steel-Equip. Co, 204 
Amberg File & Index Co . 9 
Art Metal Construction Co 51 
Art Steel Sales Corp.137, 138, 139, 140 
Bankers Box Co. ~ 88 


Barkley, C. L., & Co. 128 
Browne-Morse Co. 146 
Cole Steel Sales Co. a > >| 
Columbia Steel ‘. “ae Co. 165 
Corry-Jamestown Mfg. Corp. 179 
yeneral Fireproofing Co. 109 
Globe-Wernicke Co., The 84, 85 
Guide System & Supply Co. 208 
Imperial Methods Co. 118 
Invincible Metal Furniture Co. 187 
Metal Office Furniture Co 121 
Peerless Steel Equip. Co. 245 
Pronto File Corp.. 216 
Rockwell-Barnes Co. 249 
Security Steel Equip. Corp. 163 
Shaw-Walker Co. . 34 
Weis Mfg. Co..... 67, 68, 69, 70 
Yawman and Erbe Mfg. Co. 195 


Store Fixtures and Equipment 


All-Steel-Equin. Co, 204 


Strong Boxes, Fire Protected 


Diebold, Ine. .. 80 
Herring-Hall-Marvin Safe Co. ms 
Meilink Steel Safe Co. . 98 
Tables 
Art Metal Construction Co. 51 
Browne-Morse Co. 146 
Corry-Jamestown Mfg. Corp. 179 
General Fireproofing Co. 109 
Globe-Wernicke Co., The 84, 85 
Peerless Steel Equip. Co. 245 
Security Steel Corp. 163 
Shaw-Walker Co. 134 
Victor Safe & Equip. Co. ..227 
Wells Office Furniture Co 159 
Tabulation and Statistics Machines 
Remington Rand, Ini. - 
Tags 
May, The J. L. Co. 194 
Tax Record Books & Systems 
Commonwealth Publishing Co. ..20T 
Krumwiede, Elmer & Assoc. 151 
Telephone Accessories 
Bates Mfg. Co. ...199 
Victor Safe & Equip. Co. 227 


Telephone Stands 


Art Metal Construction Co. 51 
Art Steel Sales Corp.137, 138, 139, 140 


General Fireproofing Co 09 

Globe-Wernicke Co., The 84, 85 

Peerless Steel Equip. Co. 245 

Shaw-Walker Co. 134 

Yawman and Erbe Mfg. Co. 195 
Thumb Tacks 

Graff, Geo. B., Co. 197 
Ticket Holders 

Aigner, G. J., Co. . 97 

Vail Manufacturing Co. 148 


Trimming Boards 


American Phote Lab. 206 


Tying Bands & Devices 


Rochester Wire-O-Binding Co. 250 


Type, Typewriter 


Ames Supply Co. 92 
Shipman-Ward Mfg. Co 246 


Typewriter Cleaning Material 


Bainbridge, Kimpton & Haupt, 


Inc. 124 
Cardinell Corp. 234 
Clarotype Co. 202 
Harriman-Welts, Inc. 190 
Mittag & Volger, Inc. 57 
Norta Distributing Co. 185 
Red Feather Products, Ltd. 91 
Regal Typewriter Co. 218 
Rivet-O Mfg. Co 251 
Shipman-Ward Mfg. Co 246 
Webster, F. S., Co. -_ 

Typewriter Cushion Keys 
Peerless Imperial Co 191 
Shipman-Ward Mfz. Co 246 
Speed Key Mfg. Co ..250 
Speed Products Co 107 

Typewriter Cushion Krobs and Bases 
Amer. Hair & Felt Co. 135 
Ames Supply Co. . 92 
Business Mach. Products, Ine. 170 
Peerless-Imperial Co. 191 
Shipman-Ward Mfe¢. Co 246 

Typewriter Parts and Tools 
Ames Supply Co. 92 
Shipman-Ward Mfg. Co. 246 


Typewriter Tables 


(See Stands for ~ wes Machines) 


Typewriters, Mfrs. o 


Remington Rand, Ine. 61 
Royal Typewriter Co. . 53 
Smith, L. C., & Corona Type- 

writers , . 49 
Underwood Corporation Back Cover 
Woodstock Typewriter Co. 106, 190 

Typewriters, Rebuilt and Used 
Regal Typewriter Co. 218 
Shipman-Ward Mfg. Co. 246 
Visible Systems Equipment 

Acme Visible Records, Ine. 77 
Aigner, G. J., Co 97 
Art Metal Construction Co. . 51 
Boorum & Pease Co 7 
Diebold, Ine. 80 
Globe-Wernicke Co., The 84, 85 
National Blank Book Co. . 
Remington Rand, Inc . 61 
Shaw-Walker Co. .. 134 
Sheppard, The C. E.. ( 249 
Stationers Loose Leaf Corp. 42 
Victor Safe & Equip. Co. 227 
Wilson Jones “o . 59 
Yawman gee Erbe Mfg. Co. 195 


Wardrobe Racks 


New England Woodworking Co. 184 


Waste Baskets 


Art Steel Sales Corp.137, 138, 139, 140 
Bainbridge, Kimpton & Haupt, 
Inc 


Cole Steel Sales Co. 228 
Corry-Jamestown Mfg. Corp. 1 TD 
Federal Fibre Corp, ...............0....0 201 
General Fireproofing Co. 109 
Globe-Wernicke Co., The 84, 85 
Peerless Steel Equip Co. +0045 
Shaw-Waiker Co. 134 


Wholesale Stationery 


Associated Stationers Supply (o.....238 
Bainbridge, Kimpton & Haupt, 
Inc. . RES tA anietaianigal 
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PATENTS 


Copies of patents shown here can be obtained 
from the Commissioner of Patents, Washington, 
D. C., for ten cents each in cash, postoffice 
money orders or certified check. Stamps and 
personal checks not accepted. 


2,385,329. Peneil. J. D. Buchanan, Burbank, Calif 
Application June 2, 1944, Serial No. 538,444. Granted 
September 25, 1945 

2,385,337. Filing Folder. Alexander Efron, New York, 
N. Y., assignor to Checkmaster Plan, Inc., New York, 
N. Y., a corporation of New York. Application March 8, 
1944, Serial No. 525,505. Granted September 25, 1945. 

2,385,442. Pencil. Harry Hoffman, Denver, Colo. Ap 


plication October 11, 1944, Serial No. 558,140. Granted 
September 25, 1945. 

2,385,576. Clasping Device for Bags, Portfolios, En- 
velopes, and the Like. Jean Isaac Leopold Israel, Rio de 
Janeiro, Brazil. Application February 29, 1944, Serial 
No. 524,420. Granted September 25, 1945. 

2.385.593. Accounting and Filing System. Herbert 
Weston, New York, N. Y.; vested in the Alien Property 
Custodian Application January 3, 1942, Serial No 
125,498. Granted September 25, 1945 

2.385.603. Full Fact Magazine, Newspaper, or Peri- 

odical Display Rack, and Storage Therefor. Jack Bloom 
Brooklyn, N. Y. Application November 13, 1943, Serial 
No. 510,138. Granted September 25, 1945. 
2,385,613 Inks. Alex Brooking Davis, Cincinnati, 
Ohio, assignor to A. B. Dick Company, Chicago, Ill, a 
corporation of Illinois. Application May 19, 1941, Serial 
No. 394,187. Granted September 25, 1945. 

2,385,883. Methed of Making Metal Parts for Ring 
Binders. John Schade, Holyoke, Mass., assignor to Na- 
tional Blank Book Company, Holyoke, Mass., a corpora- 


tion of Massachusetts Application August 19, 1944, 
Serial No. 550,181. Granted October 2, 1945. 

2,385,900. Collapsible Stool. Walter Witt, Brooklyn, 
N. Y. Application January 15, 1944, Serial No. 518,342. 
Granted October 2, 1945 

2,385,948. Slide Rule. Theodore J. Setera, Maspeth, 


Long Island, N. Y., assignor of one-half to Jacob Gill- 
man, Jamaica, N. Y. Application April 10, 1941, Serial 
No. 387,791. Granted October 2, 1945. 

2,386,024. Loose-Leaf Binder. Edward C. Williams, 
Peterborough, Ontario, Canada. Application March 24, 
1944, Serial No. 527,911. Granted October 2, 1945. 

2,386,092. Desk. Irving Richard Cornish, Elmhurst, 
Ill., assignor of one-third to John Warren Paxton, and 
one-third to George Noble Paxton, both of Bloomington, 
Ill.; Arlie L. Paxton, and The National Bank of Bloom- 
ington, executors of said George Noble Paxton, deceased. 
Application December 31, 1943, Serial No. 516,321 
Granted October 2, 1945 

2,386,329. Envelope Opener, Paper Cutter, and Punch. 
Harry L. McDaniel, Mosquero, N. Mex. Application 
rey | 27, 1944, Serial No. 546,792. Granted October 9, 
945 

2,386,364. Cash Register. Pascal Spurlino, Arthur R 
Colley, Laurence N. Lehman, and Frederick Gantner, 
Dayton, Ohio, assignors to The National Cash Register 
Company, Dayton, Ohio, a corporation of Maryland. Ap- 
plication July 16, 1941, Serial No. 402,590. Granted 
October 9, 1945 

2,386,396. Rack. William S. Holabird, Hamilton, 
Ind., and Thomas B. Betterton, Chattanooga, Tenn., as 
signors to Holabird Furniture Company, Chicago, Ill., a 
corporation of Illinois. Application November 1, 1943, 
Serial No. 508,500. Granted October 9, 1945. 

_ 2,386,406. Inkstand. Martin S. Pollock, East Chester, 
N. Y. Application September 17, 1943, Serial No. 
50% Granted October 9, 1945. 

2,386,430. Manifolding Apparatus for Typewriting 
Machines. Claude Wellington Brumhill, Leicester, Eng 
land, assignor to The Imperial Typewriter Company 
Limited, Leicester. England. Application February 24, 
1943, Serial No. 476,970. Granted October 9, 1945 














2,386,431. Leading Edge Gauge for Typewriting Ma- 
chines. Claude Wellington Brumhill, Leicester, England, 
assignor to The Imperial Typewriter Company, Ltd., 
Leicester, England. Application February 24, 1943, 
Serial No. 476,971. Granted October 9, 1945. 

2.386.439. Typewriter Bibbon Guide. Nat Cordis, 

Ill. Application March 17, 1943, Serial No 


Granted October 9, 1945 

Typewriter. William Ward Davidson, 
Evanston, Ill., assignor to Davidson Manufacturing Cor- 
poration, a corporation of Illinois. Application Octo 
ber 28, 1944, Serial No. 560,774. Granted October 9. 





2,386,480. Typewriting Machine. William H. Kupper, 
Hartford, Conn., assignor to Royal Typewriter Company, 
Ine., New York, N. Y.. a corporation of New York. Ap- 
plication March 8, 1944, Serial No. 525,587. Granted 
October 9, 1945 

2,386,481. Caleulating Machine for Effecting Division. 
William Lang, New York, N. Y., assignor to Inter 
national Business Machines New York, 
N Application Decem 


Y Corporation, 
Y., a corporation of New York 


ber 21, 1942, Serial No. 469,655. Granted October 9, 
1945 

2.386.500 Magnetic Desk Set. Kenneth Parker. 
Janesville, Wis., assignor to The Parker Pen Company, 


Janesville, Wis., a 
tion December 29, 
October 9, 1945 

2.386.520. Filing System. Thomas J. Watson, New 
Canaan, Conn., and Burdette H. Phillips, Endicott, 
N ., assignors to International Business Machines 
Corporation, New York, N. Y.. a corporation of New 
York. Application March 11, 1943, Serial No. 478,808 
Granted October 9, 1945 

2.386.655. Device for Locking Platens of Typewriters. 


Applica- 
Granted 


corporation of Wisconsin 
1943, Serial No. 516,060 


Jules Paul Camzi, Geneva, Switzerland Application 
December 6, 1943, Serial No. 513,104. Granted Octo 
ber 9, 1945 

2,386,723. Fastener. William L. Sparks, Hartsdale 
N.Y Application December 9, 1943, Serial No. 513,557. 


Granted October 9, 1945 

2,386,757. Drawer Suspension. Clarence W. Straubel, 
Youngstown, Ohio, assignor to The General Fireproofing 
Company, Youngstown, Ohio, a corporation of Ohio Ap 
plication September 30 1942, Serial No 160,309 
Granted October 16, 1945 

2,386,872. Duplicating Pad or Sales Book. 
Lewis, Evanston, Ill General 
Printing Co., a corporation of Pennsylvania 
July 2, 1941, Serial No. 400,837. Granted 
1945 
2. 386,948 
Elizabeth, N 


Edward Z 
Manifold & 
Application 
October 16, 


6,8 


assignor to 


Benjamin W. Hanle 
Company, a 





Typewriter Eraser. 
J., assignor to Eagle Pencil 
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Delaware. Application June 19, 1943 tion of Delaware. Application November 17, 1944, Serial 


corporation of 


Serial No. 491,569. Granted October 16, 1945 
2 387,001. Fountain Pen. Marlin S. Baker, Janesville, 
Wis., assignor to The Parker Pen Company, Janesville, 
Wis., a corporation of Wisconsin. Application June 2 
1944, Serial No. 538,359. Granted October 16, 1945. 
2,387,068 Attachment for Typewriting Machines. 
Paul Hegnauer, Berlin, Germany, assignor to Ruf 


Buchhaltung, Aktiengesellschaft, Zurich, Switzerland, a 





corporation of Switzerland. Application January 6, 1945 
Serial No. 471,521. Granted October 16, 1945 ods 
2,387,078. Typewriting Machine. Alfred G. F. Kurow 


ski, Brooklyn, N. Y., assignor to Underwood Corporation 
of Delaware, a corporation of Delaware Application 


March &, 1944, Serial No. 525,808. Granted October 16 
1945 
DESIGN PATENTS 
142.381. Design for a Fountain Pen or the Like. Ned 
D. Fish and Lynn P. Martin, Fort Madison, lowa, as 
signors to W. A. Sheaffer Pen Company, Fort Madison 
lowa, a corporation of Delaware. Application Novem 
ber 17, 1944, Serial No. 116,367. Granted September 25 
1945 . . 
142.383. Design for a Fountain Pen or the Like. Lynn 
Iowa, assignor to \ 


Madison, 
Fort Madison, 


P. Martin, Fort 


Sheaffer Pen Company, lowa, a corpora 





tion of Delaware. Application November 17, 1944, Serial 
No. 116,370. Granted September 25, 1945. 

142.386. Design for a Fountain Pen or the Like. Wil 
bur K. Olson, Fort Madison, Iowa, assignor to W. A 


Sheaffer Pen Company, Fort Madison, Iowa, a corpora 


No. 116,374. Granted September 25, 1945. 

142,389. Design for a Fountain Pen. Wilbur K. Olson, 
Fort Madison, lowa, assignor to W. A. Sheaffer Pen 
Company, Fort Madison, Iowa, a corporation of Delaware. 
Application November 17, 1944, Serial No. 116,380 
Granted September 25, 1945. 

142,391, Design for a Desk Pen. Herman K. Stempel, 
Fort Madison, lowa, assignor to W. A. Sheaffer Pen 
Company, Fort Madison, lowa, a corporation of Delaware. 
Application November 17, 1944, Serial No. 116,383. 
Granted September 25, 1945. 

142,470. Design for a Desk. Irving Richard Cornish, 
Elmhurst, IIL, assignor of one-third to John Warren 
Paxton and one-third to George Noble Paxton, both of 
Bloomington, Ill.; Arlie L. Paxton and The National 
Zank of Bloomington, executors of said George Noble 
Paxton, deceased. Application December 31, 1943, Serial 
No. 112,130. Granted October 2, 1945. 


142,497. Design for a Book Truck. Fremont Rider, 
Middletown, Conn., assignor to Remington Rand, Inc., 
Buffalo, N. Y., a corporation of Delaware. Application 


April 26, 1945, Serial No. 119.233. Granted Otcober 2. 


Design for a Desk. Raymond L, Myers. 
Broome County, N. Y. Application 
117.794. Granted October 9. 


142.525. 
United States Army. 
February 7. 1945. Serial No. 
1945. 

142,608 
W. Ziegfeld, 
Serial No. 118,686. 


Design for a Drawing Instrument. Florenz 
Chicago, Ill. Application April 5, 1945, 
Granted October 16, 1945. 
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BUSINESS OPPORTUNITIES 


Wanted Abroad 


Paris Firm Seeks Contact with American Manufacturers—The American 
concern of F. W. Warren & Company, 52 Champs Elysees, Paris, France, 
jong established there and serving all of the Continental European coun- 
tries, wishes to conclude agreements for representation of American manu- 
facturers of office equipment such as adding machines, duplicators, calcu- 
lators, hand addressers, and electric checkwriting machines. Correspond- 
ence, trade literature and price lists, airmail preferred, are to be addressed 
to the Paris office with carbons of letters sent to F. W. Warren & Com- 
pany, 905 Academy Steet, Watertown, N. Y. 


Trade Catalogs Wanted by Firm in Mexico—A. Vives Ruiz, Apartado 
1003, Mexico D. F., 





Mexico, is interested in receiving catalogs from con- 
cerns manufacturing metal office furniture. 


African Firm Wants Office Supplies, Appliances—Manuel A. P. de Sam- 
paio, C. P. 153, Benguela, Angola, Africa Ocidental, is interested in con- 
tacts with American manufacturers of typewriters, fountain pens and 
oftice appliances in general. 


Agencies Desired by Firm at Brussels, Belgium—S. P. R. L. Copax, office 
supply and equipment firm of 39 Rue Antoine Dansaert, Brussels, Bel- 
gium, desires to secure a typewriter agency in Belgium for leading Ameri- 
can manufacturers. The firm is interested also in importing on own 
account, or as sales agents, all other items necessary in an office. Cor- 
respondence may be addressed to the American representative, William G. 
Oliver, Jr., 222 South Street, Pittsfield, Mass. Mr. Oliver declares, ‘““We 
are quite aware of the fact that many American products have been 
represented for many years by firms in Belgium and the Low Countries, 
but the war has brought about changes and some of these concerns are 
no longer active. It is with this in mind that we are seeking representa- 
tion in order that these American products may be made available to the 
Continental peoples as soon as possible.” 


Czechoslovakia Firm Seeks American Contacts—In the office supply busi- 
ness for many years, Ernest Golf, Stefanikova Ulica 25, Bratislava, Czecho- 
slovakia, wants contacts with American manufacturers for importation of 
fountain pens, pencils, and other school and office supplies and office ma- 
chines such as typewriters, duplicating and accounting devices. Previous 
to the war, Mr. Golf had the agencies in Czechoslovakia and other middle 
and eastern European countries for British and German manufacturers. 


American Office Machines, Equipment Wanted in Italy—Reorganized to 
resume business at once, the firm of M.U.S.A., di E. Levi & Company, 
Milan, Italy, successors to E. Levi & Company, is seeking new arrange- 
ments with American manufacturers to handle office machines such as 
typewriters, calculating and duplicating machines, as well as metal furni- 
ture, general appliances and supplies. For the time being, all correspond- 
ence is to be addressed to a son of the Milan firm owner, Ezio Levi, at 
Apartado 259, Lima, Peru. 


Belgian Firm Wants Agencies for Office Machines—The S. A. Organisa- 
tion Rationnelle Administrative, 25, Rue Leopold, Brussels, Belgium, is 
seeking to establish contact with American manufacturers of office ma- 
chines with a view of securing agencies in Belgium. The firm is interested 
in all machines and specialties which apply to offices. Salesmen of the 
firm are declared to be specialized in the handling of self-posting bookkeep- 
ing systems. 


Athens Firm Wants Contacts with Typewriter and Stationery Manu- 
facturers—The importing firm operated by Dino S. Saltiel, P. O. Box 92, 
Athens, Greece, experienced in selling stationery and typewriters in Greece 
and elsewhere in the eastern Mediterranean area, wants contacts with 
manufacturers of office appliances, particularly typewriters and stationery. 
Not only stationery is wanted, but also different types of paper such as 
pulp, commercial and newsprint. Direct representation for manufacturers 
of such products is sought. 


American Products Sought in South Africa—The Indo-African Trade 
Agency, 125 Grey Street, Durban, Natal, South Africa, seeks contacts with 
manufacturers of fountain pens, pencils, steel office equipment, office desks, 
typewriters and other office machines, stationery and books. Permanent 
representation in South Africa and neighboring countries is wanted for 
these products, which are sold to dealers. The Indo-African Trade Agency 
does not sell direct to the users. 


Additional Lines Wanted in Caracas, Venezuela—‘‘Fenix’’ Compania 
Anonima, P. O. Box 253, Caracas, Venezuela, seeks agencies for lines not 
already represented, including adding machines, calculating devices, calcu- 
lating machines, desk lamps, duplicating machines and supplies, gummed 
tape and sealing machines, staples and stapling machines, and strong 
boxes. ‘Fenix’? claims to be the largest steel furniture and mattress 
manufacturer in Venezuela. Besides, they are exclusive representatives 
and distributors for the Troy Sunshade Company, Troy, Ohio, and The 
Globe-Wernicke Co., Cincinnati, Ohio. The additional lines are sought on 
an exclusive basis for Venezuela. In exchange, U. S. suppliers are offered 
three direct show rooms in Caracas, four salesmen and offices in Mara- 
caibo and Puerto La Cruz which will import directly. Buying is done on 
account or on commission basis. 


Office Supplies, Machines Sought by Stockhoim Firm—Einar Carlsson, 
managing director of A/B Ibris, Kungsgatan 48, Stockholm, Sweden, wants 
contacts with United States manufacturers and suppliers of stencils, ink 
sets, rubber stamps, numbering machines, carbon paper, typewriter rib- 
bons and other office supplies and machines. The firm claims to be 
Stockholm’s largest suppliers of stencils to the state, besides doing sub- 
stantial business with large industrial undertakings. 


U. S. Contacts Wanted by Stockholm Man—Einar Samuel, Fa. Samaco, 
Stockholm, Sweden, wants to hear from American manufacturers of office 
specialties. He is interested particularly in novelty or specialty lines sell- 
ing for $25.00 or less, or will consider new products offered at a high 
figure. After having been in business in Stockholm for ten years as an 
agent for American companies, he came to the United States and enlisted 
in the Army four years ago in order to contribute his share in the war 
against the Axis. Receiving his discharge, he is returning to Sweden to 
resume earlier activities. Mr. Samuel knows the Swedish market well and 
will cover other Scandinavian countries. Until November 1, the address 
was in care of Swedish General Consulate, 630 Fifth Avenue, N. Y. 


_Firm in Greece Wants Agency Appointments—E. P. Karageorges, 4 Aris- 
tidou Street, Bank of Chios Building, P. O. Box 258, Athens, Greece, de- 
Sires appointments by American manufacturers as their agent for office 
appliances and stationery items. Interested parties are asked to submit 
their offers and catalogs. 
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Firm in india Wants Catalogs and Agencies—The Central Book Depot, 
Allahabad, India, is interested in contacts with manufacturers of inks, 
pencils, rubbers, pen holders, fountain pens, pastels, scales, compass boxes, 
clips, drawing pins, pads and other stationery and office supply items with 
the view of importation and sole agency. Wholesaler dealers and manu- 
facturers are asked to send their catalogs with quotations and trade terms. 


American Lines Wanted in Norway—Erik Lie, Radhusgt. 20, Oslo, Nor- 
way, distributor of office machines and stationery, seeks agencies for 
American fountain pens, mechanical pencils, typewriter ribbons, carbon 
paper, stencils and duplicator inks. This information is supplied by an 
advertiser who goes on to say, ‘‘Mr. Lie was one of our very, very best 
customers ‘in the good old days’.”’ 


Fountain Pen, Other Lines Wanted by Venezuela Firm The recently- 
organized firm of Multicomercial Caracas, Manzanilla & Company, Apar- 
tado Postal 1667, Caracas, Venezuela, is interested in contacting manu- 
facturers of office supplies and equipment lines. The firm will operate as 
distributors, importing by own name, or will act as sales representatives. 
Especially wanted are connections with manufacturers of fountain pens, 
mechanical pencils, or desk sets, either fine quality or low-cost products. 
Commercial and financial references will be provided. 


Holland Firm Seeks Agencies—The firm of H. Citroen, Koninginnegracht 
96, The Hague, Holland, is starting to build up import business after the 
war and desires the sole agency in the Netherlands for American office 
machines of various types. This firm was established in 1921. 


Stationery Lines Sought in Bombay, India—The Dominion Commercial 
Corporation, manufacturers’ representatives, P. O. Box No. 4036, Bombay, 
India, wants contacts with American manufacturers desiring to expand 
export trade to India. The Bombay firm, dealing in wholesale stationery, 
is interested in representing manufacturers of fountain and steel pens, 
pencils, envelopes, writing papers, and varied office supplies. 


Representation Sought in Genoa, Italy—G. O. Pedrini, Via A. Ceechi 1-12, 
Casella Postale 1096, Genoa, Italy, desires to get in communication with 
various United States manufacturers of office machines and supplies with 
the idea of representing them. 


Stockholm Firm in Market for U. S. Agencies—-Aktiebolaget Arvid Lid- 
berg, Hastskopalatset, Stockholm, Sweden, an old-established firm han- 
dling office equipment, machines and supplies, is interested in obtaining 
the sole sales agency for all of Sweden in such products as paper fasten- 
ers, stencils, pencil sharpeners, carbon papers, typewriter ribbons and all 
kinds of auxiliary office machines and devices. 


Sole Agencies Sought by Hjo, Sweden, Firm-—Josef Kiblberg, Hijo. 
Sweden, is interested in gaining the sole agency in Sweden for American 
manufacturers of tackers, stapling pliers and paper fasteners, letter 
openers, letter sealers, dictating machines, duplicators, pencil sharpeners 
and other office machines and office equipment. 


Wanted at Home 


Agencies Wanted for Wisconsin Territory—R. A. Jaeger, 15 South Mili- 
tary Road, Fond du Lac, Wis., expects by next spring to enter the office 
equipment selling field for himself, handling a full line of office equip 
ment and supplies in southern Wisconsin and surrounding territory. He 
desires contacts with manufacturers for representing their lines, including 
adding machines, filing equipment, forms, and carbon papers. Mr. Jaeget 
is at present an office machine salesman for a nationally-known company. 


Catalogs, Supplies Wanted by Hillsdale, Mich., Firm—The Tri-State 
Business Service, McClave Building, 41 North, Hillsdale, Mich., desires to 
receive catalogs from firms having merchandise available now or planning 
expansion during the post-war period. Especially wanted are supplies for 
lines such as greeting cards, boxed stationery and picnic items, as well as 
standard office equipment and supplies. 


Catalogs Desired by New Firm in Savannah, Ga.—On or about Decem- 
ber 1, Fred Rosolio, P. O. Box 384, Savannah, Ga., will enter into the office 
equipment and office supply business in Savannah and would appreciate 
catalogs from manufacturers and wholesalers. He will carry a complete 
line of office equipment, furniture, supplies, safes and allied products. 


Manufacturers’ Catalogs Wanted in Flemington, N. J.—Operating an 
office machine and supply store, Charles Potter, 136 Main Street, Fleming- 
ton, N. J., desires manufacturers’ catalogs of office machines, furniture, 
stationery and supplies. 


New Firm at South Bend, Ind., Requests Catalogs—Established to sell 
office supplies and filing equipment, the new firm of Reliable Office Supply 
Company, 301 Platt Building, South Bend, Ind., is interested in receiving 
catalogs on desks and files, 





NEW TRADE LITERATURE. 


Eureka Specialty Printing Company, Scranton, Pa., will have ready foi 
distribution in December a new price list on their entire line of stationery 
items. This new price list will measure 84x11 inches to conform with 
the standard price list and catalogue size requested by many in the 
stationery trade. Requests for the trade literature are to be addressed 
to the company at Scranton. 





Federal Fibre Corporation, Long Island City, New York, manufacturers 
of quality baskets and utility cans, announce the publication of a complete 
catalog showing their varied line of small and large units for both home 
and institution. The receptacles themselves are shown in full colors, with 
sizes and weights conveniently itemized to facilitate ordering. Requests 
for the trade literature are to be addressed to the company's home office 
at 3704 Tenth Street, Long Island City 1, New York. 


International Bronze Tablet Company, New York, N. Y., has prepared a 
new bronze tablet catalog which places special emphasis on types of 
bronze memorials and honor rolls which could be used by members of the 
industry in memorializing those who served in the past war. Those inter- 
ested in the catalog, which is replete with illustrations, can address re- 
quests on their letterheads to the company at 36 East 22nd Street. New 
York, N. Y. 


Wabash Filing Supplies, Inc., Wabash, Ind., has published a new expertiy- 
arranged catalog in an indexed Wabash folder which can be placed in the 
file for quick reference. The catalog, in color, is replete with information 
about the Wabash line and prices. 
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VICTORY LOAN 


The War Isn’t Over Until the Bills 

Are Paid. Purchasing an Extra Bond 

Will Help to Complete the Military 

Victories Won Dangerously by Our 
Men In Service. 
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RECUNVERT NUW! 


W DAY IS HERE. This is the 

post-war period we have been 
awaiting for years. Reconversion 
is under way at top speed and 
reconversion applies to every busi- 
nessman, not only to industrialists, 
but to dealers, too. The reconver- 
sion program in this field covers 
property repairs, store modern- 
ization, equipment replacement 
and business promotions held in 
abeyance during the war for lack 
of manpower and materials. 


The sooner the dealer gets his 
PW reconversion program under 
way the better. Restrictions are 
being eased on construction ma- 
terials of all kinds, so that manu- 
facturers of remodeling materials, 
store fronts, lighting equipment, 
store fixtures and delivery trucks 
will be offering their products to 
enterprising businessmen in a 
short time. So the longer you 
delay reconversion, the shorter 
your chances of getting a fair 
share of post-war profits. 

The end of hostilities came fast, 
the government is working fast to 
get the nation back on a peace- 
time basis, industry is following its 
master by working fast to retool 
for civilian production and to 
start promoting their products 
through trade channels. So the 
dealer must keep step with the 
movement and put reconversion 
first on his list of PW activities. 

Customers are already demand- 
ing a reversal of wartime proce- 
dure—they want PW service, PW 
displays and PW products. De- 
partment stores, always alive to 
new trends, have ordered the 
slashing of war goods, as much as 
75 per cent of selling price. Deal- 
ers who will earn the highest PW 
profits will be those who shed the 
trappings of war as fast as pos- 
sible, so give your business a face 
lifting and turn on your “selle- 
vision.” Customers will appraise 
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By FRED MERISH 


Business Analyst and 
Financial Counselor 


your business standards from now 
on by the rapidity and complete- 
ness with which you reconvert 
from war to peacetime operation. 


Co-operation Is Needed 


Full employment is on the PW 
agenda and this is a co-operative 
venture, requiring the assistance 
of all businessmen. Too many 
dealers think of reconversion as 
big industry’s job, but there is 
equally as big a job to be done in 
all fields of distribution and serv- 
ice. Then again, too much stress 
is placed on mechanical reconver- 
sion, too little on the reconversion 
of business procedure from a war 
to a peacetime basis. 

From our field experience, we 
find that the sudden stoppage of 
hostilities caught many business- 
men, including dealers flatfooted. 
They had not completed their PW 
plans and, in some cases, had not 
even started to think reconver- 
sion. They should have had some 
plan in mind in case the un- 
expected happened. Some dealers, 
even now, are not giving thought 
to any phase of PW reconversion, 
letting things ride as they go 
along, hoping that the transition 
from war to peace will adjust it- 
self as time goes on. 

PW reconversion won’t take care 
of itself in your establishment 
any more than in the plants of 
big industrialists. It cannot be 
left to snap judgment, because it 
runs the gamut of operation from 
financing PW business to plant 
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layout and costing production. It 
is almost as though you started 
business anew. Any attempt to 
bridge the PW period with pre- 
war equipment, wartime service, 
wartime substitutes or business 
policies will get the snafu from 
PW buyers. So, get your reconver- 
sion program under way as fast 
as possible. 

There is another angle to the 
problem —income taxation. Re- 
ports are current that the tax will 
be reduced in 1946, therefore, de- 
ductions from income allowed this 
year will provide bigger savings 
than next year. Repairs and 
maintenance have been held in 
abeyance during the war because 
of manpower and material con- 
trols. Now this work is obtain- 
able and the expense is deductible 
on the 1945 return if the work is 
done this year. Any loss on in- 
ventory can be taken this year if 
experienced this year. Moderniza- 
tion or expansion may provide tax 
benefits from losses on abandon- 
ment, losses incidental to the vol- 
untary scrapping of equipment, or 
removal of buildings or loss of use- 
ful value. 


Depends on Circumstances 


When the business usefulness 
of an asset is terminated, the de- 
preciated cost may be claimed as 
a loss if you can show that un- 
foreseen circumstances were re- 
sponsible for the premature dis- 
carding of an asset. For example, 
increased costs of maintaining a 
depreciable asset may be consid- 
ered sufficient reason for abandon- 
ment, if the costs are out of line 
with income. If you experience a 
loss due to the voluntary removal 
of an old building or the scrap- 
ping of old equipment used in 
your business and incidental to 
renewals or repiacements, this 
may be deducted from gross in- 
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come. But you must take deprecia- 
tion into consideration when ap- 
praising the loss. PW products 
may create loss of useful value. 
A pre-war operating unit may be 
rendered obsolete by a PW prod- 
uct radically different. If this 
compels a dealer to scrap an exist- 
ing unit before it has been written 
off, he may get a deduction on his 
tax return for loss of useful value, 
because such deductions are al- 
lowed when, through some change 
in business conditions, the useful- 
ness of a capital asset is suddenly 
terminated. Of course, such de- 
ductions are subject to approval 
of the tax department, but the 
Gealer is entitled to a tax benefit 
if his case is consistent with regu- 
lations. 

Although new buildings and 
new equipment are not deductible 
as an expense on your tax return, 
they may be deducted through de- 
preciation. The sooner the dealer, 
therefore, starts modernizing or 
expanding, the sooner he can 
benefit by this expense deduction, 
prorated over the life of the 
assets. In many cases, taxpayers 
have written off old equipment, a 
common condition today because 
businessmen have been unable to 
buy new equipment during the 
war. Hence, they are no longer 
taking deductions for depreciation 
on the units written off. The re- 
placement of old depreciable as- 
sets with new, in such cases, will 
revive this deduction, although 
the amount may differ, depending 
upon the cost of the new equip- 
ment. 

Incidentally, there is a demand 
for increased depreciation, at 
least for a time in the post-war 
period, to induce building and 
modernization.. If Congress con- 
curs, the dealer who makes such 
capital outlays as soon as he can 
get the machines and other re- 
placements he needs may get the 
benefit of bigger deductions for 
depreciation until the assets are 
written off. The dealer should re- 
member that if he depreciates an 
asset and takes deduction for de- 
preciation on his return, he is 
gradually getting credit for the 
investment therein. A capital ex- 
penditure is something like a de- 
ferred expense—the taxpayer 
takes his piecemeal deduction an- 
nually until the asset is written 
off. In this connection, he cannot 
take credit for an outlay to re- 
place an asset previously depre- 
ciated because he has already 
taken a tax deduction for the old 
asset through annual write-downs. 
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Hence, the new unit goes on the 
books as a capital expenditure to 
be similarly written off over its 
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life by annual deductions for de- 
preciation. 

If repairs and maintenance 
work held in abeyance during the 
War years cannot be done this 
year, the work should be gotten 
under way as soon as possible in 
1946. Any outlay needed to keep 
a depreciable asset in efficient op- 
erating condition may be deducted 
as repair expense, provided it does 
not increase the value of the 
property. If the outlay is an im- 
provement, it is not deductible as 
an expense on the tax return. 
In some cases, the cost of replace- 
ments in the nature of repairs, 
where a property has a short life, 
is charged to expense. Often there 
is a fine line between repairs, 
which are deductible, and capital 
expenditures, not deductible. The 
best general rule to follow is that 
if logical argument will support 
an outlay as a legitimate expense, 
regard it as such. Some dealers, 
to “sweeten” their financial state- 
ments, consider all repairs as cap- 
ital expenditures and forego a 
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INNE R(Q) CIRCLE 


SPEED PAVED THE WAY—Emil A. Tretzger 
first became associated with the Underwood Cor- 
poration, of which he is now vice-president, be- 
cause he was a wizard on the keyboard. He joined 
the speed department of the organization in 1908, 
won the English championship the following year 
and, in 1914, the world’s title. Mr. Trefzger became 
special sales representative in 1916 and then fol- 
lowed a steady climb up the Underwood Corpora- 
tion (then Underwood Elliott Fisher) ladder. By 


legitimate deduction on the tax 
return. This is unwise because 
it waters the profit and loss 
statement as well as the net worth 
and eventually this water must be 
squeezed out and written off, at 
which time it is too late to get a 
tax credit for the deduction. 
Obsolescence will be a factor in 
reconversion, too. There are two 
kinds—normal obsolescence, de- 
ductible annually with deprecia- 
tion, and forced obsolescence, 
brought about by radical economic 
changes or other upheavals. The 
PW period may be considered a 
radical departure from what has 
gone before, hence, forced obso- 
lescence is inherent in it. Until 
it became apparent, forced ob- 
solescence will not be allowed as 
a tax deduction, but now is the 
time that it may become apparent 
to many businessmen. If you have 
a depreciable asset that has its 
usefulness reduced because of PW 
developments of any kind, you 
may be allowed a deduction for 
forced obsolescence, which is ob- 
tainable by increasing the annual 
depreciation deduction to take 
care of this unusual expense. In 
this way, you can recover the re- 
maining cost on your books over 
the shorter life of the asset. If 
circumstances make it necessary 
to replace an asset at once before 
it has been written off, and any 
loss resulting therefrom is due to 
a condition not possible to have 
been foreseen when the deprecia- 
tion rate was set originally, it is 
probable that the write-off may 
be deducted as a loss of useful 
value in the year the loss occurs. 
Prompt reconversion will in- 
crease your Sales, lower your taxes 
and other costs. You won’t strike 
real pay dirt until you reconvert. 














1932 he was managing director of Underwood 
Elliott Fisher, Ltd., in London and in 1937 became assistant to 
the president at New York. Business comes first with this official, 
but he finds a little time for Victory gardening and some week-end 


golf in the summertime. 
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The Dreams of Uttice Appliance 


Merchants 


By H. BR. SIMPSON 


HE FOUR OF US, gathered 

that evening in Sam Ward’s 
room in a Rochester, Minn., hos- 
pital, were convalescing. We had 
all undergone some minor sur- 
gery a few days before and loung- 
ing about in our bathrobes and 
slippers, were restless and uneasy 
thinking of the things we were 
going to do when we were back on 
the job. Sam, the office appliance 
dealer, was the most uneasy of all, 
shifting about constantly seeking 
a more comfortable pose, but his 
enthusiasm for his subject was 
not in the least impaired by his 
physical discomfort. 

The rest of us, hail fellows well 
met from different points of the 
compass, shifted uneasily about, 
too, but Sam’s enthusiasm held 
our interest. He was enlarging on 
his dream. 

“That’s the way I went into the 
office appliance business, boys— 
with $500 of borrowed money, in 
the bottom of the depression. Sure 
I worked 12 to 15 hours a day, 
and seven days a week, and I built 
that junk-shop of an office appli- 
ance store I bought into the best 
money-maker in town. 

“What I’m getting at is this—if 
I could do that when everything 
was against me, why shouldn’t I, 
with all the experience and capital 
I’ve got now, really go to town in 
the next five years? It looks to 
me like a cinch. 

“What I plan is a chain of office 
appliance stores, five of them, per- 
haps more later. I’ve developed a 
system for my Store, it’s a system 
that keeps me right on top in 
Greenfield, and it will work ex- 
actly as well in Fewster, Stone- 
ville, Peltar, and Big Horn. All 
those towns are within 30 miles 
of Greenfield, which is right in the 
center of them. 

“I plan to have a local partner 
for each store. He’ll have a minor 
stock interest, but his name will 
be in the store style. The store at 
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THE STUFF THAT DREAMS ARE MADE OF—lIt's fine to dream, but keep your 

feet on the ground, is the advice given by H. R. Simpson to office appliance 

merchants who visualize expansion into a string of stores. These same business- 

men, he points out, often indulge in such air castles while allowing their present 
business to become run down. 


Fewster might operate as the 
Ward-Johnson Office Appliance 
Company; that at Stoneville, as 
Ward-Oliver, and so on. I’ve seen 
how this idea works in another 
trade. Local people quickly think 
of the local man as the store own- 
er; there is no chain or foreign 
ownership prejudice. I plan to give 
my local partner a real chance to 
make money. To my notion, that’s 
the secret of success with a store 
organization. Give your employees 
and associates a chance to make 
some real money! 

“T’ve got all four of those towns 
under week-to-week observation. 
I’ve the cases ready for a deal in 
any one of them at a few hour’s 
notice. There won’t be any diffi- 
culty lining up a local partner and 
manager. I’ll teach him in my 
Greenfield store. 

“Maybe I’ll end up with some 
G.I. partners. 

“T’ve got a dream, boys. No man 
ever worked harder to make a 
success of a small town office ap- 
pliance business. I like to work 
hard. I’m ready with a few more 
years of mighty strenuous effort. 
But when I reach 50, I intend to 
be in a position to cash in for an 
amount well up in six figures. A 
chain of stores will do that for 
me!” 

There was a rapt expression on 
Sam Ward’s face. He was seeing 
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himself, aged 50, selling out in one 
of the big business transactions of 
the year. Suddenly he began to 
writhe about, a pained expression 
crossed his face, but we all un- 
derstood. 


What Is Your Dream, Reader? 


It is a time when merchants are 
dreaming. Victory in Europe and 
Japan is accomplished. 

Walt Spicer (not his real mon- 
icker) has the stock market dream. 
He told me proudly a few weeks 
ago: 

“T put some money in stocks in 
1942, and I’ve put more in since. 
I decided that we were bound to 
have inflation, no matter how 
much Washington talked against 
it, or how many price ceilings were 
fixed. I subscribed to one of the 
best financial services. 

“Get a load of this! If I sold out 
right now, I’d show a profit of 
200 per cent.” 

“Stay in long enough,” I ad- 
vised, “and you'll get cleaned. It 
always happens!” 

“Sure, don’t I know that? But 
I don’t mean to stay in that long. 
I'll get out in time!” 

That’s what they all plan. The 
stock market dream is a _ bad 
dream. Thousands of office appli- 
ance merchants and other dealers 
are beginning to play with it. 

I can hear a reader offering a 
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defense. “Feller,” he says, “have 
you had any recent money to in- 
vest? Do you know what a bank 
will pay you? Do you know how 
scarce good local mortgages are? 
What’s an office appliance man to 
do? A few of us have made some 
money. Naturally, we want to 
make it productive.” 

Speculation and gambling are 
not the answer, whether they be 
in stocks, real estate, or some other 
field. (The situation of the man 
with uninvested capital is a tough 
one—no doubt about that. But 
figuratively speaking, indulging in 
a dream, a betting on the red, is 
not the answer. An overzealous 
determination to get, without de- 
lay, a high return on surplus cap- 
ital, is a dangerous mood which 
colors many a_ businessman’s 
dream.) 

Buyers are appearing, willing to 
pay high prices for going busi- 
nesses. The temptation to indulge 
a dream, sell out, is great. Jim 
Hawkins is only 48—but he ac- 
cepted an offer a few months ago. 
He retained his office appliance 
store real estate, leased to the 
buyer on very favorable terms. 
Jim indulged a dream that with- 
out the day-to-day trials and risks 
of a retail business he could es- 
tablish a fine income for himself. 


Dreams Can Backfire 


I met Jim the other day 50 miles 
from his home town, on the main 
street of a small farm trading 
point. There was a younger man 
with him. “I’m going to back 
Bill,” Jim explained to me; “he 
used to work for me. We’re look- 
ing for a small furniture store to 
buy out if possible.” He looked 
tired and disillusioned. He was no 
longer a dreamer. He was up 
against uncomfortable reality and 
something in his eyes told me he 
realized he had made a “damfool”’ 
move. 

Don’t get me wrong. Sometimes 
the thing to do is to accept the 
wonderful offer. But to dream 
that the new way of life will be 
happier is to court grave disap- 
pointment. The chances are that 
the retired office appliance dealer 
will look back on his active years 
as a merchant as his most satisfy- 
ing years. 

Fundamentally, to dream is to 
invoke a form of escapist psychol- 
ogy. Dreams can be only that, and 
as tricky and fallacious as the 
devil himself. We all get fed up 
with the constant never-ending 
battle with the circumstances of 
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the present. We gain relief 
through dreams. 

However, dreams can still be 
basically sound. Will Sampson has 
been dreaming for years of the 
ideal office appliance store he’ll 
sometime have—and Will is very 
close now to realizing his ambition. 


John Mahoney dreams of arriving 
at security for his family, with ex- 
cellent educations for every son 
and daughter—he has a mighty 
good chance of realizing his hopes. 

Go ahead and dream, Brother 
Office Appliance Dealer—but keep 
your feet on the ground! 


The Incurable Optimist 


By GEORGE M. DODSON 


AVING STOCK on hand ex- 

actly when needed has always 
been a major problem for the 
office appliance dealer. During 
the war the situation seemed at 
its worst, although the actual ef- 
fects were softened by the cus- 
tomer’s knowledge that one un- 
derlying reason (the war itself) 
could be blamed for most of the 
delay. Now the war has ended, 
but the delays haven’t—and cus- 
tomers have lost much of the pa- 
tience and tolerance they dis- 
played during the past several 
years. 

No one wants to give the cus- 
tomer misleading information, but 
there appears to be an incurable 
sort of optimism taking hold of 
sellers when they discuss delivery 
dates. Nothing coldly calculated 
to be dishonest, of course, yet the 
cumulative results as it passes 
through several hands can make 
the final result one immense un- 
truth. 

Starting with an optimistic atti- 
tude himself, the manufacturer 
says a certain items should be 
available in 90 to 120 days, if pres- 
ent plans can be carried out. The 
office appliance dealer, in passing 
the information on to his sales- 
men, sees fit to ignore all except 
the minimum figure of 90 days, 
overlooking entirely such qualify- 
ing phrases as the “should be” and 
“if present plans can be carried 
out” in the original estimate. 


The Date Is Pared Down 


The salesman tempers the 90 
days by using it as the top figure 
and indicating there are hopes of 
cutting it to around 60 days if 
conditions improve at the factory. 
The customer, eager to get the 
stock as soon as possible, asks if 
there’s a chance it might come 
through in the 45 days between 
now and when he actually needs 
it. And the salesman promises to 
do all he can to help it along, not 


mentioning that all he can do 
adds up to precisely nothing. 

Do you know what figure sticks 
in the customer’s mind? Well, he’s 
an optimist, too, so he decides it 
will be easy to remember it as “a 
month to six weeks.” Thus the 
combined rosy guesses of everyone 
along the line have cut the first 
estimate to a third of the 90 to 120 
days. Even worse, what started 
out as a guess has now wound up 
as a supposedly definite delivery 
promise. The customer will be dis- 
appointed, and the office appli- 
ance dealer can expect no happy 
time of it either, while he waits 
for the full 120 days (and maybe 
a little more) to end. 

If transportation time must be 
added to the figures, and if this 
time undergoes the same optimis- 
tic revision downward, it only adds 
to the wait between what the cus- 
tomer convinces himself he has 
been promised and the actual time 
of delivery. 


It Adds Up to False Hopes 


Our guess is that we all like to 
believe things will work out better 
than we have any reason to ex- 
pect. But to encourage or take 
part in this kind of optimism will 
not help anyone, and it stands a 
good chance of losing respect and 
confidence for the office appliance 
dealer. Again we repeat, we don’t 
accuse manufacturer, dealer, or 
salesman of misrepresenting the 
facts. Yet the final effect of build- 
ing up one bit of optimism on top 
of another will eventually be as 
disappointing to the customer as 
an outright untruth. 

Optimism has its place in the 
selling of office appliances and 
supplies. But at least during this 
time between war and normal 
conditions, keep it out of your de- 
livery promises, for there it grows 
and develops until it soon strangles 
truth, facts, and definite informa- 
tion. 
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Returning Veterans Will Make 
bood Workers, lf — 


By S6T. ERNEST W. FAIR 
(In France, September, 1945) 


ETERANS will make good office 

equipment industry workers... 
their experiences in the service 
have been such as to fit them 
readily to these civilian jobs!” 

Doesn’t sound quite right, does 
it? The truth is that the state- 
ment cannot stand up when ap- 
plied to any and all veterans; but 
it is more than true when applied 
to certain groups and classes of 
ex-servicemen. These men have 
received specific and specialized 
training that will fit them to these 
jobs like kid gloves fit to one’s 
hands. 

Never before in the history of 
warfare was the average soldier 
given as much and as thorough 
training as he received in this 
war. The Army had no other choice 
...it had to train thousands and 
thousands of specialists and it 
had to train every last man in 
certain fundamental mechanical 
principles. Otherwise, we would 
have lost this war! 

There have, of course, been 
many cases of stupidity in the 
Army’s training program, but for 
every soldier who was _ inade- 
quately trained to do his job there 
were a thousand trained to do it 
right. 

All of this training can be util- 
ized by every employer within the 
office equipment industry whether 
his business be a small or large in- 
stitution. 

The writer, by the fortunate na- 
ture of Army jobs assigned 
him, both in the U.S.A. and abroad 
in combat, has had ample oppor- 
tunity to see the results of this 
training in action and to know 
that it has not been wasted, that 
today’s veterans are better trained 
to hold jobs in the office equip- 
ment field than ever before. 

Naturally not every veteran is so 
readily adjustable to a job in the 
industry. The key to the selection 
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of just the right man is there, 
however. In the paragraphs to fol- 
low are summarized, in so far as 
our space permits, just who these 
men are and what they did in the 
Army, that they can be adapted to 
civilian jobs in every branch of 
our industry to the greatest mu- 
tual benefit of employer and em- 
ployee alike. 

For our purposes, the veterans’ 
Army experience and training are 
confined among those groups most 
closely related to the office equip- 
ment field. 

By their MOS’s you shall know 
them! 

For the uninitiated, an MOS is a 
soldier’s Military Occupational 
Specialty, or in plain words, the 
job he did while in the service. 
Every man was so Classified fol- 
lowing his initial training. 

In general, the man who did 
such specific work in the greatest 
army of specialists ever known 
can be readily adapted to its coun- 
ter-part in civilian life. Most of 
these men listed below have been 
so thoroughly trained in Army 
schools and by their on-the-job 
work that they can readily step 
from uniform into their civilian 
clothes and be on the job in short 
order. In this field the work so 
closely parallels that little more 
needs to be learned by the veteran 
other than those changes he must 
make from the army way of doing 
things to the civilian way. 

Office Machine Serviceman (282) 
—Adjusted, serviced and made re- 
pairs to one or more standard 
types of office machines such as 
adding machines, calculators, Mul- 
tigraphs, Miultiliths, duplicators 
and typewriters. Diagnosed the 
defects by inspection, disassembly, 
or operation of the machine. 
Cleaned, repaired, kept in main- 
tenance and lubricated office ma- 
chines. 

Tabulating Machine Operator 
(400)—Set up and operated elec- 
trically-powered tabulating ma- 
chines, made minor adjustments 
to mechanical and electrical parts, 
required to have thorough knowl- 
edge of machine, and generally 
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has completed a machine records 
course at an Army school. 

Tabulating Machine Repairman 
(425)—Made electrical and me- 
chanical repairs and adjustments 
to electrically-operated machines, 
disassembled and repaired same, 
used all mechanic’s hand tools, 
able to read electrical and me- 
chanical diagrams, and has gen- 
erally completed a course in tabu- 
lating machine repair at an Army 
school. 

Electric Motor Repairman (304) 
—Installed, tested and repaired 
electric motors and accessory 
equipment and has familiarity 
with motor operation, electrical 
theory, and the use of most hand 
tools; in some instances received 
a course in electrical repair work 
at an Army school . 

Shop Clerk (457) — Performed 
various clerical and technical du- 
ties in connection with the opera- 
tion of military shops, kept rec- 
ords and generally had similar 
civilian experience before entering 
the service. 

Stenographer (213)—Took dic- 
tation in shorthand of correspond- 
ence, board proceedings, hearings 
and reports; generally an accom- 
plished typist, did filing, indexing 
and record keeping and operated 
various office machines. 

Supply Clerk (835)—Performed 
various clerical and stock-han- 
dling duties in connection with re- 
ceipt, storage, issue and shipping 
of general supplies and equipment. 
Maintained stock records pertain- 
ing to such items as amount, kind, 
and value of supplies and equip- 
ment received, issued, expended 
and balance on hand. Sometimes 
has completed a course in supply 
activity at an Army school. 

Clerk-Typist (405) — Performed 
numerous clerical and typing du- 
ties in headquarters units and 
used most office machines. 

The training of these men has 
enabled them to be of consider- 
able use and readily adaptable to 
many jobs and positions in our 
field. A familiarity with these 
army MOS’s and what they mean 
will aid every employer in speedily 
and profitably adapting the vet- 
eran to his job wherever he may 
be hired. 

It makes that all-important 
practice of “picking the right man 
for the right job” much easier. 


15 








Replacement Potentials in Uffice 


Machines and Furniture 


By JOSEPH CALLAHAN 


HE EXCUSE customers often 

give for keeping antiquated 
office equipment is that it is still 
serviceable. So are wax candles— 
but no office uses them in pref- 
erence to modern fluorescent 
lighting systems! 

Actually, much equipment is 
serviceable well beyond its period 
of high operating efficiency. Be- 
ing serviceable, it is used until it 
literally falls apart, the idea being 
that this extra wear makes for 
economy. 

Dealers who can dispel that 
idea discover that many offices 
are full of replacement potentials 
—that is, pieces of equipment that 
should be discarded or turned in 
at once for newer models. To do 
this salesmen need to know not 
only the general advantages of 
what they offer as replacements, 
but some of the intimate opera- 
tional benefits derived from using 
the new product. 

An old style “serviceable” check* 
writer, for example, prevents 
fraudulent check alterations by 
cutting words in colored depres- 
sions or semi-perforations in the 
paper. To register an odd amount 
like $836.47, however, the operator 
has to estimate the amount of 
space required, center the inserted 
check accordingly (perhaps for 
two separate lines) and adjust the 
indicator ten times as the words, 
“__BKight Hundred Thirty Six Dol- 
lars Forty Seven Cents—”, pre- 
ceded and followed by protective 
horizontal stripes, are punched 
out with a hand lever. 

New checkwriting machines also 
prevent check-raising, but how 
much simpler the operating proc- 
ess! Figures are set and checked 
visibly before the check goes into 
the machine, and the _ entire 
amount is reproduced by one 
stroke. How much is gained in 
operating speed and diminished 
error risk can be fully appreciated 
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only by those who prepare hun- 
dreds of checks each week. If 
customers can be convinced that 
initial cost of the improved model 
is soon earned through operation- 
al savings, both customer and 
dealer gain from the replacement 
business. In other words, both 
lose if the replacement potential 
is not developed into an actual 
replacement item. 


A Question of Economy 


In extending this principle pro- 
gressively to other office appli- 
ances, it is necessary for salesmen 
to convince customers of the su- 
premacy of ultimate or genuine 
economy over immediate or ap- 
parent economy. No genuine econ- 
omy comes from running a battery 
of wheezy typewriters with keys 
that stick, raspy calculators with 
keys that pop off, or scratchy 
transcribing machines with re- 
cording discs that chip away be- 
fore they are heard. Put bluntly, 
unsuitable, badly-worn devices of 
this sort require more people to 
get less work done. In fact, they 
require more people’ working 
harder to get less work done worse! 
Today’s backlog of unsuitable 
equipment has probably reached 
an all-time high because of war- 
born restrictions in normal pro- 
duction. Typewriters reaching 
regular trade outlets during war 
years, for example, are estimated 
at only three to nine per cent of 
actual requirements. Cash regis- 
ter, accounting, recording, card 
punch, bookkeeping and calculat- 
ing machine output has been lim- 
ited by the Government to a frac- 
tion of pre-war volume. One esti- 
mate puts the immediate value of 
backlog demand orders at 350 mil- 
lion dollars. With development of 
replacement potentials, liberaliza- 
tion of production, and new 
sources of business from expand- 
ing peacetime service industries, 
this amount can grow to a figure 
that may keep manufacturers and 
dealers busy for years to come. 

At the moment, more than half 
of a representative section of large 
office furniture users charge off 


both wood and steel items at the 
rate of ten per cent per year. Such 
companies, however, take as low 
as three per cent and some as high 
as 20 per cent. A few insurance 
companies charge off 100 per cent 
of any purchases at once to an ex- 
pense account like office main- 
tenance for internal accounting 
purposes, but use a ten per cent 
depreciation allowance for income 
tax purposes. 

These percentages, however, are 
mere arbitrary devices. They do 
not mean that a purchased item is 
automatically replaced at the end 
of the depreciation period. They 
do not even reflect accurately the 
probable useful life in years of any 
given piece of equipment. As a 
guess, many office managers would 
say that the average life of their 
equipment is 25 years. This idea 
is not shared by the U. S. Bu- 
reau of Internal Revenue, which 
estimates the following items give 
useful service on an average for 
the number of years shown:— 


Probable useful 

Item life in years 
Safes and vaults... Life of building 
Conduits & fillings. Life of building 


Warehouse . ss dbck ob aewctetatens 75 
Omice MuUMaing .............:......2..000.0: 67 
Electric panel switchboard.......... 20 
BR ee ee ee eee 20 
General office equipment.............. 19 
Window grilles _............ 15/20 
Fans So aah fh ok 
Lighting fixtures ............................ 15 
Window screens . Eschaton 10 
Hand shears ieaagentca eee | 
Venetian blinds sh atacadoveobuniukedes” 
Window shades .. A es 


None of these figures shows the 
actual or average age of equip- 
ment in use. Obviously the useful 
life of items like pencils and type- 
writer ribbons cannot be measured 
in years, but in months or even 
weeks, depending on frequency of 
use. It is exceedingly likely, how- 
ever, that turnover of business 
machines is just about the slowest 
of any finished product in the 
heavy machine industry. An an- 
alysis of ages of metalworking 
equipment used in this industry 
shows 62 per cent of the equip- 
ment used for making business 
machines to be over ten years old. 
This compares with two per cent 
of the equipment used for making 
airplanes, 36 per cent for precision 
mechanisms other than office ma- 
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chines, 40 per cent for automo- 
biles, 42 per cent for railroad 
equipment, and 55 per cent for 
agricultural implements. 


Turnover Is Slow 


Perhaps metalworking equip- 
ment is an unfair guide to fin- 
ished product turnover. It is a 
generally recognized fact, however, 
that office machine turnover is 
slow, notwithstanding high selling 
and general expenses in this 
branch of the office appliance in- 
dustry, when compared propor- 
tionately with similar expenses in 
other heavy machine industries. 

The durability of office ma- 
chines is, of course, a tribute to the 
skill that goes into their construc- 
tion. At the same time, the fact 
that many outmoded machines 
are in use may be a sign that their 
desirable features were oversold to 
such an extent that users do not 
readily see the greater advantages 
of new equipment. 

In 1930 a survey made by the 
American Management Associa- 
tion showed percentages of ob- 
solete furniture then in use and 
over ten years old, with the orig- 
inal cost written off companies’ 
furniture and fixture accounts: 


Desks 56% Tables 54% 
Chairs 51% Bookcases 60% 


World War II has undoubtedly 
increased these percentages, mak- 
ing the potential replacement 
market much greater. 

In considering replacement po- 
tentials, the enormous govern- 
ment-held office equipment accu- 
mulation must also be taken into 
account. Much of this equipment 
is newer than that in private busi- 
ness, but it has seen unusually 
hard service. 

Replacement potentials are 
worth study because they are 
sources of future prosperity and 
Stability in the office equipment 
field. How they may be developed 
into actual business is a problem 
that time and experiment must 
solve. 

A few companies are already 
trying to turn potentials into 
actual sales or renewals. One large 
manufacturer does well on a 
rental - with - maintenance basis, 
never selling equipment outright. 
The idea of selling typewriters 
with the understanding that they 
will be traded in every three years 
has interested some manufactur- 
ers and dealers, while others like 
to sell calculators on the basis 
that regular trade-ins will follow 
every seven, eight or ten years. 
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Right Tenant Brings in Business 


By HALPH VARNUM 


HE DAVIS Office Supply Com- 

pany of Wichita, Kans., re- 
cently moved from their original 
quarters over a retail store to a 
street-floor location in the heart 
of the business district. While this 
move seemed justified when the 
firm’s steadily increasing volume 
was considered, along with the in- 
crease to be anticipated due to an 
improved lIccation, Dick Davis, the 
owner, felt it would be wise to 
subrent a part of his new store 
building. 

Mr. Davis wanted to do more 
than hold his overhead down, 
however, when he subrented a 
portion of his new store. He 
wanted to increase his own vol- 
ume of business, and consequently 
turned down several prospective 
tenants before he found one 
whose business appeared to be 
complementary to office supply 
volume. 

Finally he worked out an ar- 
rangement with the Osment Menu 
Service, and this is proving to be 
an important source of new busi- 
ness to Davis. The Osment Menu 
Service provides colorful daily 
menus to most of Wichita’s lead- 
ing restaurants. The menus, all 
original creations of J. L. Osment, 
are processed by Mimeograph, 
Multigraph, letterpress or offset, 
according to the requirements of 
the job. All production, including 
layout, art work and copy are pro- 
duced under the roof of the Davis 
Company. 


Source of Other Business 


As far as the actual menu serv- 
ice is concerned, Mr. Davis has no 
connection with it. Osment han- 
dles all solicitation, production 
and billing. But the same facili- 
ties that can produce menus which 
were the vehicle for over $2,000,- 
000 worth of food sales last year 
can also produce other unusval 
printed matter, reasoned Mr. 
Davis. He felt, too, that this other 
printing business would serve the 
dual purpose of keeping Osment’s 
production facilities in profitable 
use, while augmenting the service 
and income of the supply com- 
Jany. 

“The people I call on every day,” 
said Davis, “are the ones who are 
using one kind of printing or an- 
other continually. Always before, 
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I have had nothing to offer them 
in the way of actual processing of 
internal forms or direct mail ad- 
vertising. Now I can offer them 
something unusual— unusual 
enough that restaurants from 17 
states are steady Osment custom- 
ers. The best part of it is that I 
can offer this additional service 
without the investment of one 
dime on my part. 

“T’ve found that present cus- 
tomers are the easiest ones to sell 
additional volume to,” added 
Davis, “so from now on, while 
making my regular calls, I sell 
office supplies, then I sell internal 
forms, direct mail and other 
printed matter. It has proved to 
be a valuable portion of the in- 
creased volume we need to sustain 
our enlarged operations.” 


Other Customers Attracted 


Besides being able to secure 
more volume from regular cus- 
tomers through this printing serv- 
ice, Davis has found that the serv- 
ice itself produces many new cus- 
tomers for office supplies. The 
samples displayed in the firm’s 
windows, for example, bring many 
passers-by into the store. One in- 
teresting source of volume comes 
from diners who are impressed 
by the appealing menus, and wish 
to use a similar treatment for a 
project of their own. 

Today, when office supply deal- 
ers need added sources.of income 
most, the Davis organization has 
found that their customers need 
outside services the most. Many 
of his customers that normally 
buy duplicating supplies have been 
grateful to Mr. Davis when he of- 
fered to handle the entire produc- 
tion of some piece of printing. 
Because he knows who buys dupli- 
cating supplies regularly, Mr. 
Davis, of course, knows who is 
likely to be needing extra help in 
producing a form or mailing and 
can easily suggest his facilities to 
an account that may be desper- 
ately short of help. 

More valuable than this war- 
time volume, however, is the fact 
that this service will continue to 
qualify the Davis Company as a 
firm of wide facilities, thus estab- 
lishing them as a much more im- 
portant contender in the minds of 
users of office supplies. 
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What Every Salesman Should hnow 
About Income Tax Heturns 


By HAROLD J. ASHE 


Tax Counselor 


NLESS SALESMEN use ex- 

treme care in reconstructing 
the essential facts incorporating 
all of their sales expenses, and 
fully reflect them in their income 
tax returns, they will find that 
they are penalizing themselves 
heavily for such negligence. Just 
as the Government vigilantly 
guards against fraudulent returns, 
so, too, is it the taxpayer’s duty to 
exercise vigilance in not over- 
paying. 

Nowhere does the salesman err 
so frequently as in the tabulating 
of his recognized deductible sales 
expenses. Even in the lowest net 
surtax bracket of $2,000 or less, a 
taxpayer is now penalized at the 
rate of $23.00 normal and surtax 
on each $100 of deductible ex- 
penses that he overlooks in pre- 
paring his tax return. It jumps 
to $25.00, $29.00, $33.00, $37.00 and 
on up with each successive higher 
bracket that any of his taxable 
income is in, because such addi- 
tional sales expenses come off the 
top layer of that taxable income. 
Salesmen are especially lax in 
properly deducting in full such 
sales expenses as gifts to cus- 
tomers, business entertainment 
and ALL costs of maintaining 
privately-owned sales cars. 

In the case of an automobile 
used in sales work the salesman 
generally receives a flat per diem 
or monthly allowance for his car 
—sometimes a mileage rate. Fre- 
quently, however, such an allow- 
ance arrived at arbitrarily does 
not fully compensate for the busi- 
ness use that the automobile re- 
ceives. To this extent, the tax- 
payer who merely reports such 
allowance and then cancels it off 
by showing a like amount spent 
for auto maintenance is under- 
stating one of his principal sales 
expenses. 

The true cost of maintaining an 
automobile not only includes the 
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cost of oil, gasoline, and lubrica- 
tion, but all other expenses neces- 
sary to keeping the car operating, 
including tire repairs and changes, 
car washing and polishing, gen- 
eral repairs, insurance and garage 
rent, as well as parking fees and a 
fair rate of depreciation of the 
value of the car at time of acqui- 
sition. Where the car is used 
partly for pleasure, even though 
little during rationing, a division 
of such general automobile ex- 
penses must be made reflecting 
the useage between personal and 
business. That part chargeable to 
personal use, of course, is neither 
deductible as a business expense 
nor as a personal deduction. Ex- 
ception would be any loss sus- 
tained by accident (not due to 
driver’s negligence) or other cas- 
ualty not covered by insurance. 
Such loss would be shown under 
that category without respect to 
whether personal or business. The 
same holds true for cost of car 
licenses and interest charges on 
car loans. 


Travel Cost Deductible 


Also deductible is cost of travel 
by train, plane, bus or boat, show- 
ing the amount allowed by the 
employer as part of gross income 
and the amount expended to de- 
termine adjusted gross income. 

Entertainment expenses of a 
business nature may include din- 


ners, theater tickets, admissions 
to sporting or other’ events, 
drinks and, broadly, anything of 
a Similar nature designed to gain 
good will and promote sales. Here, 
too, the taxpayer must report any 
amount received from his em- 
ployer for such purposes in de- 
ducting such expenses. The same 
holds true of gifts to customers or 
any other expenses partially, but 
not entirely, reimbursed by em- 
ployer and which, therefore, con- 
stitute additional sales expense to 
the salesman. 

Other business deductions may 
be made for subscriptions to busi- 
ness Magazines and books neces- 
sary to the taxpayer’s profession; 
membership in salesmen’s unions 
or associations; business letter- 
heads and cards, where not fur- 
nished by employer, as well as ad- 
vertising; employment agency fee, 
cost of indemnity bond and theft 
of samples paid for by taxpayer. 


Here’s a Typical Case 


Let’s take the case of a sales- 
man and see how this works out. 
Let us assume that he has a salary 
and commission that amounts to 
$6,000 in 1945. He is married and 
has three dependent children. 
Now this salesman—and his name 
is legion—has been selling for 20 
years and he knows quite well 
from long experience that that 
$6,000 is a long way from being his 
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net income. But over the years— 
and long before an income tax 
worried him—he got in the habit 
of assuming certain business ex- 
penses and forgetting about them. 
Until recently he never had any 
particular incentive to jot down 
every nuisance expenditure he 
made. In fact, he probably has 
“guesstimated” from long experi- 
ence that a $6,000 salary is really 
a $4,500 salary, in fact, and that 
the additional $1,500 is an arbi- 
trary expense allowance, in lieu of 
an exact allowance, as most em- 
ployers intend it to be. 

Now, however, the Treasury De- 
partment comes along and upsets 
such a casual attitude. The Treas- 
ury says in effect that the entire 
$6,000, less personal deductions 
and exemptions, is fully taxable 
unless the taxpayer can demon- 
strably show that some of it is 
sales expense. 

So our salesman, blithely ignor- 
ing these taxwise considerations, 
figures that the $300 car allowance 
just about takes care of car ex- 
pense, forgets other expenses and 
reports a $6,000 income. He figures 
he has about $500 personal deduc- 
tions for medical expenses, taxes, 
interest, and so on, leaving an ad- 
justed gross income of $5,500. 
From this he has a $500 normal 
tax exemption, leaving a normal 
tax income of $5,000. He has five 
$500 surtax exemptions, leaving 
him with a surtax income of 
$3,000. His normal and surtax on 
such an incomplete return totals 
$770.00. 

Now let’s see what would hap- 
pen if he really digs down and re- 
capitulates his sales expenses for 
the year. He might attach a state- 
ment to his return that would 
look something like this: 

SALES EXPENSES 


Gifts to customers..... ..$ 200.00 
Business entertainment 300.00 
Salesmen’s Association 

oe oe , 12.00 
Salesmen’s magazines, 

a 6.00 
Business cards 5.06 
Advertising ..... oS tes 15.00 
Employment agency fee 50.00 
Theft of brief case (not 

insured) .... 12.00 
Theft of samples (not in- 

sured) .. ea 30.00 
Indemnity bond premium 2.00 
ferme fees....................... 16000 


DIVISIBLE EXPENSES 
(Automobile 80 per cent business; 
20 per cent personal) 

Gas, oil, lubrication ...$ 150.00 

20 per cent depreciation 
Oe ne | Oe 
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Automobile repairs............... 125.00 
Cat "WARN. ...........:.... as 6.00 
Garage rent.. Ret Be a 60.00 
Tire repairs, changes.......... 9.00 
Automobile insurance ........ 35.00 

EON ode tte rae Ze $ 565.00 
80 per cent business ex- 


DONKCS «co... cece ae 


Total deductible business 
EXPENSES. ..........---cecseeasssen-0sHh AOeU 


Now, to recapitulate, this tax- 
payer would report, in addition to 
his $6,000 salary, the $300 allowed 
him for car operation and from 
this deduct $1,234, leaving him 
with $5,066 income, instead of 
$6,000. His normal tax income is 
now $4,066 and his surtax income 
is $2,066. On this total normal and 
surtax would be $536.50, or a sav- 
ing of $233.50. 

Warnings Are in Order 

Certain warnings must. be 
sounded, however. Figures in the 
above list of additional sales ex- 
penses are cited only for explana- 
tory purposes and it must not be 
inferred that these, in any re- 
spect, represent an “average” or 
“tolerated” amount for a $6,000 
salesman’s income or for any 
other amount. Deductible sales 
expenses, so far as possible, must 
be exact and represent totals ac- 
tually expended. Particularly in 
regard to entertainment expenses, 
bureau auditors are inclined to be 
“tough” because this allowable ex- 
pense has been misused as a loop- 
hole by the unscrupulous. So far 
as humanly possible, the salesman 
should make an effort either to 
pay by check or get receipts, or 
both, for all expenses. 


It should be noted that failure 
to take any of these items in past 
income tax returns does NOT 
make it permissible to include 
such oversights of previous years 
in a current return. That is, a 1944 
car depreciation may not be taken 
in a 1945 return, and would be 
disallowed. 

Depreciation rate on salesmen’s 
cars may be as high as 33 1/3 per 
cent a year. Disadvantage of 
three-year rate is that salesman 
may actually use his car for four 
or five years, thus using up all of 
the depreciation in three years’ 
time. A car bought in January, 
1943, and depreciated in three 
years would have its last depre- 
ciation written off in 1945. In a 
situation involving such a car pur- 
chase, where the taxpayer had 
previously not taken depreciation, 
it would be disadvantageous to set 
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up a three-year depreciation ta- 
ble, as two-thirds of such depre- 
ciation would have lapsed, even 
though not taken in previous tax 
returns. If expected life of the 
auto extends through 1946 and 
1947, such a taxpayer should es- 
tablish a five-year depreciation 
schedule, thus recovering 60 per 
cent of depreciation in 1945, 1946 
and 1947 tax returns. However, a 
depreciation schedule established 
in previous years may not be 
changed merely in the taxpayer’s 
tax interests. 


Review Personal Deductions 


Certain personal deductions to 
which the taxpayer is entitled 
should be carefully reviewed for 
possible oversights. These include: 

Loss from theft, either cash or 
property, either business or per- 
sonal, but only to extent not cov- 
ered by insurance. 


Loss from accident, storm, hur- 
ricane, fire and flood, either to 
business or personal property, to 
extent not covered by insurance. 

Few taxpayers living in com- 
munity property states appreciate 
the advantages to them by such 
residence from a taxation stand- 
point. In these states, even 
though one spouse earns all of the 
income, half of such community 
income is the other spouse’s by 
right, and such income may be 
divided equally and each spouse 
make a separate return. 


Let’s assume a taxpayer has 
$4,000 subject to surtax of $840 on 
a joint return. Divided into two 
separate returns of $2,000 each, 
the total surtax on each would be 
$400 or a surtax saving of $40. 


Taxpayers should note that sur- 
tax exemptions for dependents 
have been liberalized. Each ex- 
emption permits a $500 deduction. 
Nor is it necessary to prorate. 
For instance, a child born any 
time during the year would entitle 
a taxpayer to a full $500 exemp- 
tion. Likewise, death of a depend- 
ent during the year would not 
need to be prorated. Determina- 
tion is that dependent must have 
been furnished more than half of 
his support by the taxpayer. Also, 
age now has no bearing on de- 
pendant’s status, the fact of de- 
pendency, itself, being all impor- 
tant. Thus, children over 18, if 
actually dependent, may be so 
shown. However, one who has an 
income of $500 or more may not 
be considered a dependent for tax 
purposes and such person must 
make an individual tax return. 











Training Post-war Sales Personnel 


By LEO V. DOWNEY 


Vice-President in Charge of Sales, 
Boorum & Pease Company, 
Brooklyn, N. Y. 


HE TIME has now arrived 

when millions of young men of 
the armed forces will be streaming 
back into civilian life again. These 
men have had some of the finest 
training the world has ever known. 
They have been a part and parcel 
of a highly-skilled plan which was 
directed by a force of competent 
and adequate teams, all filled with 
personal courage, confidence and 
self-reliance. 

The vast industrial plants of 
America will need these men and 
it is up to American industry to be 
ready and willing to give them the 
training they deserve and require 
to make a living. If we expect to 
reach the high level of full pro- 
duction and to maintain a quali- 
fied competent sales force, it will 
be absolutely necessary to inject 
into sales-training classes some of 
the high qualities that these men 
received during their military 
training period. We cannot afford 
simply to go back to the old train- 
ing methods. We will desperately 
need a more forceful plan of ac- 
tion, patterned after the basic and 
highly-developed training meth- 
ods these men have all experienced 
while in the service of their coun- 
try. 

Full production capacity and 60 
million jobs is what we hear on 
every side today. If we expect to 
accomplish this goal, much of its 
success will depend upon the per- 
suasiveness of salesmanship. Due 
to high income and accumulated 
buying power, there is going to be 
a great demand for civilian goods 
and services. After this demand 
has been met in the first two or 
three post-war years, mass selling 
must be developed if we expect 
to keep the nations enlarged in- 
dustrial machines operating at 
full capacity. All of this definitely 
points to the need for good sales- 
men again, for selling is going to 
be more important than ever and 
it is necessary that we get set to 
do that training job now. 
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There is little doubt but what 
the average employer can judge 
the measure of his success by the 
work, skill and enthusiasm with 
which the salesmen create and 
develop markets for the products 
of the companies they represent. 
Every salesman has the responsi- 
bility of being the direct repre- 
sentative of the head of his com- 
pany. To the general public the 
employee is the company, and ina 
large measure the actions of the 
employee can reflect either favor- 
ably or otherwise in relation to the 
company. Since all employees act 
as proxies for the head of the 
business they should be trained so 
as to make them realize that 
everything they do or say in the 
conduct of the job they hold can 
either forge a permanent link of 
satisfaction or cause dissatisfac- 
tion and the possibility of the loss 
of a good account. 

The production and distribution 
of more goods to more people, at 
less cost and at a profit, is a Sell- 
ing job. The training of salesmen 
to do the job is simply the inten- 
tional and sound application of 
common, ordinary horse sense. 
Its aim is to expand the business 
without adding to the investment 
All companies have some sort of 
training for its sales people, 
whether formally or informally, 
whether well or poorly adminis- 
tered, regardless of what it might 
be called. However, there is a 
doubt that any set rule can be es- 
tablished or any cut and dried 
training plan made to be effective. 
Therefore, it is generally believed 
that plans for sales training must 
be individual for each company. 











MR. DOWNEY 


The basic idea of sales training 
involves many aspects. One of 
the primary objectives is to be 
sure that the sales people acquire 
a full knowledge of the products 
you sell as well as competing 
goods. It is also important that 
they understand your policies and 
methods. The greatest asset any 
salesman can have is hard work. 
No amount of skill or knowledge 
can be substituted for it. Intelli- 
gent and_e =~serious application 
coupled with hard work is a team 
that is bound to get the greatest 
production capacity. 


Good Will Is Important 


Creating and building good will 
among the consuming public is a 
most important part of sales train- 
ing. Organizing territories to se- 
cure greatest coverage and new 
sales outlets, improving sales 
methods and techniques, providing 
service operations, merchandising, 
accounting and expense control, 
budgeting salesmen’s time proper- 
ly, holding group meetings to dis- 
cuss and plan for all matters per- 
taining to sales, and to develop 
better understanding between 
management and personnel are 
many of the factors that can 
make a sales-training plan most 
effective. The following points 
should be of interest to all people 
who employ salesmen and could 
be the basis for a well-rounded 
sales-training program: 

1. Selection of Men.—More care 
to be used to get better men, pos- 
sibly through aptitude tests or 
some other ' methods besides raw 
judgment. 

2. Streamlined methods of 
training—Group meetings, dem- 
onstrations, films, increased organ- 
ization morale, competitive spirit, 
exchange of experiences, specific 
objections, sales laboratory, sales 
reports, advertising and sales pro- 
motion. 

3. Sales Analysis—To deter- 
mine the extent of quality selling 
in relation to the number of calls 
made. This is very important 
from the human element stand- 
point and training can overcome 
weaknesses of men to make calls 
instead of sales. 

4. Specialized Selling. — Many 
concerns feature a product of the 
month and we should train sales- 
men to be able to do full justice 
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when following through on special 
items that require more time than 
others. 

5. Trained Salesmen Cut Costs. 
—The distribution costs depend 
to a large extent on good sales- 
men. Therefore it is obvious that 
with trained salesmen more sales 
can be made and greater distribu- 
tion created. The alternative 
would be more salesmen at greater 
cost of distribution. 

6. Selling as a Profession.—It 
is not easy to get men to become 
salesmen. Therefore we must 
create a feeling among our group 
so as to attract good men to join 
the sales organization. We must 
emphasize that salesmen are im- 
portant, that selling is really a 
profession. Art of the training is 
to get more people thinking this 
way so that we can have a better 
selling profession, better salesmen 
and better businesses. 

7. More Consumer-Minded.— 
Training in this field is needed for 
retail and wholesale salesmen 
alike. All salesmen should know 
how to deal with preferences and 
prejudices of prospects who are 
buying for their own use. In this 
way we train salesmen in selling 
to the ultimate consumer and this 
effort creates increased sales. 

8. Dignity in Selling Careers.— 
If we are to have good salesmen 
we must find ways of increasing 
the dignity of selling as a life 
career. All efforts must be made 
to lift the selling profession out 
of the realm of ordinary jobs. 
Much education and advertising 
will be required along these lines. 

9. Leadership Training.—We are 
always looking for leaders in busi- 
ness. Leaders among sales peo- 
ple are even more desirable, lead- 
ers who, in turn, can train and de- 
velop salesmen. 

10. Salesmen’s Compensation.— 
Buying the services of a salesman 
is pretty much like buying any- 
thing else. You get just what you 
pay for. We can get better sales- 
men if we try to see how much 
we can pay them, not how little 
we can pay them. We must be as 
interested in the salesman’s per- 
sonal financial progress as we are 
in the sales results he brings in. 

It is felt that a sales training 
plan of this kind will create en- 
thusiasm among _ salesmen for 
their method of making a living. 
It will also stimulate added inter- 
est because salesmen know that 
increased remuneration can be 
had through further knowledge 
of sales planning. We all want to 
see good salesmen in our industry. 
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“Post-war” Won't Last Forever 
Hy FRANK FARRINGTON 


OR YEARS we have looked for- 

ward to the post-war period as 
a time when conditions would re- 
sume their pre-war state. Then, 
we have thought, we can settle 
down into the groove and carry 
on indefinitely in the way we used 
to. 

Wrong on both counts. We have 
found there is no return to things 
as they used to be, and we have 
begun to suspect that the condi- 
tion to which we have returned is 
itself not going to last. 

We have entered such a state of 
transition as our country did not 
experience after World War I. 
There can be little doubt that 
such changes as we have thus far 
seen in social, economic, business 
affairs are relatively about as con- 
clusive as the well-known drop 
in the bucket. 

Thus, wise business men, while 
making the most of the situation 
in the office appliance world to- 
day, will be looking ahead to 
changes that will inevitably take 
place soon and keep on taking 
place perhaps farther ahead than 
we can see. 


Why Not a Boom? 


Now that raw materials for the 
manufacturer of office machines 
and supplies are becoming obtain- 
able in increasing quantities, that 
workmen skilled in making such 
products have been freed from 
war plans and are being freed 
from military services, that dis- 
tribution is possible and that 
salesmen can get around among 
buyers, what is to prevent the 
business from booming? 

That is the cry of some who 
don’t stop to think that a business 
boom is not what is wanted. A 
business boom, followed by a busi- 
ness depression is not an ideal 
setup. 

No sensible office appliance 
manufacturer or retailer wants to 
see business “boom” in the sense 
usually meant by “boom’’—that is, 
to advance with an uncontrolled 
rush. Any boom leaves wreckage 
along its pathway. Any wise man 
knows that, though he probably 
figures that it will be someone else 
who will be cast up on the shore 
by the flood. 

Retail stores selling office appli- 
ances are going to be in competi- 
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tion, not merely with other stores 
selling the same kind of goods, but 
with dealers selling other Kinds of 
goods and scrambling to get the 
same money we office appliance 
people are after. In seeking to sell 
a man an executive’s desk chair I 
may be competing for his money 
with the man trying to sell him a 
television set for his home, or a 
paint job on his office woodwork. 

The salesmen who, prior to 1941, 
knew all the ways of bringing cus- 
tomers to the point of saying, “I’ll 
take it,” may have lost some of 
their knack. They may have fal- 
len into habits that will not work 
under today’s conditions and they 
certainly need information about 
new gadgets, new models, new 
materials. For example, just in 
the matter of office chair uphol- 
stery, war experience has devel- 
oped plastic-coated fabrics that 
have better wearing qualities than 
any similar pre-war materials. 

New trade conditions are going 
to demand the dealer’s attention 
with increased tendencies toward 
co-operative merchandising, to- 
ward stores reaching out from 
their pre-war staple lines to in- 
clude lines differing as much as 
steel files differ from jewelry, to- 
ward hitherto unheard of me- 
chanical selling aids. 


Conservatism Discarded 


The successful merchandiser of 
tomorrow is not going to be con- 
servative and there is no law that 
compels buyers of office appli- 
ances to patronize the office appli- 
ances specialist when a print shop 
or a paint store on the same street 
is reaching for their business by , 
new and perhaps _§ sensational 
methods. 

The office appliance dealer 
who, before the war, could disre- 
gard competition from mail order 
houses, print shops, department 
stores and curbstone operators 
will have to re-examine the situa- 
tion in the light of present and 
coming conditions. And it is in 
display (all of its phases), sales- 
manship (with all its newest effi- 
ciency) and advertising (with its 
tie-up with manufacturers’ cam- 
paigns) that the retail seller of 
business equipment and supplies 
will have to look alive to avoid 
being run over. 
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Rolling Typewriter Repair Shop 


Handles Big Volume 


Hy BERT MERRILL 


N VIEW of the old military 

adage that nothing can be 
done by any corps if its typewrit- 
ers are not in order, the European 
war has done much to increase 
the efficiency of quartermaster 
office machine shops. One of the 
most outstanding developments 
is the novel mobile typewriter re- 
pair unit of the 23rd Salvage 
Collection Company, which has 
won citations and many battle 
campaign ribbons for “action” 
through Africa, Sicily and France. 
Now actively set up in Germany 
itself, the quartermaster type- 
writer outfit is as much traveled 
and campaign-scarred as_ the 
Rainbow Division of the infantry 
itself. 

The repair shop began as an 
extracurricular activity of a regu- 
lar salvage collection company 
which followed troops, picking up 
such things as jammed machine 
guns, burnt-out-bazookas and 
“dud” shells. In early 1943, the lone 
company typewriter, which had 
been carrying on correspondence 
of any urgent nature, suddenly 
quit functioning, and an emer- 
gency call for a typewriter me- 
chanic went out. Lt. Lemoyne S. 
Eckles, who headed the group, was 
surprised to find an expert repair- 
man in his own ranks. This man 
fixed the company machine in a 
few minutes, and other repair jobs 
began coming in when news of 
this leaked out to near-by units. 
Within a month three or four 
typewriters a day were being 
rushed to the company by jeep, 
horseback and even airplane. The 
need for such service was so dras- 
tic that the quartermaster corps 
culled its personnel for typewriter 
repair mechanics and assigned all 
who were turned up to the salvage 
unit. 

In Sicily there was an outstand- 
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ing lack of typewriters, and a 
more pronounced lack of service 
facilities. To meet it, a full-sized 
rolling shop was set up, utilizing 
a G.I. trailer, ingeniously con- 
trived tools such as a lathe (made 
from a hand drill and an alarm 
clock) for turning down platens 
and everything which could be 
pressed into service. Two men 
partially trained in typewriter re- 
pairing were added to the staff. 
Set up in a stable, the shop soon 
became known to units fighting 
on every front in the Sicilian 
campaign, and so many stiff and 
unused typewriters were coming 
in that the shop shortly was 
forced to hire civilian help (plenty 
of Sicilian repairmen were found). 
Several G.I. typewriter repair kits 
were obtained and, by scouting 
hardware stores, electrical shops 
and any place where it was sus- 
pected tools might be found, 
enough were procured to do most 
of the work. Bathtubs served for 
cleaning, and 100-octane gas 
proved efficient for solvent. There 
were absolutely no new parts, 
however, and all such replace- 
ments had to be turned out by 
hand and painstakingly fitted. 
Palermo citizens, many with 
watchmaking experience, handled 
this job well. 


Repair More Than 1,500 Machines 


During the company’s stay in 
Sicily near Palermo, more than 
1,500 typewriters were repaired, 
only a few being junked or “can- 
nibalized” for parts for other ma- 
chines. About 85 per cent of all 
the salvaged machines were re- 
conditioned for issue later on. 
What few could not be repaired 
were returned to the U. S. for 
“third echelon” rebuilding at fac- 
tories. 

When the Sicilian campaign 
progressed and typewriters com- 
ing in relaxed a bit, two expert 
mechanics were sent to a quarter- 
master depot at Bari, Italy, to 
streamline typewriter repair there. 
By establishing a system whereby 


one mechanically-minded civilian 
was attached to one type or make 
of machine, the two typewriter 
repair units were enabled to boost 
operations to a total of more than 
400 machines repaired per month, 
with surprisingly few breakdowns 
later on, and a minimum of delay 
in getting machines back to the 
unit. More equipment was devised 
and added almost every week. 


A Big Task is Completed 


At the end of 60 days the two 
“detached service” repair men 
came back to the company, and 
the entire unit moved from Sicily 
into Italy for training purposes, 
and then were attached to the 
Seventh Army for movement into 
southern France. 

Here the mobile typewriter unit, 
which had packed all equipment 
and a stock of typewriters into 
G.I. trucks and trailers shipped 
intact, was called on to handle 
the vastly bigger job of repairing 
all headquarters typewriters, add- 
ing machines and calculators from 
staff headquarters. Many more 
came streaming in than the staff 
could handle. Only one experi- 
enced repairman could be ob- 
tained from a replacement depot. 
Accordingly, seven inexperienced 
men were taken into the group, 
and each trained to work on a 
specific make of machine. It re- 
quired some time to carry out 
this training, but by “on the job” 
work with a good mechanic as in- 
structor, the crew was brought up 
to the required size in three 
months. 

The shop and its equipment had 
to be moved frequently, and has 
tied up as many as six 2'4-ton 
trucks at once. To ease the prob- 
lem, portable folding tables and 
chairs were obtained, with part 
boxes and collapsible shelves fold- 
ing neatly into small spaces. By 
meeting one problem ai a time 
and finding a solution for it, this 
unusual Army operation is a first- 
class repair shop able to make any 
kind of repairs on all office equip- 
ment—and to pick up its baggage 
and appear many miles away 
when the battle lines suddenly 
move forward. 

Since the end of the European 
conflict, a German typewriter fac- 
tory has been added to facilities. 
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Here a captured factory is turn- 
ing out 35 new typewriters a day 
for the U. S. Army. It had orig- 
inally been built by the Nazis to 
produce typewriters writing in 
English, Bulgarian, Hebrew, Sia- 
mese, Persian, Arabic, Chinese 


and Finnish for Hitler’s world 
conquest. The German officers in 
charge had plans and parts 
enough to produce any type of 
machine and had 400 slave work- 
ers on the benches turning out 30 
machines a day for the Wehr- 


macht. Now, with 110 Belgian 
workers, the plant is producing 35 
a day for the Yank troops, and 
has been able to make repairs on 
every type of American office ma- 
chine after training the liberated 
slave workers. 


Too Much Slush in Christmas and 


New Year Advertising 


By E. A. DENCH 


HERE are two kinds of slush. 

First is the kind which covers 
city sidewalks following a winter 
thaw. The second kind is the ad- 
vertisement written in the alleged 
Christmas spirit. 

With the first kind, nature has 
to take its course. As to the sec- 
ond, that is up to the office supply 
dealer. 

Because most advertisers seem 
to be doing it, the office supply 
dealer feels he should write an 
institutional piece of copy a la 
Charles Dickens or Clement Moore. 
The usual outcome is just plain 
slush. If the office supply dealer 
would be content to express him- 
self on paper by writing the way 
he usually TALKS to his custom- 
ers, he would not get beyond his 
depth. The message, even if the 
command of English fails to equal 
a Charles Dickens or a Clement 
Moore, would be SINCERE—and 
Sincerity is to be preferred to a 
pale imitation of the classics. 

These Christmas advertising 
messages tend to fall into the 
three following main divisions: 1. 
The Yuletide greeting or New 
Year’s expression of thanks for 
patronage received. 2. The 
“preachment” or tonic talk. 3. 
New Year’s resolutions and such. 


A Typical Form Letter 


Typical of the first was the form 
letter that said: 


“In the midst of the hustle 
and bustle of Christmas gift 
shopping, we pause for a mo- 
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ment to fulfill a pleasant priv- 
ilege. 

For annually, as Yuletide 
approaches, we like to thank 
you for your patronage, cour- 
tesy and many favors during 
the past difficult year, and to 
wish you one and all a most 
Merry Christmas and a Happy 
and Prosperous New Year. 

You who come in frequently 
for your office supplies as 
needed may not associate the 
store as a potential source of 
gifts. To prove what we can 
do we have rigged up a spe- 
cial section, a visit to which 
will convince you that there 
are stationery gifts appropri- 
ate for certain of your rela- 
tives and friends. 

P.S. The enclosed calendar 
will serve you as a daily re- 
minder of our appreciation of 
your business during the com- 
ing year.” 


The greeting part of the above 
letter was conventional and formal 
in tone, but was redeemed by the 
timely bid for Christmas business 
and the calendar enclosure, re- 
ferred to in the last two para- 
graphs. 

A “letter,” included in a news- 
paper announcement by another 
advertiser, sounded as if written 
in an informal conversational 
vein: 


“Dear Customer: 

It’s Christmas time. While 
Wwe are as busy as anything 
here, we feel the urge to take 
time out to write you a letter, 
even if it does reach you in 
printed form. 

Were the dollars and cents 
side all there was to our busi- 
ness, it would be a dull and 
dreary affair. 
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Do you know what gives us 
our greatest joy? It’s trying to 
serve you and other customers 
to our utmost satisfaction. 
Sometimes we fail, but we do 
our best, anyway.” 

The injection of controversial 
international, national or local 
matters into what is intended to 
be an expression of business 
friendliness is a big mistake. 

Imagine trying to say the fol- 
lowing “mouthful” in person to a 
customer: 

“The year coming to a close 
gives us an opportunity again 
of expressing to you our very 
deep appreciation for the pat- 
ronage that we have enjoyed 
at your hands and to thank 
you sincerely for the good will 
you have thus evidenced. We 
hope that we have measured 
up to your expectations, that 
the service we have rendered 
you has made its contribution 
towards your material success 
and progress.” 

Contrast the stilted phrasing, 
and the long, involved sentences 
of the above message with the 
warm simplicity and brevity of the 
following: 

“Are you through reading 
the holiday greetings you got 
from folks you’d almost for- 
gotten? 

If you are, I’d like you to 
cast your eyes over the fol- 
lowing lines: 

There’s ONE New Year’s res- 
olution I intend making. 

It is to TRY TO SERVE 
YOU BETTER THAN EVER 
BEFORE.” 

“T’ve got to say SOMETHING in 
my ads,” declared one of the ac- 
tive participants in a question- 
and-answer session at a _ trade 
convention. True enough it is that 
every advertiser has to write 
SOMETHING in the copy line. Yet, 
in the final analysis, it costs no 
more to say the RIGHT things in 
the SAME amount of space for 
which the advertiser has con- 
tracted. 


23 














-]-5-P-L-A-Y-! 


Sales Force [hat Tells Customers 


You “Have the boods’ 


By V. N. Vetromile 


SIDE from those purchases 

which result from specific and 
immediate need, DISPLAY is the 
power that sells the stationer’s 
merchandise to the largest possi- 
ble number of customers through- 
out the year. Assuredly, advertis- 
ing outside the store serves to 
bring customers to the salesroom, 
but it is the displays that multiply 
their purchases, /F—and it is a 
big if—the displays are the correct 
kind. 

People want better selections. 
They buy where they find them. 
That’s why so many persons de- 
velop the habit of buying in the 
nearest large city, despite all lam- 
entations about their civic dis- 
loyalty to the smaller home mar- 
kets. Here is some proof. 

An organization of merehants in 
Glendale, Calif., which is located 
on the fringe of Los Angeles, em- 
ployed university students, who 
were interested in scientific mer- 
chandising, to make a survey of 
the market and try to learn why 
they (the merchants, including 
three stationers) were not obtain- 
ing more business from their local 
people. Here are the responses 
with the percentages of reasons 
stated for trading elsewhere: 
Better stock selections..42 per cent 


Big-city prices ...30 per cent 
Better service... ....25 per cent 
Better advertising ..........14 per cent 
“Branded” or better 

5 Te Ae . 6 per cent 
Delivery or parking 

facilities offered .......... 5 per cent 


The student investigators were 
told that there were the reasons 
why so many local residents pre- 
ferred the big-city stores. By logi- 
cal inference, each reason con- 
tains its own suggestion as to 
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what the local merchants needed 
to do in order to obtain a fair 
share of the business. 

The fact that 42 per cent of the 
residents wanted the home-com- 
munity merchants to offer a wider 
selection of merchandise empha- 
sizes the importance of Keeping a 
complete stock. It also emphasizes 
the importance of displaying the 
stocks properly at the strategic 
point of purchase within the 
store. 

I do not gainsay that old law of 
retailing which tells us that no 
merchant can constantly obtain 
100 per cent of the business in his 
particular line in his community, 
but the reason some stationers do 
not obtain more is because they 
or their clerks don’t seem to know 
how to sell and display. 


A Mouthpiece Is Needed 


When they do set up a timely 
or seasonable display unit, they 
are likely to imagine that because 
the customers can see it, that is 
enough. It is decidedly not 
enough. Each display should have 
an advertising mouthpiece that 
will rivet the customer’s attention 
on the goods displayed—a talking- 
card so worded that acquaintance 
with the goods will result in a de- 
sire to possess them. 

Price is always essential, but it 
is only the first point of informa- 
tion in the presentation of the 
goods. Economy of the larger unit, 
in the case of a stationery item, 
or the durability and convenience 
of the accessory, in the case of an 
appliance, should be brought 
forcefully to the prospective buy- 
er’s notice. The card should also 
be imprinted with the name of the 
store, as well as with any trade- 
phrase or slogan which the sta- 
tioner habitually uses in his ad- 
vertising matter. 

Sure—the customer knows the 
name of the store in which he or 


she is buying, but that idea helps 
to individualize and institutional- 
ize both the service and the mer- 
chandise. The display is not in 
just any stationery store but, 
let us say, for illustration, in 
“BROWN’S, Office Efficiency Sup- 
pliers Since 1910.” 

The advertising cards that iden- 
tify and interpret each display do 
not necessarily take the place of 
intelligent suggestive selling. They 
simply speed up the selling of the 
item and allow time for additional 
selling strategy while the custom- 
er’s attention is still attracted. It 
is a fact, however, that the right 
kind of talking-card has in thou- 
sands of cases proved its power to 
sell things without the interven- 
tion of a salesman when a rush is 
on and most of the sales person- 
nel are already preoccupied with 
other buyers. 

The two attributes of interior 
display that attract the most at- 
tention are large quantities and 
variegated assortments. Large 
quantities, mass displays, suggest 
big business, and assortments that 
are adequate and attractive con- 
vince the observer that the sta- 
tioner really “has the goods.” 


More Must See Display 


For these reasons, “open-mass 
displays” are the order of the day 
in modern stationery merchandis- 
ing. The layout of the salesroom 
should be such that as many per- 
sons as possible will be brought 
face to face with as much mer- 
chandise as possible on every visit 
to the store. The more the cus- 
tomer sees, the more he will usu- 
ally buy. That is just what makes 
open-mass display strategy the 
important sales-builder that it 
undeniably is. 

In using the open-mass display 
policy, the stationer is confronted 
at the start with the realization 
that he has so many hundred 
items to be displayed—that is, all 
the small staples in addition to 
the “heavy goods” and office 
equipment sundries. 

It is obvious that, except in a 
store of extraordinary floor area, 
all these items could not be dis- 
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played at any one time in indi- 
vidual “detached” open-mass dis- 
play set-ups, yet this diversity and 
multiplicity of merchandise is 
really an advantage to the sta- 
tionery business, if properly util- 
ized. The available variety of 
merchandise permits a constant 
rotation of different display units 
throughout the year. 


In other words, it should be easy 
for the progressive stationer to 
keep his salesroom “looking differ- 
ent.” If he has a change of dis- 
plays practically every time his 
customers come in, they will find 
the store more interesting, and 
with something different to greet 
their eyes every time they call. 
They will soon feel that it is 
worth while to drop in and see 
what’s new in the stationery line. 
Thus, the stationer will experience 
an increase in business. 

Now then, does it make any par- 
ticular difference what is used for 
the feature displays? It certainly 
does! The stationer’s primary aim 
is profit. So there are three fac- 
tors to consider in planning a dis- 
play that is conceived to increase 
store traffic while also making a 
direct profit. 


Some Timely Questions 


First, is there profit in the 
price? Second, do the goods pos- 
sess eye-appeal—display value? 
Third, are they salable—not some- 
time, but NOW—that is, have they 
the elements of timeliness or sea- 
sonableness or, perhaps, current 
style? 

Open-mass display space should 
not be appropriated for weekly 
price-leaders or specials. Every 
article sold from open displays 
should be self-sustaining as to 
profit and, if possible, should be 
conducive to related-item de- 
mands. So-called “specials” should 
be asked for—not featured. Staple 
wares need not be displayed 
strategically. The best display 
strategy should be expended on 
the better-profit, longer-price- 
range supplies and accessories of 
office maintenance. 

On occasion through the year— 
at least, in normal times—any 
stationer is likely to have some 
“close-outs,” but he should not 
give all his available space to 
those clearance goods, even if the 
quantity be large. Rather, he 
should place the “close-outs’” in 
one open-mass display unit and an 
array of profitable items in an- 
other open-mass display, placed 
so as to derive some benefit from 
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the price-attractions in the other 
display set-up. 

In any store in which half the 
week’s business comes on Friday 
and Saturday, price attractions 
should be reserved for the other 
days on which they might be able 
to increase store traffic. On the 
days when the store is usually 
crowded, all displays should be 
profit-earners for the obvious rea- 
son that, with more people in the 
store, the stationer will have more 
opportunity to sell to them and 
what he sells should be as profit- 
able as possible. 

It is generally known that any 
display which looks too regular 
and commonplace will not sell as 
much goods as a display which 
registers the impression that per- 
sons have been buying from it. 
Therefore, do not build up beauti- 
ful pyramids. Leave the top 
“broken” or irregular with a start- 
er gap which will often have the 
effect of motivating the contem- 
plative purchaser to serve himself 
while the salesman is serving him 
with another purchase. 


Build for Sales, Not Art 


The correct procedure is to build 
for selling, not for art, but never 
lapse into the other extreme of a 
messy-appearing display. Some- 
where between the two extremes 
is the happy medium—the attrac- 
tive and arrestive display that 
sells the goods. 

So far as practicable, the dis- 
play mounts and other dealer- 
helps supplied by representative 
manufacturers and _ distributors 
should be brought into play, be- 
cause they usually give authentic 
selling-point information and 
identify the merchandise as being 
goods of high-grade quality and 
nationally-recognized pedigree. In 
the case of some appliances and 
office sundries, such manufactur- 
er’s helps for retailers represent 
long and expensive study to deter- 
mine the sales-appeal which will 
be most effective in introducing 
those accessories and sundries to 
office-supply buyers. 

With every display, there should 
be signs telling “what,” “how 
good,” “what for” (unless that’s 
self-evident) and “how much.” 
When such articles are to be ex- 
hibited on a display table, the 
display can be arranged higher at 
the ends and lower in the center, 
with a large “talking” mount 
placed near the center. Or, the 
display can be built higher in 
the middle and a suitable sign 
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placed at each end. One of the 
signs could be a price card and the 
other a dealer-help sign or a 
store-lettered “selling-point” sign. 
At least two sign-holders should 
be used with each table, in differ- 
ent sizes, to take standard-sized 
display cards. These signs are cus- 
tomarily 3 x 5-inch, 5 x 17-inch, 
7 x 1l-inch or 11 x 14-inch. Some 
holders are adjustable so that they 
can be used with different sizes of 
cards for different types of dis- 
plays. They are not expensive and 
are a most important accessory of 
open-display and window-display 
equipment. 


Display Cards Help Sales 


Every manufacturer purveying 
to the stationery trade knows 
that, if only he could be present 
at the point of sale when a pur- 
chase of his goods was being con- 
templated by the ultimate user, he 
could advance decisive arguments 
that would insure the sale. The 
display of the manufacturers’ sell- 
ing-point “talking cards” is the 
nearest thing to that situation for 
causing the customer to say to 
himself: “I think I'll buy that.” 

One proven way to stimulate 
sales is to promote several new or 
special items each week by means 
of both window promotion and in- 
terior displays in a prominent 
section of the salesroom. A little 
friendly rivalry between members 
of the sales staff to see who can 
sell the most of these assured- 
profit goods during the promotion 
will increase sales considerably. 
This is an excellent method for 
quickening interest in new goods 
or in seasonable items. 


The best floor display fixtures 
are tables. Tables about four feet 
long, two feet wide and 34 inches 
high have been accepted as stand- 
ard for this purpose. The table 
top should have a two-inch high 
“rub-rail” around it to keep goods 
from being brushed off. There 
could very well be one or two 
shelves under the top. Such tables 
can be placed singly or in “islands” 
of two, three or four units, accord- 
ing to the size and shape of the 
salesroom. 


The difference between shelf 
displays and table displays is im- 
portant. The stock on the sheiv- 
ing will not change a great deal, 
but the merchandise on the tables 
should be changed constantly with 
corresponding changes in “talking 
cards” or other advertising matter 
used to energize the sales-appeal 
of the merchandise. 
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Plan Ahead for Ketter Uffice 


“Homes in the Future 


Interview with Ivan Allen, 
Ivan Allen-Marshall Company, 
Atlanta, Ga. 


By RUBY BENTLEY 


VAN ALLEN, SR., president of 

Ivan Allen-Marshall Company, 
Atlanta, Ga., says, “The rules 
printed below were made back in 
the days of the opening of the 
Erie Canal, in the days of the Pony 
Express, and the horse and shay. 
They are obsolete and laughable 
today, but no more so than the 
antiquated furniture that some 
concerns are using in their offices 
at the present time. These owners 
of business firms wouldn’t think 
of driving a 1902 model car, yet 
they operate their office as a 1902 
model.” 


Rules for Employees: 


1. Store must be opened from 
6 am. to 9 P.M. year round. 
2. Store must be swept; coun- 
ters, shelves, and showcases 
must be dusted; lamps 
trimmed, filling and chim- 
neys cleaned; pens made; 
doors and windows opened; 
a pail of water and a bucket 
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of coal brought in before 
breakfast. 

3. The store must not be opened 
on the Sabbath unless neces- 
sary, and then only for a 
few minutes. 

4. The employee who is in the 
habit of smoking Spanish 
cigars, being shaved at the 
barber’s, going to dances and 
other places of amusements 


will assuredly give his em- 
ployer reason to be suspicious 
of his integrity and honesty. 

5. Men employees are given 
one evening a week for court- 
ing and two if they go to 
prayer meeting. 

6. After 14 hours in the store, 
the leisure hours should be 
spent for the most part in 
reading.” 

“We are looking ahead to the 
days when steel, aluminum and 
period furniture will again be 
available. Our 21 salesmen are 
constantly calling on the trade, 
helping and suggesting to our 
customers that they plan ahead 





WHAT MODERNIZATION CAN DO—Private office of Atlanta real estate office 
shows the streamlined effect of installations by Ivan Allen-Marshall Co., Atlanta. 
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STREAMLINED—Engineered for efficiency and appearance, the interior of this real 
estate office shows impressive installaiions by Ivan Allen-Marshall Co., Atlanta. 


for better office ‘homes’ for the 
future,” Mr. Allen added. 


The company is emphasizing 
“modernization” and urging their 
customers to “get out of the rut 
now and plan for tomorrow’s op- 
portunities.” 


Old Equipment Wastes Space 


“It is time to look about the 
office and see what equipment— 
desks, chairs, filing systems, and 
so forth—should be _ discarded 
when new equipment becomes 
available again. Plan to use space 
more wisely and to the utmost 
efficiency and comfort of the em- 
ployees,” Mr. Allen said. “It is 
a fact that most concerns are pay- 
ing high rent for the space they 
occupy, yet they will let an old 
model desk and chair take up 
some twenty feet of floor space, 
costing them on an average of 
from $10 to $20 a year for that 
space! Using new equipment, less 
space would be needed per em- 
ployee, thus reducing overhead 
for the company.” 


Ivan Allen-Marshall has made 
a specialty of large office installa- 
tions. A special planning depart- 
ment is maintained by the com- 
pany. In this department the in- 
dividual needs of each customer’s 
office are studied and worked out 
for the equipment best suited, and 
are scientifically located for the 
employees’ efficiency and for the 
attractive appearance of the office. 
“And,” continued Mr. Allen, “our 
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department is now engaged in 
making plans for post-war instal- 
lations as soon as the equipment 
is available.” 

In an organization that is as 
large in volume and as wide in 
scope as the Ivan Allen-Marshall 
Company — Stationers, printers, 
lithographers, and dealers in of- 
fice, bank and public building 
furniture, safes, vaults, technical 
supplies, blue printing and photo- 
stating—it has been necessary to 
work out definite procedures for 
their salesmen to assure careful 
attention to each phase of the 
business. Among many and vari- 
ous Office plans in effect by this 
company, one of the most out- 
standing and successful is its 
“Sales Follow-Up Plan,” which 
was developed by James Ball, Jr., 
ot the Ivan Allen-Marshall Com- 
pany. This plan has proved that 
sales accomplished by such a 
follow-up procedure will amount 
to substantial increase in the 
volume sold by every salesman. 


The purpose of the plan is to 
provide a simple, convenient and 
thorough way by which each sales- 
man may substantially increase 
his volume through systematic 
follow-up. 


The sequence of procedure is as 

follows: 

1. The billing clerk will furnish 
each salesman with the 
salesman copy of all charges 
made for that salesman each 
day. 
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Each salesman will deter- 
mine which items on the 
charge are probable repeat 
items by checking against 
items shown on daily report 
sheet. 

3. Each salesman will deter- 
mine reorder date by month 
and file salesman copy in 
monthly file kept on his desk. 

4. On the first day of each 
month each salesman will 
pull all copies for that month 
and check each item to be 
followed up on his daily re- 
port sheet. When follow-up 
information is checked on 
report sheet sales copies will 
be returned to file. 

5. At time of contact follow-up 
will be checked with cus- 
tomer. When sale is made on 
follow-up item the check 
mark will be circled. 

6. When follow-up item is not 
sold, but will come up later, 
put follow-up date on report 
and set sales copy of invoice 
up to anticipated reorder 
date. 

7. When sale has been accom- 

plished, copy of invoice is re- 

moved from file and de- 
stroyed. 


Follow-up Plan Essential 


The actual sale of the item 
followed up is of great importance, 
but of equal importance to the 
Ivan Allen-Marshall Company is 
the fact that the customer is auto- 
matically changed over to a buy- 
ing train of thought and other 
items will be bought. A follow-up 
plan is appreciated by most firms 
because inconveniences can be 
eliminated by buying before their 
stock is depleted. An auxiliary ad- 
vantage of this plan is that a check 
is made of the entire supply cab- 
inet or supply room when the 
customer checks the follow-up 
item that is mentioned. 

“The plan will work,” said Mr. 
Ball, “only if you set aside a ten- 
minute period during each day 
and see that each salesman de- 
votes this time to performing the 
work required, thereby keeping 
the whole plan current. Constant 
observance of this period each 
day will assure success.” 

Another idea developed by this 
company which has proved to be 
a timesaver for the salesmen, in 
addition to being of great help to 
the customer who is opening a 
new Office, is the “Check List.” 
This is a list of the items neces- 
sary in establishing a new office. 
This specially prepared list in- 
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cludes every item of supplies nec- 
essary for the business to start 
functioning. It eliminates the 
omission of small items such as 
clips, rubber bands, and so forth, 
when the business is being started 
“from scratch.” 

The salesmen of Ivan Allan- 
Marshall Company are furnished 
record forms, the daily use of 
which provides an exact record 
of the personal calls made for the 
month, and the items which were 
sold to each customer. 


Practice What They Preach 


Established in Atlanta in 1900, 
the Ivan Allan-Marshall Company 
occupies a seven-story building at 
21-31 Pyror Street, N. E. They are 
“practicing what they preach” 
about modernization of offices, and 
have made post-war plans for re- 
decorating and streamlining their 


77,000 square feet of floor space 
they now occupy. 

Their new plans include the air 
conditioning of the entire building. 
The entire fourth floor will be de- 
voted to the display of wood 
furniture exclusively. There will 
be found the attractive “model” 
rooms—directors’ rooms, confer- 
ence rooms, private and general 
offices—all displayed in _ their 
proper setting. Customers can 
then come into the store and se- 
lect the type of equipment they 
believe most suitable to their par- 
ticular floor plan, and can see how 
the different pieces look when 
placed in a group ensemble. The 
third floor will contain steel fur- 
niture and filing system displays. 

“Every indication points to the 
office of tomorrow being well 
equipped, well lighted, and the 
majority of offices will be air con- 


ditioned,” said Mr. Allen. “This 
modernization and streamlining 
of offices will serve a twofold pur- 
pose: first, it will enable the 
worker to turn out more work, 
more efficiently; and second, em- 
ployees will expect to work in 
better, cleaner and _. brighter 
places than in the days prior to 
the war. War plants and fac- 
tories have proved that employees 
work better in clean, bright sur- 
roundings, so it will be necessary 
for employers who want to hold 
their ‘best’ employees to offer them 
attractive and comfortable offices 
in which to do their tasks. 

“We are urging our customers to 
‘keep abreast of the times,’ to 
modernize their office interiors 
and plan to add new equipment as 
soon as we can begin to supply the 
merchandise to them,” concluded 
Mr. Allen. 


Filing Cabinets for Home Use 


By C. M. LITTELJOHN 


N BROADENING markets for 
I all manner of office equipment, 
portable typewriters, desks and 
other accessories, office equipment 
dealers and stationers have cen- 
tered sales fire and advertising on 
the housewife and the opening of 
a “second front” in the home. 

Now the Lowman & Hanford 
Company, with three stores in Se- 
attle, where they have been sta- 
tioners, office outfitters and book- 
Sellers since pioneer days on 
Puget Sound, is conducting a spe- 
cial advertising and sales promo- 
tional campaign to put four- 
drawer, hardwood filing cabinets 
in the homes of Seattle. 

There is usually more than 
meets the eye in the average 
home, for many things are filed 
away there—even War Bonds— 
though they should be kept in 
safe deposit vaults. Yet, as the big 
Seattle office furniture selling or- 
ganization points out, “A filing 
cabinet in your home is a wonder- 
ful convenience for orderly keep- 
ing of records, clippings, bills and 
all important papers.” Its office 
furniture department has been 
displaying such four-drawer re- 
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ceptacles for receipts and records, 
while the staff has been using this 
four-drawer “drawing card’ for 
emphasizing their business points 
to the housewife. 

Talking up such special cabinets 
for the home and advertising 
them for the purpose is opening 
new markets and widening the 
scope and merchandising of office 
furniture previously designed ex- 
clusively as a business fixture. 











A FILING CABINET 
IN YOUR HOME 


is a wonderful conveni- 
ence for orderly keeping 
of records, clippings, 
bills and all important 


papers... Put them ina 





4-Drawer Hardwood File 


with steel suspension slides . . . Drawers 
glide easily, quietly on ball-bearings over 
steel tracks . . . Have plastic drawer pulls. 
Cabinets in attractive olive green. 


Specially priced: 


Letter size $42.00; Legal size $45.00 


With Automatic Locks: 
Letter size $49.00, Legal size $52.00 


See them in our Office Furniture Department 


Jowman & Hanford @ 


STATIONERS @ OFFICE OUTFITTERS @ BOOKSELLERS 
1515 SECOND AVENUE (BETWEEN PIKE AND PINE) _ 
First and foremost since * 




















TYPICAL ADVERTISEMENT — Repro- 
duced herewith is a typical Lowman 
& Hanford Co. newspaper advertise- 
ment. This one was 4 x 6 inches. 


Women with business experi- 
ence, Office girls getting married 
(some even retaining business jobs 
after matrimony) have increased 
in such large numbers that more 
and more office procedure, meth- 
ods and office equipment is being 
integrated into the home, with re- 
sultant wider markets for all 
manner of office appliances. The 
kitchen, the living room, the den 
or study, the library and hall fur- 
nish fresh incentives to place 
surplus office equipment—some- 
times perhaps outmoded office 
equipment—in the home. 

A large number of pieces not 
finding an outlet in business of- 
fices in our present economy may 
be amply suitable for the home 
and the build-up of that “second 
office,” in which the _ retired 
“steno” or office secretary has a 
distinct hankering to work. For 
women of the modern world are 
no longer mere _ housekeepers. 
Their years of active office train- 
ing stand them in good stead 
keeping house the modern way. 
For dealing with the milkman and 
the breadman, or “the butcher, 
the baker, and Venetian blind 
maker” filing cabinets come in 
mighty handy, since “retired” bus- 
iness lady is “nostalgic” at times 
for office equipment and office 
“atmosphere,” and likes to dwell 
in the “efficiency” of those famil- 
iar surroundings. 
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Business Builders 


Broadcast over Station 
S-A-L-E-S operating 


on a wave length of 


CONFIDENCE . . . COURAGE 
. .- CO-OPERATION 


UGGESTS a Phoenix, Ariz., of- 
fice outfitter, “Please encore 
this thought of ‘Bert Barnes. In 
fact, give prominent position to it 
as it so aptly needs re-emphasiz- 
ing RIGHT NOW!” 
A WAY TO EASE THE 
RUSH OF THESE BUSY 
DAYS OF 1945 AND 1946 

In these busy days, why not try 
these: 

Be brief—politely. Be aggressive 
—tactfully. Be emphatic—pleas- 
antly. Be positive—diplomatically. 
Be right—graciously. Be optimis- 
tic—knowingly. 

Only six things to do. And if 
you can do them they will pre- 
serve your peace of mind—unless, 
of course, you already have that 
superb control that all business 
people desire but seldom attain. 
* * * * ok * ak * * * * * 

LET’S HAVE CONCERTED 

PURCHASE-ACTION ON JU. S. 
VICTORY LOAN BONDS! 
* * ok * ok * * * * * * 

Having just experienced the 
thrill of a transcontinental look- 
see trip from Spokane to the At- 
lantic seaboard, we of BUSINESS 
BUILDERS report a most opti- 
mistic outlook for the aggressive 
office outfitter these active months 
ahead. Trying indeed, it will be 
working with the items available, 
but nevertheless most interesting 
because of this test of our know- 
how ingenuity. Typical was the 
generous time accorded us by Sales 
Manager Charles V. Sinisgalli of 
R. P. Andrews Paper Company of 
Washington, D. C., and also in 
nation’s capital a treasured two- 
hour conference with the general 
manager of the National Station- 
ers Association, our own Charles 
P. Garvin. 

And listening in by invitation to 
an alert sales meeting of a Chi- 
cago stationer, we picked up the 
following gem of a BUSINESS 
BUILDER that we want to pass on 
to you in its entirety. The assist- 
ant sales manager of this group 
gave credit for this analysis form 
to the General Hardware Corpora- 
tion of Milwaukee, Wis., noting 
that its form was just as impor- 
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tant today as when it was first in- 
traduced by this firm in an article 
they prepared for Printer’s Ink, 
setting forth how an appraisal 
made at periodic intervals on 
these points would prove most 
valuable. This group leader went 
on to explain that he had changed 
the list in the main from a cus- 
tomer viewpoint to a self-analysis 
form which he believed would be 
the correct approach with which 
to use this material most effec- 
tively. 


APPEARANCE: 

Do I dress conservatively? 

Do I dress overly “loud”? 

Am I neat and well-groomed? 

Does my appearance indicate 
carelessness? 

Does my dress reflect financial 
distress? 


PERSONALITY: 

Do I make you feel kindly dis- 
posed toward me? 

Am I pleasant and agreeable? 

Am I too serious? 

Am I too breezy and flippant? 

Am I overly familiar? 

Is my conversation, apart from 
business, offensive in any way? 


COURTESY: 
Am I well-mannered? 
Am I too bold? 
Do I interrupt while you’re talk- 
ing? 
Do I smoke without invitation 
while at your desk? 
Am I unduly presumptuous to 
anyone of your organization? 
CHARACTER: 
Do I ever suggest anything un- 
ethical? 
Am I a man of my word? 
Do I admit my own mistakes? 
Am I a “buck-passer’’? 
Do I admit I don’t know when 
stumped? 
Do I “bluff” when lost in a dis- 
cussion? 
METHOD OF TALKING: 
Do I talk too fast? 
Do I talk too loud? 
Do I talk too much? 
Do I enunciate clearly? 
KNOWLEDGE OF MY MERCHAN- 
DISE: 
Am I well-informed on our prod- 
ucts? 
Am I too technical in my ex- 
planations? 
Are my explanations clear and 
to the point? 
Do I fail to explain about our 
products altogether? 
KNOWLEDGE OF COMPETITION: 
Do I know competitor’s mer- 
chandise? 
Do I make honest comparisons? 
Do I knock my competitors? 
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Do I show logical reasons why 
my merchandise is. better 
suited to the needs of my cus- 
tomers? 

Do I understand the compensat- 
ing factors of price and qual- 
ity? 

SALESMANSHIP: 

Do I answer customers’ objec- 
tions intelligently? 

Am I easily confused and con- 
founded? 

Am I argumentative and quick 
to pick an issue? 

Am I arrogant and opinionated 
in debating questions of dis- 
agreement? 

Do I practice “high-pressure” 
methods? 

Do I defend my house when 
something goes wrong, or am 
I quick to agree that my house 
is at fault? 

Do I spend more time at your 
desk than necessary when pre- 
senting my story? 

Do I seem anxious to rush 
through my solicitation, 
thereby robbing my salesman- 
ship of effectiveness? 

CONSTRUCTIVE SALES COUN- 

SEL: 

Do I suggest new methods and 
means for obtaining ultimate 
value and service from my 
products? 

Do I keep an accurate record of 
your purchases and needs, 80 
as to help you in your com- 


mitments? 
oe ae at 
VISION 


The stepping stones to all success 

May oft seem far apart, 

But strength will come to reach 
the next 

If zeal glows in the heart, 

No hope deferred will kill desire 
No aim fall short the mark, 
No cloud but that which hides the 

steps 

Can quench the vital spark. 

—Clarice Deming. 
* + ‘* 

This month’s TERSE-TRAILER 
comes from a Kansas office-equip- 
per:—“The best time to hold on is 
when you reach the point where 
the average fellow would quit!” 

Before signing off this month’s 
broadcast, let us again remind you 
of the co-ordinator of this page’s 
address: Care of: Shaw & Borden 
Company, Box 2153,. Spokane 2, 
Wash. 

Office-efficiently yours, 
RALPH B. ORTEL 
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EDITORIAL 





@¢ IN THE FIRST flush of optimism following 
V-J Day last August, producers in this field and 
most others released statements concerning the 
tremendous accumulated demands for civilian 
merchandise and the consequent rosy prospects 
for manufacture and distribution in the near 
future. Almost immediately two unconsidered 
factors began obtruding themselves—labor diffi- 
culties and reconversion pricing. 

Many a war worker decided that it was time 
to take a vacation, and those who swung over to 
civilian manufacture began demanding increases 
in hourly wages that would maintain “take 
home” pay at wartime levels, when overtime was 
the rule. When demands were not met strikes 
were voted and movement toward complete re- 
conversion and production for civilian use was 
stopped or greatly retarded. 

While struggling with labor problems cn the 
production front, manufacturers were faced 
with the restrictions of reconversion pricing on 
the distribution front. OPA rules require main- 
tenance of retail prices even though production 
costs go up. Essentially, labor costs and prices 
are parts of the same problem. Granting in- 
creases in wages without being permitted to pro- 


portionate increases in prices of merchandise is 
always difficult and often impossible. To com- 
plicate the situation, in the instances where 
manufacturers have been given permission to 
raise prices because of increased costs, dealers 
are expected to absorb the increases and hold 
retail prices at OPA ceilings. 

The difficulties outlined inevitably cause de- 
lays. When employee shortages are augmented 
by slow-downs and strikes, post-war plans can- 
not be put into operation on a full scale. When 
the OPA pricing formula is also restrictive, over- 
all plans are further hampered. 

As Donald Richberg said in a recent address 
titled, ‘“‘How to Prevent Strikes,” “It would be 
wrong for the Government to deprive labor or- 
ganizations of the power to strike until the wage 
earners have been assured of an equal power 
to gain economic justice by peaceful means.”’ 
Likewise, efforts to avoid further inflation by 
holding down prices are commendable. Yet all 
parties to a problem should be given equal con- 
sideration. Extremists are rarely right. Com- 
promise may not be a law of progress, but it 
certainly smooths the upward path. 


HERE AND THERE 





THE THOUSAND CHARACTER in the Okinawa typhoon which was 


happy again. Holland as a whole 





JAPANESE TYPEWRITER 


In the October issue reference 
was made to a Japanese typewriter 
found by Marine Corporal George 
L. Dominguez, stationed at Yoko- 
suka Naval Base, Japan. Corporal 
Dominguez described the slow oper- 
ation of the machine, and said "| 
don't know how they ever got much 
work done." 

Making speed comparisons with 
American typewriters is hardly just 
is realized that the mechan- 
ical problem of arranging 26 char- 
acters for typing is quite different 
from that of mechanizing 1000 char- 
acters. It is not the machine, but 
rather the great number of char- 
acters in the Japanese language 
that is the hampering element. 


when it 





SERGEANT LIPNER IN TYPHOON 
Seraeant Robert W. Lipner whose 
father, W. C. Lipner, is the well- 
known middle west representative 
Koh-l-Noor Pencil Company, 

is folks of his experiences 


wrote To n 
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given prominence in newspapers in 
October. He stated that he and 
other members of his unit made 
frantic efforts to save their quar- 
ters and belongings, but everything 
including all personal effects, was 
blown away. His camp was located 
near the city of Naha. In common 
with thousands of others, he experi- 
enced difficulties of adequate food 
clothing and shelter, but came 
through the ordeal without injury. 





DALMEIJER TELLS ABOUT POST- 
WAR HOLLAND 

C. J. J. Dalmeijer, office supplies 
and appliances exporter and im 
porter of Amsterdam, Holland, ha 
written Office Appliances about 
conditions in Holland today. 

Thanks to the work of the 
SHEAF Mission and other Ameri 
can help we are now back on our 
feet as regards food,’ says the Am 
terdam dealer in letter of Septem 
ber 4. ‘After being so long a time 
on short rations, everybody feels 
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has started on the job of rebuilding 
the country themselves. Residents 
of the least-damaged parts of the 
country are helping those sections 
which have been battlefields. There- 
fore, next winter the Hollander 
should again have a roof under 
which he can find shelter and 
warmth." 

Mr. Dalmeijer adds, “Last Sun- 
day night found the most dangerous 
hole in the dyke around the island 
of Walcheren closed. This saves the 
island from total disappearance. 
Formerly, more salt water came in 
every flood time than had gone out 


with the ebb tide." 





HOW FAR DOES TIME MARCH? 
TYPEWRITER ORDERS FILLED 
NOW JUST AS BACK IN '06 
"Orders cared for in rotation— 
Will yours be filled early?" 

Is this 1945? No, the situation is 
the same as today but the words 
are from an advertisement of L. C. 
Smith & Brothers Typewriter Com- 
pany, Syracuse, N. Y., appearing in 
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Munsey's magazine for October, 
1906. Incidentally, Munsey's has 
long since disappeared from the 
publishing field, but the L. C. Smith 
typewriter is going stronger than 
ever. 

With the typewriter production 
halted during the war and the in- 
dustry now engaged in getting back 
to its former stride, the distribu- 
tion situation, strangely enough, is 
as it was advertised in 1906. 

Then, the advertisement stated: 

"Every one of the many thou- 
sands of L. C. Smith & Bros. type- 
writers made in our factory during 
the past year (more than three 
times as many as any other type- 
writer firm ever turned out in their 
first year of active manufacture) 
was sold before it was completed, 
and we are still far behind our 
orders. 

The Smith Corona "Home Front'’ 
publication for October carried a 
reproduction of this interesting ad- 
vertisement. 








SPOILS OF WAR—Edward Krumbach, 
manager of the White Bear Typewriter 
Exchange, Dubuque, Iowa, poses with 
a captured German typewriter, a 
Rheinmetall-Borsig model. This ma- 
chine was sent to Dubuque along with 
Swastika banners, swords, guns, 
bombs and other articles taken from 
the Nazis. “We placed them in the 
window and they attracted more 
people than anything else we ever 
displayed, including a new type- 
writer,” says Mr. Krumbach. 





N. Y. ADVERTISING MAN 

TEACHES IN SPARE TIME 

M. B. Pearlman, advertising man- 
ager of the Addressing Machine & 
Equipment Company, New York, 
N. Y., finds time. despite his mani- 
fold duties, to conduct courses in 
advertising production and direct 
mail at Abbe Institute, New York. 
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G-F'S "GRAND OLD MAN," 
W. H. FOSTER, REACHES 79 


Reaching his seventy-ninth birth- 
day recently, William H. Foster, 
chairman of the board of directors 
of The General Fireproofing Com- 





W. H. FOSTER 


pany, Youngstown, Ohio, was the 
subject of felicitations in The G-F 
News. A poem dedicated to 
"Daddy" Foster reads: 
Seventy-nine of them, and still 
He treads life's pathway with a will 
Befit a man of fewer years by far. 
October fourth's the day that we 
Observe the anniversary 
Of GF's ‘Grand Old Man’ where 
e'er we are. 
The twinkle's yet within his eye, 
Young voice and thoughts his age 
belie: 
Multitudes of friends are on his 
roster. 
We hope you'll have so many more 
They'll number far beyond five- 
score. 
Good health, good luck, God bless 
you, ‘Daddy’ Foster." 





A DULL DAY WHEN GERMAN 
TYPEWRITER ISN'T FIXED 
BY DOW AND GATES FIRM 


The firm of Dow and Gates, 
Macon, Ga., has gone Européan in 
typewriter repair business and it’s 
a reflection on the ability of the 
Yanks to accumulate souvenirs. 

Within six weeks, Dow and 
Gates have repaired four German- 
made portables and one German- 
made adding machine. It wasn't 
an easy task, because two of the 
portables and the adding machine 
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were in bad condition. On all of 
the portables, the "“Y" and "Z" 
were changed to make the key- 
board standard but the other keys 
were left as they were. 

The names of the typewriters 
were Continental, Jopy, Olympia 
and Erika. The adding machine was 
also named Continental. 





ELMER YOUNGS NOW PILOTS 


Elmer Young, proprietor of the 
Young Office Equipment Company, 
Chicago, and his son, Elmer, Jr., 
who is associated in the business, 
both received licenses as pilots Au- 
gust 25. They fly a Taylorcraft ma- 
chine which, between flights or trips, 
is kept at Sky Harbor near Glen 
View, Ill. Elmer, Sr.'s physical record 
shows a monotonous list of "No's" 
under possible disabilities. Natu- 
rally, he is proud of his new achieve- 
ment. 








ACTION IN THE PACIFIC — Coast 
Guardsman Warren K. Holstine of 2332 
Clifton Avenue, Chicago, sharpens a 
pencil on a Boston sharpener in prep- 
aration for logging crewmen some- 
where in the South Pacific. The re- 
quirements of the services had to be 
met first by the C. Howard Hunt Pen 
Company, Camden, N.J., both in early 
days of the war and when manufac- 
ture of sharpeners was resumed. 





CHESTER PEDERSON FIRST OF 
UTILITY SUPPLY MEN TO RE- 
TURN FROM WAR SERVICE 


In September, 1942, after he had 
been connected with the purchasing 
department of the Utility Supply 
Company, Chicago, for seven years, 
Chester A. Pedersen was called 
into service by the United States 
Army. A short time later he was 
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married to Miss Adelaide Becht, 
secretary of W. B. Elson, vice- presi- 
dent and general manager of 
Utility. 

Betore shipping to the European 
theater of war Chester was ad- 

















CHESTER PEDERSEN 


vanced to the rank of corporal 
in the infantry. He returned to his 
old job on October |, the first of 
18 Utility employees who are ex- 
pected back as soon as discharges 
from military services make it pos- 
sible. 

During the German military of- 
fensive that resulted in the “Belgian 
Bulge,"’ Chester was captured. He 
and his buddies were enjoying a 
rest period a few miles behind the 
front lines when the attack began. 
They had no weapons except side 
arms, which were of no avail when 


Tiger tanks started rumbling toward 
them at 4:00 A.M. on December 
16, 1944. 

For four days the men managed 
to escape capture, but on Decem 
ber 20 they were taken. Of an 
entire group of 168, only eight or 
nine were able to win through to al 
lied territory. At the time of cap- 
ture Chester and his fellow soldiers 
were in Luxemburg. In the next 
seven days they were marched 
nearly 100 miles to a labor camp in 
Germany. 

He reports that the Germans 
lived up to the Geneva Convention 
which makes it mandatory to give 
non-commissioned officers a choice 
of working or not working. All of 
the men chose not to work. The 
food they received was small in 
quantity but the same in quality as 
they gave to the German soldiers. 

They remained in the labor camp 
for 32 days. Chester got so hungry 
on one occasion that he traded a 
Sheaffer pen and pencil set, retail 
value $21, for two loaves of bread. 
When he was captured he weighed 
140 pounds, which was scaled down 
to 105 when the British Second 
Army liberated him on May 28, 
1945, 

There were 1600 soldiers in the 
prison camp when the British came. 
Chester was fortunate enough to be 
taken by airplane to Brussels on 
May 29. Nine days later he was 





in Le Harve awaiting passage home. 
On June 3 he shared in the never- 
lessening thrill of seeing the Statue 
of Liberty in New York harbor. He 
is certain that all of the 325 men 
on his ship were crying with joy as 
they passed this great symbol of 
liberty and home. 

Immediately after being mustered 
out of service on October |, Ches- 
ter reported to the Utility Supply 
Company to take up his work where 
he had left off just about three 
years before. 





PROTECT YOUR HOME FROM 


TUBERCULOSIS 


BUY CHRISTMAS SEALS 





SYMBOL OF A BATTLE—Appearing 
on the posters for the 1945 “TB” 
Christmas seal campaign is_ the 
double-barred cross, a modified ver- 
sion of the ancient Lorraine Cross o! 
the First Crusade, symbolic of the 
world-wide fight against tuberculosis. 


BEGIN "TB" CHRISTMAS 
SEAL SALE NOVEMBER 19 


In late afternoon of December, 
1903, in a small old-world post 
office, Einar Holboell, Danish postal 
clerk, was sorting Christmas mail. 
His fingers were numbed, but his 
mind was searching. 

"Why," he pondered, "isn't there 
some way this volume of mail can 
serve a double purpose?" 

And, as he mused, he stumbled 
on a grand boon to humanity. 

"Why," he asked himself, ‘can't 
each letter bear a seal . . . a sort 
of Christmas seal to save lives?" 

Such is the background of an 
effort introduced in 1907 in America 


LL Se  — —C F.C. CAM 


ED LITTLE'S ANNUAL ICE CREAM PARTY 


and to be continued from Novem- 
ber 19 until Christmas this season. 
It is the 39th annual sale of Christ- 
mas seals for the National Tuber- 
culosis Association, the proceeds to 
be given to that organization and 
its 2,500 affiliated associations in 
the work of eradicating tuberculosis 
through prevention and control. 


1. A Punch and Judy show presented by “Mysterious” Lawrence attracts the little 
guests and some of their elders at the seventeenth annual ice cream party at 
which Gypsy. small dog of Edward Little, Wabash Filing Supplies, Inc., Wabash, 
Ind., was host. 

2. A flag, presented to the children by the American Legion, is raised by Dorothy 
and Tommy Hettmansperger. 

3. Pfc. Billy Hale and Sgt. Ed Grimmer, servicemen who had attended other parties 
when boys, come to the platform with Edward Little, sponsor and host with 
Gypsy. to make brief talks to the children. 

4. The “chow line.” Serving of ice cream is the grand finale of the afternoon. 
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UNANIMOUS CHOICE—Police officers of Gary, Ind., headed by Patrolman Edward 
Mabius, congratulate Robert M. Dering of the Gary Office Equipment Company on 
his unanimous choice as their representative on police civil service commission. 


ROBERT M. DERING, GARY 
OFFICE EQUIPMENT MAN, 
NAMED ON POLICE BOARD 


A civic-minded man is Robert M. 
Dering, partner in the Gary Office 
Equipment Company, Gary, Ind. 

Serving as chairman of the selec- 
tive service board along with filling 
other community posts, Mr. Dering 
was recently chosen as police repre- 
sentative on the police civil service 
commission. 

And what is more, Mr. Dering 
was a unanimous choice. His elec- 
tion on a single ballot marked the 
first time in the history of Gary civil 
service that the police personnel 
had been in unanimous accord on a 
nominee for this post. He replaces 
Howard Atcheson, who has moved 
to Milwaukee, Wis. 

The new commissioner holds mem- 
bership in the Gary Chamber of 
Commerce and on the board of 
Community Information and Coun- 
selling Center. He is a member of 
the Chamber's panel on veterans, 
the house committee and the na- 
tional affairs committee.” 





GENERAL PATTON'S TACTICS 
WIN PRAISE OF ATLANTAN 
RETURNING HOME TO DESK 


One of General Patton's remark- 
able flashes of intuition a week be- 
fore the Germans’ last desperate 
counterattack ‘saved the day for 
us, in the opinion of Col. W. A. 
Horne, Jr., treasurer of the Horne 
Desk & Fixture Company, Atlanta, 
Ga. 

"The general made a quick de- 
cision a week before the Battle of 
the Bulge last December," said Col. 
Horne, who is home for good now, 
having received his discharge re- 
cently on the strength of some 125 
points. On the general staff in Pat- 
ton's headquarters, he headed the 
G-| (Personnel) section. 

‘Seeing how fast the personnel 
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of the infantry branch was going 
down, Patton ordered men from 
other branches of the service trans- 
ferred immediately to the infantry, 
thus building up strength where it 






COL. W. A. HORNE, JR. 


was most crucially needed in driv- 
ing the Germans back," says the 
Atlanta veteran. 

The colonel declared that last 
September, 1944, had enough sup- 
plies been available, the Allies could 
have gone right through the Sieg- 
fried Line because at that time the 
German army was absolutely dis- 





FUN IN THE ROCKIES—Photographed close to the cabin occupied by Matthew A. 
Dillon, Jr., of Associated Stationers Supply Co., Chicago, in Colorado are (left to 
right) Mr. Dillon; Herb Johnson of Kendrick-Bellamy Stationery Company in Denver; 
and Will Hughes of Weis Manufacturing Co. The three were enjoying themselves 
at Brainerd Lake, 12,000 feet above sea level), with the snow-capped Con- 





rupted. But in stopping to await 
supplies, they gave the Germans 
time to regroup their forces. 

“At that time we thought an- 
other two months would see the 
war over. The enormous amount of 
gasoline that the armored divisions 
require, however, couldn't be 
brought up fast enough. Yes, | 
think gas was the prime crucial 
item.” 

A graduate of Georgia Tech, 
class of 1932, Col. Horne was in 
business with his father in the Horne 
Desk & Fixture Company before 
going on active duty as a captain 
with the |79th Field Artillery, Na- 
tional Guard unit, in February of 
1941. 


Wearing the Legion of Merit, the 
Bronze Star, the French Croix de 
Guerre and five battle stars, Col. 
Horne received a joyful welcome 
home. He was greeted by his wife, 
Frankie; his four-year-old son, Doug- 
lars, and his parents, Mr. and Mrs. 
W. A. Horne. 





SOCIETY NOTE 


Recently Dick Hoyt, an old-timer 
in the typewriter business in Fort 
Wayne, Ind., and Mrs. Hoyt were 
vacationing at Hot Springs, Ark. 
Being a typewriter man and being 
in the vicinity of Fort Smith, it was 
quite natural for Dick to drop in for 
a visit with D. C. Baldwin, probably 
the oldest typewriter man in the 
state of Arkansas and a strong con- 
tender for top age honors in the 
country. Conversation during the 
visit was not recorded, but no doubt 
it included references to such vir- 
tually forgotten machines as the 
Caligraph, the Densmore and the 

lickensderfer. 








tinental Divide visible in the background. 
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NUMDA NEWs 





(National Office Machine Dealers Association) 


Members of the National Office Ma- 
chine Dealers Association are urged 
to send in suggestions for the better- 
ment of the industry. Tell about your 
sales experiences. Offer ideas on how 
the association can operate more suc- 
cessfully. A short question-and-answer 
column devoted strictly to inquiries 
relating to the office machine industry 





can be developed. Answers will be as 
prompt as possible and every effort 
will be made to assure accuracy. An- 
swers and other trade information 
which cannot be published in OF FICE 
APPLIANCES will appear in the reg- 
ular NOMDA bulletins. Address your 
correspondence to John Dannenfelser, 
133 E. Spring St., New Albany, Ind. 








National Meeting Scheduled 
NOMDA POST-WAR CONVENTION 
AND TRADE SHOW 
will be held in 
GIBSON HOTEL, CINCINNATI, OHIO 
JANUARY 7,88 S, 1946 


Full details anent program and merchandise 
displays will he announced next month 











bovernment Surplus Office Machines 
Llisposal 


HEN THE Baruch-Hancock Report on war and Rules” covering basic principles for the Surplus Ad- 
post-war adjustment policies was issued on Febru- ministrator, from the Report. 


By A. A. The Bratton Corporation, 
y A. BRATTON Columbus, Ohio 


ary 15, 1944, the writer obtained a copy, and the study ‘i — 

of same created an intense interest in the disposal TEN RULES 

of office machines and supplies, that part of surplus 1. “Sell as much as he can as early as he can with- 

in which he has been interested as a distributor for out unduly disrupting normal trade. 

40 years. 2. Listen to pressure groups but act in the national 
This Report covers 108 pages of studied and re- interest. 

search planning. It fully describes and 3. No sales, no rentals to speculators; 





none to promoters. 

4. Get fair market prices for the 
values with proceeds of all sales 
going to reduce the national debt. 

5. Sell as in a goldfish bowl, with rec- 
ords always open to public inspec- 
tion. 

6, As far as practicable, use the same 
regular channels of trade that pri- 
vate business would in disposing of 
the particular properties. 

7. No Government operation of sur- 
plus war plants in competition with 
private industry. 

8. No monopoly; equal access to sur- 
pluses for all businesses; prefer- 
ence to local ownership, but no 


prescribes the interest of the Govern- 
ment; Normal Trade Channels, Ultimate 
Consumer, Taxpayers, Non-profit Organ- 
izations, Veterans, Individual Industry 
and Collective Industry. Nothing seemed 
to be overlooked. It was undoubtedly the 
basis for “Public Law 457—78th Congress 
—Surplus Property Act of 1944.” 

Every office machine dealer interested 
in Government surplus property should 
read both the Baruch-Hancock Report 
and Law 457 before making complaints 
about disposal based on the law. Theory 
and personal opinions, that are not in 
accord with limitations, cannot be given 
consideration. For your immediate con- 
sideration, I quote the following “Ten 











MR. BRATTON 
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subsidizing of one part of the-country against 
another. 

9. Scrap what must be scrapped, but no deliberate 
destruction of useful property. 

10. Before selling surplus equipment abroad, assure 
America’s own productive efficiency on which 
our high wages and high living standards rest.” 


Having given careful study of these rules, obviously 
the basis of the Law 457, “Surplus Property Act of 
1944,” as well as the administration of disposal, you 
can better interpret the following ‘Objectives,’ de- 
scribed in the law, and apply them to office machines, 
the disposal that most interests you as a dealer or 
distributor: 


“OBJECTIVES” 


“Sec. 2. The Congress hereby declares that the ob- 
jectives of this Act are to facilitate and regulate the 
orderly disposal of surplus property so as— 

(a) to assure the most effective use of such property 
for war purposes and the common defense; 

(b) to give maximum aid in the re-establishment 
of a peace-time economy of free, independent, private 
enterprise, the development of the maximum of inde- 
pendent operators in trade, industry, and agriculture, 
and to stimulate full employment; 

(c) to facilitate the transition of enterprises from 
wartime to peacetime production and of individuals 
from wartime to peacetime employment; 

(d) to discourage monopolistic practices and to 
strengthen and preserve the competitive position of 
small business concerns in an economy of free enter- 
prise; 

(e) to foster and to render more secure family-type 
farming as the traditional and desirable pattern of 
American agriculture; 

(f) to afford returning veterans an opportunity to 
establish themselves as proprietors of agricultural, 
business, and professional enterprises; 

(g) to encourage and foster post-war employment 
opportunities; 

(h) to assure the sale of surplus property in such 
quantities and on such terms as will discourage dis- 
posal to speculators or for speculative purposes; 


Foreign Markets Sought 


(i) to establish and develop foreign markets and 
promote mutually advantageous economic relations be- 
tween the United States and other countries by the 
orderly disposition of surplus property in other coun- 
tries; 

(j) to avoid dislocations of the domestic economy 
and of international economic relations; 

(k) to foster the wide distribution of surplus com- 
modities to consumers at fair prices; 

(1) to effect broad and equitable distribution of sur- 
plus property; 

(m) to achieve the prompt and full utilization of 
surplus property at fair prices to the consumer through 
disposal at home and abroad with due regard for the 
protection of free markets and competitive prices from 
dislocation resulting from uncontrolled dumping; 

(n) to utilize normal channels of trade and com- 
merce to the extent consistent with efficient and eco- 
nomic distribution and the promotion of the general 
objectives of this Act (without discriminating against 
the establishment of new enterprises) ; 

(o) to promote production, employment of labor, 
and utilization of the productive capacity and the 
natural and agricultural resources of the country; 

(p) to foster the development of new independent 
enterprise; 

(q) to prevent in so far as possible unusual and ex- 
cessive profits being made out of surplus property; 

_ (r) to dispose of surplus property as promptly as 
is feasible without fostering monopoly or restraint of 
trade, or unduly disturbing the economy, or encour- 
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aging hoarding of such property, and to facilitate 
prompt redistribution of such property to consumers; 

(s) to dispose of surplus government-owned trans- 
portation facilities and equipment in such manner as 
to promote an adequate and economical national 
transportation system; and 

(t) except as otherwise provided, to obtain for the 
Government, as nearly as possible, the fair value of 
surplus property upon its disposition.” 

It is believed that the “Objectives” covering all sur- 
plus property is generally interpreted in considering 
any item or category. It is claimed that war surplus 
will total one hundred billion ($100,000,000,000) dol- 
than one tenth of one per cent of this valuation. Con- 
iars, and office machines will total in value not more 
sider, if you please, that office machines represent a 
very small item indeed in comparison. 


Complaints Are Considered 


Most of the complaints from office machine dealers 
have been personal opinions, based, we believe, on 
what the individual feels is only fair and ethical. The 
observation is that there is a plan for every dealer, 
but not every dealer for a plan. Most of the com- 
plaints that have come to my attention are based on 
the form of disposal, that apparently was being experi- 
mented with by the Government durable goods agency. 
This agency was the Treasury Procurement Division 
until it was more recently changed to the U. S. De- 
partment of Commerce. 

As you probably know, surplus office machines were 
disposed of until recently by listing them in a pub- 
lication called Surplus Reporter, mailed to the nor- 
mal channels of trade. A dealer then wrote to the 
nearest regional branch of the Government agency, re- 
questing “Invitations to Bid.” If description of the 
goods offered gave insufficient information to permit 
the dealer to value the items desired, he was invited to 
travel, at the expense of time and transportation, to 
investigate the goods so listed, before determining 
their value to him. This made the cost of bidding to 
the buyer prohibitive in many cases. In addition, the 
items, when received, did not always measure up to 
expectations when his bid was favorable. Many bid- 
ders would close their eyes and bid by guess, and would 
often obtain far less in value than expected. In other 
blind bids, the Government received a loss. There were 
comparatively fewer bidders for the sales than have 
been offered during the past year than expected. 

It has been claimed that the “Invitation to Bid” 
method of office machine disposal has not been satis- 
factory to either the Government or office machine 
dealers, and a new plan of disposal will possibly be 
introduced this month. 


New Plan of Disposal 


Congressional estimates placed the loss on surplus 
to be sold or otherwise disposed of at an approximate 
loss of 75 per cent of the original cost of this surplus. 
If these general statistics can be applied to office 
machine category, it is scarcely possible that enough 
money can be realized from the sales to meet the ex- 
pense of the disposal. 

It is reported that the new plan of disposal will 
price all items and offer them to eligible buyers as 
prescribed by the law. 

Advisory committees, consisting of members, selected 
by their eligibility to serve, are now being formed, ob- 
viously to benefit pricing. This should be very bene- 
ficial to the wholesalers and retailers dealing in office 
machines. 


Small Quantities Offered 


Recent news releases claim that the Department of 
Commerce will now try to make it easy for the small 
business man to take advantage of the used Govern- 

(Turn to page 186, p’ease) 
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COLE OFFERS NEW PORTABLE DESK FILE 
Claiming that it is the answer to the busy executive’s 
and secretary’s prayer, the Cole Steel Sales Company, 
150 Nassau Street, New York, N. Y., is producing a 


work organizer and a pull-drawer letter file, combined 
Bie 





NEW COLE PORTABLE DESK FILE 


to keep private papers really private. 

The upper compartments has a lift cover for current 
records and visible data while the lower filing drawer 
is suitable for other records, plus a utility drawer set 
into the base. 

The files are made of heavy-gauge furniture steel 
and are equipped with four swivel casters and brass 
handles. A guide rod operates in a depressed groove 
for eyeletted guide operation. 

——_o= > e—____ 
WATERMAN ANNOUNCES POST-WAR PEN 

A post-war pen has just been announced by the 
L. E. Waterman Company, New York, N. Y. Product 
of wartime research, the new pen was being readied 








NEW PEN INTRODUCED BY WATERMAN 


for market as the news of Japan’s surrender was 
flashed to the world. 

Reflecting latest ideas in style and technical fea- 
tures, Waterman’s new pen is called the Taperite. 
Officials of the company say it has the first pen points 
ever to combine streamlining with flexibility or firm- 
ness, whichever the customer prefers. They also say 
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that it avoids “blind” writing, the point being visible 
at all times from every angle of writing. 

Other features claimed for the pen are hand-ground 
14 karat gold pen point, Inkquaduct feed for even flow, 
one-stroke filler, lock-slip cap and smart military clip. 

Sales 
MORECORDER INTRODUCED BY SCHWARTZ 

The Morecorder, electronic recording machine in- 
vented by Gerard A. Harrington in collaboration with 
Morey Schwartz, is now being manufactured by the 
Morecorder Manufacturing Division of the Schwartz 
Manufacturing Company of Baltimore, Md. 

Striking new features claimed by its manufacturers 
include a plastic recording cylinder which can be erased 
and used over again, use of cylinder as mandrel to 
reduce weight, a telephone hook-up without bulky 
accessories, freeing of the hands through stop and 
start with voice control, playback and correction 
operated by remote control, and easily-operated power 
volume control. 

The conference model cylinder records, without 
changing, a conference period up to 5% hours. The 
plastic cylinder can be placed in a container and air 
mailed across the country to be read back within six 
hours after the conference is held. 

All attachments of the Morecorder are optional to 
provide extreme flexibility of use. 

a , 
MEYER & WENTHE PRODUCE POCKET SEAL 

The “Official” pocket seal is offered by Meyer & 

Wenthe, Inc., 30 South Jefferson Street, Chicago, as 





NEW POCKET SEAL ON MARKET 


a product which is becoming popular with lawyers, 
corporations and notaries. 

The makers claim that the pocket seal, through 
its staunch construction, will perform as efficiently 
as seals of five times its weight. They also assert that 
it is the only pocket seal on the market available with 
dies of 15g, 134 and 2 inches, respectively. 

—— 
NEW DORFMAN PENCIL IS INTRODUCED 


A new Dorfman multi-color mechanical lead pencil 
is being distributed by the John R. Cassell Company, 
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Inc., 138 East 47th Street, New York, N. Y. The pencil 
has the capacity of six 34-inch leads and yet its 
over-all dimensions are but 55g inches long and 3- 
inch in diameter. Made of Lucite, the barrel has no 
protrusions, and from all appearances looks like any 
ordinary mechanical pencil. 

Leads repose in recesses on the inside of the barrel 
and are selected for use by turning the color indicator 
at the top, which cases the opening of an accomodat- 
ing slot in a double brass tube leading to the point 
of the pencil. When a change of color is desired, the 
indicator in the head is turned to the color then in 
use, the plunger release is pushed to release vosition 
and the pencil is held point up, causing the lead to 
fall back into the barrel and thence into its original 
recess. The new color is then selected in the same 
manner as before. 

Ready for the market by December 1, the new pencil 
is to be made in a variety of attractive colors and will 
have gold-plated tip and clips. Leads are to be had in 


red, blue, green and yellow, in-grades of HB and 2H. 
—_—————= eo 


CARDINELL USES CELLULOID FOR NEW ITEMS 

The Cardinell Corporation, 15 Label Street, Mont- 
clair, N. J., is using Celluloid in new triangles, protrac- 
tors, rulers and T-squares. The first plastic to be used 
for this application, according to Cardinell, Cellu- 





CARDINELL OFFERS NEW PRODUCTS 


loid is a product of the Celanese Plastics Corporation, 
a division of Celanese Corporation of America, New 
York, N. Y. 

It is claimed that if these drawing aids are dropped 
on hard surfaces, the new material used by Cardinell 
absorbs the shock, eliminating the possibility of break- 
age. Printed markings may be permanently embossed 
or engraved, and surface stains are easily removed with 
a soft damp cloth. 

Other advantages are said to be derived from the 
fact that riveted turntables to hold sliding arms on 
Slide rules may be firmly mounted so that this attach- 
ment is held at the desired angle without undue 
pressure. Clear transparent Celluloid also permits ob- 
servation of the specification sheet under the drafting 
aid. 

a ee. ae ee 

PIONEER MAKES NEW LINE OF CASH BOXES 

The Pioneer Steel Company, 500 East Third Street, 
Los Angeles 13, Calif., is now making deliveries of 1,000 
boxes a day on its new line of large size steel cash 
boxes. These boxes offer almost twice the number of 
cubic inches in storage area compared with Pioneer’s 
handy C-47 line. 

Coded for easy selection, the two new styles are 
known as the F-88 and F-88-T (with tray.) The 
Specially-designed compartmented trays are made so 
that they may be adjusted to take bills, receipts, 
Stamps or change. Since many tray combinations are 
Possible, the boxes are ideally suited to office, shop and 
other commercial uses. A standard 8% x 11-inch 
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letter will fit flat in the new F-88. 

Pioneer steel cash boxes are manufactured of high- 
grade heavy-gauge steel throughout, with long-wear- 
ing, full-length piano hinges. Tumbler locks recessed 





PIONEER STEEL’S NEW LARGE CASH BOX 


into the box top sections eliminate the old style cut- 
out trays, and permit full storage space utilization. 
All locks are furnished with two milled brass keys. 

Overall dimensions of the F-88 models are 12% x 
544 x 8% inches. Sectional trays measure 12 x 6% x 
13g inches. 

sinnieninssitliaialidaiiaa eas 

MAGNUS ANNOUNCES NEW CLEANING MACHINE 

A new cleaning machine for using its product, 
Magnusol, for cleaning typewriters and other business 
machines, is announced by the equipment division 
of the Magnus Chemical Company, Inc., Garwood, N. J. 

It is claimed that the new machine, the Aja-Dip 
“TW,” not only speeds up the cleaning process, but 





Pos 


FOR TYPEWRITER CLEANING —A workman 
(top picture) places a typewriter in the new 
Aja-Dip machine produced by Magnus Chemi- 
cal Co., Inc., Garwood, N. J., for using its prod- 
uct, Magnosol, in speeding up the office ma- 
chine cleaning process. Lower picture shows 
how the typewriter rests in the cleaning vat. 


thoroughly cleans the intricate interiors of type- 
writers, eliminating hand-brushing and scrubbing. 
The machine mechanically agitates the typewriter 
up and down through the Magnusol solution 84 times 
per minute in such manner that the cleaning solution 
is vigorously forced through all interior sections and 
recesses of the machine being cleaned. Agitating the 
work forces the cleaning solution to “shear off” ad- 
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hering particles of eraser residues, lint, gummed oil 
and dirt which would not ordinarily be removed in a 
still tank. 

The new machine is available in two sizes for 
handling one to four typewriters at a time. With an 
Aja-Dip machine using Magnusol as the cleaning solu- 
tion, it is claimed that a typewriter repair shop can 
clean from five to 20 typewriters per hour, depending 
upon the size of the Aja-Dip used. 

Descriptive bulletin and prices can be secured by 
writing to Department OA, Magnus Chemical Com- 
pany, Inc., Garwood, N. J. 


' a 
PIERCE OFFERS NEW DISPLAY RACKS 


Six new assortments of their modern merchandise 
display racks are offered by The Pierce Company, 
911-913 Marquette Avenue, Minneapolis, Minn. Ac- 





NEW DISPLAY RACKS AVAILABLE 


cording to the manufacturers, these racks give an 
expert touch to amateur display work and also make 
the expert’s work easier because of time saved in 
building up backgrounds. 

In nine sizes, these display racks are made of ply- 
wood and can be supplied in natural, walnut or ma- 
hogany finish. 

A descriptive folder is available from the company, 
giving details regarding the varied assortments of 


these racks. 
alice ince en 


LUMARITH PLATE SPEEDS DUPLICATING 


The Lumarith piastic writing plate placed directly 
under the stencil sheet provides an ideal foundation 
on which to work, claims its manufacturers. They 
maintain that the special matt finish grips the stencil, 





LUMARTH PLASTIC WRITING PLATE 


holding it firmly in place, and permits the stylus to 
press the surface covering away from the bare tissue 
of the stencil. The result is said to be uniform stencili- 
zation of the stencil sheet and speeding up of stencil 
duplicating. 

The Lumarith plate may be easily cleaned with soap 
and water or benzine. When not in use the plate may 
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be rolled and tucked away or placed flat in a desk 
drawer. 

The Lumarith plastic writing plate is used with 
Mimeograph brand stencil sheets, made by the A. B. 
Dick Company of Chicago. Lumarith is a product of 
the Celanese Plastics Corporation, a division of Cel- 
anese Corporation of America, 180 Madison Avenue, 
New York 16, N. Y. 


eo 


OFFER SERVICE DISCHARGE PAPERS HOLDER 

A document holder for service discharge papers is 
one of the newer items in the line of transparent 
plastic holders and covers offered by Joshua Meier 





NEW HOLDER FOR DISCHARGE PAPERS 


Company, 36 East Tenth Street, New York, N. Y. The 
holder is backéd with genuine leatherette, stamped 
in gold with the official U. S. Service Discharge Em- 
blem, and has a snap button closure and eyelet for 
hanging. The strong edges are stitched to stand hard 
wear. The discharge papers are fitted under a three- 
section transparent plastic paper holder so that the 
paper creases softly and has prolonged life. 


——~— > —____— 


PENGAD PRODUCES NEW CLIP BOARD 
A real improvement over pre-war clip boards is 
claimed by the Pengad Manufacturing Company, 
Bayonne, N. J., for their new Masonite clip board 
holding more than 100 sheets in a clip six inches long. 
The board is made with a smooth finish for easy writ- 





i Peet walt 


PENGAD MASONITE CLIP BOARD 





ing and is constructed of light, tempered Masonite 
board to combine the advantages of strength and 
durability with light weight. The clamp is riveted 
onto the board and is rustproof. 

The letter size, 9 x 12 inches, and the legal size, 
9 x 15 inches, are made in either one-eighth or three- 
1945 
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sixteenths inch thicknesses. Any other size will be 
made to order from the three-sixteenths inch tem- 
pered Masonite, with or without clips. 





Oo—ee 
LOUIS FARBER INTRODUCES HANG-A-FILE 


Hang-A-File is announced by Louis Farber Company, 
30 East Congress Street, Chicago, as a new complete 
filing unit. Streamlined filing efficiency is claimed at 


I) 
QUICK ACCESSIBILITY 





FARBER’S NEW HANG-A-FILE 


an attractive price. The equipment is recommended 
for correspondence, shipping orders, shop tickets, bills, 
orders and invoices. The Hang-A-File is complete 
with file folder guides, having 25 insertable tab guides. 
The folders are supported by a full-length chrome fin- 
ish metal hanger which rests on two guide rails. The 
all-metal file is caster equipped, finished in olive green 
enamel and is 1314 inches wide and 18 inches deep. 


——— 
VERSA-TABLE OFFERED BY WELLS, CHICAGO 


A new Versa-table is offered to the industry by Wells 
Office Furniture Company, 725 South LaSalle Street, 





cy 


WELLS NEW VERSA-TABLE 


Chicago, the product designed and constructed to 
provide utmost flexibility in use. 

This flexibility is secured from the fact that an extra 
tier may be quickly added or a leaf may be attached 
to either end of the table. 

The table is of all-metal construction with green 
and gray as standard colors. 
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INTRODUCE POCKET CHECK PROTECTOR 


The Esquire Products Company, 2948 East Walnut, 
Pasadena 8, Calif., announces the production of a 
three-in-one check holder, wallet and protector made 





ESQUIRE THREE-IN-ONE-WALLET 


into a thin and compact article that fits into the 
pocket in a space no larger than the average wallet, 
thus eliminating the need for carrying each separately. 
The inventor, Richard Heller, has named his product 
“Esquire” and declares, “Perhaps that incident of hav- 
ing one of my checks ‘raised’ was a blessing in dis- 
guise.” 


| AGAIN AVAILABLE 


RESUME PRODUCTION OF STEEL FILES 


Al N. Seares, vice-president and general manager 
of the systems division, has announced that com- 
pletely re-enginered Remington Rand Aristocrat steel] 
files are now coming off the production lines. “During 
the war, our engineering department completely 
redesigned the Aristocrat files to improve their al- 
ready exceptional operating qualities,’ Mr. Seares 
states. “A new over-travel suspension slide has been 
created that increases the ease of use through finger- 
tip drawer operation and allows equally convenient 
reference to all file folders.” 

It is also pointed out that the new Gray-Rite finish 
blends harmoniously with all modern and conven- 
tional office decoration schemes and is designed for 
non-glare light reflection, thus making for lighter, 
brighter offices. 

A “first come, first served” policy has been adopted 
in the sale of the files and those anticipating a need of 
steel office equipment are urged by Remington Rand 
to place their orders now to insure favorable delivery. 

= —__—_- . 


CHRISTMAS TAGS, CARDS AGAIN MARKETED 


The J. L. May Company, 111 West 19th Street, New 
York 11, N. Y., is now in a position to accept late 
orders on the Christmas line of $.10 retail packets of 
No. 9 tags and No. 15 cards. Also available are a large 
variety of bulk seals, Christmas gift and money fold- 
ers. A circular may be secured by those writing the 


company. 
eee 
STAEDTLER REINSTATES TWO LINES 


J. S. Staedtler, Inc., New York, N. Y., found it prefer- 
able during the war, when materials became scarce 
and quality uncertain, to drop two of their best-known 
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numbers of Staedtler hectograph pencils. 

Staedtler now announces that these have been re- 
instated to supplement their “Globe Trotter” line and 
that the demand is steadily mounting. 

The lines now made available are the “Prosperity” 
and “Mars Intensor.” Both are now on the market in 
red, blue, green and lilac, while the “Prosperity” is 
also made in the purple color. Further information 
may be obtained from J. S. Staedtler, Inc., 55 Worth 
Street, New York, N. Y. 


—— Oo 


VAN DYKE AGAIN OFFERS LAMP SHADES 
Van Dyke Industries, 21st and Rockwell Streets, 
Chicago, announce that adjustable shades will hence- 
forth be offered on Van Dyke fluorescent lamps, Models 
1000, 426 and 1025. This was a feature discarded by 
reason of material restrictions during the war. 
= 


BANDES MASONITE FLOOR MATS AVAILABLE 

Julius Bandes and Company, New York, N. Y., manu- 
facturers of official specialties, have announced that 
they are again making Masonite floor mats of pre-war 
quality for immediate delivery. 


ROBINSON REMINDERS IN NEW HOME 
After almost a half-century of the company’s prog- 
ress, Howard Robinson, president of Robinson Remind- 
ers, has announced the purchase and occupancy of 
their new home in Westfield, Mass. The steady growth 





NEW ROBINSON REMINDERS FACTORY 


of the company has made necessary this expansion, 
he stated. The three-story brick building will provide 
the needed space and facilities to enable the organ- 
ization to keep pace with dealer demands. 

A unique and attractive feature is the colonial-styled 
office where Robinson Reminders and billfolds will be 
displayed in their varied styles, colors and leathers. 

2 9 


APPOINT DISTRIBUTOR OF SAFES, VAULTS 

Lazier Kavish, head of the All Makes Typewriter 
Company, Minneapolis, Minn., has announced the ap- 
pointment of his firm as Nebraska and western Iowa 
distributor of Herring-Hall-Marvin safes and bank 
vaults. The firm has moved to new offices at 1918 
Farnam Street, Minneapolis. 

ese, 


COPY PAPERS OFFICE MANAGER NAMED 


Copy Papers, Inc., Chicago, has announced that 
Stanley Gingrich, recently discharged from the Army 
Air Forces, has been appointed branch manager of the 
Copy Papers office in Grand Rapids, Mich. 
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CLAIM NEW KEYBOARD INCREASES SPEED 


If you were to type for eight hours, at the rate of 
70 words a minute, how far do you think your hands 
would travel in that time? 

The answer is from 12 to 20 miles, depending on 
the words typed. It’s enough to tire anyone, notes 
Ruth Finney, Scripps-Howard staff writer in a New 
York World-Telegram article of October 4. 

The article points out that the Navy has discovered 
that, with a revised typewriter keyboard, rearranging 
the letters more scientifically, the 20-mile stint for the 
hands is cut to one mile. 

The Navy took 14 typists and trained them to work 
on the new keyboard, early in the war. It found that 
the group gained an average of 74 per cent in net 
words per minute and gained 28 per cent in gross 
words. Most important of all, it gained 68 per cent in 
accuracy. 

Mrs. Thelma Price McCarthy, training specialist 
for the Navy Department, was given the Civilian Meri- 
torious Award for this work, done in collaboration with 
Comdr. August Dvorak, formerly of the University of 
Washington, who devised the new keyboard. 

Sensational speed records have been made with the 
Dvorak keyboard. According to the Scripps-Howard 
article, Miss Leonore Fenton, who was trained at the 
University of Washington, types at the rate of 180 
words a minute on this keyboard and, typing from ma- 
chine dictation, does 108 words a minute. She has 
been given a cup as world’s fastest secretary and has 
won all competitions at which use of the new keyboard 
was permitted. 

Comdr. Dvorak rearranged the letters so that the 
right hand carries slightly more than half of the load. 
On the standard keyboard, most frequently used letters 
are on the left. 

Here’s a comparison of the old and new keyboards: 


NEW 
7 5 3 1 9 0 2 4 6 8 
? ; P a. = G C ae 
A O E oe a= Se ee eee - 
’ Q J K xX B = SUF Z 

OLD 
2 3 4 5 6 7 8 9 0 - 
Q@ WwW FE R T s wU if Oo P yy 
A S D F G H J K L 3 ¢ 
Z xX C V B ao ae . 


On the new keyboard, seven-tenths of the words 
commonly used are written on the “home” row, where 
the fingers are placed. Vowels are all placed at the 
left; consonants are so arranged that right and left 
hands alternate their strokes in all words. No word 
could be written with the right hand alone, and only 65 
with the left hand. On the standard keyboard, the 
left hand is called on to write 3,300 words without 
help from the right, and the right hand does 277 words 
unaided. 

Comdr. Richard Paget, chief management engineer 
of the executive office of the Secretary, ruled that con- 
version of standard to Dvorak keyboards would not 
be feasible during the war, since conversion took eight 
hours per machine and sufficient workmen were not 
obtainable. 

Typewriter companies, it is stated, now offer the 
Dvorak keyboard in their catalogs, but have done little 
to publicize it. 

ee 

OFFICE EQUIPMENT FIRM LEASES BUILDING 

The Young Office Equipment Company, 210 West 
Adams Street, Chicago, has leased the five-story build- 
ing at 170-74 North LaSalle Street, between Randolph 
and Lake Streets, and will occupy the entire building 
about December 1 for offices and display rooms. The 
building, vacant for a number of years, will be re- 
modeled and air-conditioned. 
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Joe Rubin of National Typewriter Exhange, Inc., 
Montreal, and P. J. Reda of Ontario Typewriter Com- 
pany, Toronto, stopped at this journal’s offices for a 
brief, but pleasant, chat September 24. Both are well 
known in Chicago from the scope of their operations 
and their participation in trade organization activities. 
Mr. Roda is president of the Canadian Typewriter & 
Office Machine Dealers Association, Mr. Rubin vice- 
president. They had been in Chicago some four or five 
days, using all time available for calls upon friends 
in the industry. 


F. H. Hauser, Buenos Aires, Argentina, signed the 
Guest Book on September 26 and gave us a pleasant 
visit and discussion regarding possibilities and oppor- 
tunities in this great South American market. He is 
an American by birth, but has been in Argentina 29 
years and is well posted in commercial matters in that 
country. He has represented such well-known products 
in our field as the Addressograph for a number of 
years, also the Vari-Typer, and was in the States 
checking on possible agencies for post-war. He ex- 
pects to again engage actively in the sale of Amer- 
ican products in our field as soon as production per- 
mits. Mr. Hauser is interested in contacting manufac- 
turers who desire to promote business in Argentina. 


Joe Strauss of New York contacted us by phone on 
September 28. It was nice to hear from this well- 
known traveler who has covered the country with 
amazing thoroughness for the Automatic Pencil Sharp- 
ener Company. Joe is probably one of the greatest 
“territory coverers” in the business. He is now located 
in New York because of war conditions and is con- 
nected with one of the local concerns there, but we 
have no doubt he has kept alive many of his old con- 
tacts over the country. If past records are a criterion, 
the change in conditions should permit him to renew 
his aggressive field work some time ere long. A hearty 
welcome will always be his—East, West, North and 
South. 


Bob Davis of Portland, Ore., northwest representa- 
tive for Oxford Filing Supply Company, stopped at 
headquarters September 29. He had been east to the 
factory in Brooklyn and was en route to his territory. 
Bob is well acquainted in the West from long experi- 
ence and frequent contact. 


Earle M. Alexander, of Alexander Brothers, Ltd., 
Honolulu, favored us with a visit October 1. Recently 
released from the Navy, he planned a trip involving 
calls upon manufacturers in Chicago, Rochester, New 
York and elsewhere before returning to Hawaii. After 
completing his calls he anticipated the pleasure of 
going home with his family, which was located tem- 
porarily in the West Coast area. Earle Alexander is a 
nephew of Fred Alexander, president of the company, 
who makes his headquarters in San Mateo, Calif. 


George Drexler of Ofrex, Ltd., London, England, 
signed the Guest Book October 2. On his first trip to 
the United States, he had business matters requiring 
his attention in New York and other eastern cities and 
west to Chicago and St. Paul. Among the products 
manufactured by Ofrex, Ltd., and subsidiary com- 
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panies are stapling machines, transparent adhesive 
tape, inked ribbons, carbon papers, and stencils. Prod- 
ucts are distributed throughout Great Britain and 
other parts of the British Empire and South American 
countries. Mr. Drexler is optimistic about trade oppor- 
tunities in Great Britain. He reports a well staffed 
sales organization, with other members to be restored 
as they are released from the armed forces. 


Fred A. Orleans, president of the Orleans Company, 
Inc., New York, N. Y., import and export agents, made 
a brief, but informative, call at our headquarters on 
October 2. Recently released from the U. S. Army 
Transportation Corps, Mr. Orleans sponsored the or- 
ganization known as American House, which has as its 
purpose the establishment of an export and import 
business staffed by ex-service men. In speaking of 
export potentials, Mr. Orleans expressed the opinion 
that great opportunities exist in the Near East as well 
as in Central and South America. His company has 
agents in 54 countries and a large establishment in Rio 
de Janiero. Brazil. Mr. Orleans, himself, specializes in 
covering the countries of the Near East. Heretofore 
the Orleans Company has not handled office equip- 
ment and supply items. Plans for expansion of service 
permit dealing in most of the lines produced in this 
industry. 


H. K. Harrison, Northern States Envelope Company, 
St. Paul. Minn., stopped for a brief visit at this jour- 
nal’s offices October 3. With him he had samples of 
beautiful new stationery numbers soon to be offered to 
the trade. Mr. Harrison concentrates on the company’s 
sales and advertising and reports a consistent expan- 
sion of volume from commercial stationers. 


S. M. Leach, of Toledo Guild Products. Inc.. Toledo, 
Ohio, uses a half hour before time to meet a train to 
call at O. A. headquarters October 3. following up a 
brief visit made a week before. Selling an all-metal 
stand described elsewhere in this issue, he reported 
remarkable dealer accentance. He expects to have 
other popular merchandise to announce soon. His trip 
was to take him to St. Paul and Minneapolis, thence 
south to St. Louis before returning to Toledo. 


Mark M. Gill, of the J. K. Gill Comnany. Portland. 
Ore., dropped in on OFrrice APPLIANCEs for a brief visit 
October 3. He had spent three weeks of a buying mis- 
sion in New England, New York and vicinity, Cincin- 
nati, Jasper and elsewhere, and had other calls still 
to make before returning to Portland. His home city, 
he reported, was fortunate from an employment angie, 
having been snared the sharp curtailments so common 
in other industrial sections at the time of the 
Japanese surrender. The Gill company. as many of 
our readers know, is unique in that it is the only house 
in the country with important wholesale and retail 
stationery businesses and a substantial school supply 
devartment under one roof. “Stationery,” as sold by 
Gill, includes office machines and office furniture. The 
company’s activities extend throughout Oregon and 
Washington. 


John P. Ford, Apex Stationery Comveany, signed the 
Guest Book on October 4. This well-known whole- 
saler of Dallas, Tex., had about 30 davs’ work to do 
on a three-day buying mission to Chicago and vicinity, 
but he took time out to make sure their subscription 
to OFFICE APPLIANCES was in good standing and to find 
out through a telephone contact what we could sug- 
gest regarding certain sources of supply. Of one thing 
we are sure, he will never again believe LaSalle Street 
is confined to Chicago only. Come again when you 
have more time and the World Series is over. 


Floyd O. Ransome of Proveedor de Oficinas S. A., 
Mexico Citv, Mex., visited us October 4 while on his 
way home from a trip east. He had visited a number 
of concerns he has represented for many years, in- 
cluding Monroe Calculating Machine Company and 
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General Fireproofing Company. Mr. Ransome has been 
in Mexico for many years and is well known in our 
industry for his effective promotion of American prod- 
ucts in the land of his adoption. Now that the war 
is ended, he is looking forward to a speeding up of 
deliveries and a general betterment of conditions, al- 
though realizing that conversion is not a speedy proc- 
ess. It is always worth while to have a bit of time 
with one who has such a keen understanding of what 
may be expected and for what we may hope. 


Einar Samuel of Fa. Samaco, Stockholm, Sweden, 
dropped in at our headquarters on October 9. After 
serving American manufacturers ten years as exclusive 
agent for Sweden, he came to the United States in 
1941 to enlist in the American Army to “fight Hitler.” 
Instead of sharing in the activities in Europe he par- 
ticipated in a number of important movements in the 
Pacific, including campaigns at Guadalcanal, Bougain- 
ville and Leyte. During part of his Army career he was 
an assistant psychiatrist. The remainder of the time 
he served in the Intelligence Division, in which he 
made good use of his knowledge of seven languages 
and examined large quantities of letters for detection 
of codes. Having received his discharge, he set aside 
a month for the purpose of contacting American 
manufacturers before returning to Sweden and resum- 
ing his pre-war activities. His principal interest is in 
new specialties or novelties, but not in the heavier 
types of office machines. The call was Mr. Samuel’s 
fourth with which Orrice APPLIANCES has been favored. 


Albert McLane, sales manager of the Reliance Pencil 
Company, Mt. Vernon, N. Y., well known over the in- 
dustry and a friend of many years standing, signed the 
guest book on October 9. There is no pleasure greater 
than in a visit with old friends and we enjoyed Mr. 
McLane’s comments on the industry’s outlook as it 
appears under present conditions. Always optimistic, 
he feels that the future will show an expansion far 
greater than that of any other period of past develop- 
ment in this field. 


Glenn Wittenauer, Office Machines Service Company, 
Decatur, Ill., was in Chicago checking on possibilities 
of adding to the lines now represented and of broaden- 
ing the service. He made this journal a welcome call 
on October 9 and we found him “rarin’ to go” after a 
period of service to his country. He wants to see the 
expansion he believes the present-day opportunity 
makes possible and wanted to get his subscription to 
OFFICE APPLIANCES back on a regular basis so he would 
be well posted. 


H. M. Walmsley of Houston, Tex., reported by phone 
on October 10. Formerly an Underwood typewriter 
salesman and now a conductor on the Southern Pa- 
cific Railroad line, shuttling back and forth between 
Dayton, Tex., and Lafayette, La., Mr. Walmsley was on 
his way from a visit in Cleveland, Ohio, to his home in 
Houston. He was planning to start for the last World 
Series baseball game as soon as his phone conversa- 
tion with us was completed. In addition to being a 
conductor on the Sunset Limited, Mr. Walmsley owns 
and operates a large grapefruit farm in Texas. He has 
no immediate thought of returning to the industry, 
but his interest is maintained because of a wide circle 
of friends in it. 


Jack Kennedy, Trussell Manufacturing Company, 
Poughkeepsie, N. Y., pulled our latch string on October 
10. He is as enthusiastic as ever about the Trussell 
line, particularly about the new numbers coming along 
and the advantages of the new plant in Poughkeepsie. 
With the usual interchange of stories and a review of 
conditions here and there, the afternoon was made 
more pleasant and profitable and the result of the 
World Series was ignored entirely. 


L. J. Scussell, of Cherry Point, N. C., in Chicago to 
meet with Veterans of World War II, visited with this 
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journal’s office by telephone October 11. For years Mr. 
Scussell operated the business now known as Ace 
Office Supplies Company, Danville, Va., but at present 
is doing work under Civil Service for the Marines. His 
interest in the office equipment field remains, which 
indicates that he may at some future date return to it. 


Sydney A. Stott and F. W. Wilson of Stott & Under- 
wood Pty., Ltd., Sydney, Australia, called on the morn- 
ing of October 12. They were enroute to Cleveland, 
where Mr. Wilson will stay for some time receiving 
training on the various lines of the Addressograph- 
Multigraph Corporation. Mr. Stott planned to go on to 
New York to confer with executives of the Underwood 
Corporation, whose products Stott & Underwood have 
handled since 1908. He expressed the hope of visiting 
England also, though travel conditions which resulted 
in a slow trip of 19 days from Australia to Chicago, 
may make this additional journey inadvisable. After 
schooling in Cleveland, Mr. Wilson will go to New York 
for training on Underwood machines. It is expected 
that more members of the Stott & Underwood staff 
will come to the United States within the next several 
months to receive factory instructions. Further refer- 
ence to the visit of Messrs. Stott and Wilson appears 
elsewhere in this issue. 


D. J. Consodine of Kansas City, Mo., midwestern 
representative of Richard Best Pencil Company, 
dropped in at headquarters October 15. Dan, as his 
many friends in the trade know him, was in Chicago 
on the regular swing around his circuit and found 
opportunity to attend a meeting of the Great Lakes 
Travelers Club, of which he is a member. In addition to 
pleasant conversation,.Dan always brings with him 
him interesting news of developments in his area. 


J. H. Hardmeier, sales manager of the calculator di- 
vision of J. F. Pfeiffer, Ltd., Zurich, Switzerland, fa- 
vored us with a visit October 15. He had spent several 
weeks in the East, to which he expected to return after 
a week or ten days in Chicago. Mr. Hardmeier’s com- 
pany is agent for Monroe Calculating Machine Com- 
pany and formerly sold a number of office specialties 
of European manufacture. Further reference to Mr. 
Hardmeier’s visit appears elsewhere in this issue. 


Gustaf Heimdal, president, and Curt Heimdal, sales 
manager, of Gustaf Heimdal A/B Stockholm, Sweden, 
signed the Guest Book on October 16. Manufacturing 
and wholesale stationers, the Heimdals were in the 
United States renewing contracts with manufacturers 
they represented before the war. They took the air 
route from Sweden on September 9, flying via Iceland 
to Labrador in 24 hours. The next stop was La Guardia 
airfield. A three-week stay in New York City was 
followed by visits to Boston, Buffalo, Toledo, St. Louis, 
Milwaukee and Chicago. A number of new agency 
relations were established before returning to Sweden 
by boat early in November. 


George S. Long, Cincinnati, Ohio, manufacturers’ 
representative, passed through Chicago October 16 and 
stopped briefly at OrricE APPLIANCES before resuming 
his trip to Aurora. He is representative of All-Steel- 
Equip Company for Ohio and West Virginia and was 
on his way to the plant to participate in a company 
conference. 


E. L. Robinson of H. K. Johnson Company, a manu- 
facturers’ representatives concern, Kansas City, Mo.. 
dropped in at the offices of this journal on October 19. 
The purpose of his visit to Chicago was to obtain agen- 
cies to sell to dealers in a large area west of the 
Mississippi and in Wisconsin. The company includes 
H. K. Johnson, who for ten years was regional sales 
manager for Standard Register Company; F. H. Wag- 
ner and F. H. McKay, both experienced office supply 
and systems men; and Mr. Robinson, who had his sta- 
tionery training at Mannschreck’s in St. Joseph, Mo., 
and Schooley Printing & Stationery Company, Kansas 
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City. The company’s offices are located at 210 West 
Eighth Street. The territory extends from Minnesota 
to Texas. All four men are to travel, the plan provid- 
ing for other to be added to the staff later. 


Jack C. Kern, of Jack C. Kern Company, Dallas and 
Atlanta, signed the Guest Book on October 19. He 
had come north to visit a number of his factory con- 
nections and favored the office of this journal with a 
visit during a brief period between trains. He was 
en route to Dallas. The Jack C. Kern Company serves 
as southern and southwestern representative for a 
number of well-known manufacturers of office equip- 
ment and supplies. The opening of the Atlanta office 
is referred to in another column. 


Ray Wagner, manufacturers’ representative from 
Philadelphia, dropped in at O. A. headquarters on Oc- 
tober 19 accompanied by George Long of Cincinnati. 
Both had been to Aurora to attend a sales meeting of 
All-Steel-Equip Company. Mr. Wagner travels eastern 
Pennsylvania, New Jersey and Delaware. 


Francisco Armida, manager of F. Armida & Com- 
pany, Mexico City, found time for a brief visit at this 
journal’s offices October 22. He had been in the United 
States since the middle of September, spending much 
of his time in the East. The purpose of the trip was 
to obtain a greater flow of merchandise. Mr. Armida’s 
visits have extended over a period of approximately 
30 years. His company is Mexican representative 
for L. C. Smith & Corona Typewriter, Inc., the Fridén 
Calculating Machine Company, Pitney-Bowes, Inc., 
Elliott Addressing Machine Company, and several 
others. His energy and his alert mind are sources of 
real inspiration. 


Ed Freidmann, St. Paul, and Jack Moore, Detroit, 
both representatives of LePage’s, Inc., signed the Guest 
Book October 22. They were in Chicago to attend a 
LePage’s sales meeting to be held at the Palmer House 
on the twenty-third and twenty-fourth. The two are 
old friends, Ed having given Jack his preliminary 
training when the latter became associated with the 
company. The meeting was scheduled to be addressed 
by N. C. Phillips, president; H. R. Anderson, sales man- 
ager, and T. E. Edison, chief chemist. 


M. L. Demarest of Paris, France, was a welcome vis- 
itor at our offices on October 23. His call brought to 
mind a similar meeting shortly after World War I. At 
the time of his earlier visit Mr. Demarest obtained 
agencies for a number of office specialties. As his cal- 
culator sales expanded he found it necessary to con- 
centrate more on that division of his business and for 
20 years has given his principal attention to the Mon- 
roe calculator. Ten years ago he added the Hedman 
checkwriter. With no opportunity to obtain new ma- 
chines since the outbreak of the war, Mr. Demarest 
proceeded with a method popularized later by Ameri- 
can typewriter dealers, which was to put his machines 
out on rental, and only to Frenchmen. Fortunately, 
throughout the war only one calculator was lost to the 
Germans. The French market, he reports, can absorb 
quickly large quantities of American office equipment. 


Harvey Freeman, an office equipment supply dealer 
in Long Beach, Calif., visited us briefly on October 23. 
An aggressive merchandiser, Mr. Freeman was on a 
buying trip that proved quite successful. His business 
in our field was established about a year ago and 
flourished despite wartime problems. As reconversion 
advances he expects to add lines and expand his 
activities. 


Howard S. Sanders, general manager of the Station- 
ers & Publishers Board of Trade, called on the morn- 
ing of October 25. In Chicago to meet with the West- 
ern Stationers Credit Group, which is composed of 
Chicago and vicinity members of the Board of Trade, 
Mr. Sanders was full of ideas and information about 
the importance of credit functions in the reconver- 
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sion period. During the war, credit problems were at 
a minimum, but current and immediately future con- 
ditions will reveal changes that will test the skill and 
ingenuity of credit men everywhere. A story of the 
meeting held in the afternoon appears elsewhere in 
this issue. 

Dorothy M. Fargo, proprietor of Tec Pencil Company, 
Los Angeles, favored us with a visit on October 26. 
She is the first of her family to call at our offices since 
her father was associated with the late R. B. Wilson 
in the Wilson Jones Co. The Tec pencil, which 
Miss Fargo manufactures, is sold extensively to en- 
gineers and draftsmen and has acquired new popu- 
larity in editorial departments of radio stations. Trav- 
eling by automobile, Miss Fargo called at all of the 
principal cities in the East, including several in eastern 
Canada, and was nearly ready to point her car home- 
ward. Busy several years manufacturing pencils for 
war industries, she reports that since the advent of 
peace the demand has increased substantially. 


Harold O. Atwood, manufacturers’ agent in New York, 
visited us on Friday, November 2. Once active in the 
Chicago field, he is now head of the Atwood organiza- 
tion, which represents several well-known concerns in 
the office supply industry, such as the Bert M. Morris 
Company, G. J. Aigner Company, Service Products, 
Inc., and others, covering the New York metropolitan 
district and New England. Harold stopped at Chicago 
on his way back east after a flying trip to California 
to visit Bert Morris. “Flying” is the right word, for 
that is now his mode of transportation. He reports a 
bright outlook with the problem of production as the 
only stumbling block. 

It was pleasant to have word of many old friends 
down East. And the picture of a fine raised deck 
cruiser, the joy of the Atwood family, brought back 
fond memories of a “sea-going hack” once upon a time 
dear to the heart of one of the staff of OFFICE APPLI- 
ANCES. Many a time in the past he wandered about 
the highways and byways of the waters near New 
York. Oh, for the life of a sailor! 

Barnet Gold, managing director of GIB Precision, a 
firm of mechanical and electrical engineers in London, 
England, favored us with a visit on November 2. He 
had arrived at Halifax a few days preceding and flew 
to Chicago, stopping en route at Toronto. His time in 
Chicago was limited, but he found opportunity to show 
to several manufacturers an interesting mechanical 
device which his company had developed and which 
seemed to have excellent opportunities for offices, 
drafting rooms, and schools. He planned next to go 
to New York where he was to stay two weeks before 
returning to England. 

Richard Showers, Indiana Cash Drawer Company, 
Shelbyville, Ind., dropped in at O.A. headquarters on 
November 2. He drove to Chicago, turning his car over 
for a few days to a brother who is stationed at Great 
Lakes and was enjoying a brief leave. Dick Showers, 
as he is known by his friends, expected to have a busy 
two days in Chicago before returning to Shelbyville. 
His principal problem, he reported, was one of pro- 
duction, demand exceeding the current output. He 
anticipates lively business for a long time. 


ee 
GEORGE SCHAD BUYS NUCRAFT FURNITURE FIRM 
Following the death of E. B. Higgins, the manager, 
who died suddenly several months ago, the Nucraft 
Furniture Products at Grand Rapids, Mich., has been 
purchased by George Schad, who for the past 16 years 
has been superintendent of Stow-Davis Furniture 
Company at Grand Rapids. The new plant at 1615 
Eastern Avenue, S. E., purchased by Schad, is about 
three times larger than the former quarters at 503 
Monroe. Mr. Schad proposes to improve the line and 
will have some new items ready in about two months. 
The firm name has been changed to Nucraft Furniture 
Company. 
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This nationally famous organization has plodded 
its way through Spanish-American, World War | and 
World War Il. . . . without deteriorating the quality of 


PANAMA-BEAVER 


TYPEWRITER RIBBONS - CARBON PAPERS 





RECONVERSION is rather an old story 
to us, who have maintained the high 
quality of our production through three 
wars and a varied assortment of de- 
pressions! To get back into the swing 
of supplying PANAMA-BEAVER office 





PANAMA- 


necessities for civilian use, will be just 
a little easier for us ... because the 
intrinsic goodness of our carbons and 
papers has been so doggedly held at 
pre-war level. The long road back is 
not so long for MANIFOLD. 


BEAVER 


CARBON PAPERS, HECTOGRAPH, INKED RIBBONS 
Manufactured by 


MANIFOLD SUPPLIES COMPANY 


Coast-to-Coast Distribution 


188 THIRD AVENUE 


BROOKLYN 17, N. 


Y. 
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Consumer Goods Surplus Transferred 
to WAC; Used Machines Regulations 
Changed; "OPA Price" Tag Now in Use 


CONSUMER GOODS SURPLUS SHIFTED TO WAR 
ASSETS CORPORATION; PRICE POLICY CHANGED 


Late in October, President Truman transferred re- 
sponsibility for disposal of consumer goods from the 
Department of Commerce to the War Assets Corpora- 
tion, a subsidiary of the Reconstruction Finance Cor- 
poration. Surplus Property Administrator Symington 
announced at the same time that disposal of capital 
and producer goods, formerly handled directly by RFC, 
will also be put under the jurisdiction of the War 
Assets Corporation. This means that one government 
agency will have responsibility for disposing of ap- 
proximately 90 per cent of all government-owned sur- 
plus property. An order now being prepared in SPA 
will classify chain stores and mail order houses as “re- 
tailers” for the purpose of placing these two outlets 
on the same basis as independent establishments. An 
additional discount will be given, however, for large 
volume purchases. 

The new order will cover at least five broad points 
in the pricing of consumer goods sold by the Recon- 
struction Finance Corporation: 

1. A fixed price to the consumer will be set. 

2. A fixed discount off the consumer price will be 
given to retailers. Chain stores and mail order 
houses will be included with independent retailers 
in this classification. 

3. An additional discount, not to exceed five per 
cent, will be given any retailer making a large 
volume purchase of a single item. The volume 
standards have not yet been determined. 

4. An additional discount, not to exceed 15 per cent 
below the selling price to retailers, will be granted 
to wholesalers. This point is under study for a 
possible increase to 20 per cent. 

5. A further discount may be given to original man- 
ufacturers or other fabricators where it is neces- 
sary to recondition or alter the item in question 
to make it salable through regular trade channels. 

Opposition has been raised by wholesalers to that 
portion of the new order which would limit their 
discount to a maximum of 15 per cent. 
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OPA ISSUES USED MACHINES’ REGULATIONS 


Specific maximum prices and rental rates for all 
kinds of used business machines except typewriters 
are established in a new regulation, MPR 596, issued 
October 9 by the Office of Price Administration. The 
regulation applies to surplus property disposals as well 
as to regular trade transactions. 

The new dollar-and-cent prices cover used adding 
machines, addressing machines, cash registers, calcu- 
lating machines and dictating and duplicating equip- 
ment. Typewriters have their own price regulation. 

The regulation is designed to restore the general 
level of prices and rental rates that prevailed in March, 
1942, and is issued at this time because large quantities 
of surplus government equipment soon will be released 
to the civilian trade. 

OPA states that the General Maximum Price Regu- 
lation, which formerly covered used business machines, 
was not effective enough at most levels of sales to 
maintain the March, 1942, “freeze” in a period of short 
supply and heavy demand. 

The new action provides maximum monthly rental 
charges and maximum selling prices for all used busi- 
ness machines except typewriters at all levels of sale. 
Included in its coverage are sales by the United States 
Government and other users. It does not apply, how- 
ever, to sales by the original manufacturer, nor to 
sales by users to users of machines not listed in the 
dollar-and-cent tables. A user selling to a dealer may 
rely on the dealer’s certification of the ceiling price. 
Sales of used business machines by the original manu- 
facturer remain “frozen” at March, 1942, levels under 
the GMPR. 

For most used business machines, specific dolkar- 
and-cent prices are established. In those instances 
where dollar-and-cent prices are not provided, special 
rules are outlined permitting sellers to determine ceil- 
ing prices for used machines on the basis of the ma- 
chine’s age and its depreciation from the list price 
when new. 

All ceiling prices are broken down into two groups. 
There are ceiling prices for “reconditioned” machines— 

(Turn to page 173, p’ease) 
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| “Quick, Miss Scott — 150 copies 
of this form, with the fill-in.” 


4y'Copies come out pronto —all 
alike — form plus fill-in.” 
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2)'l put the form in the machine — 
type the fill-in — just once!” 


(5) Beautiful job! Columbia Ready 
Master sure is a time saver.” 
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3) In a jiffy the form's ready to run 


on our.duplicator.- 


6) Ready Masters are always ready 
for re-use; extra space on form for 

new data. No new carbon paper 

needed. No pasted orloose sheets 











Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office. 600 W. Jackson Blvud., Chicago, and the staff at 

the branch in charge of G. C. Wheeler at 1023 Pershing Square Bldg., Pershing Square, 42nd St. and Park Ave., New 

York, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mrs. S. S. Elliott 
4 St. Bride Street, London, E.C. 4. 


London, October 1, 1945. 


Ownership of Powers Accounting Machines, a private 
company with a capital of 220,000 pounds, has recently 
been acquired by a group with which is associated 
Vickers, Remington Rand and the Impey interests 
comprising Morland & Impey, Ltd., manufacturers of 
Kalamazoo office equipment. The company was for- 
merly owned by the Prudential Assurance Company. 

It is understood that the new control will involve 
no alteration in the capital structure or in the status 
of the company. The policy will be to continue the 
development of the machines and business generally 
and to further the progress of Powers at home and 
abroad. 

Speaking at an Office Appliance Trades Association 
luncheon at Grosvenor House recently, the president, 
J. H. Whitfield, said that Britain’s ability to compete 
in exports would be determined by industrial and com- 
mercial efficiency and not by low wage standards. 

Mass production offers one way, he stated, but it 
entails a large measure of standardization not really 
compatible with expanding individual intelligence and 
critical sense. Many specialized appliances have been 
given high priority under lend-lease and the continued 
use of these management tools will aid the solution 
of our post-war problems of economic production and 
successful marketing, declared Mr. Whitfield. 

Guest speaker at this victory luncheon was H. C. 
Emmerson C. B., Director General of Man Power to 
the Ministry of Labor, who spoke on the reallocation 
of labor. There was no need, he said, to fear that the 
flow of labor over the whole field will fail to be ab- 
sorbed. The falling working population, it was pointed 
out, has resulted in a condition where the best possible 
use must be made of all available labor and labor- 
saving appliances. 

The memorandum prepared by Public Relations 
Director A. R. Jackson of Remington Rand, Ltd., which 
was distributed to the press, contained some interest- 
ing data relative to the office appliance industry’s 
contribution to the war effort. One outstanding refer- 
ence was to the fact that the layout of the European 
D-day invasion, both for the American and the British 
Army staffs, was plotted on mechanized charts sup- 
plied by the industry. 

Ss. S. E. 


48 


ATHENS FIRM REPORTS ON CONDITIONS 

From Dino S. Saltiel, P. O. Box 92, Athens, Greece, 
comes an interesting report on the present Greek 
economy. He points out that at present, owing to the 
limited buying power of the Greeks and the presence 
of the U.N.R.R.A., individual initiative is being set 
aside. 

“Yet, the situation is not at all definitely discourag- 
ing,” says Mr. Saltiel. “Greece faces a brilliant economic 
future as soon as accords already under discussion 
with the United States, Great Britain and a multi- 
tude of other Allied and neutral nations shall end. 
Then, shipping space will be more generously granted, 
public works will begin, and exports will pour from the 
country.” 

Of raw materials, Greece needs everything, it is 
pointed out, even of those which were once sufficiently 
abundant at home. “For instance, the normal produc- 
tion of cotton in pre-war times was 15,000 tons yearly. 
Now, the production for 1945 is evaluated at merely 
5,000 tons.” 

Regarding industry, it is stated that during nearly 
five years of war and occupation five per cent of the 
factories were completely destroyed, 15 to 20 per cent 
suffered partial machinery damage and almost all of 
the factories need spare parts. 

Suppliers are urged to provide price lists, catalogs, 
and samples when possible. 

————-o 
“A LITTLE BIT OF IRELAND” 


From C. F. Ridgeway, managing director of Torc 
Manufacturing Company, Ltd., Trim, County Meath, 
Ireland, has come an interesting article revealing the 
resourcefulness needed by this Irish plant to overcome 
the tribulations of the war years. Torc manufactures 
carbon papers, inked ribbons, duplicating stencils and 
inks. 

The story of the Torc plant, entitled “A Little Bit 
of Ireland,” as prepared by Mr. Ridgway, reads: 

There are no more welcome visitors to Ireland today 
than the members of the American Forces. They find 
in a small island a warm-hearted people at peace, far 
away from the troubles of the world, and possessing a 
keen desire to make the Americans’ visit a pleasant 
one. Such is the Irish nature, strengthened by the 

(Turn to page 213, please) 
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In the courtrooms of America we found outstanding 
evidence in favor of one particular typewriter. Court 
A . < : , 
a. Reporters, unquestionably the world’s hardest users 


when you realize 
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of typewriters, buy more SMITH-CORONAS ¢han ail other 


makes combined. 
rates, depends entirely on the low upkeep, 


dependability, speed and production of 
their typewriters. 


Smith-Corona ‘\ 








Copyright 1945, L C SMITH & CORONA TYPEWRITERS INC SYRACUSE 1 N Y 


_...which typewriter? 


This fact is all the more revealing, 
that their income, at piece-work 
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NEW ENGLAND DEALERS MEET AT BOSTON 

The September meeting of the New England Office 
Machine Dealers Association was held at the Boston 
City Club, Boston, Mass., where the members enjoyed 
a delightful dinner. President Harry Saunders of Bos- 
ton welcomed those in attendance. Secretary-Treas- 
urer John P. Campbell, Cambridge, Mass., read the 
treasurer’s report which showed the emphasis was on 
the black ink. Vice-president Frank G. Robinson of 
Boston addressed the members regarding attendance 
and payment of dues. 

An interesting talk on the “Why’s and What’s of 
Surplus” was delivered by President Saunders, who has 
made many trips to Washington, New York and other 
eastern cities. 

The members were glad to hear from Jim Sheehan 
on “Possible Revision on Ceiling Prices.” He planned 
to head for Florida and profit from the sunshine late 
in October. 

Joe Heaton of Providence, R. I., spoke on several 
timely topics such as “Federal Trade Commission,” 
“Veterans’ Training” and “Accounting for the Type- 


writer Dealer.” 
= cle a 


OFFICE SUPPLY EXPORTERS ELECT OFFICERS 
The American Office Supply Exporters, meeting at 
the Hotel New Yorker, New York, N. Y., on September 
20, elected the following officers for the ensuing year: 
Chairman, Harold Y. Rose, Eagle Pencil Company; 
vice-chairman, Frank J. Mason, Wilson Jones Co.; 
secretary, David Manley, The Modern Stationer. 
Directors chosen were A. D. Wyckoff, Jr., Remington 
Rand, Inc.; Charles W. Applegate, Esterbrook Pen 
Company; Harold Y. Rose, Eagle Pencil Company; 
Leon Bischoff, Marquadt & Company; Walter Grum- 
bacher, Grumbacher Company; William Danjczek, 


Koh-I-Noor Pencil Company; Frank J. Mason, Wilson 
Jones Co.; and C. M. Wilson, Diebold, Inc. 
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NEW YORK OFFICE MACHINE DEALERS ASSOCIATIO 
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NEW YORK OMDA HOLDS DINNER DANCE 


The Office Machine Dealers Association of New York, 
Inc., held the ninth annual dinner.dance and revue 
on Saturday evening, October 27, at the Hotel New 
Yorker. This year the affair was called the Victory 
Dinner Dance in celebration of winning the war with 
Japan. 

Attended by over 500 members, their wives and 
guests, the affair was an outstanding success from 
start to finish and taxed the capacity of the grand 
ballroom to the limit. Following the singing of our 
national anthem and a number of other songs, every- 
one was in a fine mood to enjoy a delicious turkey 
dinner. 

William Purvin, Superior Typewriter Company, New 
York, N. Y., chairman of the entertainment committee, 
extended a hearty welcome to all and expressed the 
hope that they would spend an enjoyable evening. He 
then thanked the members of his committee and other 
members of the association he had helped, for the 
splendid work they had done, and the fine spirit of 
co-operation shown in making this event outstanding 
in the history of the Association. 

He then introduced Secretary Jessie I. Taylor, Globe 
Typewriter & Adding Machine Company, Inc.; Edward 
W. Staats, Ames Supply Company, and James T. Laf- 
ferty, Underwood Corporation, and the following en- 
tertainment committee members: William B. Kurzner, 
Pearl Typewriter Corporation; Ted Schafer, United 
Typewriters Company; Paul Kramer, Brownsville 
Typewriter Company; Harry Rudnick, Roya) Type- 
writer Company; Peter Carroll, Globe Typewriter & 
Adding Machine Company, Inc.; Dave Silvers, Ameri- 
can Business Machines; Sam Siegel, Unique Printing 
& Stationery Co., and program committee members 
Eleanor Blass, Business Machine Service Company 
and Bernard Morse, Morse Typewriter Company, Inc. 


President Irving R. Ritchie, Addressing Machine and 
Equipment Company, New York, acknowledged intro- 


N VICTORY DINNER DANCE 
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duction in a few well-chosen words. He reviewed the 
growth of the Association up to its present large mem- 
bership, giving credit to all officers and committees 
who had worked hard to reach that goal. He declared 
that he had received 100 per cent co-operation during 
his administration and gave thanks to the officers of 
the Association and committee members for their 
splendid support. As he so very aptly put it, “It’s 
teamwork that counts; for no man can accomplish 
very much alone.” He also expressed the opinion that 
the Association would continue to grow and accom- 
plish things as long as that spirit of co-operation and 
teamwork prevailed. 

Under the direction of Ross McLean, that genial 
master of ceremonies who contributed both talent and 
wit, an exceptionally fine show was presented. It con- 
sisted of a variety of first-class acts, each of which 
was received with thunderous applause. Excellent 
music was provided by Harry Lefcourt and his band, 
with the result that the dance floor was crowded con- 
tinually. A spirit of congeniality prevailed throughout 
the entire evening, making it an outstanding affair in 
the history of the Association and one long to be 
remembered by all. 


os 

PENN STATIONERS ENJOY GOLF MEET, DINNER 

The Stationers Association of Western Pennsylvania 
enjoyed their annual golf and dinner meeting at the 
South Hills Country Club, Pittsburgh, Pa., on Septem- 
ber 22. 

In an afternoon devoted to golf, prizes went to Joe 
Meyer, Walter Heighley, Alan Alexander and Jed 
Dugan. 

Harry Sheppard, president of the association, wel- 
comed the 125 members and guests at the dinner, 
which was followed by an evening of entertainment 
and dancing. KDKA radio station talent, featuring 
the Television Kids, provided much fun and amuse- 
ment. The “Jivin’ Janes,” an all-girl orchestra, fur- 
nished music for dinner and dancing. Many beautiful 
prizes, donated by members of the association, were 
distributed during the evening. 


2 
BOSTON STATIONERS HOLD ROUND TABLE 

A lively round-table discussion was held by the Bos- 
ton Stationers Association on October 15 at the Hotel 
Vendome, with 100 present for the meeting. Every 
commercial stationery house in Boston was repre- 
sented. 

One of the results of the meeting was the appoint- 
ment of an educational committee for the purpose of 
increasing the background and sales knowledge of the 
dealers’ representatives. 

Subjects under discussion included OPA adjustments 
and fair trade contracts under the Massachusetts law. 


NATHAN HEADS NEW YORK DINNER CLUB 


The New York Office Equipment Dinner Club held 
its first meeting of the fall season on October 1 at the 
Advertising Club, New York, N. Y., with an attendance 
of about 70 members. 

President R. J. Berry, Berry, Dickie & Stettler Inc., 
thanked the officers, committees and members for 
the fine co-operation given him during the past year 
while he served as president of the organization. He 
urged that the same high Spirit of co-operation be 
given to his successor. 

Claude Allen, The Globe-Wernicke Co., in the ab- 
sence of Oscar E. Widman, Desks, Inc., chairman of 
the nominating committee, then placed in nomination 
the following members: 

President, Seymour Nathan, Charles Nathan, Inc.; 
first vice-president, Guy Rentsler, Remington Rand, 
Inc.; second vice-president, Roland J. Freeman, manu- 
facturers’ representative; recording secretary, Ben 
Itkin, Itkin Brothers; social and financial secretary, 
Bernard H. Nemlich, Regan Office Furniture Corpora- 
tion; and treasurer, James H. Glenn, Manhattan Desk 
Company. 

These men were unanimously elected and Moe 
Turman, Metwood Office Equipment Corporation, 
acting as temporary chairman, proceeded to install 
them as the new Officers. In his inimitable way, Mr. 
Turman gave his listeners a thumbnail sketch of each 
of the new officers. He told of the progress of the 
club in promoting good will and understanding 
throughout the industry. 

President-elect Seymour Nathan, in a brief address, 
thanked the committee and members for the honor 
bestowed on him. He then introduced and welcomed 
George M. Clark, Jr., Clark & Gibby, Inc., son of George 
M. Clark, who died in August. 

Secretary Ben Itkin, Itkin Brothers, thanked the 
members for the co-operation which they had given 
him, and announced that the next meeting would be 
held on November 12. He then reminded his audience 
that he had been appointed by the Treasury Depart- 
ment, War Finance Committee, as chairman of the 
office equipment and office furniture committees of 
the Victory Loan drive beginning on October 29, and 


continuing up to and including December 8. 
——0 = -_ O__ 


CONTROLLERS ELECT EGGERT VICE-PRESIDENT 

Walter L. Eggert, assistant to the general manager 
of Moore Business Forms, Inc., Emeryville, Calif., was 
elected a vice-president of the Controllers Institute of 
America at the group’s annual meeting held on Sep- 
tember 24 at the Stevens Hotel, Chicago. Mr. Eggert 
was president of the Institute’s San Francisco Control 
for the fiscal year of 1941-42. 








COMMERCIAL CONTROLS CORP. HOLDS TRAINING SCHOOL FOR SALES SERVICE 


The first post-war sales training school conducted by Com- 
mercial Controls Corp., Rochester, N. Y., from September 18 
to 27 brought in some of the company’s mailroom specialists 
from 17 cities for instruction on new machines and systems. 
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While guests of Postmaster Donald A. Dailey, they posed for 
this picture at an entrance to the Rochester post office with 
Mr. Dailey (second from left, rear row). His assis:ant, com- 
pany officials and new salesmen also attended the school. 
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CHICAGO OMDA AWAITS DINNER DANCE 


The evening of December 7 promises to be a red 
letter occasion in the lives of members of the Chicago 
Office Machine Dealers Association, Inc., their wives, 
families and associates. This is the date set for the 
first annual dinner dance and revue of the association 
at the Mural Room of the Morrison hotel. 


Chairman Hazen Ames has reported many early 
reservations made and suggests that those planning 
can be accommodated in the Mural Room and balcony. 


The Four Mid-Nite Sons, well-known Chicago enter- 
tainers, will entertain during the serving of the dinner 
at 6:30 p.m. Lew Diamond and his orchestra will fur- 
nish music for the dancing at 9 P.M. 


For the revue at 10:30 p.m., a full two hours of en- 
tertainment will be offered, with 12 acts by outstanding 
performers on national theater circuits. These acts 
will include Joe Wallace, the atomic comic, as master 
of ceremonies, instrumental numbers and singing by 
the Malone Sisters, comedy by Novak and Fay, and en- 
tertainment by Marion Raiger. 

oe eee 
PLAN OKLAHOMA OMDA MEETING DECEMBER 8 


President J. W. Densford of the Oklahoma Office 
Machine Dealers Association reports that a state-wide 
meeting of the organization will be held in Tulsa on 
December 8 with the Tulsa dealers arranging for hotel 
accommodations and a meeting place. Feature speak- 
ers are planned for the occasion and representatives 
of the factories will be present. 


Plans for this meeting were made at a meeting of 
the officers and directors of the Oklahoma OMDA at 
Huckins Hotel in Oklahoma City, Okla., on October 19. 
Present were J. W. Densford, president; L. V. Webb, 
secretary-treasurer; Jack Hopper, vice-president; and 
directors H. L. Hodkinson, Leonard Hume and Fred 


Stanley. 


al Pa 


1. George R. Wright, Adams Type. Co., Peoria, Ill.; B. W. Stephens, 
Paxton Typewriter Co., Bloomington, Ill.; Earl Greiner, Pantagraph 
Ptg. & Staty. Co., Bloomington; Br. and Mrs. J. A. Peck, Springfield 
Stationery Co.; Mrs. James B. Lynch, Springfield, Ill.; Roscoe Benge, 
Codo Mig. Corp. 

2. Tom Gillice, Rockwell-Barnes Co., Tom Jacquin, Homer Jacquin, 
Jacquin & Co., Peoria, Ill.; W. M. Putnam and J. W. Miiller. The 
Book Shop, Joliet, Ill.; B. J. Powell, A. W. Faber, Inc. 

3. Ray Eichenlaub, Service Steel Products Company: Mrs. F. Green- 
wood, Chicago; Bettie Carroll, Dorothy M. Carroll, and Mrs. John F. 
Carroll, ali Temple & Carroll, Galesburg, Ill.; Maynard F. Westring. 
Mid-C.ty Stationers, Inc., Rockford, IIl. 

4. A. J. Markelz, The Book Shop, Joliet, Ill.; Mrs. Maynard Westring; 
Gene Lohnes, Pekin, Ill.; Mrs. H. D. McFarland; Mrs. A. J. Markelz; 
H. D. McFarland, McFarland Office Equipment Co., Rockford, Il. 

5. Monica Keating. Mildred Hepler, Mrs. Edw. Kahney and Edw. Kah- 
ney. all I. T. Book Store, Streator, Ill.; R. F. Fredrickson, Autopoint 
Company. 
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IBSA MEMBERS DISCUSS POST-WAR PROBLEMS 


The fall meeting of the Illinois Booksellers & Sta- 
tioners Association was held in the Illinois Hotel, 
Bloomington, on Sunday, October 21. The wisdom of 
scheduling the session for Sunday so that sales people 
could be present was revealed by a registration of 82. 
Representatives were in attendance from the following 
cities: Bloomington, Chicago, Monmouth, Decatur, 
Rockford, Pekin, Joliet, Moline, Peoria, Springfield, 
Danville, Galesburg and Streator. 

At 11:00 o’clock, as scheduled, G. P. Picknell, Haines 
& Essick Company, Decatur, president of IBSA, called 
the meeting to order. He introduced Walter S. Len- 
nartson, editor of OFrFrIcE APPLIANCES, as the speaker 
of the morning. The subject assigned to Mr. Lennart- 
son was, “Post-war Plans, Quality, Merchandise and 
Prices.” Because of its magnitude, presenting the sub- 
ject required nearly an hour. Interest in obtaining 
information was so great, however, that audience at- 
tention was maintained throughout the discussion. 

Mr. Lennartson pointed out that most post-war plans 
are not being realized as rapidly as anticipated because 
of failures in areas of the problem outside the control 
of the planners. Labor strikes, non-delivery of raw 
materials, shortage of manpower, transportation de- 
lays, all contribute to the slow-up. They also have an 
effect upon quality, which has not yet been restored 
to pre-war standards. 

The OPA plan, requiring wholesalers and retailers 
to absorb price increases granted to manufacturers, 
was referred to briefly. Following a statement that the 
appeal of retailers had been rejected, the speaker said, 
“Unless some changes are made in the plan, the only 
hope lies in the fact that increases in prices will not 
be granted to all manufacturers on all items.” 

In commenting about when post-war merchandise 
of pre-war quality may be expected, Mr. Lennartson 
offered the following summary: 

Paper Products—Circumstances indicate that normal 





ILLINOIS BOOKSELLERS & STATIONERS ASSOCIATION FALL MEETING ATTENDANTS 


6. Mr. and Mrs. Daniel S. Hansen, Carlson Brothers, Inc., Moline, IIl.; 
W. M. Small, Johnson Chair Co.; C. H. Malody. Associated Stationers 
Supply Co., Chicago, Ill.; Mrs. Mason M. Layman; E. C. Zuhlke, 
Dennison Mfg. Co. 

7. Jim Tippett, Wirtz Book Store, Monmouth, IIl.; Ralph Morgan, Mor- 
an’s Book Store: Ed Kafka, Grossett & Dunlap; Hannah Foster and 
ean Schmidt, Wirtz Book Store: Mary Jane Tippett, (front) Wirtz 
Book Store. 

8. Bill Leineweber, Associated Stationery Supply Co., Chicago; Mrs. 
J. W. Sutton, Woodbury Book Co., Danville, Ill.; Walter Wagner. 
University of Chicago Bookstore, Chicago; Mrs. J. W. Bogan, Wood- 
bury Book Co., Danville, Ill.; Dempster Passmore, University of 
Chicago Bookstore, Chicago. 

9. Mr. and Mrs. P. G. Picknell, Mrs. Lloyd Flanders, J. W. Hill, Mildred 
Heath, and E. H. Crane, all Haines & Essick Co., Decatur, IIl.; 
Arthur M. Grote, W. B. Read & Co., Bloomington, Ill.; Margaret 
Shaffer, Haines & Essick Co., Decatur, Ill.; Will Johnson, . 
Read & Co., Bloomington, III. 
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gett wees 
with all the advantages of 


ring binding .. . plus new economy 
and new features. 


























Here is a new type of loose leaf binding with closely 
spaced rings for extra protection against sheets tearing 
out. It is strong, but light in weight . . . opens, closes, and 
handles easily . . . grips and holds sheets of all kinds 
securely. Great for today’s thin paper! 


The applications of “NUMER-RING” in days to come 
will be many and varied . . . catalogs, price lists, data 
books, manuals, visible, ringbooks, pay-roll books, and 
a host of others. Meanwhile it is becoming available in 
stock covers and can be “tailor-made” in an assortment 
of styles and materials to meet your specifications. 


Write us for further information and a copy of our new 
LOOSE LEAF COVER CATALOG in which “NUMER-RING” 
is more fully described. 





Staggered rings make sheets 
turn without friction and sim- 
plify insertions. Equipped with 


an easy-opening device. mechanisms. 





Neat in appearance — light in 
weight. Price comparable to 
least expensive loose leaf 


Liz 





Ring arrangement allows sheets 
to be assembled with visible 
margins. Light gauge rings with 
accurately matched joints. 


Closely spaced rings for extra 
protection against sheets tear- 
ing out. Contents lie flat when 
binder is open. 





A PRODUCT OF NATIONAL BLANK Keke} 4 cO., HOLYOKE, MASS. 
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qualities and deliveries may not be expected for at 
least six months, perhaps a year. 

Loose Leaf—Distribution will be on an allocation 
basis until the first of the year, possibly longer. 

Metal Furniture—Labor problems, not only in plants 
of furniture manufacturers, but also in steel mills and 
factories of hardware suppliers and others, point to 
slow resumption of pre-war quality and deliveries. 
Probably six months will elapse before normal service 
can be restored. 

Wood Furniture—Six months to a year will be needed 
for deliveries to catch up on orders. 

Fountain Pens and Mechanical Pencils—Several pro- 
ducers are now back into large-scale manufacture. 
After the first of the year, all makers will be making 
fairly prompt deliveries. 

Filing Supplies—Heavier weights of folders and 
guides may be available by the first of the year. Per- 
haps some pre-war lines will begin to appear in No- 
vember and December, but “post-war” items won’t be 
available until next June. 

Stapling Machines—Some manufacturers are now in 
distribution. By January 1 all old-line producers will 
be making deliveries. The labor situation is bad, mak- 
ing production schedules difficult to figure, but there 
is hope that this condition will clear within the next 
few months. 

Wood Pencils—Big war time demands built up a 
heavy backlog of orders, which have not been can- 
celed. Civilian orders are increasing in volume. Be- 
cause additional employees are not readily available, 
production increases can not be achieved. No improve- 
ment in deliveries is expected for several months. 

Erasers—The outlook is fair. Because Government 
restrictions are off, deliveries will be made with reason- 
able promptness and in fair quantities during the 
coming months. 

Ribbons and Carbons—Conditions are good in this 
division of the industry. Ribbons and carbons were de- 
clared essential early in the war, making possible 
maintenance of production which will be continued at 
a high level. 

Cabinet Type Visible Records—The market potential 
in this merchandise group is great and the production 
outlook good. There is a lag of only a few weeks be- 
tween the time of receiving orders and making de- 
liveries. 

Desk Accessories—Several manufacturers have re- 
sumed production of normal lines and will start mak- 
ing some deliveries by the end of this year. Full-scale 
manufacture may be reached by March or April next 
year. 

Paper Clips—It is expected that pre-war qualities 
will be restored by the end of 1945. Quotas to dealers 
will be increased gradually and all restrictions removed 
by January. 

The speaker remarks were concluded with the state- 
ment that we advance further and faster if we move 
together; we are members of the same team and team 
play will win. 

President Picknell adjourned the morning session 
for a cocktail hour and dinner. After an excellent 
roast beef meal, Mr. Picknell presided at a forum dis- 
cussion during which he called upon the manufactur- 
ers representatives present to give any information 
that they cared to on their lines. All responded help- 
fully, and the meeting was concluded at about 4:00 
o'clock in the afternoon. 


eee 


FORT WORTH DEALER MEETS WITH G.L.T.C. 


A. M. Stovall of Panther City Office Supply Company, 
Fort Worth, Texas, was a visitor at the Great Lakes 
Travelers Club October 19 as the guest of Herb Walsh 
of Ace Fastener Corporation. The purpose of his trip 
to Chicago, as that of so many other dealers, was to 
buy merchandise. He seemed to be satisfied with the 
results of his efforts. 
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SANDERS MEETS WITH WESTERN CREDIT GROUP 


The regular monthly meeting of the Western Sta- 
tioners Credit Group, composed of Chicago area mem- 
bers of the Stationers & Publishers Board of Trade, 
was held in the Bismarck Hotel, Chicago, on October 
25 and was extended to include an afternoon session 
as well as an evening assembly. About 30 were on 
hand in the afternoon to meet with Howard Sanders, 
general manager of the SPBT, who journeyed from 
New York to be present. 

Following a closed session in the afternoon, an ex- 
cellent chicken dinner was served. Miss C. Bircher, 
Shipman-Ward Manufacturing Company, who has 





#6 


HOWARD SANDERS 


served as chairman of the group for the past year, 
presided during the évening. She called on Mr. San- 
ders, who introduced F. R. McQuown, vice-president 
of All-Steel-Equip Company. Mr. McQuown painted 
an optimistic word picture of the future, stating that 
business volume during the next five years will be 
higher than ever before. 

Responding to an invitation to speak, Jim Ward, 
Shipman-Ward Manufacturing Company, told a few 
stories and then read Mr. Sanders character from 
the shape of his head. 

As chairman of the nominating committee, W. D. 
Comstock, G. J. Aigner Company, presented the fol- 
lowing slate: Ray D. Wildes, Louis Melind Company, 
chairman; Miss Selma Mars, G. J. Aigner Company, 
treasurer, and Miss Lillian Poole, C. L. Barkley & Com- 
pany, secretary. The nominees were elected unani- 
mously. 

The next item on the program was a brief address 
by Mr. Sanders on “The Fourth C of Credit—Condi- 
tions.” He pointed out that capital, capacity and 
character are not enough because conditions can still 
be the determinating factor. This will be especially 
true during the reconversion period because of un- 
liquidated stocks of war goods held by dealers; because 
of dealers located in mushroom towns suddenly find- 
ing that big business volume disappeared with the end 
of the war; because of salesmen who made big money 
during the war going into business for themselves 
without adequate knowledge of management methods; 
because of the number of returned service men who 
will be going into business with small capital, big ideas 
and little training. Mr. Sanders informative remarks 
were followed by a general discussion on credit prob- 
lems, after which the meeting was adjourned. 

eI 
STATIONERS CLUB OPENS FALL MEETINGS 


Over 40 members of the Stationers 12:30 Club at- 
tended the opening fall meeting on October 8 at the 
Advertising Club, New York, N. Y. A chicken dinner 
and sociable evening were enjoyed. 

President James T. Hurley of Oxford Filing Supply 
Company presided. He expressed regret over the news 
that Benjamin Abraham, Royal Office Supply Com- 
pany, is ill and confined in St. Vincent’s Hospital. He 
noted also that Dwight N. Briggs, manufacturers’ rep- 
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THOROUGHBREDS 


FINE 


When you want to be sure you're getting a 
good dog—you buy a thoroughbred! Only 
careful selection, breeding and training 
through generations of dogs will ensure a 
certainty of superior characteristics. A little 
mongrel puppy may be lovable and cute 
when you get him—but what will he be like 
when he grows up? His unknown strains are 
a gamble that may make him a poor invest- 
ment, even as a gift. No matter what you 
buy when quality is desired, whether it’s a 


FOR RELIABILITY 


dog or a product like inked typewriter rib- 
bons and carbon paper—it’s wise to know its 
background. Only long years of experience, 
skilled’ workmanship and a systematic 
weeding-out of faulty manufacturing proc- 
esses, build products with a reputation for 
unexcelled performance and uncompromising 
durability. Users of all M&V products are 
sure of quality ribbons and carbon paper 
that invariably come through with a com- 
pletely reliable performance. 





MITTAG AND 


CARBON PAPERS & INKED RIBBONS - 
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resentative, could not attend the meeting because of 
his wife’s illness. 

Secretary Mortimer Libien, Libien Press, Inc., read 
two letters from members thanking the club for flowers 
sent them while they were ill. One was from Harold 
Atwood, H. O. Atwood Associates, and the other from 
Andrew Pfaff, Joseph Dixon Crucible Company. 

Unanimous accord was given to a motion by Louis H. 
Caracci, The Nor-Wood Company, Inc., that the club 
publish a monthly bulletin. Gerard D. White, Acco 
Products, Inc., was unanimously elected editor-in-chief 
of the new publication. 


GREAT LAKES TRAVELERS CLOSE 1945 GOLF 

SEASON WITH TOURNAMENT AT COG HILL, C.C. 

Tradition has been smashed! For once the Great 
Lakes Travelers got a break in the weather for a 
golf tournament. And, as a result of the sunny skies, 
53 golfers (and would-be golfers) turned out for the 
closing meet of the GLTC golf season, held at Cog Hill 
Country Club, 26 miles southwest of Chicago, on Thurs- 
day, October 4. 

There was just one marring element—mud and 
Slippery fairways—a condition that failed to detract 
from the enthusiasm, but did run the scores well 





GLTC BOYS ENJOY THEIR GOLF AT COG HILL 


Wally Waldvogel, National 
Abe Kutok, 


~ 


. Ray Achtner, Office Staty. & Equip. Co.; 
Blank Book Co.; Frank Giuntini, Utility Supply Co.; 
Chandler’s, Inc., Evanston, IIl. 


2. Hank Bowbeer, Joe Pritchard, Earl Wampler and Clarence Balliet, 
all of Wells Office Furniture Co. 

3. Ray Eichenlaub, Service Steel Products Co., perennial chancellor 
of the exchequer, stops work to be pictured. 

4. The prize table. (Every golfer got a prize.) 

5. Golf Chairman Wes Montpas, Victor Safe & Equip. Co., takes his 
job seriously. * 

6. The Committee—Hy Linden. Ace Fastener Corp.; Gordon Kickels, 
C. L. Barkley & Co.; Wes Montpas, Victor Sa‘e & Equip. Co., chair- 
man; Ray Eichenlaub, Service Steel Products Co.; Harry Balch, 


Quality Park Envelope Co. 

7. Ray Achtner, Office Staty. & Equip. Co.: Jess Peck, Springfield 
Staty. Co.. Springfield, Ill.; Abe 5 a Chandler's, Inc., Evanston, 
Ill.; Tony Markelz, The Book Shop, Joliet, Ill.; Ollie Stevens, Stevens, 
Maloney & Co.; Allen Erlenborn, Erlenborn, Inc., Aurora, Ill.; Ernie 
Lund (seated), Englewood Blueprint Shop; O. B. Dolan, Columbia 
Office Supply Co., Aurora, Ill.; Frank Giuntini, Utility Supply Co.; 
Ray Kirk, Office Supply Co.; John Amato, Sears, Roebuck & Co. 
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8. Ralph Maneval, A. W. Faber, Inc. 

9. Bill Lipner, Koh-I-Noor Pencil Co. 

10. Bill Dalton, William J. Dalton Advertising; Ollie Stevens, Stevens, 
Maloney & Co.; O. B. Dolan, Columbia itice Supply Co., Aurora, 
Ill.; B. H. Brohm, Eagle Pencil Co.; Jess Peck, Spr-ngfield Staty. 
Co., Springfield, Ill.; Bill Smith, Ace Fastener Corp., GLTC presi- 
dent. 

ll. Benny Allen, American Pencil Co., 

12. Tom Gillice, Rockwell-Barnes Co. 

13. Wes Montpas, Victor Safe & Equip. Co.; Gordon Kickels, C. L. 
Barkley & Co.; Peyt Barkley, C. L. Barkley & Co.; Ollie Stevens. 
Stevens, Maloney & Co.; Dick Gingland, Esterbrook Pen Co.; Harry 
Balch, Quality Park Envelope Co.; Roscoe Benge, Codo Mig. Co.; 
Stuart Winslow, Whiting Paper Co.; Howard G bbs, guest. 

14. Dick Gingland, Esterbrook Pen Co.; John Smythe, Geyer’s Topics; 
Ernie Lund, Englewood Blueprint Shop; Rus Ragan, American Pad 
& Paper Co.; Fred Warnike, Englewood Blueprint Shop; Herb Walsh, 
Ace Fastener Corp.; John Amato, Sears, Roebuck & ae R 


telling his ‘unheard’ story. 


Stephens, guest; E. J. Martin, guest; Z. U. Zylsta, guest: r. J. B. 
Krom, guest, Hy Linden, Ace Fastener Corp. 
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A representation of a complete line 
of Payroll forms for present day 
requirements. Columns provide for 
recording Withholding Tax, O.A.B. 
and other deductions; also, Time 
and Earnings, regular and overtime. 


Selection includes Loose Leaf 


forms in various sizes, for stock size: 


Post Binders 

Ring Books 

Prong Fastener Binders 
Visible Record Binders 


Bound books, ruled to meet present 
day requirements are Shaw’s cus- 
tom built. 


Ask for, Circular D1197 
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above normal. For example, low gross, captured as 
usual by Hank Bowbeer of Wells Office Furniture Com- 
pany, skidded to 80. Others ranged upward to 134, 
only 18 players breaking a hundred. 

Prizes were awarded following a delicious roast beef 
dinner in the evening, at which 68 attended. Low 
net was won by Ralph Maneval, A. W. Faber, Inc., 
followed by Joe Pritchard, Wells Office Furniture Com- 
pany. Other low net scorers included Harry Balch, 
Quality Park Envelope Company, Bill Fox, Stauder 
Engraving Company, and Frank Giuntini, Utility 
Supply Company. Prizes were also awarded to Ray 
Achtner, Commercial Stationery Company, Chicago, 
for his winning 235-yard drive on the tenth hole, and 
to Dr. J. B. Krom, guest, for getting closest to the pin 
on the 142-yard eighth hole. Prizes for non-players 
went to Tom Gillice, Rockwell-Barnes Company; Bill 
Smith, Ace Fastener Corporation and president of 
GLTC; A. J. (Tony) Markelz, The Book Shop, Joliet; 
Herb Walsh, Ace Fastener Corporation; J. R. John- 
ston, Engineering Manufacturing Company; Jim 
Lynch, Browne-Morse Company, and Bill Cox, The 
Carter’s Ink Company. 

Following the awarding of prizes, a number of those 
present started the homeward trek, the remainder 
adjourning to the card tables until a late hour. 

ee 
NEW YORK GROUP HOLDS GOLF OUTING 

Over 40 members and their guests attended the fall 
golf tournament of the Office Equipment Dinner Club 
of New York, N. Y., held on September 25 at the Spring 
Brook Country Club, Morristown, N. J. 

In the heart of Morris County, amidst scenic splen- 
dor, surrounded by the Watchung Mountains, these 
enthusiastic golfers enjoyed the excellent accommoda- 
tions of this exclusive country club. 

Perfect weather encouraged most members and their 
guests to tee off early and enjoy a full day’s sport. 
Since the estimated walking distance is eight miles for 
the course, it is quite understandable that many re- 
turned tired and hungry. Needless to say, they did 
full justice to a delicious steak dinner. 

For those who did not play golf, a clock tournament 
was arranged on the putting green, and cards were 
available for those who cared to play. 

After dinner, President R. J. Berry of Berry, Dickie 
& Stettler, Inc., thanked chairman R. J. Freeman, 
manufacturers’ representative, and his committee, 
R. B. Booth of Leopold Desk Company, and Charles 
Stettler of Berry, Dickie & Stettler, Inc., for providing 
a fine day’s sport. 
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The prizes, awarded by R. J. Freeman, consisted en- 
tirely of War Savings Stamps and went to the winners 
of the golf tournament, as follows: 

Low gross, Philip Daneo, Security Steel Equipment 
Company; low gross runner-up, W. G. Stilson, guest 
of Itkin Brothers; low net, George Howland, All-Steel- 
Equip Company; low net runner-up, Richard Hough- 
ton, Regan Office Furniture Corporation; nearest to 
tenth hole, Scomone Nemlich, Regan Office Furniture 
Corporation; kickers’ handicap, R. J. Berry, Berry, 
Dickie & Stettler, Inc.; kickers’ handicap runner-up, 
Joseph Schwartz, Regan Office Furniture Corporation; 
high gross, Ben Itkin, Itkin Brothers; non-players, 
Henry Lukens, Peerless Steel Equipment Company; 


and J. M. Glen, Manhattan Desk Company. 
es 


MILWAUKEE GROUP AWAITS 300TH MEETING 

Organized in 1931 and functioning since that time, 
the Milwaukee Office Furniture Association shortly will 
celebrate at the three-hundredth meeting of the 
group. 

Among the veterans in the organization are: George 
Palm, with H. H. West Company for 28 years; Frank 
L. Van Deman, associated with the Remington Rand 
Milwaukee branch and in the business for 26 years; 
A. W. Bolingbroke of A. W. Bolingbroke Company, a 
26-year veteran with two business connections during 
that time; Henry E. Moran, in the business ten years 
and a member of the Moran and Company organiza- 
tion; Conrad Netzhammer, connected with the North- 
western Furniture Company for 44 years; Ben Terkel, 
associated with H. Niedecken Company for 52 years, 
dean of the Association; Al Arndt of the John C. 
Becker Company, who has served two houses 40 years; 
and Fred Siekert of Siekert & Baum Company, asso- 
ciated with that company for 25 years. 

Conrad Netzhammer is president of the Milwaukee 
Office Furniture Association and Henry E. Moran is 
secretary-treasurer. The group meets every two weeks 
with the exception of a short period in the summer 
and some timely subject pertinent to the business is 
discussed by the members, one being assigned to lead 
the program. For example, the theme for an October 
meeting was the subject of credits and collections and 
there also was a discussion of trade-in values. 

Using as its motto, “Let us by our influence and 
example give a vital service in our chosen field,” the 
Association is providing a workable example among 
trade organizations. If there are any other groups or 
trade associations of this type in the country, corre- 
spondence with them is invited by the Milwaukeeans. 





MILWAUKEE OFFICE FURNITURE ASSOCIATION MEETS IN WISCONSIN METROPOLIS 


The organization, active since 1931, is comprised of several 
aggressive Milwaukee dealers who are veterans in the in- 
dustry. Left to right: A. W. Bolingbroke, A. W. Bolingbroke 
Co.; E. Moran, Moran & Co.; Conrad Netzhammer, North- 
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western Furniture Co.; F. L. Van Deman, Remington Rand 
Milwaukee branch; Ben Turkel, H. Niedecken Co.; George 
Palm, H. H. West Co.; H. Franke, A. W. Bolingbroke Co.: 
Al Arndt, John C. Becker Co., and Fred Siekert, Siekert & 
Baum Co. 
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“Production has started on that 









Remington Rand Portable that’s 


been so well worth waiting for!” 


Reconversion is proceeding at a rapid pace, 

and production of Portable Typewriters is well .« 
under way at our Syracuse plant;“wherg 
have been manufacturing A5-caliber* 
for our Armed Services. Yes! Remington Rati 
craftsmen are beginning to produce Portabl 
Typewriters for you, made to the same rigid 
specifications of quality maintained by our 
Company in the past. . . a quality which has 
made our products famous throughout the " 
world... See your authorized Remington Rand 
dealer today for further details about that 
Portable Typewriter you have been waiting for! 


The DELUXE MODEL 5... one of the line of 
superb Portable Typewriters ...so well worth 
waiting for...so soundly engineered and sturdily 
built by 
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NEW YORK STATIONERS HOLD TOURNAMENT 

The Hackensack Golf Club in New Jersey was the 
scene of the thirtieth annual tournament of the Sta- 
tioners’ Golf Association of New York on Tuesday, 
October 9. About 100 were present at this popular 
event and almost every one present participated in 
the links sport. 

Despite the threatening morning clouds, by the time 
lunch had been served and the first foursome had 
left the tee, the weather was ideal. 

Although the course was soggy in the morning, it 
dried out quickly, and greens and fairways were just 
right for play. Caddies being conspicuous by their 
limited number, some of the players used wheel carts 
to tote their sticks around the course. 

The tournament terminated at the nineteenth hole, 
where the real fraternizing of the group began. The 
dinner bell announced that a swell steak dinner was 
ready, and the boys lost little time in putting on the 
feed bag. 


After dinner, President L. H. Tavernier, Jr., Fulton 
Specialty Company, called for order and introduced 
Fred Neuberg, the president of the Hackensack Golf 
Club. Mr. Neuberg welcomed the boys and extended 
the facilities to them. 

As one of the hosts of the day, R. A. Weissenborn, 
National Pencil Company, acknowledged the acclaim 
of the group for the fine party at Hackensack. 

The chairman then recognized a number of the 
members whose earnest efforts had been responsible 
for the success of the year’s tournaments, namely 
Julius Kahn and Harry Yager, David Kahn, Inc.; Irv- 
ing M. Levy, Art Steel Company, Inc.; Henry Levy, 
Silver Stationery Corporation; Howard Sanders, Sta- 
tioners & Publishers Board of Trade, Inc.; George W. 


Fairchild; and Charles E. Ramsey, Ever Ready Calen- 
dar Company. 
Secretary G. F. Griffiths, Noesting Pin Ticket Com- 
pany, refused to be intimidated by the good-natured 
(Turn to page 190, please) 


STATIONERS GOLF ASSOCIATION OF NEW YORK ANNUAL TOURNAMENT 


. George Nicklaus, Natioan] Blank Book Co.; Charles Kuehne. S. 

M. Vernon, Inc.; E. F. Rapp, Bainbridge. Kimpton & Haupt, ty 
George Hinck, guest. 
Herman Von Frank, Oakville Co.; Nat Kremer. 

. D. A. Davies, Sam Kahn, David Kann, Inc.; R. J. Urmston, J. S. 
Staedtler Pencil Co.; Howard Mack, Harr Yager. David Kahn, Inc. 
A. L. Frieland, guest: G. W. Fairchild. Max Lowenstein, Universal 
Stamp & Staty. Co., Newark, N. J.: John Ellison, Lewis-Roberts, 


Inc., Newark. 
. Doc Greenbaum, J. H. McGregor. and M. A. Dreyer, 
R. W. Mueller, 
A. M. 


Colortype Co.: A. G. Voss. 

. Les Milton, Bainbridge, Kimpton & Haupt, Inc.; 
Esterbrook Pen Co.; Henry Bowman, American Pencil Co.; 
Gilbert, Bainbridge, Kimpton & Haupt, Inc. 

. Herman Price, Dave Price, Eagle Pencil Co.; W. D. Evans, W. A. 
Sheaffer Pen Co.; H. J. MacNeill, Seem f & Smith Co. 

. Howard S. Sanders and A. L. per, Stationers and Publishers 
Board of Trade; Don McLeod and a PM Clark, Spencer.an Pen Co. 


. E. R. Lewis, Modern Stationer;: R. A. gions Oxford Filing Supply 
Co.; E. R. McLeod, Minnesota Mining & Mig. Co.; L E. White, Indus- 


American 


62 


trial Tape Corp. 
5G. J. me ge Y Jr.. Ever Read 
American Pencil Co.; Herb 
Lewisohn, American Pencil Co. 
ll. B. E. Neary, James A. Neary and Don McAllister, 
Martin Moidou, Union Pencil Co 
12. Henry Katz, Irving Myers, A. Helsinger, and Leon Myers, Premier 
Supply Corp. 
13. L. McCready, E. G. Beehring. American Paper Goods Co.; J. 
Schlanger, J. G. Bosworth, West Shore Envelope Co. 
14. R. B. Sainberg, R. B. Sainberg & Co.; J. C. Musser, F. G. ay 
Eberhard Faber Pencil Co.; L. H. Tavernier Jr., Fulton are Se 
15. Arthur Josephson, Cooke & Cobb Co.; Irving Kremsdorf 
System & Supply Co.; Ben Sandner, Le Pa < s, Inc. 
. Leo Berman, = uest; I, M. Levy, Art Steel , Inc.; Newell Shields, 
guest: Henry Levy, Silver gener A mn mp 
Griffiths, Noesting Pin Picket C H. Callahan, J. C. Bla'r 
Co. + FP. Dooley, Wilson Jones Co.; Gloeuse H. Barber. 
» me A. Weissenborn, National Pencil Co.; M. A. Ferst. M. A. Ferst. 
Ltd.; W. M. Porter, Celluloid Corp.; Julius Kahn, David Kahn, Inc. 


Calendar Co.; George Grumbach, 
ein, Seaboard Pencil Co.; Richard 


Geyer’s Topics; 
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BUSINESS CHAIR MANUFACTURERS 
20 CHURCHILL ST. BUFFALO 7, N.Y. 
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REPORTS OF IMPORTANT EVENTS AND ACCOUNTS OF NOTEWORTHY 


ACTIVITIES OF THE MONTH IN 


HAROLD E. FULLER HEADS ROBERTS COMPANY 

Harold E. Fuller, formerly of Green Bay, Wis., was 
elected president of the Roberts Numbering Machine 
Company, Brooklyn, N. Y., at a recent meeting of the 
board of directors. He will fill the office held for many 
years by G. S. Hice, who is now in England to make 
arrangements for the complete manufacture of Rob- 
erts numbering machines in England and for their 
sale throughout the British Empire. 

Mr. Fuller for the past five years has been sales 
manager and secretary of Norcor Manufacturing Com- 
pany, Green Bay, Wis., manufacturers of school seat- 
ing, folding chairs and bridge sets. In his new position, 
he will aid post-war expansion plans of the Roberts 
company, manufacturers of numbering machines since 














HAROLD E. FULLER 
1889 and instrumental in developing many new devices 
during the war for the Navy, Bureau of Aeronautics 
and Army Air Forces. These will continue to be manu- 
factured for post-war aviation. 

In addition to his duties as president of Roberts, 
Mr. Fuller will continue as secretary of Norcor Manu- 
facturing Company, as well as secretary of Northland 
Lumber Company of Algoma, Wis. 


I 

L. C. SMITH & CORONA APPOINTMENTS MADE 

Changes and appointments in the sales department 
of L. C. Smith & Corona Typewriters, Inc., have been 
announced by J. B. McCormick, vice-president. 

In the portable divisions, the following will be field 
men: C. B. Lynham for Washington, D. C., Baltimore, 
Md., Philadelphia, Pa., and Newark, N. J.; George 
McKee for Detroit, Mich., and Cleveland, Ohio; and C. 
A. Wittkowski for Des Moines and Davenport, Iowa, 
Omaha, Nebr., and Denver, Colo. 

Effective October 1, W. J. Buckland was appointed to 
the management of the San Francisco, Calif., branch 
succeeding R. L. Eddingfield; Lynch D. Waller to the 
management of the Washington, D. C., branch; J. J. 
McCarty to the management of the Cincinnati, Ohio, 
branch, succeeding acting manager C. A. Wittkowski; 
J. B. Jones to the management of the Buffalo, N. Y. 
branch, succeeding acting manager J. J. McCarty, and 
Harold Heim to the management of the Scranton, Pa., 
branch. 
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EVERY DIVISION OF THE 


INDUSTRY 


BECKWITH HEADS ROYAL PORTABLE SALES 

Wesley H. Beckwith, honorably discharged by the 
Army, has been appointed sales manager of the port- 
able typewriter division of Royal Typewriter Company, 





W. H. BECKWITH 
Inc. Maxwell V. Miller, vice-president in charge of 
sales, stated that Mr. Beckwith, who joined the 
Royal organization in 1930, assumed his new duties on 
October 10. 

The new appointee takes over his post with an 
intimate knowledge of the Royal merchandising and 
advertising activities. As advertising manager since 
1934, he was closely associated with the portable de- 
partment in the development of display material, sales 
helps and training programs. 


Or ‘ 

HAMPSHIRE PAPER NAMES SALES MANAGER 
Constant Southworth, president of Hampshire Paper 
Company, Inc., Holyoke, Mass., manufacturers of 
Hampshire Fine Stationery, has announced the ap- 
pointment of Kenneth G. Hallock as sales manager. 
Mr. Hallock has been associated with the stationery 














KENNETH G. HALLOCK 
field over a period of many years, having been sales 
and advertising manager of Mabie Todd & Company 
an more recently for Thorens Company of New Hyde 
Park, N. Y. 
Mr. Southworth also advises that forthcoming an- 
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RIBBON & CARBON CO. Inc. 


Foremost makers of Ribbons and Carbons for Every Use 


750 PACIFIC STREET, BROOKLYN 17, NEW YORK, N. Y. 





Sales and Service Everywhere 





OFFICE APPLIANCES, November, 1945 65 





































nouncements in trade journals will be made regarding 
sales policies, product development, sales expansion 
and the company’s national advertising campaign now 
under the direction of Horton-Noyes Company. 


————= 2 


RADELL ANNOUNCES NEW COMPANY NAME 


Walter Radell, founder and owner of Tempograph 
Sales Company, San Francisco, announces that effec- 
tive September 1 the business is operating under the 
name of Walter Radell Company. 

The change of name is taken with the acquisition 
of the exclusive dealership franchise for Sound Scriber. 
It was felt, stated Mr. Radell, that with the acquisition 
of new lines of merchandise, that the word Tempo- 
graph was too specific of one brand to be representa- 
tive of all of the products. 


ec 


COMFORT CORNER STORE OPENED AT ST. LOUIS 


The new store opened by Comfort Printing and Sta- 
tionery Company in the heart of the shopping area at 
Ninth and Locust Streets in St. Louis, Mo., has been 
completely remodeled and air-conditioned. This three- 
story and basement building is known as Comfort 
Corner and offers three floors filled with a supply of 
office furniture, office supplies, commercial and gift 
stationery. 

In the remodeling job, all fixtures were made of 


The modernistic layout and the advantages for the office 
equipment, stationery and supplies and gift shoppers are 
revealed in these pictures of Comfort Corner, new store of 
the Comfort Printing and Stationery Co. in St. Louis, Mo. 
Upper left—The gift department on the second floor. 

Upper right—A view of the first floor, which houses de- 
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COMFORT CORNER, NEW STORE OF COMFORT PRINTING & STATIONERY CO. 


partments selling leather goods, fountain pens, commercial 
stationery, greeting cards, personal and social stationery. 





primavera wood and the color scheme is in two shades 
of green. The floor is asphalt tile of an ivory marble- 
ized pattern, having a dark brown border. 


Comfort Printing and Stationery Company has car- 
ried out this arrangement of merchandise in the new 
store: 


First floor—Small leather goods, fountain pens, com- 
mercial stationery and office supplies, social stationery 
and greeting cards. 

Second floor—Gifts of all kinds. 

Third floor—Office furniture department. 

For years, the name of Comfort has been made 
synonymous with excellence in office supplies, declare 
the proprietors of the St. Louis firm. Now, on the first 
floor, customers can order their entire stock of com- 
mercial stationery and office supplies—anything from 
an eraser to a filing system. 

The social stationery and greeting card department 
features new note papers, handsome personal station- 
ery, gift wrappings and unique stationery items. 

Leading manufacturers are represented in the show- 
ing of office furniture in the large display room at the 
third floor, the equipment shown being the product 
of Globe-Wernicke, Gunn, B. L. Marble, Cramer, Cen- 
tral and other manufacturers. 

Air-conditioning of the various floors is conducive 
to summer shopping comfort. 


Center—A view of the outside of Comfort’s new store. 
Lower left—North section of first floor, showing commercial 


stationery, greeting card and social stationery departments. 


Lower right—Display of office furniture on the third floor. 
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The American Leader 


An informed and disillusioned people, harking only to the leadership 
of principles, is the strongest check on government and the wisest guide 
for government that we can set up. More important to the country 
than any administration, is an informed people. That is the only justi- 
fiable goal of an election campaign. We, the plain people of the United 
States, must think hard as we listen, sway less to pleading and bend 
more to principle, reject personal slander and ridicule, reject appeals 
to hatred or any prejudice of class—and we need have no fear about 
the election or the government; for then our principles shall be the 
government, the people themselves will be the leaders. And that was 
what they were meant to be. It is only the leadership they can trust. 


W. J. CAMERON 


Buy Christmas Seals and guard your health. The fight 
against Tuberculosis is partly won but this dread di- 
sease still claims the lives of more people between the 
ages of 15 and 45 than any other disease. 
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MONROE / CE MICHIGAN 


New York: The Weis Mfg. Co., 54-56 Franklin St. Chicago: Associated Stationers Supply Company 
Boston: Adams, Cushing & Foster, Incorporated 
Carpenter Paper Company 


Omaha Oklahoma City Fort Worth Houston Kansas City 


















































Metal Tabbed Pressboard 


Guides ant Golders 


are used by concerns that want quality in 
their files. Guides and folders that will stand 
the ‘‘gaff’’. Our steadily growing business in 
this line is a result of our being able to fur- 
nish the dealer requirements during the past 
troublesome years---as wanted---when wanted. 
Every order for regular or special size blank 
metal tabbed pressboard guides and folders is 
furnished with blank inserts in strips so they 
can be typed before cutting to insert, and cell- 
uloid windows, clear or colored, in semi-cut 
strips to match the strip inserts. If you want 
to enlarge your profits per sale, sell Weis Metal 
Tabbed Pressboard Blank Guides or Indexes 


and Pressboard Folders. 


MONROE 4; Vets’ MICHIGAN 
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Stclheo 


brand wago 


with profits... 
for Stchcey dealers 


Advertised brands outsell non-advertised brands, often as high as 4 to 1. 
Nationally advertised Stebco Products (when again actively available) will 
require less selling time, for customers will already be conditioned to Stebco 
merits. Stebco is pre-selling your market by penetrating it regularly through 
national advertising in the country’s outstanding publications — Liberty, 
Esquire, Nation’s Business, Sales Management, Printers’ Ink. Stebco 
builds stability in your merchandising of luggage and leather goods by 


creating a constant demand for merchandise of known dependability. 


Fel on the brand wagon with Stckee 


Stebco Products « Since 1918 « STEIN BROS. MFG. CO. + 4242 W. Fillmore « Chicago Ill. 
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HENRY SIMLER RETIRES AFTER 47 YEARS 


Announcement of the retirement from active duty 
of Henry Simler, general manager of the American 
Writing Machine Stores Division of the company, after 
nearly 47 years of service, has been made by H. V. 
Widdoes, vice-president of Remington Rand, Inc. 


Mr. Simler, one of the most widely-known figures 
in the typewriter industry, began his career as a sales- 
man back in 1889, in the employ of Wyckoff, Seamans 
and Benedict in Chicago, a firm which later became 
the Remington Typewriter Company. He rose rapidly 
in the industry, becoming manager of the Remington 
branches in Detroit, Indianapolis, and St. Louis, and 
from 1912 to 1918 held posts in the executive de- 
partment of the Remington Typewriter Company. In 
1918, he was made Canadian sales manager of the 
company, and in 1923 became vice-president of the 
American Writing Machine Company, taking complete 
charge of the business two years later. The company 
now operates as the American Writing Machine Stores 





HENRY SIMLER 


Division of Remington Rand, Inc., of which Mr. Simler 
has been general manager. 

Mr. Simler will continue to serve in an advisory 
capacity and will be available for consultation. 

The National Forty Plus Movement was founded by 
Mr. Simler in 1937 and became one of the outstanding 
social-economic movements of recent years. Thousands 
of executives over 40 years of age have found positions 
through the co-operative efforts of Forty Plus groups. 
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ARTHUR A. PLOSSCOWE ORGANIZES NEW FIRM 


Arthur A. Plosscowe, formerly sales manager and 
vice-president of the Rochester Stationery Company, 
Rochester, N. Y., has announced the formation of the 
Modern Office Furniture Company with offices at 704 

















A. A. PLOSSCOWE 


University, Rochester. Mr. Plosscowe has been in the 
office furniture business for 20 years, specializing in 
business methods systems, office and factory layouts, 
and interior decorations. 
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ART METAL TRANSFERS BRANCH MANAGERS 

C. H. Bowen, former branch manager of the Detroit 
office of the Art Metal Construction Company, James- 
town, N. Y., has been transferred to the Boston office 
of the same company, where he will assume the man- 
agership. Mr. Bowen has been associated with the 
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Fabian Bachrach photo 


Cc. H. BOWEN R. L. THACKERAY 


office equipment industry and with the Art Metal 
Construction Company since 1922, when, at the age 
of 20, he took a sales-training course conducted by 
the engineering and estimating departments. 

In 1923, Mr. Bowen was assigned to the Baltimore 
office. He covered the North and South Carolina ter- 
ritory, with headquarters in Charlotte, N. C., until 
1927, when he moved back to Baltimore as assistant 
manager. In 1928 he returned to Charlotte and opened 
a sub-branch office in charge of the Carolinas. He 
remained in charge of this office until November, 1931, 
when he was transferred to Detroit as branch manager. 

R. L. Thackeray of the Cleveland office has replaced 
Mr. Bowen in Detroit. 

Or ’ 

COMMERCIAL CONTROLS TO LARGER OFFICES 

Located for ten years at 330 South Wells Street, the 
Chicago offices of Commercial Controls Corporation, 
Rochester, N. Y., have been changed to 308 West 
Washington Street, where practically double the for- 
mer space is available. 

“We wanted to be ready for expansion in post-war 














¢ 
J. E. HENDRIX 
business and felt the necessity for larger quarters and 
a more central location,” says J. E. Hendrix, district 
manager in charge of the Chicago offices. 

“In recent years our expansion program has added 
such items to our original line of postal meters as 
sealing machines, letter-opening machines, postal and 
parcel post sealers, check-endorsing machines, and 
production control equipment, the latter line known 
as the Ticketograph,” declares Mr. Hendrix. 

The Chicago offices are now in the process of ex- 
panding the personnel in order that an adequate force 
will be available as soon as full production is resumed. 

The territory of northern Illinois and Indiana is 
served out of Chicago for Commercial Controls. 
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IN THE ONLY 


FLOW-CONTROL 
POUR OUT BOTTLE ! 








Offices through-out the world have chosen 
efficient, economical SKRIP as their 
permanent and only writing fluid. Reasons 
are many—it’s the only writing fluid in 
the bottle with no spatter—no drip—Flow 
Control pour-out. It’s the writing fluid 
that’s Permanent—fast drying—smooth 
writing—quick flowing—pen preserving. 
Try it in your office. Everyone will like the 
way it pours—the way it makes pens write 
better—last longer—stay out of the repair 
shop! 


SHEAFFER'S 


W. A. Sheaffer Pen Co. 
Fort Madison, lowa 
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KRILOFFICE PRODUCTS IN NEW BUILDING—A new five-story building (inset, top picture) 
has been acquired at 164 West Monroe St., Chicago, by Kriloffice Products. The accompany- 
ing picture reveals the beauty and modernity in Kriloff's office furniture department. 


KRILOFFICE PRODUCTS IN NEW HOME 

A new home of Kriloffice Products is now occupied 
at 164 West Monroe Street, Chicago, in the five-story 
building recently acquired and now known as the Kril- 
office Building. 

Formerly located two doors west, occupying about 
4,000 square feet, Kriloffice Products has completed 
the moving into the new quarters, opening one of 
Chicago’s most beautiful office furniture and stationery 


stores. 

The basement and store alone cover more than 20,- 
000 square feet, the beautiful display floor being 
decorated in light green and maroon. The front part 
of the store is well illuminated with blonde wood fix- 
tures displaying office supplies. The rear part of the 
store and balcony exhibits a large display of office 
furniture of every description and a 40-foot window is 
available for furniture display. George Wilson manages 
the office supplies department and Al Wayne the office 
furniture store. Contrary to the usual setup, instead 
of having a beautiful stationery store with a “furniture 
department” stuck away somewhere in the basement 
or on a balcony, Kriloffice Products have reversed the 
procedure to set up an outstanding furniture store 
with a stationery department instead. 

Kriloffice has recently been appointed a Browne- 
Morse agency. 

The Kriloffice family has been in the stationery busi- 
ness well over 25 years. I. Kriloff, a pioneer in this 
business, is now retired, living in St. Petersburg, Fla. 

L. I. Kriloff, president. of Kriloffice Products, has 
made rapid strides during the past few years in devel- 
oping a national mail order business and is now enter- 
ing the retail field with a newspaper advertising cam- 
paign. 

Friends of the industry are invited by Kriloffice 
Products to visit the new building and to request 
latest furniture and supply catalogs. 


0 —p 9 
LARRY STOCKSTILL GOES TO WAUKEGAN FIRM 


Larry Stockstill, who was previously employed in the 
purchasing department of the Utility Supply Company 
of Chicago, is now employed in the same capacity with 
the National Office Supply Company at Waukegan, IIl. 
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G. S. LONG NOW REPRESENTS ALL-STEEL 

George S. Long, of Cincinnati, Ohio, who resigned 
from The Globe-Wernicke Co., as of October 1, after 
35 years of service with that organization, has been 
appointed as district representative on dealer sales 
with All-Steel Equip Company, Aurora, IIl. 

The territory served by Mr. Long in his new con- 
nections will consist of the major portion of Ohio and 
West Virginia. 

Mr. Long’s experience in the office equipment and 
stationery business during his 35 years with The Globe- 
Wernicke Co., included five years in the advertising 











GEORGE S. LONG 


and one year in the traffic department, two years as 
manager of the wood division sales department and 
27 years as district representative covering the states 
of Ohio, Michigan, West Virginia, Indiana, and Ken- 
tucky. He spent two years as supervisor of branches 
in the Middle West and two more as branch manager 
in Detroit. 

During this period, Mr. Long handled and secured 
large wood and steel installation contracts for court 
houses, city halls, libraries and state houses, including 
such structures as the Shrine of the Little Flower 
and the $1,000,000 Toledo public library. He arranged 
permanent registration for the states of Ohio and 
Michigan and designed store equipment for retail 
stationery stores. 
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QUALITY is synonymous with 
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SPEED-O-PRINT 


You are assured of quality if you choose 

Speed-O-Print duplicators and duplicating 

supplies. And that’s because they conform to 

the rigid specifications that quality stands for 
.. the faithful and relentless adherence 

to this threesome: topnotch materials, 

workmanship and design. Performance 

tells... quality is as unmistakably 

Speed-O-Print as the will and ability 

to progressively serve. 


SPEED-O0-PRINT CORPORATION 
161 E. GRAND AVE., CHICAGO 11, ILL. 


75 











IVAN ALLEN-MARSHALL 45 YEARS IN ATLANTA 

Ivan Allen-Marshall Company, well-known Atlanta, 
Ga., office outfitters and printers, is celebrating the 
forty-fifth year of the business which was started by 
Ivan Allen, Sr., as a small office supply and typewriter 
concern at 49 Peachtree Street in 1900 at Atlanta. 

The company now occupies their own building on 
North Pryor Street where the retail store, printing 
department and warehousing cover 120,000 square 
feet of floor space. There are 117 employees handling 
annual sales of more than $1,000,000. 

Mr. Allen, the founder, says, “Just as the South has 
grown and prospered, so have we. There are few 
industries, institutions, and governments that we have 
not served through some of our departments during 
the past 45 years in Atlanta. 

“Every important undertaking starts with ‘pencil 
and paper,’ and often we have furnished both, then 
the blueprints, the letterheads, printing and litho- 
graphing, the books of record, the office furniture, loose 
leaf systems, the duplicating and technical supplies, 
the record vaults, and, don’t forget, the ‘Gem clips’.” 
More than 2,000 national concerns domiciled in the 
South are regular customers on our ledgers. 

“Visit the textile plants, the banks, the court houses, 
the city halls, the institutions, the professional offices 
all over our Southland, and see our merchandise. We 
are glad to be listed among the ten largest office equip- 
ment stores in the United States.” ‘ 

For some years there have been only three officers— 
Ivan Allen, Sr., chairman of the board; Charles M. 
Marshall, president; and Ivan Allen, Jr., secretary- 
treasurer. This year, a number of new officers and 
directors have been elected, as follows: 


Ivan Allen, Sr., chairman of board; Charles M. Mar- 
shall, president; Harry W. Buice, vice-president and 
general manager; William E. Owens, vice-president 
and manager of manufacturing department; Jack C. 
Williams, vice-president and manager of specialized 
equipment department; James F. Ball, Jr., vice-pres- 
ident and sales promotion manager; John H. Carnes, 
vice-president and technical supply manager; A. P. 
Baylis, vice-president and manager of stationery and 
purchases; Ivan Allen, Jr., treasurer; and William 
P. Floyd, Jr., secretary. 

The new officers are able young business men who 
have been outstanding in college and are well estab- 
lished in the business and civic life in Atlanta. Each 
one specializes in and has charge of a distinct depart- 


ALLENTOWN, PA., FAIR DISPLAY—A 
number of scarce office equipment arti- 
cles including portable typewriter, steel 
safe and posture chairs attracted wide 
interest at the Royal H. Eckert, Inc., dis- 
play at the Allentown, Pa., fair. Pros- 
pective customers of the firm were in- 
terviewed at the recent exposition. 
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ment. Doing considerable post-war planning, Mr. Allen 
and Mr. Marshall welcome this new blood into the old 
establishment. 

Major Ivan Allen, Jr., and Captain William E. Owens 
have only recently returned from the armed forces. 


————1——= —__ 


MARCHANT PLANT TO BE REBUILT 

A $1,500,000 plant rebuilding and expansion program 
will be the major reconversion undertaking of the 
Marchant Calculating Machine Company, Oakland, 
Calif. 

It is planned to start work as soon as necessary 
priorities can be obtained. The new plant will occupy 
the site of the present plant in Emeryville, Calif., just 
outside of Oakland. 

This program was recently revealed by Edgar J. 
Jessup, president, to a group of eastern and western 
newspapermen who are touring the country under the 
sponsorship of the National Association of Manufac- 
turers to learn what key industries are planning for 
the reconversion period. 

President Jessup said his company hopes to have 
the new plant completed in about a year. 

Facilities will be enlarged to take care of a normal 
employment of about 2,500, he stated. This is about 500 
above present employment and above the company’s 
average employment prior to the war. Peak war em- 
ployment was about 3,500. 
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ECKERT EXHIBIT IS FEATURE AT FAIR 


One of the outstanding exhibits at the recent Allen- 
town, Pa., Fair was that of Royal H. Eckert, Inc., office 
outfitter of Allentown. What a progressive dealer is 
accomplishing in the industry was shown by Eckert, 
since 1913 a byword in office equipment in eastern 
Pennsylvania. The company was incorporated in 1931. 

This business show was a mecca for several hundred 
thousand fair visitors during the third week of Sep- 
tember, with many prospective customers interviewed. 

In the display were a number of new post-war items 
such as Sikes posture chairs, new Corona portable 
typewriters, Woodstock typewriters, Diebold products 
consisting of the Cardineer and fireproof safe, and the 
service and modernist lines of Leopold desks. 

The company’s place of business is located in the 
rear of the Eckert home, in the residential section 
of Allentown, where adequate showrooms, warehouses 
and parking space receive many callers. 
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ACME VISIBLE RECORD SYSTEMS GIVE GREATER 
RESULTS...THEY ARE REAL TIME SAVERS! WITH 
ACME VISUAL CONTROLS YOU CAN EFFECTIVELY 
DIRECT EVERY PHASE OF YOUR ACTIVITIES... TAKE 
TIMELY ACTION... GET MORE DONE. IT WILL PAY 








Instaliation Servi@e— Acme has available 
a staff of experts ready to index and install records and 
train personnel in their use. Acme takes entire responsi- 
bility, or Acme furnishes installation operators, in 
charge of a competent super- 
visor, on a per diem basis. 
Estimates furnished on either 
plan. Following completion 
of installation, procedure in- 
structions are prepared to 
insure the continuous, uni- 
form operation of the record 
regardless of changes in per- 
sonnel. 

















To those dealers who have or 
would like to set up a Systems 
Department, Acme presents an 
unusual opportunity for much 
profitable Seohiine. 


Wire or write for further details. 





The new 96-page illustrated Acme catalog- 
price list “Profitable Business Control’’ is 
full of great suggestions and ideas for saving 
time, important time-saving. You will find 
it to be an “encyclopedia of efficiency”! 
Request your copy today! 

Whatever your record needs may be you 
are invited to draw upon the experience of 
Acme. Specializing in visible record systems 
for over 25 years—Acme has just the right 
kind of visible equipment for every record 
requirement. 











ACME VISIBLE RECORDS, INC. 


Copyright 1945, Acme Visible Records, In. 122 SOUTH MICHIGAN AVENUE ¢ CHICAGO 3, ILLINOIS 


Reprint of Our Message in National Magazines 
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PAUL M. LEBEUF LEAVES INDUSTRY FOR FARM 

Paul M. LeBeuf, known to the industry for many 
years by his specialization in visible records and the 
articles which he wrote on the subject for OFFICE AP- 
PLIANCES, is leaving his position as district manager of 
Acme Visible Records, Inc., at Washington, D. C. 

The resignation from the visible records’ field, given 
to Charles E. Attwood, executive vice-president of 
Acme, was the result of Mr. LeBeuf’s desire to devote 
all of his time to Arrowhead Farm at Herndon, Va., 
and his sawmill. It was only when the rush war busi- 











PAUL M. LEBEUF 
ness was over that Mr. LeBeuf carried out the move 
which he had considered for some time. With the help 
of his sons and his wife, the long-time exponent of 
visible records expects to achieve success in his farm 
project—which, as he states, “will be PML & Sons from 
now on. 

Mr. LeBeuf’s career in the industry has been a long 
and varied one, featured by experience as dealer, man- 
ufacturers’ salesman and district manager. He declares 
that he first started in the field by selling ideas of 
fine office furniture and appointments under Henry 
Morgan, Sr., in the early 20’s when he and others first 
started the Stationers Corporation in Los Angeles, 
Calif. 

Through most of his career, however, Mr. LeBeuf has 
specialized in visible records. For several years, he was 
with the Pampa Office Supply Company, Pampa, Tex., 
where he established a record in the sale of visible 


equipment. Previously, he did yeoman service for the 
cause of visible on the Pacific Coast. 

In February of 1935, Mr. LeBeuf was appointed man- 
ager of the Philadelphia branch office for the Post- 
index Company, Jamestown, N. Y. From Postindex, 
the man who lived and breathed enthusiasm for visible 
record keeping and who periodically wrote articles on 
the subject for OrricE APPLIANCES, transferred his alle- 
giance to Acme Visible Records, Inc., Chicago. With 
this company he was stationed at Washington, D. C., 
as district manager and now reluctantly severs his 
connections. 

_————_0-— io 
NAME OHMER CORPORATION OFFICIAL 

R. H. L. Becker, well known in advertising and mer- 
chandising circles, has been appointed vice-president 
of Ohmer Corporation, Dayton, Ohio, it has been an- 
nounced by J. Allen Harlan, president. Mr. Becker has 
given up his private practice as business consultant. 
He was formerly director of advertising and sales pro- 
motion of National Cash Register Company, and is a 
former account executive of Geyer, Cornell & Newall. 
Also, he was previously supervisor of advertising and 
promotion for Frigidaire Corporation. 

Other appointments announced by Ohmer Corpora- 
tion include the naming of F. J. Nichols as assistant 
to the president, Ralph K. Ulrich as manager of the 
cash register division, Col. R. L. Hubler as manager of 
the transportation division, and I. F. Lutz as manager 


of the fare register department. 
———— oo 


EXPANDING OMAHA FIRM MODERNIZES BUILDING 


Acquiring a three-story building in the heart of 
downtown Omaha, Nebr., at 1918 Farnam, the All 
Makes Typewriter Company, Inc., has modernized the 
structure to make it one of the outstanding office fur- 
niture and equipment houses in the Midwest. 

All Makes now has 35 employes and utilizes two de- 
livery trucks, a tractor and a trailer in merchandise 
output and intake. A Teletype is used in the modern 
methods of handling business. 

The company, founded in 1918 by Harry Ferer, 
was operated by him until 1941, at which time he sold 
out to L. A. Kavich, who became president and C. E. 
Pierce vice-president. In February of 1942, Mr. Pierce 
sold his interests to Mr. Kavich, who is now the sole 
owner. 





ALL MAKES TYPEWRITER CO. MODERN STORE 
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| If you can see it, you can find it—that’s the meaning of the B & P Visible 
Tr, : . . . . . 
Id | Record-Keeping system with exclusive B & P features. Nothing hidden! 
E. 
nd Over 1000 records before the eyes of your customers. No fussing! No 


wasted time! No bulky, complicated files—a complete system at the 
finger tips of your customers! Display it! Demonstrate it and there'll 
be great profits at your finger tips! Beyond the shadow of a doubt, this 


is the most efficient method ever devised for housing records! 


SEE CATALOG 41—Visible Binders—Pages 136 to 139 
Sheets and Indexes—Pages 140 to 151 


Standard 
































Have your B & P salesman Standard Manufacturers of 
demonstrate Visible Binders RA ontaee Loose Leaf Covers and Forms, 
and the system to you! 9 A==e) Visible Equipment —Bound Books 








FOR EVERY RECORD—A WAY TO KEEP IT 


| x 
Product 

' 

GENERAL OFFICES: 84 HUDSON AVE., BROOKLYN 1, N. Y. 

BOSTON 10: 29 OTIS ST. * ST. LOUIS 2: 115 SO. 8TH ST. * CHICAGO 7: 538 S. WELLS ST 


NEW YORK CITY SALESROOM: 349 BROADWAY, NEW YORK 13. 
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« RECORD-KEEPING 
“2 SYSTEMS 















_, Rowiy. Card File speeds 
-and posting~ main- 
tains control at minimum cost. - 





V-LINE 
. Posting Trays elim- 
inate compressors — 





LEX <SHTE. 














.Visible Binders off eee nee 58 pesrect 
rge visible margins _order--easy stuffing. 
wr wide range * rece. 
sizes. 


.Vertical Visible Files 
with 3-way visible mar- 
gins give facts ata glance. 


* STORAGE 
FILES 


“SAFE+T-STAK 
«.. Steel Storage Files save 


space, stack to ceiling, lock 
vettically and horizontally. 


* FLRE-RESISTIVE 
VAULT DOOR . 

-. Recommended for 

. severe fire risks, 





CASHGARD 
CHESTS | 













: onb 
fates a scour 
~ holdup a 


SAFES 


« Lec the Diebold | 
Space megsure our 


x ee fire. .. nce 
ot 5 a 1,2 


or 4&hour 
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@ There’s an easy way for you to provide 
customers with exactly the right equipment 
for any record or filing problem. The 
DIEBOLD line is the 


answer. 


In the three basic types of record systems— 
rotary, visible and vertical—Diebold has avail- 
able the correct equipment for every need. 
The famous CARDINEER Rotary Card File, 
TRA-DEX Vertical Visible Files, FLEX- 
SITE Visible Binders, V-LINE Posting Tray 
and other Diebold Products are leaders in 
their fields. 


There are definite advantages for you in 
serving your customers so effectively from one 
line—DIEBOLD. It simplifies your selling— 


increases your business and profits. 


See the complete DIEBOLD line of record, 
filing and protective equipment. Write us for 
illustrated, descriptive literature and infor- 


mation on open territory. 


DIEBOLD-INCORPORATED 
CANTON 2, OHIO 


Since 1859 


RECORD SYSTEMS @ FIRE AND BURGLARY PROTECTION EQUIPMENT 
HOLLOW METAL DOORS e BANK VAULT EQUIPMENT 
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Fulfilling a War iw P romtise 


Comfort 
_- breater ~~, Beauty 


Convenience 
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B— | ... 1 the 
Process Welded Plywood It’s here .. . that day we’ve all been waiting for. Victory Day! 
ord, A day that means all things to all people . . . return of loved 
far ee eee ones ... return to business as usual . . . return to normalcy. 
pinta in Drelen Leopold designers and craftsmen put yet another meaning on 
for- V-J Day. To them it means you'll soon be seeing long-awaited, 
Firmly Resistant to Bruising postwar Leopold office furniture . . . incorporating so many 


new qualities of greater utility, beauty and service. 


Rounded Protective C ; . 
ee eee ee Leopold handcrafted office furniture, however, is extremely 


popular, so it may be a little while before this smartly-designed 
Leopold office furniture reaches you. But it’s coming ... and 


Clear Mirror Grain Finishes 


Designed Consumer Convenience soon. 


ewe The LEOPOLD COMPANY « Burlington, Iowa 


945 OFFICE APPLIANCES, November, 1945 81 














MIMEOGRAPHS PAVE WAY—The 
United Nations Conference at San 
Francisco, held previous to V-J day, saw 
tons of paper used for printing the ideas 
and recommendations which eventu- 
ally made up the United Nations Char- 
ter. Much of this work was handled by 
the A. B. Dick Mimeograph, reports the 
Ward Harris Co. of San Francisco. The 
picture shows some of the Mimeographs 
used at the historic session. 








BURNS MARVIL APPOINTED ASSISTANT SALES 
AND ADVERTISING MANAGER BY AMES SUPPLY 


The executive staff of the Ames Supply Company, 
Chicago, was recently augmented by appointment of 
C. Burns Marvil as assistant sales and advertising 
manager. While functioning as a general assistant to 
Sales and Advertising Manager Frank Marshall, Mr. 











BURNS MARVI 











Marvil will specialize in advertising. One of his re- 
sponsibilities will be the redesigning and streamlining 
the packaging of supply items in the Ames line. 

A graduate of Syracuse University, Syracuse, N. Y.., 
where he majored in advertising and selling, Mr. Mar- 
vil was employed in the purchasing department of 
E. I. Du Pont de Nemours & Company, Inc., for five 
years prior to joining the Ames organization. 


——— ote 


JULY 1 CEILING ASKED FOR TYPEWRITERS 


Sixty-one per cent of Chicago’s typewriter dealers 
have voted for retention of present ceiling prices on 
used typewriters until July 1, 1946, or later. This ex- 
pression was reported to the Office of Price Adminis- 
tration on October 8 by Robert C. Goldblatt, owner of 
the Star Typewriter Company, Chicago, and member 
of the typewriter dealers’ industry advisory committee. 

“It is most important not to take ceilings off type- 
writers before July 1, or they will be sold for double, 
or more, than their present ceiling prices,” Mr. Gold- 
blatt told OPA in a special report requested by that 
agency. 

If ceilings are removed, many dealers will be induced 
to sell their stocks of typewriters now out on rent, 
creating a greater scarcity of typewriters than now 
exists, and also “selling themselves out of business,” 
Mr. Goldblatt said. 

Appraising the current supply situation, Mr. Gold- 
blatt told OPA that no dealer has any typewriters in 
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stock, any to rent, nor any to sell. He said all dealers 
now depend on rental income and repair work. The 
dealers, he reported, daily have more than a dozen 
calls for rentals and sales, none of which, he said, can 
be filled. 

He pointed out that there will be very few type- 
writers released or manufactured before March 1, to 
affect the market to any extent. 

The tabulation from returns in Chicago to a ques- 
tionnaire, asking how long dealers thought price con- 
trol should be retained, were reported as follows: 9 
per cent of 100 deaiers polled want ceilings removed 
now; 6 per cent desire ceilings removed January 1; 
6 per cent by March 1; 42 per cent July 1, and 19 
per cent af a later date. 

A report received from OPA Administrator Chester 
Bowles, dated October 12, shows that several thousand 
members of the various OPA industry committees 
throughout the United States, representing all com- 
modities still having a ceiling, voted as follows in 1,400 
tabulations: 

Six per cent would remove ceilings now; six per cent 
would remove them on January 1; 29 per cent favor 
removal on July 1 and 39 per cent at a later date; 
20 per cent gave no opinion. 


i 


T. H. PAYNE FIRM REACHES EIGHTIETH YEAR 


The T. H. Payne Company, oldest business establish- 
ment in Chattanooga, Tenn., and spanning three 
major wars, recently observed its eightieth anniversary 
under the direction of C. H. Howell, president, who 
has been connected with the store for 46 years. 

Established on October 24, 1865, by the late T. H. 
Payne and the late Z. C. Patten, Sr., the store has 
complete commercial stationery, office supply and fur- 
niture, fountain pen, school supplies, stationery and 
other departments. 

The founders, Mr. Payne and Mr. Patten, had been 
stationed in Chattanooga with the Union Army and 
when they were mustered out, they formed a partner- 
ship to sell stationery and tablets to soldiers being re- 
leased from service and to others. Mr. Patten later 
sold his interest in the store to Mr. Payne and founded 
the Chattanooga Medicine Company. 

The business was incorporated 25 years ago. Thomas 
P. Howell is secretary and treasurer. 


——_____— 9-9 


AUTOCOPY, INC., AWAITS RECONVERSION 
Autocopy, Inc., 466 West Superior Street, Chicago, is 
one of the plants in the industry still on war work, 
but S. A. Reifler, president, expects that the company 
will complete government contracts by December 1. 
Complete reconversion for dealers’ requirements will 
be effected by January 1, 1946. 
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WOW KEAYS... 


Globe-Wernicke STEEL VISIBLE 


BRINGS IMPORTANT PROFITS... 
PLUS HUNDREDS OF NEW 
POTENTIAL CUSTOMERS 


Coulee: 







Wherever articles are produced, sales made, this world-famous line. We help you sell it— 
or services rendered, there is an essential with effective mailing pieces; with access to 
need for G/W Visible Record equipment. our big library of record forms for practic- 
Reconversion multiplies these needs beyond ally every profession and business; with per- 
the limits of imagination. Hundreds of busi- sonal advice and suggestions (on your request) 
nesses in your territory are live prospects! by our staff of systems experts. 


Now is the time to establish yourself with 


Sa —- owe dhwee 
of this Business WOW! 


Write for full information TODAY! 
Address The Globe-Wernicke Co., Norwood 12, Cincinnati, Ohio. 











ATTRACTIVE NEW 3-COLOR CIRCULAR 


imprinted with your store name and address 
is supplied without charge to authorized dealers. 


= Globe Wornicke 


VISIBLE RECORD EQUIPMENT 
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THE EQUIPMENT YOUR CUSTOMERS NEED AND WANT 
Cecausg ? its exclusive sertion and removal of cards; two or more 
2 ® card holder cards to a holder; instant signaling; quality 


offers quick, complete visibility of both sides materials and workmanship for a life-time 
of records; easier, faster posting; speedy in- service. 





Quick visibility, easy posting 
on front or back of cards. 








Records may be removed or inserted Cards “offset” for signaling stay puf 
withouf rearranging other cards in tray. until you return them to normal position. 


Globe - Wernicke 


VISIBLE RECORD SYSTEMS 
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Visible Record Systems 
Office Furniture 


*Bookcases 


Stationers’ Supplies 
Filing Equipment and Systems 
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FOR 58 YEARS OF SERVICE—Harry C. Anderson (right), vice- 

president in charge of sales for A. B. Dick Co., receives a 

Golden Anniversary Certificate testifying that the brand 

name, Mimeograph, has served the public for 58 years. 

George L. Russell, Jr., chairman of the Brand Names Research 

Foundation, made the presentation at a luncheon in the 
Palmer House, Chicago. 


INDUSTRY BRAND NAMES WIN RECOGNITION 


The Globe-Wernicke Company, A. B. Dick Company, 
the Esterbrook Pen Company, and Felt & Tarrant 
Manufacturing Company were recently honored by the 
Brand Names Research Foundation at Anniversary 
Awards luncheons. Officials of the companies received 
certificates commemorating their long period of service 
to the public under the brand names of Globe, Mimeo- 
graph, Esterbrook and Comptometer, respectively. 

The Brand Names Research Foundation, established 
by outstanding national manufacturers, studies com- 
petitive distribution with the object of making it more 
efficient, and provides the public with information on 
economic services of the brand names system. 

At a dinner in the Bellevue-Stratford, Philadelphia, 
Pa., the Foundation presented a diamond certificate to 
the Esterbrook Pen Company, Camden, N. J., estab- 
lished in 1858, represented by A. G. Frost, president. 


The Palmer House, Chicago, was scene of the lunch- 





ESTERBROOK BRAND NAME HONORED—A. G. Frost (right), 


president of the Esterbrook Pen Co., is shown at a dinner 
in Philadelphia, Pa., where the Esterbrook brand name won 
a diamond certificate for 87 years of service to the public. 
The award was given by the Brand Names Research Foun- 
dation, which also presented diamond certificates to brand 
names in other industries. Their representatives pictured are 
(left to right) Oliver G. Willits, vice-president, Campbell 
Soup Co.; G. Henry Stetson, director, John B. Stetson Co., 
and Ralph J. Stubbs, president, Franklin Sugar Refining Co. 
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eon at which Harry C. Anderson, vice-president in 
charge of sales of A. B. Dick Company, Chicago, re- 
ceived the golden anniversary award which signified 
that his firm had served the public through its brand 
name of Mimeograph for 58 years since 1887. 

This same luncheon saw Albert N. Koch, assistant to 
the president, receive the award for Felt & Tarrant 
Manufacturing Company, Chicago, testifying that its 
brand name, Comptometer, had served the nation’s 
buyers for 57 years since 1888. 

The Globe-Wernicke Co., Cincinnati, Ohio, was hon- 
ored by the Foundation at a luncheon held in Cincin- 
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FOR SERVICE SINCE 1882—This golden anniversary cer- 
tificate was presented to The Globe-Wernicke Co., operating 
since 1882 under the familiar brand name of Globe. 


nati, at which officials of the company received a 
golden anniversary certificate commemorating more 
than 50 years of service under the trade name, Globe. 


=> —_____ 


SWEDISH REPRESENTATIVE VISITS CHICAGO 


Bertil Stenbeck, in charge of Comptometer sales in 
Sweden, with headquarters in Stockholm, is one of the 
first foreign representatives to visit at the Felt & Tar- 
rant Manufacturing Company offices at Chicago since 
the end of the war. He arrived September 18, and re- 
mained about four weeks. 

Throughout hostilities in Europe, no shipments of 
Comptometers were made to Sweden, but nevertheless 
the organization kept right on functioning, deriving 
income from miscellaneous Comptometer services. 


Stenbeck made the trip across aboard a freighter, 
since regular steamer passenger service had not yet 
been resumed. Stenbeck observed four floating mines 
as the ship, loaded with Swedish pulp, steamed be- 
tween Goteborg, Sweden and the Norwegian coast. In 
certain mine-infested areas the ship sailed only during 
the day. The trip consumed three weeks of sailing 
time. 

“Prospects for Comptometer sales in Sweden are ex- 
cellent,” commented Stenbeck. “The war brought 
about a greater appreciation for the speed, economy 
and durability of our product.” 


a 


MOSLER NAMES GRIGG EXPORT MANAGER 
Appointment of Harold M. Grigg as export manager 
of the company in New York, N. Y., has been an- 
nounced by the Mosler Safe Company, Hamilton, Ohio. 


Mr. Grigg formerly was associated with York Safe and : 


Lock Company, York, Pa. 
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When an Ace Stapler clicks a tiny piece of 
wire is driven out, penetrating and securely 
fastening, up to 40 sheets of average weight 
paper. But, did you ever stop to think how 
these staples are made . . that they must be 
tempered just right..that they must be 
rigid enough to prevent buckling yet not so 
highly tempered to cause them to break. 


Long ago Ace Engineers developed a 
process which gives Ace Staples the exact 
degree of hardness and rigidity. To accom- 
plish this engineering feat the grain of the 
wire is compressed on two sides, giving 
greater tensile, penetrating strength on the 
outer edge just where it is needed most. 
Hand inspection insures accuracy and per- 
fect alignment. 


DEALERS! When your customers need sta- 
ples suggest Ace..the finest and most 
satisfactory staple ever made. They will 
appreciate your good judgment. 


SOLD THROUGH DEALERS EXCLUSIVELY 
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FIG. 1 shows a cross section of an 
ALL-ROUND steel wire. Ace uses 
only the finest quality, precision 
made, accurately drawn-to-size 
steel wire. 











FIG. 2 shows the ALL-ROUND steel 
wire after being treated by the Ace 
process. This gives maximum strength 
on the outer edge where it is needed 
most. 


ACE CLIPPER 


87 






“Gi 


ACE FASTENER CORPORATION + 3415 NORTH ASHLAND AVENUE + CHICAGO 














Record 











Gbotlg RECORD STORAGE BOXES 


The leader in corrugated fibre-board record storage boxes for 
more than a quarter of a century ... and still leading after three 
and one half of the toughest war years in history... storing bil- 
lions of wartime records in addition to doing double duty in 
many plants where it has been necessary to use LIBERTY 
Boxes for current filing due to lack of regular filing equipment. 


LEADING BEFORE THE WAR 


LEADING DURING THE WAR 
LEADING AFTER THE WAR, TOO 








Sold by Leading Stationers Everywhere 












Gherly STORAGE BINDERS 


Liberty Storage Binders cannot be surpassed for real economy 
in storing all kinds of loose-leaf records . . . covers of tough 
Masonite presdwood with corners rounded .. . hinged with 
levant grained fabrikoid . . . and furnished with two metal 
Chicago Screw Posts in 1, 114, 2, 3, and 4 inch lengths. Avail- 
able NOW with any punching and in any size, but featuring 20 
STANDARD SIZES. Write for illustrated circular. 








Lfbevgy STRING BINDERS 


The handiest and most economically efficient method for pack- 
aging all kinds of small forms ever devised. Ideal for sales slips, 
checks, vouchers, tickets and hundreds of others. Made of tough 
jute Manila card stock with tension button and cord attached. 
Made to order with 1 button, 2 buttons, or with left or right 
hand tab for indexing—in any size and in any quantity. Write 
for illustrated circular giving complete details. 



















HERE ARE JUST A VERY FEW OF THE MANY THOUSANDS OF REGULAR USERS 
WHO FIND LIBERTY PRODUCTS IDEAL FOR STORING THEIR VOLUMINOUS RECORDS 








Bell Aircraft Corporation Houston Shipbuilding Corp. 
Kaiser Company, Inc. Baldwin Locomotive Works 
Aluminum Company of America Glenn L. Martin Co., Aircraft 
E ; Hercules Powder Company General American Tank Car Corp. 
is E. I. DuPont de Nemours & Co. Dow Chemical Company 
E Carnegie-Illinois Steel Corporation Phelps Dodge Corporation 
Ye : Browne & Sharpe Manufacturing Do. A. C. Spark Plug Division—G. M. C. 
fe 2 Wright Aeronautical ... and hundieds of others 
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, November, 
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SELF 
RELIANCE 


The cattlemen who helped make Dodge 
City famous had unending responsibilities. 
Never could they relax, for when least ex- 
pected rustlers would roar down on their 
herds in lightning raids. Civil law on the 
frontier offered little security. 

Out of the multitude of early hardships 
has grown the free enterprise of modern 
business. Hardships still are plenty and 
some are new but they can be overcome 
if we tap the courage and self reliance of 
our forefathers. And we are anxious to 
"tide herd" with you on these difficulties. 
Working together in the spirit of earnest 
co-operation of the pioneer west, we can 
rope and tie your - steel equipment 
problems. 

Folks who have tried Anderson-Hickey 
service have found it to be fair and re- 
liable. At the moment production is not 
as fast as we should hope, but that is a 
temporary condition. A few numbers have 
been started on the production route; 
others will follow as soon as possible. 
When you ride into our camp you will 
find real western hospitality. Light down, 
pardner, and give us a try. See what 
"Andy units of steel" can do for you. 

















INC. 
GENEVA 
ILLINOIS 


2, unit 


90 


” 








devoted exclusively to humor, 
The editors 
want it to be your column and invite your active 
participation. Send us your version of the funniest 


The Chuckle 


Corner, 
continues on its merry, uninhibited way. 


event that ever happened in your store. We'll pass ‘em 
along and let your fellow stationers in on the joke. 


J. C. Cassidy, Jr., of Durez Plastics & Chemicals, Iac., North 
Tonawanda, N. Y., adds the following to our September obser- 
vation of the comparison between Columbus and some of our 
government officials: "It occurred to me that not only did 
Columbus sail on his voyages without knowing where he was 
going, and when he got there didn't know where he was, but 
that a further similarity exists. Columbus made all his voyages 
on borrowed money. In any case let us hope that, like Colum- 
bus, our dear bureaucrats know how to get back." 

And here's a letter received by a furniture dealer, as re- 
ported in the "Journal of the American Medical Association.” 
Dear Company: 

| received the bed | ordered from you last Saturday and 
| am well satesfiede with it. It is the way | ordered it. But one 
think about it | dont like is | only ordered a bed and matters 
and no bed bucks. | will send you the bed and matters back 
if you don't send me anything to get rid of them bed bucks. 
| have the house full of them now. You might not like the birds 
yourself, 

THE BOSS 
The Boss is one who wants to know 
When we arrive and when we go, 
Too late at first, too soon at last, 
ls what we think as we walk past. 


He sees omissions and mistokes, 

But not, of course, the ones he makes; 
And when we murmur for a raise, 

lt seems to throw him in a daze. 


Well, let us not be harsh on him; 

Our looks might be as cold and grim, 
lf we had help that did no more 

To bring in business at the door. 

Futile Reflections: If all the worn-out typewriter ribbons in 
the United States were placed end to end, who'd care... . 
History tells us that when the first railroad train ran about 1830 
there was quite a scramble for seats; 115 years later we're still 
in the same old rut. . .. When business men are in a hurry to 
communicate, they telegraph; when they're in a still greater 
hurry, they telephone. But for real speed—tell a woman! 

—CtC— 

A traveling salesman was elaborating to a Vermont native on 
the number of celebrities who were natives of his city. 

"But tell me," continued the traveler, "weren't any big men 
ever born in your village?" 

“Nope,” stoically retorted the native, "just babies." 

















Vhese government surplus machines calculate only in 
billions. We'll have to sell them to astronomers. 
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The Amazing RED FEATHER 


“FACT-0-SCOPE" 


A radical improvement in 
scopes for stencil cutting 








| MORE 
Light 


EVEN 
Light 


COLD 
Light 


Use of fluorescent lighting and a new development in light 
refraction introduces an entirely new standard of light 
distribution. 

Every cut of the stylus is sharp and clear, even the 





STENCILS 


DUPLICATOR 


NOTE THESE FEATURES : 





e Sturdy = satin-finish 
black steel case 





INKS 


DUPLICATOR 
SUPPLIES 


CORRECTION 
FLUID 


TYPE 
CLEANER 
HECTO 
FLUID 
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Clear Lucite light table 
Fluorescent lighting, 
evenly diffused 

COLD illumination 
Attached drafting ma- 
chine-head 

Plastic Tee-square, ad- 
justable horizontally or 
vertically 

Insert drawer for Styli 
and Guides 

Handy kousing for 
backing sheet 


A RED FEATHER 


finest lines are sharply visible. 

The bright even illumination saves eyestrain, fatigue, 
stencils, time, work, and worry. 

Remember .. . it’s COLD light. The table and stencil 
remain COLD indefinitely, so that the operator can work 
leisurely and accurately. 

The FACT-O-SCOPE will be welcomed especiaily by 
all who do any amount of drawing, copying, lettering, 
or diagramming. 


FRANCHISE IS AN ASSET IN YOUR BUSINESS 


Wire or write for details, today. 


RED FEATHER PRODUCTS LTD. | 


REDWOOD CITY - CALIFORNIA 











OFFICE MACHINE 


LEALERS 


YOU CAN HELP 
OFFICE MANAGERS 


Betdee aiiebls tance and 
expense by checking their type- 
writer platens. Shis could be the 
cause of their imperfect letters 
and the blurred copies that make 
filing a nightmare. Shey may 
be having paper feed or paper 
slipping trouble because of old, 


pitted, glossy platens. Suggest a 


TRUE-MARK 
“MASTERITE” 
PLATEN 


of the correct density asa remedy. 


pate 


PLATTEN 


ime 


MASTERITE 





Ames Supply Company 


564 W. Randolph St., Chicago 6 





583 Market St., 


37 Murray St. 
San Francisco 5 


New York 7 AGENCIES 
IN 


es. > aad St.,| PRINCIPAL CITIES 11 Prior St., 
as 


Atlanta 3 
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ROBINSON REMINDERS ANNOUNCE PROMOTION 


Jule M. Hermann, who has been active with Robin- 
son Reminders, Westfield, Mass., for over 18 years, has 
been promoted to sales manager of the northeastern 
division. Mr. Hermann is very well known throughout 





JULE M. HERMANN 








the entire territory which comprises New England, 
New Jersey and the New York metropolitan area. 

Associated with Mr. Hermann are Walter A. Parker 
covering the New England field, William Lomax for the 
New York metropolitan area and Edgar D. Champenois 
for the New Jersey territory. 

. ‘Sia 
JOE D. HALE COMPANY MAKES APPOINTMENT 


The appointment of Guy Denison as field sales man- 
ager has been announced by the Joe D. Hale Company, 
Los Angeles, Calif. Mr. Denison is well fitted for the 














GUY DENNISON 


position, says the announcement, owing to his suc- 
cessful work with the Joe D. Hale Company, plus the 
experience gained through his previous associations 
with the Esterbrook Pen Company and the Zellerbach 
Paper Company. 

et 


AGREEMENT MADE ON SESAMEE LOCKS 


Bemis & Call Company, Springfield, Mass., have en- 
tered into an argreement with the Corbin Cabinet Lock 
division of the American Hardware Corporation of New 
Britain, Conn., whereby on and after January 1, 1946, 
the Corbin division will be the sole manufacturer and 
distributor of Sesamee locks. 

Due to limitation orders covering the use of critical 
materials, the factory inventory has been greatly re- 
duced, and although these restricting orders have re- 
cently been revoked, it is expected that several months 
will elapse before raw materials are acquired and locks 
are assembled. 

It is Bemis & Call Company’s intention to give Cor- 
bin all possible assistance so that on January 1, when 
this change takes place, there will be no interruption 
or delay in development work or deliveries of locks. 
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DOMORE CHAIR COMPANY, INC., 501 FRANKLIN ST., ELKHART, INDIANA 
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Back Aqain! 
~~ (opyinx 


HAND 
CLEANER 


in 6 oz. TUBES 
* 


REMOVES 
Hectoqraph 
Ink Stains 


without injury 
to skin, 
leaving 
HANDS 
\ CLEAN 


EXTRA PROFIT 
FOR THE TRADE 


DEALERS... put Copyinx 


HAND CLEANER on your counter today 


This outstanding Copybrite Product means Plus Profits and 
increased customer good will. 








ONE SOURCE OF SUPPLY UNDER ONE BRAND NAME 


RECORD CARBONS Writing Plates Alco Run Papers 
& RIBBONS Styli Copyinx Hand Cleaner 


Typewriter Carbons Lettering Guides 


Pencil Carbons net Screens os 
; opyscopes 
ne Stencil File Folders GELATIN SUPPLIES 
ses Type & Platen Cleaner Gelatin Rolls 
(White or Amber) 
STENCIL SUPPLIES ses Fibre or Cloth) 
Stencils . . . Blue Gelatin Films 


FLUID DUPLICATOR 


White . . . Yellow 
DIRECT PROCESS 


Heavy or Light Coated Ribbons 


Hect 
Hecto Carbon 


Stencilrite Sheets SUPPLIES : 
ee ene Mico Carbens Ortelinal a waa 
i ing Plates : ' 
— vp ° Alco Units Fastbrite (Coated) 
Correction Fluid Alco Ribbons Copy Paper 
Stencilrun Papers (for Alco Fluid Recordrun Papers 
Reproducing Copies) Alco Original Papers (Maximum Run) 


COPY PAPERS Inc. 


700 WEST LAKE ST....CHICAGO 6, ILL. 


‘Do It Right with Copy brute” 
Send for FREE SAMPLE today! 





| Please send me sample of Copyinx Hand Cleaner and literature. | 
| NAME | 
| ADDRESS | 
: CITY 


STOTT AND WILSON VISIT UNITED STATES 


After a lapse of several years because of the war, 
Sydney A. Stott, head of Stott & Underwood Pty., Ltd., 
Sydney, Australia, arrived in the United States last 
month on a visit that he hopes will be the first of a 
resumed schedule of pre-war journeys. Prior to the 
war Mr. Stott was in the habit of coming to this coun- 
try every other year to call upon manufacturers his 
firm represents. This year he was accompanied by 
F. W. Wilson, who will remain here for several months 
for special training in the plants of the Addresso- 
graph-Multigraph Corporation and the Underwood 
Corporation. Mr. Wilson recently rejoined the Stott 
& Underwood staff, following an interval of war service 
with the Australian Army. 

Mr. Stott’s visit calls to mind that his father, Sydney 
Stott, Sr., was the man who pioneered the typewriter 
industry in Australia. He was employed in a lawyer’s 





| AUSTRALIAN VISITS PLANT—This picture was taken dur- 
| ing the recent visit of Sydney A. Stott, Stott & Underwood 
| Pty. Ltd., Sydney, Australia, at the Addressograph Multi- 


graph Corp. plant, Cleveland, Ohio. Mr. Stott (left) is greeted 
by D. C. Adams, manager of A-M’s export division. 


office in Melbourne in 1883 and, having learned Pitt- 
man shorthand, urged his employers to permit him to 
use shorthand in handling correspondence. The em- 
ployers, however, believed that such a new-fangled 
idea would cause too much of an upset to the estab- 
lished way of operating. They had never tried it be- 
fore, which seemed to be enough reason to preclude 
its use. Notwithstanding this initial rebuff, Mr. Stott 
decided to encourage the study of shorthand and 
launched a monthly magazine called the “Australian 
Shorthand Writer.” 

One day a friend came into the office and asked 
Mr. Stott if he could get “the boss” to let him take 
notes of an arbitration case in shorthand. No objec- 
tion was raised and Mr. Stott attended the hearing, 
taking notes which he subsequently transcribed. His 
success led to a search for additional work of the same 
character, but his lawyer friend said that no one ex- 
cept newspaper reporters were used for such work in 
the courts except in an emergency. Mr. Stott managed 
to become an unofficial stenographer in the law courts, 
obtaining a substantial amount of work through his 
friends in the law profession. 

After reading an advertisement in an English news- 


| paper illustrating and describing a machine called 


the “typewriter,” he sent an order to England for one. 
When it arrived the interest of many people was 
excited. He decided to extend operations and advertise 
for young ladies to learn how to operate the machine. 
The result was the establishment of the first business 
college in Australia in 1884. 

Confident that the typewriter was more than just a 
novelty, Mr. Stott purchased several machines from 
America. The manufacturers, Wyckoff, Seamans, & 
Benedict, offered Mr. Stott the Australian agency for 
their machine. He accepted it and by dint of hard 
work overcame such difficulties as social objection to 
girls working in offices; mechanizing handwriting, and 
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It's common sense to expect more 
from a Specialist 
Ring Binders, 


tention. 


*++ and in the case of 


Tn ast & of eet bet ee 


Feldco Proves this con. 


ry 


Every Feldco Ring Binder, 

whether Zipper or regular, Shows 
definitely the advantages which ac. 
crue to a Specialist over @ Period of 


more than three qUarters of g century, 
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breaking the traditions of how work in an office should | 


be done. Before long he was given the right to extend 


his activities throughout Australia and New Zealand. | 


He established branch offices and business colleges 
in Sydney, Perth, and Brisbane in Australia, and in 
Auckland and Dunedin in New Zealand. 

In 1908 Mr. Stott visited the United States to study 
business college methods and office machine selling 
methods. While in this country, he saw the Underwood 
typewriters for the first time, was deeply impressed, 


and obtained the selling rights for Australia and New | 
Zealand. On his return home he began vigorously to 
apply the things he had learned in the United States. | 
He introduced a number of ideas in his chain of busi- | 


ness colleges, which he had established in ten of the 
largest cities in Australia. 

The Stott & Underwood business has always kept 
pace with the times. A vigorous, forward-looking ex- 


ecutive staff has guided a steady growth, first under | 
Sydney Stott, Sr., and subsequently under his sons, | 


Sydney A. and Harold Stott. 
————9 ——e 9 


ZURICH SALES MANAGER MAKES U. S. VISIT 

An extensive visit in the United States is being made 
by J. H. Hardmeier, sales manager of J. F. Pfeiffer, 
Ltd., Zurich, Switzerland. The tour has taken Mr. 
Hardmeier to New York and Chicago and he planned 
to visit Grand Rapids, Youngstown, Buffalo, Rochester 
and other cities. His address for the remainder of the 
year will be in care of OFFICE APPLIANCES, 100 East 42nd 
Street, New York, N. Y. 

Switzerland appears to be less disturbed, as far as 
business is concerned, than the United States, says 





oe 











T. H. HARDMEIER 


Mr. Hardmeier. He points out that the Swiss market is 
ready for American office machines, for which Swiss 
businessmen have a distinct preference. Mr. Hardmeier 
believes that transportation of goods from European 
ports to Switzerland will soon be improved substan- 
tially. 

The Zurich concern which Mr. Hardmeier represents 
was established in 1892 as Herman Moos and was 
changed in 1920 to Pfeiffer and Brendle. In 1926 it was 
changed to J. F. Pfeiffer and was incorporated in 1943 
as J. F. Pfeiffer, Ltd. 

With a general office in Zurich and branches in Basle 
and Coire, a total personnel of 108 is employed. The 


sales organization is supplemented by dealer arrange- | 


ments in ten cities which the branches do not cover 
directly. 


Five departments are maintained—typewriters, cal- | 


culating machines, adding and bookkeeping machines, 
office furniture, time-recording and inter-communica- 
tion machines. 

Mr. Hardmeier entered the business in 1940 as sales 
Manager of the calculating machine division. 
president is H. Max Wolfensberger-Pfeiffer, son-in-law 


The | 


of Mr. Pfeiffer, who for many years was the principal | 


Owner of the business. 


For many years, the company sold Continental type- | : 
writers, accounting machines, bookkeeping machines, |* 


and Benzing time recorders. The principal purpose of 
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IMPROVED VISIFLEX 





SHEET PROTECTORS 


fo meet a growing demand 


The huge volume of sales presentations that are 
being prepared today will provide an increased 
demand for AlCO Sheet Protectors, for they are 


vitally necessary for preventing soil and weer. 


To meet this growing demand we offer these 
improved AICO Visiflex Sheet Protectors in a new 


compact unit, five to a package. 


These fireproof AICO Sheet Protectors have been 
additionally strengthened at the binding edges, 
assuring long, satisfactory wear. They are more 
flexible and do not bulk up in the book. 





AICO Visiflex 
Sheet Protectors 
are easy to insert, 
and the triple 
strength at the 
binding edge assures 


added durability. 


G.}. rbiquer Company 


503 S. JEFFERSON ST., CHICAGO 7, ILL. 
WORLD'S LEADING MANUFACTURERS OF INDEXES AND INDEX TABBING 


AICO-GRIP TABBING 
LOOSE LEAF INDEXES 
DESK PADS 

CELLULOSE SPECIALTIES 
PROTECTIVE HOLDERS 
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Even one little 
part missing 
will delay Shipments 


Like many other manufacturers, we find our 
problems were not entirely eliminated with 
the lifting of the W.P.B. restrictions—some of 
the materials used in Meilink safes are still 
scarce. However, deliveries of materials are 
improving daily, which will soon enable us 


to speed up our deliveries to you. 


e Sales materials 
are in the” works” 
to help you sell 
Meilink Sates 


easier. 


ERLCOLE' 


PIEILINK STEEL SAPO. 


CHICAGO TOLEDO OHIO NEW YORK 
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Mr. Hardmeier’s visit is to establish connections with 
American manufacturers of office machines and office 
furniture who might be interested in making arrange- 
ments for representation in Switzerland and perhaps 
other European countries as soon as production per- 


mits export shipment. 
2 





CONTRACT MADE FOR NEW PEN—Frederick C. Guildford 
(left), managing director of L. G. Sloan, Ltd., of London, ex- 
clusive distributor in the United Kingdom and British Domin- 
ions, as well as many European countries, for Waterman’s 
pens, pencils and ink, shakes hands with Frank D. Waterman, 
Jr., president of L. E. Waterman Co., over a contract for the 
new “Taperite’” pen developed by the company for the post- 
war market. Looking on is Col. Archibald W. J. Pohl, vice- 
president of Waterman’s. Mr. Guildford has just concluded a 
business trip to the United States. 
2 


SEE LARGE OVERSEAS MARKET FOR INDUSTRY 


Overseas demand for American office appliances is 
expected to reach $73,000,000 annually as soon as goods 
can be obtained in sufficient quantities to satisfy the 
enormous demands, Earl Denton, director of exports 
of the American Photocopy Equipment Company, Chi- 
cago, declared recently. 

“Office machinery,” Mr. Denton explained, “has had 
one of the highest export ratios of any industry in 





= 











EARL A. DENTON 


| the United States. Judging from past experience and 
| the flocks of export orders being received by office 


equipment manufacturers, outlets abroad may be ex- 
pected to distribute between 25 to 30 per cent of total 
production. 

“The British Empire, one of our most consistent 
customers in the past—taking annually 34 per cent of 
our exports—should be a strong market when present 
exchange difficulties are eased. The industrialization 
programs of several Latin American countries indi- 
cate a growing need for modernized office equipment, 
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EVERY MODERN FILING NEED listed 


in new 1945 catalog. Ask for your copy. 
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TRIGGER-QUICK BRAIN POWER 











Fach R.C. Allen adding machine delivers 
swift, accurate, lifetime figuring power. 
ONLY R. C. Allen machines have all these features: 
visible total dials * automatic clear signal « 
light touch keyboard + two-color ribbon «+ 


permanent type alignment « and smart design. 


R.C.Allen Business Machines 


ALLEN CALCULATOR G, INCORPORATED 


678 FRONT AVE.,N. W. GRAND RAPIDS 4, MICHIGAN 


Manufacturers of 10-Key Calculators, Portable and Standard Adding Machines, Bookkeeping Machines, Cash Registers, 
Statement Machines and All-Purpose Office Machines. 











and this area should account for some 16 to 20 per 
cent of the industry’s output when normal sales are 
re-established.” 

Mr. Denton declared that Europe represents the 
greatest potential market. He revealed that the 
American Photocopy Equipment Company in co-opera- 
tion with the export advertising agency, Irwin Vladi- 
mir & Company of Illinois, Inc., Chicago, was laying 
extensive plans for a sales and advertising drive in 
1946 to capture its share of foreign markets. 
a 


M. & V. USES HOLIDAY GREETING IDEA 


Taking a tip from the successful military policies 
adopted by the Allied High Command, Mittag and Vol- 
ger, Inc., Park Ridge, N. J., manufacturers of carbon 
papers and inked typewriter ribbons, are using the 
“combined operations” theory to get their 1945 Christ- 
mas message over to their dealers, customers and 
friends. 

The friendly greeting idea, portrayed by the com- 
pany’s current holiday card, is also carried out in the 
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MITTAG & VOLGER HOLIDAY CARD 


December trade paper advertising by M. & V. and made 
available to the company’s distributing organization in 
the form of newspaper mats. 

In speaking of the company’s plan, Glenn Forbes, 
president, remarked, “Upon the termination of the 
conflict that has taken such a tremendous toll of 
lives throughout the world, we particularly desired to 
reach all our good friends with a simple, friendly 
greeting that comes from the heart, giving thanks to 
Our Maker and expressing our faith and hope in the 
future. It was for this reason that we decided to 
forego the customary prosaic holiday advertisement 
and broaden out our greeting this year by reiterating 
our Christmas card greeting in our trade paper and 
newspaper advertising.” 

0 — 9 


GUNN FURNITURE WINS “E” AWARD 

Gunn Furniture Company, Grand Rapids, Mich., has 
been notified by Undersecretary of War Robert Patter- 
son that it has received the Army-Navy “E” award, 
according to an announcement by Fred M. Deane, Jr., 
president of the company. 

Mr. Deane said that an official presentation cere- 
mony will probably be held, as was the rule during 
the war. 

Even before Pearl Harbor, Gunn Furniture Company 
was producing furnishings for the Marine Corps, Army 
and government offices. However, its major contribu- 
tion to the war effort was its development and produc- 
tion of steel containers for 75 mm. shells. The furni- 
ture company claims the top production record in the 
country for this type of shell container and was com- 
mended recently. 
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What's tu a Name? 
by McGillicudy 


And | don’t mean the name “McGillicudy” 
—there’re many differences of opinion 
about that name. Irish? . . . Yes, on my 
mother’s side, and some Scotch through my 
father by absorption. 


But the big name in clasp envelopes is 
CHAMPION. Webster says “champion” as 
a noun is anything awarded first place in 
competition . . . or as a verb it means to 
challenge or defy. That’s Champion Clasp! 


For a super clasp envelope that really can 
take it; that has wide, sturdy seams, im- 
proved round edge metal clasp; extra fine 
gumming . . . Champion Clasp takes first 
place. And Chompion Clasp challenges 
you to find a better clasp envelope . . . 
defies you to find any clasp envelope re- 
quirement it doesn’t meet 100%. 


Champion Clasp envelopes are now avail- 
able in larger quantities . . . write for in- 
formation on prices and sizes to meet your 
needs. 


CHAMPION CLASP 


ENVELOPES 


Sold through dealers only 


ENVELOPE COMPANY 


564 W. Monroe Street 
Chicago 6, Illinois 


Quality Park 
St. Paul 4, Minnesota 















Chicago Office and Warehouse 














ACCO STEEL 
FASTENERS 
ARE BACK AGAIN! 


Now you can really go to town on fastener 
business. No longer do you have to apologize 
for substitutes. Today, when your customer 
says “oh, how I wish we had some Acco STEEL 


Fasteners,” you can say “Here they are!” 


Naturally, after these years of waiting, our 
orders for Acco Steel Fasteners are tremendous. 
But we're filling them as fast as we can and 
hope soon to be able to meet all demands 


promptly. 


For your own and your customers’ sake get 
your order in now. There’s nothing quite so 
good as the Acco Steel Fastener for paper bind- 
ing and everybody knows it. Make them lead- 
ers for steady, profitable sales. 


ACCO 


PRODUCTS. INC. 
39th Avenue and 24th Street 
LONG ISLAND CITY. N. Y. 
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FITCHBURG OFFICE SUPPLY IN NEW STORE 


A number of departments have been added by 
Fitchburg Office Supply, 695 Main Street, Fitchburg, 
Mass., since moving into their new location, affording 
ample room for this expansion in the 30 x 170-foot 
floor space. The new store was taken over on June l, 
after the business had been located for 12 years at 17 
Lunenburg Street in Fitchburg. 

The new store is centrally located opposite the city 
hall and has a large basement for additional storage 
space. Large windows permit displays of furniture 


items such as desks and chairs. A completely-equipped 





NEW HOME FOR FITCHBURG—The Fitchburg Office Supply, 


Fitchburg, Mass., has moved into a new location affording 
space for additional departments. Exterior of the store is 
shown in top picture, interior of main display room below. 


repair department is maintained, with two mechanics 
servicing office machines. 

The business is owned by William A. Morency, who 
was with the National Cash Register Company for 21 
years before starting in for himself in 1933. He was 
sales agent for National in Glen Falls, N. Y., and in 
Fitchburg. 





Many nationally-known concerns are represented, | 


including The Globe-Wernicke Co., Columbia Ribbon 
& Carbon Manufacturing Company, Wilson-Jones 
Co., and Allen Calculators, Inc. All makes of portable 
typewriters are carried when available. 

Operating now with five employees, the management 
plans to have eight or ten by next spring. William A. 
Morency, Jr., is at present with a U. S. naval aviation 
unit in the Aleutian Islands and he plans on returning 
to the business before the end of the year, Uncle Sam 
permitting. 

GRANT DESIGN PATENT ON NEW CALENDAR 


Almac Plastics, Inc., 230 Fifth Avenue, New York, 
N. Y., has just been granted a design patent, No. 


142,431, for a new perpetual calendar. This perpetual | 
calendar is a part of a line of over 100 plastic products | 


in Lucite, Plexiglas and Catalin manufactured by this 
company. 


Mac J. Lewis, president of Almac Plastics, Inc., says, | 


“We have spent considerable time and money develop- 
ing brand-new items suitable for the stationery and 


gift trade. Our perpetual calendar is one of a number | 
of items which are exclusive and original with this | 


company. We are ready to release a new eight-page 


catalog which illustrates and describes the most com- | 


plete line of its kind available today.” 
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DAVID KAHN, Inc™ 
North Bergen, N.J. 


ADV FE 1 IN 285,335,035 COPIES OF 
22 NATIONAL MAGAZINES 

37 NEWSPAPER SUPPLEMENTS 

ore EXPRESS TRUCK POSTERS IN 41 CITIES 
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WOODSTOCK TYPEWRITER COMPANY 


WOODSTOCK ILLINOIS 
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CULTIVATE POSTWAR BUSINESS 
BY SELLING YOUR CUSTOMERS 
THESE BETTER STAPLES... 































@ In a Branded Package—easily identi- 
fied and remembered—backed by manu- 
facturer’s guarantee 


e 100% Round Wire—resulting in smooth- 
er penetration — eliminating the excess 
lacquer which collects on flat staples 
causing clogging 


© Precision Made—guaranteeing uniform: 
ity and full count 


® For use in any standard machine 


¢ Advertised Nationally* on a scale sure 
to develop a great demand by name 


cor YOU 


yee sees 
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HELP BRING OUR 
BOYS HOME QUICK 











We UST éEt STAPLE-MASTER 
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Write for PARTICULARS ON DEALERSHIP 
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BILL SAHM WITH EAGLE COMPANY 50 YEARS 


William E. “Bill” Sahm has become a 50-year man 
for the Eagle Pencil Company, New York, N. Y. Still 
in the best of health and also celebrating his thirty- 
seventh wedding anniversary this year, Mr. Sahm 
wants it known that he expects to continue doing a 
good job as both husband and salesman for many 
years to come. 

It was way back in 1895 that Bill wrote a letter 
of application to the Eagle company, stating that he 





W. E. SAHM 


was “quick and accurate at figures and expected to 
receive a salary of $5.00.” Ed Dinkel, credit manager, 
thought he was worth $6.00 and launched him on a 
business career. Working his way up, he became office 
boy, bill of lading clerk, order clerk and bill collector 
before he was graduated as a salesman in 1905. 

In those days, territories were large and Bill trav- 
eled in both the Middle West and New England states 
for many years. As if that were not enough, he also 
opened up the territory of Northwestern Canada and 
called on the trade there for eight years before the 
Canadian Eagle Pencil Company was established. 

At his anniversary dinner, given him by his asso- 


| ciliates on July 26, Bill sat at the head of the table, 


flanked by Ed Dinkel, still credit manager, and by 
George Reindel, another well-loved salesman who was 


| already working for Eagle when Bill was hired. It 
| was a jolly celebration, with letters and telegrams 
pouring in from Bill Sahm’s many friends. His original 


letter of application was read, and Mr. Dinkel enacted 
a fictitious and utterly unexpurgated “stenographic 
report” of the hiring interview. Bill went home the 
richer by a $1,000 War Bond from the company and 
a radio from his associates, and the happier for the 


| many expressions of affection from his friends. 





sional 
COMPLETES 30 YEARS WITH ELLIOTT 


Stephen L. Mershon III, on October 15, completed his 
thirtieth year as dictrict manager of the Elliott Ad- 
dressing Machine Company, Cambridge, Mass., at their 
Philadelphia office. When he first took charge of that 
office there were only a few Elliott users in the terri- 
tory, but since 1915 he has sold over a million dollars 


| worth of Elliott equipment. 


After graduating from Princeton University, Mr. 
Mershon was associated with the Western Electric 
Company, first at the Hawthorne plant, then in New 
York City: As distributor for Thomas A. Edison, Inc., 
he went to Boston, where he met Harmon Elliott, and 
through him joined the Elliott organization 30 years 
ago. 

——_ 2 


NATIONAL CASH REGISTER MAKES APPOINTMENT 


John M. Wilson, vice-president in charge of sales for 
National Cash Register Company, Dayton, Ohio, has 
announced the appointment of A. E. Henderson to 
head the sales division of the newly-created adding 


| machine department. Mr. Henderson was vice-presi- 
| dent in charge of sales for Allen-Wales Adding Ma- 


chine Corporation, and has been in the office equip- 
ment industry for 20 years. 
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DEPARTMENTAL 
ASSISTANT’S CHAIR 


In Aluminum 
(Fully Adjustable) 


No. 2125 


— ent is being 


T his advertisem ce maga- 
run in leading we aler sell 


zines to be , the 


MPROPER seating causes tense muscles and fatigue, interfering 

with efficiency and lessening work output. Increasing worker com- 
fort pays dividends in increased production and better work. And in- 
creased comfort depends upon chairs specially designed and adjustable 
to the individual user. G-F, pioneer manufacturer of aluminum seating, 
employing finest craftsmanship and only the best available materials, 
brings you light-weight, durable, Goodform Adjustable Office Chairs 
cushioned in foam rubber and smartly upholstered. For management 
satisfaction and worker efficiency, standardize on Goodform, the Ad- 
justable Aluminum Chair specially designed for each type of office job. 


METAL DESKS GOODFORM ALUMINUM ATP METAL Ff NG CABINETS STEEL SHELV 
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THE GENERAL FIREPROOFING CO. | 


| 


YOUNGSTOWN 1, OHIO 


; 


oe 


Available SOON at G-F Dealers and Branches. 
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~STORAGE CABINETS 





FOUNT-O-INK 


INSTANT ACTION 





For profit, prestige, and progress, sell 
Fount-O-Ink Instant Action Writing 
Sets. They open doors to new business 
and build up volume through customer 


a 


Fount-O-Ink is a full line. Utility 


models for large installations. Executive 


satisfaction. 


models, gift models, double and single 
sets with style and beauty. Writing 
Sets that particular people are proud 


to own. 


Sell Fount-O-Ink Writing Sets with 
14K Solid Gold Points for long years 
of uninterrupted writing service. 


GREGORY 
FOUNT-O-INK CO. 


3501-11 EAGLE ROCK BOULEVARD 
LOS ANGELES 41, CALIFORNIA 


COPYRIGHT GREGORY FOUNT-O-INK 1945 
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LINES OF LIGHT RECORD WORK MOTIONS 


“Lines of Light” have been effectively used to tell 
the story of the motions required to keep records over 
the past 55 years. Diebold, Incorporated, of Canton, 
Ohio, disclose this information in a book and folder 
just released. 

The motion lines were ingeniously recorded on 
photographic plates by having electric bulbs attached 
to the wrists and heads of operators making random 





LINES OF LIGHT TELL STORY—The Cardineer Rotary File is 
used by Diebold, Inc., Canton, Ohio, in this study, through 
lines of light, of the motions necessary in keeping of records. 
Electric bulbs are attached to the wrists and heads of the 
operators and the motion lines are photographed. 


references to ten identical accounts under the condi- 
tions prevalent at different periods. 

The result is an interesting study for everyone re- 
sponsible for maintaining records. 

All motion patterns, Diebold explains, were photog- 
raphed from the same focal point for accurate com- 
parison although in only one do they show the equip- 
ment, their Cardineer rotary file, used in making the 
study. Both the folder, “Rays of Light,” and the book, 
“Across the Land” are available upon request to Sales 
Promotion Department, Diebold, Incorporated, Canton 
2, Ohio. 

Se a as 
NEW SERVICE OFFERED ON EXPORT TRADE 


A new weekly Washington news letter on export 
trade is now being published, the first copy issued on 
October 6. The new letter provides a running account 
of departmental, legislative and diplomatic develop- 
ments in the capital affecting U. S. trade in foreign 
countries. 

Editor of the new service is Vincent F. Callahan, 
Washington newspaperman and radio executive, re- 
cently for three years a national director of the Treas- 
ury’s War Bond promotion in advertising, press and 
radio. Associated with him is Wayne Randall, long- 
time executive in New York and Washington news- 
paper and information fields. They are editors of the 
authoritative service about government disposal of 
surplus war property, published now for more than a 
year and a half. 

“Information on export will be concentrated offi- 
cially here in Washington,” Callahan says, “and Ameri- 
can businessmen will be looking to the capital for 
guidance in their operations abroad. We hope to be 
helpful by telling them what is going on, and particu- 
larly what the Government is doing to aid those trad- 
ing in foreign countries, or planning export expan- 
sion.” 

Callahan’s Export Letter will be issued from the 
— offices at 1701 H. Street, N.W., Washington 
pas. ©, 
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Chair Controls with 
“Equi-Balanced” Action 


We can now offer all-steel chair 
controls with springs that assure 
longer life. Modern in design 
and appearance, these revoly- 
ing, tilting controls provide re- 
sistance to spring breakage and 
an “ Equi-balanced” action that 


gives smooth, easy motion. 





COLLIER-KEYWORTH CO. 


GARDNER, MASSACHUSETTS 
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\EW 
TNDIANA 
CHAIR 

(0. 


After-war production will bring 
comfortable office chairs, longer 
lasting, of new, improved design 


Oak and walnut will have new meaning 
in added beauty and durability of finish, 
retaining new and perfect appearance 
through long service. 

Here’s the right combination of value and 
cost to win preference of most business 
executives. Announcement of further 
progress will follow soon. 


NEW INDIANA CHAIR CO. 


JASPER, INDIANA 


























INDUSTRY ACCEPTS VICTORY LOAN QUOTA 


A Victory Loan quota of $5,000,000 was accepted by 
the Office Equipment and Office Furniture group of the 
New York County War Finance Committee at a lunch- 
eon meeting on October 25 at the Advertising Club, 
New York, N. Y. This figure is $1,000,000 higher than 
the quota for the Seventh War Loan which was ex- 
ceeded by 175 per cent. 


Benjamin Itkin of Itkin Brothers, section chairman, 
presided and the 26 committeemen who have volun- 
teered to serve as Victory Loan bond salesmen at- 
tended the luncheon. Mr. Itkin, who has performed 
an outstanding leadership and bond-selling job 
through five War Loan campaigns, urged the commit- 





OFFICE EQUIPMENT, FURNITURE INDUSTRY ACCEPTS 
BOND QUOTA—A Victory Loan quota of $5,000,000 was ac- 
cepted at a luncheon meeting of this office equipment and 
office furniture group of the War Finance Committee at the 
Advertising Club, New York, N. Y., on Oct. 25. Left to right: 
(seated) R. V. Sentner, International Business Machines; 
S. Katz, Art Steel Mfg. Co.; P. J. Walchenbach, section super- 
visor for WFC; Benjamin Itkin, Itkin Bros. Furniture Co., 
chairman of the section; C. F. Williams, Pitney Bowes, Inc.; 
Harry Goldman, Charles S. Nathan Co.: (standing) B. 
Booth, Leopold Desk Co.; G. Clark, Jr., Clark & Gibby; 
Claude Allen, The Globe-Wernicke Co.; Seamon Nelich, 


Regan Office Furniture Co.; L. J. Cohen, The Globe-Wernicke 
Co.; F. D. Lehm, Underwood Corp.; Mrs. Lipton and H. D. 


Nitchie of the WFC; Fred Wright, Thomas A. Edison, Inc.; 
Norris R. Fay, Security Steel Equipment Corp.; John Johnston 


_ of the WFC; Joseph Wallace of Joseph Wallace Co.; Howard 
| W. Lindh, National Cash Register: and Irving Orans, Alpha 


Office Supply Co. 


teemen to put special effort on the sale of E bonds, 
particularly the $1,000 “Victory Legion” bonds. 

The committeemen are Claude Allen of The Globe- 
Wernicke Co., B. Booth of Leopold Desk Company; 
S. J. Bregman of Metwood Office Equipment Corpora- 
tion; G. Clark, Jr., of Clark & Gibby; I. C. Clepper of 
Addressograph-Multigraph Company, L. J. Cohen of 
The Globe-Wernicke Co., Norris R. Fay of Security 
Steel, Joseph Geller of Joseph Geller, Harry Goldman 
of Charles S. Nathan, J. H. Hume of Shaw-Walker 
Company; S. Katz of Art Steel Manufacturing Com- 
pany; Herman Lakow of S. Lakow & Sons; F. D. Lehn 
of Underwood Corporation, Howard W. Lindh of Na- 
tional Cash Register, Alfred R. McComsey of Yawman 
& Erbe Manufacturing Company, A. J. McCrickard of 
Dictaphone Company, Seamon Nemlich of Regan Office 
Furniture Company, Irving Crans of Alpha Office Sup- 
ply Company, Joseph Rubenstein of Addressing Ma- 
chine & Equipment Company, C. F.-Rudolph of R. C. 
Allen, R. V. Sentner of International Business Ma- 
chines, E. A. Spear of A. B. Dick Company, Joseph 
Wallace of Joseph Wallace, George E. Weigle of Bur- 
roughs Adding Machine Company, C. F. Williams of 
Pitney-Bowes, Inc., and Fred Wright of Thomas A. 


Edison, Inc. 
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In Peace ...In War 


WOOD FILING EQUIPMENT 
did a magnificent service job 
from Pearl Harbor to V-J Day. 


WOOD will also contribute im- 
portantly to the solution of our 
reconversion problems. 


Hats off to WOOD—smart deal- 
ers everywhere. 


Write For Catalog No. 45 
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A UTOCOPY Gelatin Rolls are render- to 25 years of intensive research that culminated 


ing dependable service under the most in an exclusive formula, and to advances made in 





adverse conditions—the steaming jun- manufacturing techniques. This combination met 
| ° ° , - ; : 
gles of Mindanao—according to word received the demands of war, is now meeting the needs of 


from the Philippines. 
It isn’t just luck that enables AUTOCOPY 
ROLLS to reproduce clean, bright and perfect 


peace. 


Little wonder that AUTOCOPY Gelatin Rolls 


impressions—consistently—whether it be in the are “standard” with many of the nation’s largest 


tropics or in the arctic! This dependability is due users of duplicating equipment. 


AUTOCOPY GELATIN ROLLS 
AVAILABLE FOR ALL MAKES OF DUPLICATORS 


DEALERS: 
WRITE FOR LITERATURE 7 FLUC. 
AND PRICES 


462 WEST SUPERIOR STREET CHICAGO 10, JILL. 
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CHANGE MADE IN AMBERG REPRESENTATION 


The Amberg File & Index Company, Kankakee, IIl., 
after operating a direct sales office in Chicago for 
many years, has transferred its Chicago sales interests 
to a group of former Chicago Amberg salesmen. 

Now owning and operating the Chicago office and 
holding the Amberg agency in the area, under the 


























JOSEPH H. MOUNTAIN 

















WALTER A. McNICHOLS ROY E. SMITH 


name of Indexing and Equipment Corporation, 176 
West Adams Street, are Fred W. Martin, president; 
Joseph H. Mountain, vice-president; Roy E. Smith, 
treasurer; and Walter A. McNichols, secretary. All 
have been with the Amberg office in Chicago for ten 
years or more. 

These men are now Selling the Amberg line, also 
desks, chairs, files, and steel cabinets, in fact, every- 
thing for complete furniture and filing installations. 
They are specialists in catalog covers and catalog in- 
dexing. 

— re 


HARRISBURG, PA., FIRM BUYS BUILDING 


The Capitol Office Machines & Equipment Company, 
Harrisburg, Pa., owned and operated by Leonard and 
Margaret Weiner as a partnership, has purchased the 
Kelly building at 25 South Third Street for $30,000. 
This building, with a depth of 110 feet and width of 
24 feet, is of fireproof brick and concrete construction. 
For the past 12 years, the Underwood Corporation has 
occupied the storeroom and basement for their district 
Office. The second and third floors are used as offices 
by various insurance and legal firms. 

The Weiners will move into their new location early 
in 1946, after renovating and decorating. The addi- 
tional space will make possible the carrying of a more 
complete line of office machines, equipment and sup- 
plies. Founded in 1937, the business of the firm grew 
to the point that larger quarters were needed. 

Community service apparently brings results, as both 
partners have given much time and talent to such 
organizations and activities as the Red Cross, ration 
board, American Legion, Exchange club, Chamber of 
Commerce and War Fund and Community Chest drive. 
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SIX POPULAR PENCILS 


The increasing demand for these 
pencils can be attributed to their 
strong, long lasting leads. Their 
popularity also indicates a desire 
on the part of pencil users to de- 
mand this built-in quality of Gen- 
eral’s manufacturing skill. 


Make sure these pencils are in 
stock at all times for repeat orders. 


(SEMI-HEX now a better value with 
lavender banded metal tips) 
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NATIONAL EXECUTIVE DESK 
No. 6612S 66” x 36” 


To every executive office this National 
Desk lends an air of distinction, of dig- 
nity and of assurance—the subtle ex- 
pressions of refinement and good taste. 


Naturally the demand for this outstand- 
ing example of National craftsmanship 
exceeds production due to the labor 
and raw material situation. With our 
still limited production, deliveries are 
definitely retarded. Your continued pa- 
tience and understanding are appre- 


ciated. 


NATIONAL UESH CUMPANY 


HERKIMER, NEW YORK 
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STATIONERY TRADE MEMORIES FROM BOSTON 


Memories of the early stationery trade in old Boston 
are secured from Victor N. Vetromile, who has written 
many outstanding editorial features for OFFICE APPLI- 
ANCES and promises to provide more. 

Mr. Vetromile, a resident of Malden, Mass., near 
Boston, wrote advertisements and form letters for 
the late Seth W. Crocker of Boston in the sales promo- 
tion of Crocker’s Ink-Tite fountain pen which Mr. 
Crocker, its inventor, always claimed was one of the 
earliest pioneers in the field of self-filling fountain 
pens, introduced upon the stationery scene at about 
the same time as the so-called “reservoir” pens filled 
with an eye-dropper. 

Another of Mr. Vetromile’s advertising relations in 
the office equipment industry was with the old Well- 
ington Visible typewriter. The Wellington was distin- 
guished by its lightness and smallness, notwithstand- 
ing the fact that it was not designed as a portable. 
It was made with a three-row keyboard and dual 
shift—one for capitals and the other for figures and 
special characters—and its most distinctive mechan- 
ical feature was its type-bar action, advertised as 
“The Straight-From-the-Shoulder Blow.” The retail 
price was $60 and the machine was merchandised in 
Canada under the name of the Empire typewriter. 

Mr. Vetromile recalls that the mechanical action of 
the Wellington was remarkably noiseless, even though 
it was neither purposefully designed nor advertised 
as a “noiseless typewriter.” In truth, he says, there are 
many veterans in the typewriter industry who believe 
that the basic principle of the mechanical action of 
the humble and comparatively short-lived Wellington 
supplied the inspiration, if not the actual pattern, for 
the present-day so-called “noiseless typewriter.” 

Wellington achieved considerable distribution in the 
years between 1907 and 1917, although never equalling 
in sales the old Oliver which, in the last cycle of its 
career, was likewise merchandised on the $85 plane. 

The New England agent for the Wellington was 
Alonzo H. Sanborn who, with his brother, F. H. San- 
born, controlled an important office equipment spe- 
cialty of their own patent and manufacture. This was 
the “Ideal Swinging Desk Bracket,” made in single- 
and double-form models, the frame swinging from its 
axle fixed to the desk and the shelves being likewise 
miovable at any angle on the frame. 

This appliance, which was generally acknowledged 
in the trade to be the sturdiest and best fixture of its 
kind, was promoted with advertising written by Mr. 
Vetromile, and enjoyed a large sale up to the time 
when portable units for holding writing machines were 
introduced to the trade. 

Another advertising client of Mr. Vetromile—this one 
in the retail department of the stationery business— 
was the stately and debonair old-school stationer, 
Francis Doane, who owned a dominant stationery out- 
let on State Street in the heart of Boston’s financial 
district 30 years ago. 

r oultane 
NAME NEW STEIN REPRESENTATIVES 


S. Mace Cole, sales manager of Stein Brothers Manu- 
facturing Company, has announced the recent ap- 
pointment of Walter P. Collins and David J. Bass as 
representatives of Stebco Products. 

Mr. Collins is now traveling for the firm in the 
Southwest, and Mr. Bass in the East Central states. 
Both men shortly will introduce Stebco’s new line of 
men’s leather luggage in conjunction with its well- 
established and nationally-advertised line of leather 
portfolios. 

The Stein firm, now housed in a new and modern 
plant, plans to introduce new ideas in manufacturing 
and merchandising services. 

Mr. Collins makes his home in Dallas, Tex., and Mr. 
Bass resides in Chicago. 
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CCURACY ISN'T ACCIDENTAL 








Accuracy on the part of your em- 
ployees means more profit for your 
firm. And... don’t fancy that such 
accuracy is accidental. Many factors 
are involved in this business of em- 
ployee efficiency ... not the least of 
which is comfort. 


Comfort in the matter of everyday 
working facilities, not in terms of 
glorified recreational programs. For 
example, the very chairs in your of- 
fice can make or mar the working 
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habits of the people on your payroll. 
Chairs that cause improper posture 
produce fatigue . . . fatigue means 
lost efficiency, less accuracy. 


Plan for the comfort of every seated 
worker this way: buy chairs that help 
banish fatigue by the science of per- 
fect posture ... CRAMER CHAIRS 
do just that. They produce fuller 
efficiency, increased accuracy from 
the people on your payroll. 


1205 CHARLOTTE STREET © KANSAS CITY 6, MO. 


CHAIR COMPANY 


CREATORS OF AIR FLOW COMFORT IN EXECUTIVE, SECRETARIAL, GENERAL OFFICE & FACTORY CHAIRS 
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% 
Established 1904 (PI hy Z GALLE 


Yu Customers KNOW 





ae is line - » » unless you continue to give the Public what it wants. Unipeco, by 

; rer constant striving, ever improving, has kept its 
finger on the public pulse. That’s why Unipeco 
has come to be more and more, “the Name Your 
Customers Know.” 








emo Pad Fountain Pen Desk Set Oval Pen Set 











(above) - Fully Guaranteed self-filling Fountain Pen. Gold (above) Modern pen set with graceful felted oval base. 
plated, iridium-tipped point. No. 460 in Walnut & asstd. Fully guaranteed Fountain Pen holds unusual amount of ink. 
Colors (5x7, takes 4x6 refills) $3.50 each list Green, red or black. Individually gift-boxed. Number 300 

OE I OES Ce ER Ps EL $3.00 each, list 





Crystal Plastic Letter Opener with 
Magnifying Blade 


(above) Guaranteed unbreakable! Sturdy stiletto design in 
sparkling crystal and brilliant black. Indespensable. Num- 
ber 100 29 cents each, list 


Unbreakable Memo Pad 


(at right) Holds about 228 sheets. In Walnut and assorted 
colors. Individually boxed. Number 410. (5x7, takes 4x6 
refills). $1.25 each list. Now also available No. 400 Memo 
Pad holding 3 x 5 sheets. ......19 cents each, list 


Also Manufacturers of Genuine Onyx and Marble Fountain Pen Desk Sets. Write for 
Samples. Usual dealers discounts. 


ON P ECO TAY CO 0 


385-387 Broadway, New York I5, N. Y. 
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W. G. MCDONALD PROMOTED BY PARKER 


W. G. McDonald, who has covered the Connecticut 
territory for the Parker Pen Company for a number 
of years, has been appointed assistant to Mr. Dayhoff, 
the eastern division sales manager, taking the position 
formerly occupied by Mr. Crawley. 

From 1926 to 1940, Mr. McDonald sold the middle 














W. G. McDONALD 


west and eastern territories for Wahl Eversharp, and 
for four years was eastern sales manager. Later he 
took charge of setting up retail distribution, through 


jewelers, for the Brunswick, Balke, Collender Company. | 


0 
J.R. BLUM REPRESENTS METALSTAND 


Joseph R. Blum is now New York representative and 
distributor for the Metalstand Company, manufactur- 
ers of stands and stools at Philadelphia, Pa. Mr. Blum, 
who has covered the entire New York and New England 




















JOSEPH R. BLUM 


area for the past 30 years, maintains office and show- 
rooms at 595 Broadway, and a warehouse at 168 Mer- 
cer Street, New York, N. Y. 

All styles of Metalstand metal typewriter stands and 
stools are carried in the New York warehouse for local 
delivery. 

SE dite cca 


EVANSVILLE, IND., FIRM MAKES APPOINTMENT 


Reliable Office Equipment Company of Evansville, 
Ind., has announced the appointment of G. A. Edwards 
as assistant manager. For the past 18 years, Mr. Ed- 
wards has been connected with the Howard D. Happy 
Company in Paducah, Ky. 


———__4.— 9 —___ 


CENTRAL DESK LEASES A STOREROOM 


In order to have new quarters, the Central Desk 
and Safe Company, now at 1407 Grand Avenue, Kan- 
Sas City, Mo., recently leased a storeroom consisting of 
two stories and basement, at 1322 Grand Avenue. After 
extensive remodeling, the firm planned to occupy the 
hew space October 1—GMH 
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I 
New! 


ORDER EARLY 
TO INSURE 
IMMEDIATE DELIVERY 









































Gorn Hotnitalily 
in the Medern Mede 


THE DELUXE 


WESTCORT CELLARETTE 


MODEL NO. 551 


Genuine Mahogany veneer . . 
fronts and sides . . . Paracentric lock . . . large 
storage space . . . ample serving compartment 
. .. attractive colored Bakelite shelf. 
Available in bleached mahogany finish. 
Equipped with . . . thin blown, attractive, hand 
fluted sham bottom glassware, consisting of ... 
8... Highball Glasses 
8... Whiskey Glasses 
8... Old Fashioned Glasses 
Size 17" x 26" x 36". Packed in Cartons. 


The WESTCORT Ga. 


NEW YORK 17, N. Y. 


. 5 ply top, door 


60 EAST 42ND ST. 


ma <— 
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135 West 23rd Street 


GOING OVER 
with a BANG! 


vw FADO 


Sountnbuuk 


with the Automatic Valve 


for Positive Ink Control 


This one feature—PERFECT CONTROL 
—makes the Cado FLO-MASTER far 
superior to any other marking brush. 
The valve opens when the nib is pressed 
against the writing surface, and closes 
automatically when pressure is re- 
leased. Ink flows smoothly and can be 
controlled by varying the pressure on 
the nib—permitting light or heavy lines. 

Ink control also means that the FLO- 
MASTER is leakproof and can be car- 
ried safely in the pocket by your 
salesmen. It is a perfect specialty for 


your outside men. 


FLO-MASTER is one of the most 
versatile writing and marking instru- 
ments ever invented. Writes on any 
surface—needed in every business, 
home, factory. Made of aluminum or 
plastic. Show it and you'll sell it. 


N.B.—Be sure to carry Cado 
Fountnbrush Ink—sunfast, waterproof, 
instant-drying. It's "The Ink of A Thou- 
sand Uses''—and a profitable repeat 
item that insures continued sales to 
every user of Flo-Master. 








CUSHMAN & DENISON MFG. CO. 


New York 11, N. Y. 








ROY J. KELLER NAMED SALES MANAGER 


Roy J. Keller has been appointed general sales man- 
ager of TelAutograph Corporation, New York, N. Y. 
This promotion marks Mr. Keller’s twenty-first anni- 
versary of service to this communications concern. 








ROY J. KELLER 


| Previously, he was manager of the St. Louis branch. 


While in that city, he was active in civic affairs, having 
served as president of the Hub Club, a member of the 
board of directors of Kiwanis Club, and vice-president 
of Concordia Turners. 

_—————-o 


PRITCHARD ADDRESSES WISCONSIN AMVETS 


Joseph W. Pritchard of Wells Office Furniture Com- 
pany, Chicago, was a guest speaker on October 28 at 
the Wisconsin Amvets. state meeting at Milwaukee. 
Addressing these veterans of World War II, Mr. Prit- 
chard stressed the theme of “An Opportunity for 
Every Returning Veteran,” a subject which has been 
dwelt upon in recent Wells’ advertising appearing in 
OFFICE APPLIANCES. It is Mr. Pritchard’s opinion that 
the veterans need and want only an opportunity to 
work and that their performance will speak for itself. 
Mr. Pritchard appeared on the program with the 
mayor and district attorney of Milwaukee. 

2 


| COMMERCIAL CONTROLS MAKES APPOINTMENTS 
At the close of a recent sales school, new men in | 


the Commercial Controls Corporation, Rochester, N. Y., 
organization received territorial assignments from 
H. R. Russell, vice-president and general sales 
manager. 

Robert M. Negley became manager of the Pittsburgh 
branch, John Keigley was assigned to the Chicago 
branch office and James L. Mulvaney joined the Chi- 
cago sales staff. 

In the administration of the Pittsburgh office, Bob 
Negley has the assistance of C. F. Frank. 

—— =o . 
KERN OPENS ATLANTA OFFICE 


Jack Kern of Jack C. Kern Company, manufacturers’ 
representative, with headquarters in Dallas, Tex., an- 


nounces the opening of a branch at 1314 Rhodes Hav- 7 


erty Building, Atlanta, Ga. In charge of the office 


will be R. H. “Jack” Horner, who has been with the | 
organization for a number of years, formerly operat- © 
ing in Texas. The Atlanta office will be headquarters | 


for activities in the Southeast, extending from Wash- 
ington, D. C., to the Gulf and from the Mississippi to 


the Atlantic. 
———q7—- 2 —__- 
AURORA FIRM MAKES AN APPOINTMENT 


Miller-Bryant-Pierce, Aurora, Ill., has announced the 


appointment of Albert Grace as assistant sales man- 
ager with headquarters at Aurora. 
Born and educated in Pittsburgh, Pa., Mr. Grace en- 


tered Miller-Bryan-Pierce service as a salesman in | 


1934; then served 74% years as manager of the Pitts- 
burgh branch until his recent promotion. 
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STEELLASE 


Business Equipm enw 

















Who's got the edge on getting finished FIRST? 


That’s easy. The man who has no 
loose sheets — no carbon fuss to deal 
with. The man whose forms are all 
set for writing, and who by a simple 
twist of the wrist will complete his 
transaction. Here’s convenience that 
means efficiency — UARCO Register 
convenience. 

UARCO has a complete line of 
registers — a register to suit every 
record-writing need from purchasing 
orders to bills of lading. Forms, 





enough for a full day’s use — usually 
more — are loaded at one time. The 
firm writing base plus an ever-fresh 
roll of carbon assures clean, legible 
copies. Also, if desired, registers that 
automatically file duplicate copies of 
every record written can be had. 
Check UARCO’s story today. A 
UARCO representative will be glad to 
show you their complete line of Regis- 


ters free of charge. Or write today. 


UNITED AUTOGRAPHIC REGISTER COMPANY 


Chicago, Cleveland, Oakland « Offices in All Principal Cities 







sage raison sapere 


OSS 





~~ SINGLE SET 








BETTER BUSINESS 
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CONTINUOUS-STRIP FORMS FOR N& 
FORMS HANDWRITTEN TYPEWRITTEN + BUSINESS MACHINE RECORDS 


FORMS 


CR 









For Instance 

Here is one of UARCO’s many Regis- 
ters—the Featherweight. This regis- 
ter is suited for order writing in the 
field, for the taking of orders over 
the phone. It gives you all the regis- 
ter advantages you want in a small, 
compact case. For further details, 
write today. 


Roem 
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OFFER MEXICO TRIPS IN MELIND CONTEST 


Stationers have an opportunity to win all-expense 
trips to Mexico and meet senoritas such as pictured 
herewith, for assistance in the third annual Justrite 
drawing ink contest, sponsored by the Louis Melind 
Company, Chicago. 


The contest is sponsored for students under 21, who | 


must obtain entry blanks from their ink dealer. Fifty- 
four cash prizes are offered for students, plus scholar- 


ships at schools such as the Chicago Academy of Fine | 





SENORITA BECKONS CONTEST WINNERS 


Arts, the American Academy .of Art, International 
Correspondence Schools, Art Instruction, Inc., Bradley 
Polytechnic Institute, Art Center Association, Mein- 


zinger Art School, Moore Institute of Art, Science and | 


Industry, and others. 
Three free trips are also offered for teachers, who 


will visit Mexico under the auspices of SITA, large or- | 


ganization for educational travel. 


A complete kit of display material, newspaper mats 
and entry blanks will be sent without charge to dealers 


requesting same from the Chicago office of the Louis | 


Melind Company, 362 West Chicago Avenue. 
— oe 
ANNOUNCE PURCHASE OF ACKER FIRM 


The Acker Printing Company of Albany, Ga., one 
of the oldest printers’ and stationers’ establishments 
in that section of Georgia, has been purchased from 
L. D. Acker by F. W. Mills, C. C. Ansley, and R. E. 
Cherry. 

The name of the business, which will be managed by 
R. E. Cherry, has been changed to The Office Supply. 
Improvements and additions are planned in the stock 
as soon as merchandise is available. The business deals 
in a complete line of stationery and office supplies and 
equipment. 

SE cine canna 
TELAUTOGRAPH MAKES APPOINTMENTS 


On the anniversary of his twenty-fourth year with 
TelAutograph Corporation, New York, N. Y., Harry A. 
Lawrence was transferred from his post of Cleveland 
branch manager to serve in the same capacity at the 
Newark office of the firm. 

Edward C. Campbell succeeds Mr. Lawrence as man- 
ager of the Cleveland branch of TelAutograph. Before 
joining this communications concern, Mr. Campbell 
served as branch manager in the same city for North 
Star Woolen Mill Company. 


a 
AGENCY NAMED REMINGTON DISTRIBUTORS 


The appointment of the Leo Samson Agency, 246 
North Street, Pittsfield, Mass., as authorized distribu- 
tor for Remington Rand typewriters, has been an- 
nounced. Both sales and service are handled by the 
Pittsfield firm. 
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A BETTER CHAIR CUSHION 


Built Like Fine Upholstered Furniture 








Good Leatherette, a Genuine Spring Unit, Cot- 


ton Filler, Air Vents and Welted. A Comfort- 
able Smartly Styled and Durable Cushion— 
What the Public Now Demands. 

18 EXECUTIVE 
it = 39232 


Leatherette with plaid 
fibre cloth back 
List $5.70 


NO. 28 EXECUTIVE NO. 
17x 19 x 2 

all Leatherette 
List $6.20 


COTTON FILLED 
NO. 79 SECRETARY 
16x 18x 1% 


Leatherette with plaid 
fibre cloth back 


LIST $3.70 
Leatherette with plaid 


fibre cloth back 
LIST $3.20 


NO. 59 STENO 
14x 16x14 


IN STOCK FOR 
IMMEDIATE DELIVERY 


MAY WE HAVE THE PLEASURE 
OF A TRIAL ORDER? 


INC. 





FISHER MFG. CO. 


Cushions 


92 Montgomery St. Jersey City 2, N. J. 
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i ae eS 
. THEY ARE DEMANDING... 





® Send for details on ALL Numbers « 
- - - WHERE WASTE ACCUMULATES .-.- - 


SELL FIBRCAN 


“THE BASKET KNOWN TO A CONTINENT" 
DISTRIBUTED BY 


BAINBRIDGE * KIMPTON & HAUPT, Inc. 


218 GREENWICH ST. NEW YORK 8, N. Y. 











MAP STRATFORD REGENCY ADVERTISING 


Salz Brothers, Inc., Salz Building, New York, N. Y., 
have inaugurated an impressive barrage of merchan- 
dising aids and national advertising to stimulate 
Chrismas sales for the new Stratford Regency pen 
selling at $1.00. 

Brilliant, four-color displays for windows and 
counters are being distributed with all Stratford Re- 





ee at ew 


— DEPENGABLE PER fue 
Ato) <ste see 


STRATFORD REGENCY SINGLE PEN DISPLAY 


gency orders. This co-ordinated unit consists of a 
centerpiece, holding one dozen pens, plus two single- 
pen displays. 

Backing up the entire promotion is an accelerated 
national advertising campaign with the ads resuming 
the “Dependable Performers” theme, using such stars 
as Dorothy Lamour, Eddie Bracken and Kate Smith. 


CLARK & GIBBY LEASE NEW YORK WAREHOUSE 


Clark & Gibby, Inc., New York City, dealers in office 
furniture, have leased the five-story building at 392 
Greenwich Street from Philip Goren and Benjamin 
Landsman for a storage warehouse. 

a hn 


SELL BOOKSTORE AT FORT SCOTT, KANS. 
The Ernick Bookstore at Fort Scott, Kans., owned 


| and operated by Arthur Holliday for the past year, was 
| sold recently to Ciifford C. Cowen of Richmond, Va. 
| Mr. Holliday remains as an employee.—GMH. 


eS 


EVERSHARP OPENS NEW CHICAGO OFFICES 


Eversharp, Inc., announces the opening of new exe- 
cutive offices located in the Field Building, 135 South 


| LaSalle Street, Chicago. 
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This is not a picture of a bomb-hit. It's 2 
picture of reconversion. Out of this mess will 
come America’s most salable, most profit- 
able line of modern office furniture. Gunn 
invites your cooperation in presenting its 


post-war line to the American business man. 
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CHET SMITH APPOINTED BY RELIANCE 


Chet Smith has been named district sales repre- 
sentative for the Reliance Pencil Company of Mount 
Vernon, N. Y., and will cover the states of Iowa, South 
Dakota, Arkansas, Missouri, Kansas, Oklahoma, and 
Nebraska. 

Mr. Smith, who makes his home in Kansas City, 





CHET SMITH 


Kans., is well known in the territory as a representa- 

tive of the Codo Manufacturing Corporation, Corapolis, 

Pa., which company he will continue to represent. He 

is a member of the field division of the National Sta- 

tioners Association and of the Midwest Travelers Club. 
a em 


ED F. PERKINS JOINS MILO HARDING 


Milo Harding Company, Los Angeles, Calif., has an- 
nounced that Ed F. Perkins is now a member of the 
organization in the capacity of sales manager. 

Mr. Perkins is widely-known and experienced in the 
field, having served with the Columbia Ribbon and 
Carbon Paper Company for 10 years. working first out 
of Kansas City and subsequently in Minneapolis, where 
he was manager and Sales supervisor of the company’s 
branch in that city. He enlisted in the Maritime serv- 
ice in December, 1943, and was released from service 
shortly after V-J day. 

The new sales manager was to leave Los Angeles the 
latter part of October, traveling east to cover the At- 
lantic seaboard territory, with headquarters in the 
Pittsburgh office of the Milo Harding Company. 


———————— ___. 
VETERAN OPENS TYPEWRITER REPAIR SHOP 


Earl A. Clark, a discharged Army veteran and a 
former resident of Brattleboro, Vt., has opened a repair 
shop at 4 City Hall Avenue, Gardner, Mass., for all 
types of typewriters, adding machines, checkwriters, 
and other office machines. He will also sell office ma- 
chines and office equipment such as ribbons and 
carbons. 

Before entering the service, Mr. Clark conducted an 
office machinery repair and supply business in Brattle- 
boro for ten years. He served in the army for three 
years, being stationed at Fort Devon, Mass. 

—_—_————- 


ADD NEW DISPLAY ROOM FOR WATERLOO FIRM 


Kirk V. Gross, owner of the Waterloo Office Supply 
Company, Waterloo, Iowa, has announced the addi- 
tion of four rooms on the second floor of the Lafayette 
Building. The quarters are now being remodeled into 
one large room for the display of wood and steel office 
furniture. Offices will also be moved to the new dis- 
play headquarters on the second floor in order to make 
room for the present business, which will continue 
at its present address.—AL. 


ESTABLISH NEW FIRM AT SOUTH BEND, IND. 


The firm of Reliable Office Supply Company, 301 


Platt Building, South Bend, Ind., has been established 


to sell office supplies and filing equipment. It is headed | 
by C. L. Bailey and C. W. Penn. Mr. Penn also operates 


an accounting office and is a tax consultant. 
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IT COULD NOT HAPPEN 
HERE. . . BUT IT DID! 


+ The war with Germany was over. 
V-J Day was only two weeks ahead. 
At last, New York was safe—or was it? 
Out of a mist-laden sky, one of our own 
army’s aircraft veered, then plummeted 
into the world’s largest, so-called fire- 
proof building. Without warning, the 
entire 78th floor became an inferno of 
seething flames. The death and injury 
toll appalled the nation. New York 
boasts the most elaborately complete 
fire-fighting system in the world; yet it 
took the firemen twenty minutes to 
reach the conflagration. Records beyond 
price were consumed in the city and 
building where it couldn’t happen, but 
it did! The business world should never 
forget this lesson. There is only one 
answer to record safe-keeping—the fire- 
resistive safes and vaults, of predeter- 
mined efficiency, as engineered, manu- 
factured and installed by H-H-M. 


IN PREPARATION: ‘‘Progress in Protection.”’ oe 
An illustrated history of devices men have Cy j 
used to protect their valuables from the cove (7 


man era to the present. Limited edition. For a 

architects, bonkers, executives. Please re- Ty [ \ 

serve (by letter) your copy now. Gratis. Fea i) 

HERRING-HALL-MARVIN SAFE CO. 
Gen Off ‘ Hy y for Ohic 


BRANCH OFFICES in New York 











Chicago, Boston, V 







































Patent No. 2248355 and D 128118 


Coming to the aid of "office 
eyes’ is the first duty of Barkley 
Tabs . . . crystal clear colors, 
smooth contour plastic surfaces. 
It's a job that's enthusiastically 











taken on and admirably ex- 
ecuted. With such a perform- 
ance record in business circles, 
it's not surprising that Barkley 
Tabs stand so high in dealer 





favor. So ... if you haven't 
yet learned the full story of 
this unique tab, make it your VERTICAL 


business to check these fea- FILE FOLDERS 


tures — MAGNIFIED  VISIBIL- 
ITY, ANGLE VISION POSI- 
TION and SPACE SAVING. 
You too can share in the satis- 
faction and profit that comes 
from offering business the kind 














of filing supplies that makes Bhacicioe 









good filing better. 












Established 1921 


[. L. BARALEY & CO. 


Manufacturers of Filing Supplies 


517 S JEFFERSON STREET al ilar \clome ama ee 


PACIFIC-ASIATIC FACTORS OPENS NEW OFFICE 


Pacific-Asiatic Factors, Ltd., has announced the 
opening of a New York City office at 20 Exchange 
Place, Room 5010, as of October 1. 

Paul L. Crabtree, formerly assistant manager of 
Weber Costello, Chicago Heights, Ill., for the past four 
years, and executive secretary of the Associated Ex- 
hibitors, National Education Association, which office 
he has held for 17 years, will be the East Coast man- 
ager with headquarters in New York. 

The offices of the affiliated companies, Fisher Cor- 
poration, Ltd., and Patten Paper Corporation, Ltd., will 
also be located at the New York address and Mr. Crab- 
tree will also be East Coast manager for these affiliates. 

Telephone number at the New York office will be 
Bowling Green 9-3473. 


einen —<—>—e—_— 


GENEVA, N. Y., FIRM SECURES FRANCHISES 


Steady expansion of business and the securing of 
franchises to handle products of well-known concerns 
is reported by Konen Equipment Company, Geneva, 
N. Y. The Royal Typewriter Company has given Konen 
a franchise for their machines in the counties of 
Wayne, Seneca and the eastern half of Ontario. 

A franchise is about to be concluded with the Shaw- 
Walker Company and an agreement has been made 
with Rex-O-Graph, Inc., for marketing of their dupli- 
cators and supplies. 

As soon as the products are available, Konen expects 
to be again selling R. C. Allen adding machines and 
calculators, as well as Victor adding machines. A 
franchise is held for the sale of Roytype carbon paper 
and ribbons. 

7 Sn oe een 


TECHNICAL GROUPS AID ON SPECIFICATIONS 

The Federal Specifications Board, composed of repre- 
sentatives from ten Government agencies, has drafted 
regulations governing the operations of the 74 tech- 
nical committees under its supervision. 

Specifications for supplies used by Federal agencies 
are drafted by the Board in co-operation with the 
Standards Branch of the Procurement Division. Each 
committee is composed of technical Government per- 
sonnel and is responsible for drafting specifications on 
specific commodities, including paper and paper prod- 
ucts, together with other supplies and equipment in 
the industry. 

Through the establishment of uniform specifications, 
unnecessary grades and varieties are eliminated and 
large savings effected on Government purchases. 

———————o— 0 


NEW FIRM OPENS AT LAWRENCEBURG, TENN. 


Lawrenceburg, Tenn., now has a new and modern 
office supply firm—The Office Supply Company with 
temporary headquarters at 216 North Military Street. 
Mrs. Jack Douglass is manager of the store which, 
although now handling a very complete line, will 
later occupy a more permanent location.—CG. 

———_o= Po” 


REGAN FIRM NAMED RADIO HEADQUARTERS 
The Regan Office Furniture Corporation, New York, 
N. Y., has been appointed by the Electronic Corporation 
of America as sole headquarters in New York for ECA 
radios, according to Samuel Nemlich, president of the 
furniture company. 
— 


NEW COMPANY ORGANIZED AT GRAND RAPIDS 


The Graff Furniture Company, 503 Monroe Street, 
N.W., is a new organization at Grand Rapids, Mich., 
and has moved into quarters formerly occupied by the 
Nucraft Furniture Products Company. The Graff Com- 
pany will make a line of wooden waste baskets and 
desk trays. J. B. Graff is president and F. VanHouten 
manager. 
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A superior box of Air Mail 
stationery that will be a 
source of large profits for 
you!! Each box contains 
rag content laid finish 1 | 
lb. Silverwing Air Mail 
Paper and envelopes. 
Lithographed in silver, 


coral and black, its 


fine appearance will 


attract buying at- 





tention—Available 


25 °f/o RAG CONTENTS * LAID- OPAQUE 


for immediate de- 


livery !!!! 





LEC AAG COMTENTE sqigiinlatitaieiat 3 7 Diffe rent 
Packings! !! 


Silverwing Paper Only 


SL 100 SL 500 SL 250 
100 sheets 8!/,x II 500 sheets 8!/, x |! 250 sheets 6!/4, x 10 


Silverwing Air Mail Cabinets 


S-30 Junior S-50 Senior S-100 Super SM-100 Executive 
30 sheets 50 sheets 100 sheets 100 sheets 
6!/, x 10 6!/, x 10 6!/, x 10 7/2 x 10!/2 
12 envelopes 40 envelopes 40 envelopes 40 envelopes 
36 to ctn. 24 to ctn. 24 to ctn. 24 to ctn. 


SAXON PAPER PRODUCTS Inc. 


240 West 18th St. New York 11, N. Y. 










This Key Opens the Door to 


Successful Desk Selling... 
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MYRTLE Wi 
RESEARCH oc pr MYRTLE DESK DEALERS _ 
ad 

pli 

Will Share it Soon! =| = 
Tomorrow will usher in the things Po 
men have been dreaming about so ve 
long. At Myrtle Desk Co., dreams a 
for tomorrow's office desks have 
taken shape. Our research depart- oe 
ment has diligently explored every “om 
avenue of business... they've pain- = 
stakingly measured the future needs chi 
of the commercial world for office e0i 
desks. Soon ... Myrtle Desk Co. will Ae 
reveal to the industry the results of man 
this planning. This Myrtle key to Cl 
successful desk merchandising will Pn 
place Myrtle Desk dealers in a — 
splendid strategic sales position... aft 
it will be yours in the near future. 6" 
7 

dlit 
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member WOOD office furniture institute 


HIGH POINT NORTH CAROLINA pla 
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NEW FIRM OPENED AT GRASS VALLEY, CALIF. 

Kenneth L. Stevenson, with Remington Rand, Inc., 
for ten years in the typewriter division, has opened 
Stevenson’s Office Equipment & Supplies at 233 Mill 
Street, Grass Valley, Calif., supplying the counties of 
Nevada, Sierra, Plumas and Lassen. 

Mr. Stevenson is handling Royal Standard type- 
writers and has the dealership for Roytype carbon 
papers and typewriter ribbons. Other equipment and 














K. L. STEVENSON 


supplies sold by him include Royal and Remington 
portables, Victor Safe files and visible units, Globe- 
Wernicke files and supplies, A. B. Dick Mimeograph 
and supplies, Ediphone Voicewriting and dictation 
equipment, Pitney-Bowes postage meter equipment, 
adding machines, office furniture, and stationer sup- 
plies from H. S. Crocker Company, San Francisco, 
Calif. Service and maintenance are given on office 


machines. 
’ ——— ae o 


DISABLED VET OPENS BRUNSWICK, GA., FIRM 

Coming out of the service as a discharged veteran 
with a 50 per cent disability, Wallace L. Sullivan has 
gone into business as owner and operator of the Sulli- 
van Office Supply at 405 “G” Street, Brunswick. Ga. 
A general typewriter and office supply business is 
carried on. 

Mr. Sullivan was in the service for four and one- 
half years, being discharged from the Kennedy Gen- 


eral Hospital in Tennessee. He was employed with | 


the General Typewriter Company of Holyoke, Mass., 
for six and one-half years, getting his apprenticeship 


under the late James P. Crowley of Melrose, Mass. | 
G. R. C. Gerard trained him in the selling and mer- | 


chandising of office equipment. 
“The reason I’m making my home in Brunswick and 


going into business here,” writes Mr. Sullivan, “is that | 


I married a Brunswick girl, and, secondly, I love the 
South. I am another converted Yankee as I hail from 


Holyoke, Mass.” 
ee 


CHICAGO COMPTOMETER MAKES APPOINTMENT 

Clifford J. Ellis, veteran member of the Chicago 
Comptometer Company sales staff, was appointed dis- 
trict manager of their Detroit, Mich., office on October 
15. He succeeds Harvey E. Stonehouse, who retired 
after 35 years with the company. Stonehouse will live 
on his ranch.near Los Angeles, Calif. 

Ellis first became associated with the Comptometer 
Company at Chicago in 1911, and, with the exception 
of a few months, has served there continuously, han- 
dling some of the largest national accounts. 


——————77<——_- 
GOULD COMPANY MOVES TO NEW YORK 


The S. H. Gould Company, formerly of Philadelphia, | 
Pa., has located at 305 Broadway, New York, N. Y.., | 
where offices and showrooms are maintained. The | 


plant is located in Brooklyn, N. Y., for the manufacture 


of metal typewriter stands, tables, stools and chairs. | 
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IT’S TIME TO CHANGE 


Now comes your greatest oppor- 
tunity of the year to sell your customers 
the better filing systems they need to 
make their business records more read- 
ily available. They will welcome your 
suggestions because they need help. 





131 





NO MESS j 
NO RUBBER CEMENT 
NO WAITING 
NO GUESSWORK 


E-Z Frisket comes to you prepared with 
the adhesive already on the back. You 
simply peel off the protective backing 
and it's ready for use. 


What tt tar EZ Frisket is a 


thin, extremely 
transparent plastic film coated with 
a special frisket adhesive. 


Hou cl works ¢ Yo easily re- 


move the pa- 
per backing that protects the ad- 
hesive. You place the frisket film 
over your drawing or photograph. 
It instantly and easily adheres to 
your working surface. You then cut 
your frisket in the regular way. 


E-Z Frisket is extremely strong, cuts 
easily, makes sharp hair-lines and 
doesn’t curl at the edges. When you 
are finished you simply peel the film 
from the copy. There’s no cemént 
or residue to remove and copy re- 
mains in perfect condition. 


Where to buy ; 


should stock E-Z Frisket. 
If he doesn’t —ask him about it. 


Your lo- 
cal dealer 


or order direct from 


ARTHUR BROWN & BRO. 


67 West 44th Street 
New York 18, N. Y. 








appears 
in 


8 

magazines 

.. . Including 
Machine 
Design — 
Product 
Engineering — 
Printers’ 

Ink — 
Advertising 
Age — 
American 
Artist — 


Popular 
Photography. 
Your 
customers 


/ 


E-2-FRISKET 
... Write 

at 

once 

for 

wholesale 
discounts... 
better 


GREAT LAKES TRAVELERS CLUB NOTES 

At the regular monthly business meeting of the 
Great Lakes Travelers Club, held in the Old Town 
room of the Sherman Hotel, Chicago, on Friday, Sep- 
tember 28, the following were accepted into member- 
ship: William Moreau, Carter’s Ink Company; Elmer 
Taylor, Engineering Manufacturing Company; and 
Harry Van Ornum, National Blank Book Company. 

Three out-of-town visitors were present—Paul Che- 
ney, Southworth Company, who reminded those in 
attendance that he is a regular member of GLTC even 
though his headquarters are in the East; P. G. Pick- 
nell, Haines & Essick Company, Decatur, IIl., president 
of the Illinois Booksellers & Stationers Association; 
and Tony Markelz, The Book Shop, Inc., Joliet, Il. 
Pick and Tony were on hand to extend an invitation 
to travelers to attend the IBSA meeting for dealers 
and their salesmen, scheduled for Sunday, October 21, 
in the Illinois Hotel, Bloomington, Il. 


* * * 


The October business meeting of the Great Lakes 
Travelers Club was held in the Sherman Hotel, Chi- 
cago, on November 2, instead of October 28, because 
on the latter date President Bill Smith’s seventy- 
seventh birthday was celebrated. By unanimous vote 
the business session was held over a week. 

New members were accepted as follows: Clarence 
E. Balliet, manufacturers’ representative; Harold G. 
Johnson, Wells Office Furniture Company; Donald B. 
McBurney and Joseph Larson, both of Whiting Paper 
Company. 

Prexy Smith announced that the usual Christmas 
party will be held, although a definite date has not 
been set. He appointed the following arrangements 
committee: Harry Balch, Quality Park Envelope Com- 
pany, chairman; Charlie. Mueller, Joseph Dixon Cru- 
cible Company; Bill Cox, Carter’s Ink Company; Rus 
Carpenter, Sanford Ink Company, and Ed Rohrs, Eaton 
Paper Corporation. 

ee eT 


H. A. RICHARDS, JR., BUYS HOUSTON FIRM 


H. W. Rutherford, who operated on office machines 
business at 1307 Capitol Avenue, Houston, Tex., under 
the name of the Adding Machine & Office Equipment 
Company until 1940 and since that time as Hudson W. 
Rutherford Company, has disposed of his business. 

The firm has been sold to H. A. Richards, Jr., who is 
continuing to operate at the same address and under 
the firm name of Capitol Office Machines & Supply 
Company. 

Selling his business, Mr. Rutherford has entered the 
hearing aid field. He had been in the office machines 
business since September 1, 1906, at which time he 
Started out as a salesman for the Underwood Cor- 
poration. Working for the Underwood interests for 
eight years, he then was employed by Ditto, Inc., until 
going into business for himself on August 1, 1935. 

>= -o—___— 


COLONEL OHMER HOME FROM SERVICE 


After four and a half years with the Army engineer 
corps, Colonel John F. Ohmer, Jr., has returned to his 
home and family at 706 North Trenton Drive, Beverly 
Hills, Calif. For 30 years, Colonel Ohmer was associ- 
ated with the Ohmer Fare Register Company of Day- 
ton, Ohio, and is well Known in the office appliance 
and cash register field. 

At the time of entering the armed services, Colonel 
Ohmer was vice-president and Pacific district manager 
for the Ohmer Fare Register Company, covering the 
ten western states. 

Ohmer Fare Register Company is now Ohmer Cor- 
poration and under new management. It is not defi- 
nitely known if Colonel Ohmer will return to that 
organization, but it is expected that he will remain 
active in the office appliance, cash register and trans- 
portation business. 
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Remember Way Back When-— 
| 
It seems like a generation ago. — But it was | 
only January 1941 that this advertisement : 
appeared in the Saturday Evening Post. | 
1 
Although the New Low Desk was created by | 
Shaw-Walker earlier, it was not available in 
our sixty-eight models until 1941. 
SHAW-WALKER CREATES THE 
IC 
P 
ti 
m 
hi 
tl 
N 
cE 
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F uC 
su 
E Pc 
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& Al 
Measure Your Desk s 
Fe 
HE very first time you sit down at this Built of ivory-smooth steel and beautiful Br 
desk you’ll be amazed at the difference plastics, this new “low desk for comfort” = 
this 29-inch height makes. It isn’t a slight will serve you a lifetime. And it costs no er 
j > ’ ~] i ore >! 4 : 
scone _ on spendin poe Sis vs more. Three different models and many sizes. & 
y ris ay long, 7] oO : 
oo 864 ee eres Po i = Try this new low desk at your Shaw- Walker tio 
find a working position that fits you. You ge sy] 
will sail through your business day .. . dealer’s. You'll i your first sample of for 
turning out more work than ever before. real comfort in business. Mi 
sit 
, Built Like a Co 
mscyecraper” 
I 
ail! ES bee 
Dealers and branches in 546 cities — executive offices, Muskegon, Michigan Me 
Mic 
LARGEST EXCLUSIVE MAKERS OF OFFICE FURNITURE AND FILING EQUIPMENT IN THE WORLD a 
nev 
reb 
FACTORY AND HOME OFFICE ae 
MUSKEGON, MICHIGAN cre; 
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MARBLE CHAIR COMPANY MAKES APPOINTMENT 


The B. L. Marble Chair Company, Bedford, Ohio, 
recently appointed Ralph A. Bender as representative 
covering the southeastern states comprising Alabama, 
Florida, Georgia, Kentucky, Mississippi, North Caro- 
lina, South Carolina, Tennessee and Virginia. He will 
make his headquarters at 813 Bona Allen Building, 
Atlanta, Ga., and will serve the territory from that 
point. Mr. Bender has a background of many years of 
experience in the office equipment industry and has a 
wide acquaintance among the dealers in his new terri- 
tory. 


———___——_¢- 9 














JOINS MOORE CO.—Fred H. Guyant has joined the Moore 
Push-Pin Co., Philadelphia, Pa., as their midwest representa- 
tive with headquarters in Chicago. Mr. Guyant was for- 
merly with Landers, Frary and Clark of New Britain, Conn. 


———————— ____ 


ESTABLISH MICROFILM HEADQUARTERS 


The National Microfilm Association announces that 
headquarters were established, as of September 15, at 
the Hotel Sheraton, Lexington Avenue and 37th Street, 
New York, N. Y. The office will act as an information 
center for both the general and industrial public re- 
garding Microfilm, its applications and resulting prod- 
ucts. 

Officers are Franklin M. Morgan, Microfilm con- 
sultant, president and acting secretary; Eugene B. 
Power of Ann Arbor, Mich., vice-president; and M. S. 
Lehman of New York, N. Y., treasurer. The organiza- 
tion is a non-profit Michigan corporation. 

Charter member companies as of October 4 are 
American Optical Company, Buffalo, N. Y.; Ansco, 
Binghamton, N. Y.; Bausch & Lomb Optical Company, 
Rochester, N. Y.; Diebold, Incorporated, Canton, Ohio; 
Federal Manufacturing and Engineering Corporation, 
Brooklyn, N. Y.; The Globe-Wernicke Co., Cincinnati, 
Ohio; Graphic Microfilm Service, Inc., New York, N. Y.; 
The Haloid Company, Rochester, N. Y.; Fonda Machin- 
ery Company, Inc., Los Angeles, Calif.; A. H. Mathias 


& Company, Pittsburgh, Pa.; The Microfilm Corpora- | 


tion, Cleveland, Ohio; Microstat Corporation of Penn- 
sylvania, Pittsburgh, Pa.; Remington Rand, Inc., Stam- 
ford, Conn.; H. A. Rogers & Company, Minneapolis, 


Minn.; Society for Visual Education, Chicago; Univer- | 


sity Microfilms, Ann Arbor, Mich.; and York-Microstat 
Corporation, New York, N. Y. 
——— a 
IMPROVE ROYAL METAL CHICAGO HOME 
For many weeks the painters and carpenters have 


been at work on the home office building of the Royal | 
Metal Manufacturing Company, located at 175 North | 


Michigan Boulevard, Chicago, giving the entire build- 
ing a face lifting. The offices on the fourth, fifth, 
sixth and seventh floors have been remodeled, and a 
new showroom on the first floor has been completely 
rebuilt. 

These improvements have been done, according to 
H. A. Green, sales manager, in anticipation of in- 
creased post-war business. 
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Boosting KIL-KLATTER 
sales from coast to coast... 
this is one of a series of 
advertisements appearing 
every month in leading _ 
office equipment magazines 








Free Display Cards to Dealers: With orders 
for a dozen or more pads we'll send 
you FREE a colorful display card and 
a liberal quantity of 2-color mail en- 
closures imprinted with your name. 












(Dealers: attach this coupon to your letterhead} 


AMERICAN HAIR & FELT COMPANY 
Dept. B-11, Merchandise Mart, Chicago 54, Ill. 
( 


) Send 1 doz. KIL-KLATTER Typewriter Pads individually boxed 
with free card and enclosures. ~ 


or 
( ) Send FREE sample KIL-KLATTER Pad and full information about 


quantity prices and discounts. 








eeeee 












RETAILS 
FOR 


$]00 
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Weighs less than 
20 Ibs... No larger 
than a cigar box! 


AND NOW... 


MORECORDER 


THE PERFECT ELECTRONIC DICTATING MACHINE! 









Absolutely true voice recording. No scratching or 
office noises. 


Records both ends local and long distance telephone 
conversations—perfectly! 


For conferences, hospital records, court reporting, 
spot dictation! 


@ Leaves your hands free! 


5] Really portable (less than 20 pounds—and no larger 
than a cigar box) 


@ No fussing with cylinders that break. No shaving. 
@ Lowest initial cost—lowest upkeep cost! 

So simple and easy to operate — your secretary 
will love it! Saves time! Makes work easier! Helps pro- 


duce more per day! For your new dictating machine — 
see the MORECORDER in action! 


WRITE for the illustrated MORECORDER brochure that 
will show you what the machine looks like—and how it works 
MORECORDER MANUFACTURING CO., Balto.2,Md.,Dept E. 


IF YOU SAID IT . . . MORECORDER HAS IT! 


_ MORECORDER 


FINEST ELECTRONIC VOICE RECORDER 





© 1945 BY MORECORDER Co. 
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WAR- YEARS’ SERVICE WINS APPRECIATION 


Typical of firms which gave every bit of service pos- 
sible on office supplies during the trying war years, 
the Broadway Office Supply and Equipment Company, 
Springfield, Mass., has received an appreciated letter 
from the Monarch Life Insurance Company of the 
same city. 

This letter mirrors the thanks which other firms 
served might have felt, but have not expressed in deal- 
ings the nation over. 

The Broadway Office Supply and Equipment Com- 
pany helped the life insurance organization as much 
as possible, considering that the classification was in 
the civilian category for consumption of office supplies. 
As one of the suppliers, the Springfield firm received 
the following letter: 

“As we both enter this post-war business era with a 
feeling of confidence and satisfaction, right now and 
specifically I want to thank you and your company for 
the splendid way you have taken care of our needs 
of these past three difficult years. We were not listed 
among the essential war industries and we could not 
lay ‘high priority’ orders on your desk with the request 
that they be given first consideration. Yet you served 
us well in spite of all the shortages and difficulties I 
am sure you encountered. 

“Most of all, we have appreciated your active interest 
in our needs and our difficulties. If we were in a ‘tight 
spot,’ you were always willing to put on a little extra 
pressure to help us out. We have not forgotten those 
things. As wartime restrictions are releas2d, the 
wheels of business will turn more smoothly. It will be 
a happier day for all of us when orders can be ‘filled 
promptly from stock,’ and requests for special service 
or speedy delivery can be answered with a confident 
‘yes’, instead of a regretful ‘no.’ 

“But while the rough spots in the road behind us are 
still fresh in our memories, we want to again say 
‘thank you’ for your interest, co-operation, and help.” 

Sincerely yours, 
Clyde W. Young, President, 


——___— 9 


DENSFORDS PURCHASE SHAWSNEE FiRM 


J. W. Densford and his sons have purchased the in- 
terest of C. E. Momand in the Shawnee A-C Typewriter 
Company, Inc., of Shawnee, Okla., and Mr. Densford 
is now president of the corporation. 

All of the stock in the organization is now owned by 
the Densford family and W. W. Densford, discharged 


' from the U. S. Navy on September 25, is associated 


with his father in the management of the business. 

Thus, W. W. Densford, who disclosed his intentions 
in an article, “A Serviceman’s Thoughts on His Post- 
War Job,” appearing in the August, 1945, issue of 
OFFICE APPLIANCES, has carried out the plans about 
which he wrote: “My five brothers and I, all in the 
service, have always looked forward to a family cor- 
poration under the name of J. W. Densford & Sons.... 
Tentative plans call for ‘Dad’ to serve as senior officer, 
and the younger members can profitably take guidance 
from his 43 years of experience in this field.” 


9 
WATERMAN USES PROMOTION FOR NEW PEN 


An intensive advertising promotion is being used by 
the L. E. Waterman Company, New York, N. Y., for the 
new Taperite pen. The advertising is by radio, maga- 


| zine and newspaper mediums. 


On the air, Waterman’s is sponsoring Phillips H. 
Lord’s “Gang Busters” with nearly 200 American 


| Broadcasting Company stations carrying the story. 


Full-color advertisements are appearing in leading 
magazines as well as in leading Sunday newspapers. 
Effective display material is being furnished each § 
dealer. q 

The sales promotion on Waterman’s ink is tied up 9 
directly with the Taperite campaign and uses the “ex- § 
tra mileage” theme. b 
1945 
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CASH, BOND and OFFICE BOXES 
Stedmailer Futura™ boxes are made 


of a better grade of furniture steel, are elec- 
trically welded throughout, making the unit 
strong and durable and are equipped with 
lock and key. 


No. 92 
CASH BOX 


SILVER GRAY SERIES 


* Futuna Silver Gray Series 






No. F4 
BOND BOX 


No. F 10 
OFFICE BOX 





* Julua CASH, BOND and OFFICE BOXES 





| SHIPPING LIST PRICE 
No. WIDTH | H. D. WEIGHT | F.OB.N.Y. 











F92 Cash Box 10%, | 4% | 7% | 2Y%q lbs. | 2.00 
F 10 Office Box 10/4 | ye | My | 2% lbs. | 2.55 
F 4 Bond Box “et a ee” tek. Ae 


réxt Steel Sales Corporation 300 EAST 145th STREET, NEW YORK 51, N. Y, 








1920-1945 _ 







CASH, BOND and OFFICE BOXES 


This Series is designed in the modern man- 
ner and is finished in pleasing silver gray. 
The Futura’ Series represents the real 


value for these office and business utilities. 


SILVER GRAY SERIES 


* Futura Silver Gray Series 








No. F3 No. F 14 
BOND BOX OFFICE BOX 


* Futura CASH, BOND and OFFICE BOXES 














No wor | | o..| Some | canes 
F30 Office Box 10", 4% 7/4 | 3Yq Ibs. 3.30 
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PAN AMERICAN YEARBOOK IS PUBLISHED 

A book of interest to those who are concerned with 
reconversion and new markets for their products is 
the Pan American Yearbook 1945, published recently 
by The Macmillan Company, New York, N. Y. This is 
the first complete, practical reference book to cover 
the different cultural activities of all the Americas— 
North, Central, South—state the publishers. 

The book has been compiled by Pan American As- 
sociates who, with a large research staff, spent two 
years gathering and arranging the material. They had 
the active co-operation of hundreds of business men 
and educators and of many branches of the govern- 
ments of the different countries. 

Three divisions are included in the book. Part 1: 
general information on geography, government, trans- 
portation, people, economy, education, and culture of 
the various countries; Part II: a chapter devoted to 
each country, including a full-page map, and maps 
of all major cities, brief statistical survey, and specific 
details on history, population, official trade controls, 
and so forth; Part III: a Who’s Who of Inter-American 
trade, listing more than 25,000 firms and representa- 
tives, classified by industry and also alphabetically. 


ee 


B-C-D EXPANDS INTO LARGER QUARTERS 


With the hopes of serving New Center and the whole 
of Detroit better, the B-C-D Equipment Company, Inc., 
Detroit, Mich., has moved into larger quarters at 7422 
Woodward Avenue, opposite the former location, 7341 
Woodward Avenue. 

Established in 1933 and enjoying the good will of 
customers for the past 12 years, the present B-C-D 
post-war expansion program has been carefully 
planned to facilitate better service and larger stocks 
for the convenience of friends and customers. 

The new store has adequate room for the storage 
and display of a wide selection of office equipment and 
supplies. 

According to Herbert C. Wilking, treasurer and gen- 
eral manager, B-C-D, in addition to this regular ex- 
pansion, is contemplating the establishment of branch 
stores to handle chiefly electrical, household and farm 
appliances. The Woodward Avenue store will continue 
to specialize in office equipment and supplies as it al- 
ways has, adding some electrical household appliances 
to its regular stock. 


a 


KUNKEL REPORTS OPPORTUNITY FOR OFFICE 
MACHINE MEN IN LAKE WALES, FLA. 

Fred E. Kunkel, who contributed a number of feature 
articles to OFFICE APPLIANCES some years ago, is now 
secretary-manager of the Greater Lake Wales Cham- 
ber of Commerce, Lake Wales, Fla. In a recent letter 
he reports that Lake Wales, in the geographic center 
of the peninsula of Florida, is in need of central sales 
and service offices for office machines. He indicates 
that a splendid opportunity exists for men trained in 
selling and repairing accounting, adding, addressing, 
bookkeeping, and duplicating machines, as well as 
typewriters. Mr. Kunkel’s address is Crystal Avenue 
and Second Street, Lake Wales, Fla. 


———= 2 


UNDERWOOD NAMES REGIONAL MANAGER 

Appointment of H. L. Barnhardt as regional manager 
for the Atlanta, Ga., district of the Underwood Cor- 
poration was announced October 2. The district in- 
cludes the state of Georgia and a large part of Ten- 
nessee. 

Mr. Barnhardt succeeds F. A. Lyon, who moved to 
Houston, Tex. The new regional manager has been 
with Underwood for 15 years. In 1934, he left the com- 
pany to enter business for himself and operated his 
own office equipment and supply firm in Savannah, 
Ga., until accepting a position as division manager 
with Underwood in Atlanta in 1940.—BT. 
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NOW YOU CAN SPEED UP 
PRODUCTION OF OFFICE 
SYSTEMS & FORMS—WITH 


rue REX-O-graph 


FLUID TYPE DUPLICATOR* 





CLEAN-CUT, accurate, brilliantly clear office and 
systems forms are a certainty when produced on 
the REX-O-graph Fluid Type Duplicator. 


Here are the reasons why offices everywhere find 
REX-O-graph a great time and labor saver: 


Simple to operate—requires no experience. 


100°/, Roller Moistener makes copies instantly— 
no priming or waiting for Fluid to saturate wick. 


- Automatic Feed—up to 125 copies per minute. 


"Lightning" paper centering. 
Quick-change Master Guide. 


REX-O-graph specially developed supplies assure 


longer runs and more brilliantly clear copies. 


SEE YOUR REX-O-graph dealer. Now in stock— 
ready for prompt delivery. 


*(I/lustrated also—Rex-O-graph Two-piece End 
Feed Master Set. Write for details.) 


REX-O-graph, Inc. 


3729 N. Palmer Street 
Milwaukee 12, Wis. 


Manufacturers of Superior Fluid Type Duplicators and Supplies 
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PRESERVING THE ART 
OF CHAIR MAKING 


During all the turbulence of the past war years, speed was the one 
motivating force. To hold up our end of the job, we, like most 
manufacturers, used what materials and labor we could obtain. 
And we really made chairs. 

Through it all we at HIGH POINT have carefully preserved 
the art of chair making. This “know how” acquired in more than 
forty years experience is now being utilized to make HIGH 
POINT chairs better than ever. 

It will still take a little time before we are able to ship you all 
the chairs you want when you want them. But, it will be worth 
your while to wait for HIGH POINT chairs. 


HIGH POINTsBEnpING & CHAIR CO. 


SILER CITY, NORTH CAROLINA 
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For Our Country 
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* GOLD STARS 


in the Industry’s Service Flag 











T YY? 
Mr. and Mrs. Albert C. Kitchler of 56 Charlotte HK 


Street, St. Augustine, Fla., have received from the War 
Department notification that their son, Second Lt. 
William C. Kitchler, now missing for over a year, has 
been reported officially dead. The actual or probable 
date of the young man’s death is not known, however. 
Lt. Kitchler was reported missing in action Septem- 
ber 22, 1944, while navigator on a plane which failed to 
return from a bombing mission over Germany. While 
over the target, Munich, the plane was hit by enemy 
anti-aircraft fire and crashed into a patch of weeds. 
Lt. Kitchler’s father is a partner in the Abernathy- 
Kitchler office equipment firm at St. Augustine. 
ee 


TO USE G-F FIXTURES IN COUNTY OFFICE 


James and Weaver Company, Youngstown, Ohio, 
has been awarded a contract to construct new cash- 
iers’ cages and re-equip the Mahoning county treas- 
urer’s department for $6,500. All materials furnished 
by the company will be made by The General Fire- 
proofing Company, Youngstown. 

Improvements will include a new counter, aluminum 
trim and counter-back, new modern cages for cash- 
iers, desks and chairs. 

Mahoning County commissioners are studying re- 
quests from other departments for General Fireproof- 
ing Company equipment, which was not obtainable 
during the war. Several offices need more filing cab- 
inets, desks, chairs, and other equipment.—AK. 


NE Ee 


SCHOOLEY BUYS CORNER AT KANSAS CITY 


The Schooley Printing and Stationery Company of 
Kansas City, Mo., recently purchased the corner of 
Fifteenth and Main Streets for $15,000 from the New 
England Mutual Life Insurance Company. The com- 
pany plans duplication of the present four-story head- 
quarters at the northwest corner of Fifteenth and 
Walnut Streets, adjoining the purchased tract to the 
east. 

“No definite plans have been considered yet for a 
new structure, but a four-story building might be 
erected in two or three years,” Arthur Schooley, pres- 
ident, said. 

When the new building is erected, a bridgeway over 
an alley will connect the two structures —-GMH 

ti 
INDIANA CASH DRAWER BACK TO NORMAL 


The Indiana Cash Drawer Company, Shelbyville, 
Ind., has announced that normal production is now 
resumed in manufacture of cash drawers for use 
with the ticket-issuing registers, adding machines and 
Indiana autographic registers. 
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900 East 95th Street 


COMING 
BACK... 


But Slowly? 





For years, war demands absorbed our 
full production on priority ratings. 
We can’t blame you for having al- 
most forgotten these old time profit- 
making friends. 


Conditions are changing. Production 
restrictions have been removed and 
there is some measure of satisfaction 
in this fact. However, we are still 
faced with a manpower shortage 
which will continue for some time to 
limit our ability to render service. 
Quantities allotted must necessarily 
be limited until the condition is re- 
lieved. 


Orders will be scheduled for delivery 
in sequence of receipt — degree of 
service based upon pre-war record. 


VAIL 
MANUFACTURING 


COMPANY 


Chicago 13, Illinois 
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ADJUSTABLE SHADES 
Are Back Again! 


VAN DYKE FLUORESCENT 


MODELS Nos. 1000-1025-426 


Now Delivered with Adjustable Shades 


VAN DYKE'S allegiance to quality is well known to 
the trade. Thus . . . it is with pleasure that we 
announce the delivery of models Nos. 1000-1025 
and No. 426 with adjustable shades. When you 
think of fluorescent . . . always think of VAN DYKE. 





Today more than ever... VAN DYKE is 
America’s favorite portable Fluorescent 


* # z Seer. eet 






No. 1025 











VNUSTRIES]. 


CHICAGO 8. ILLINOIS USA 


VAN DYKE 
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NEWS NOTES FROM NSA DISTRICT NO. 7 





Merrill Hasty, Correspondent 





Bob E. Cole, president of Fargo Paper Company, 
Fargo, N. Dak., has returned to his desk after an illness 


of several months. 
a cs = 


E. L. “Lyle” Jones is now the manager of the Will A. 
Beach Printing Company, Sioux Falls, S. Dak. He 
comes from the Sioux Falls Paper Company, where he 
enjoyed 30 long years. Make it a point to meet Lyle 
when you call at the Beach establishment. 

ok * co 

L. Ed Friedmann, the LaPage’s gentleman, just en- 
joyed having his wife and family travel through South 
Dakota with him. 

a * ok 

Mrs. George Lazier (Ruth) of Sioux City, Iowa, is 

just recovering from a serious operation. We all wish 


her a speedy recovery. 
co oa * 


Our “One and Only Vic Russell,” formerly of Good- 
rich Rubber, has been selected to the throne of sales 
manager of Amity Leather Goods at West Bend, Wis. 
Congratulations, Vic! 

* * * 

Elgin Burke, owner and general manager of the 
Willmar Office Supply Company at Willmar, Minn., 
played host to the travelers club by pouring coffee as 





TRAVELERS VISIT NEW STORE—Elgin Burke, former Wilson 
Jones Co., traveler in the Northwest territory, is now in busi- 
ness for himself, with the new Willmar Office Supply at Will- 
mar, Minn., giving up an opportunity to become the next 
president of the Northwest Travelers Club, a post which 
would have been his, had he continued on the road. In the 
picture, supplied by Fred C. Schaefer of Sanford Ink Co., are: 
(left) Arnold Berglund, Al Nordstrom, Elgin Burke, Bob Val- 
leau, and Mel Watt, the latter and Mr. Burke being connected 
with Willmar Office Supply; (right) Arnold Berglund of Dixon 
Pencils, Elgin Burke, Fred C. Schaefer and Bob Valleau. 


well as orders October 1. Those present were Arnold 
Berglund, Bob Valleau, Fred Schaefer, Al Nordstrom 
and yours truly. We advised him that Monday was a 
good day to meet travelers. 

* * * 

Maurie Mann of Sanford Ink was happily married 
during September at Tallahassee, Fla., to Miss Beth 
Barnes. Kansas City, here they come! 

* * ok 


Fred C. Schaefer was a recent New York visitor of 
Gordon Steinmetz, their newly-elected manager of the 
New York office for Sanford Ink. Mr. Steinmetz, the 
travelers wish to congratulate you on your new posi- 
tion. We know you will enjoy it. 

* * * 

Fred Green, News Printing Company, Aberdeen, S. 
Dak., Knew I was going west so he offered me ducks 
and pheasants. Take a tip, fellows; go see him when 
you’re traveling east. Reese Roberts is there to wel- 
come you. 


ok * * 

Fellows, these post-war plans are something. Carl 
Kaufman of Speed Products Company has a new busi- 
ness office in Chicago. Suite 1007, 188 West Randolph 
Street. 


oe. ae 


Sterley Jerue of McClain and Hedman Company 
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Just so this one knows + 


\ 





... What this one’s doing! 


You deal in adding machines. We 
make them. So your thoughts 
these days affect us, and vice versa. 
Here are ours: 


Victor’s advertising is bigger 
and better any way you look at 
it. We intend keeping it that way 
so Victor dealers will have more 
people ready to buy the machines 
they will have for sale. 


We have come out of the war 


with over four times the floor space 
and physical plant we had four 
years ago. That means more space 
in which to turn out more adding 
machines than we did before the 
war when we set such a record. In 
addition, ourequipment and manu- 
facturing know-how are second to 
none as a result of our experience 
in manufacturing the Norden 
Bombsight for the Army Air 
Forces. To you, that means de- 


They’re PORTABLE... in either 10-KEY 
or FULL-KEYBOARD models! 





pendable, top-quality adding ma- 
chines you can bank on. 

It will pay you to remember 
“Victor’”’ when you think of add- 
ing machines. A greatly enlarged 
plant, more and better equipment, 
plus experience in manufacturing 
one of the war’s greatest precision 
instruments make a combination 
that will enable us to deliver more 
and better adding machines than 
ever before. 


VICTOR ADDING MACHINE CO. 


3900 N. Rockwell St. © Chicago 18, Illinois 
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Ready Now 


BROWNE-MORSE 


STEEL FILES 


Better-than-ever Browne-Morse quality, mass produced 
with modern facilities. This new Browne-Morse file is 
designed to fit the spirit with which American business 
faces the development of peacetime markets. Sturdy, 
rigid, long lived and dependable, with a smooth, easy 
draw action that simply breezes open and shut. Its 
quality surpasses the expectation of users and dealers - 

for office equipment designed and built to meet the de- 
mand of the forward looking business man. Check the 
features of construction and operation listed below which 
make this Browne-Morse file the best engineered in its 

















price range today. 


Write for complete data on Browne-Morse en- 
. helps you build efficiency 


gineering service 
into your office operations, 


Reinforced, heavy-duty, one-piece ex- 
tension arms with five hardened rollers, 
roller bearing equipped for a positive 
free-floating action. Extension arm is 
ribbed, providing a minimum bearing 
surface for frictionless opening and 
closing. 


ARCHITECTS 









Patented extension arms and channels 
permit inserts to be made in a few 
minutes. All-welded steel frame creates 
a solid, rigid unit. Positive action 
drawer stops, drawers easily taken out 
or put back. Automatic locks can be 
installed in field. 





Jam-proof, sure-grip, positive-acting 
follower block helps keep files rigidly 
at attention at all times. A light touch 
on the spring lock releases the block 
for quick, easy adjustment to the 
drawer contents. 


OF EFFICIENCY FOR AMERICA'S OFFICE 


MUSKEGON Browne-Mborse MICHIGAN 


For over 37 years, manufacturers of high quality 
files, desks, chairs, filing supplies, safes, special counters, cabinets and office forms 
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spent a few days in Chicago during September. Must 
be looking up new ideas for the new store that he is 
planning to open soon. 
- *~ * 
J. H. McKeever of McKeever Press, Aberdeen, S. 
Dak., is looking forward to another convention where 
he meets the people who can deliver the goods. 


* * * 


Ed Hansen, Bob Davies and Joe Langlais, all of the 
Miller-Davis Company, made a recent flying trip east, 
via Northwest Air Lines. 


* * * 


Ed Erickson of Hibbing Office Supply, Hibbing, Minn., 
spent a week of September in and around the Twin 
Cities. 

* * * 

Charles F. Mixter, the ex-governor of the NSA’s 
Seventh District, is now connected with the Sioux Falls 
Book and Stationery Company in an executive ca- 
pacity. 

* * * 

Theodore Schmiatman, of Schmiatman Company, 
Manitowoc, Wis., passed away the last week of Sep- 
tember. 

* * * 

A beautiful business is still carried on by the Phillips 
Book store in Bozeman, Mont. S. G. Phillips organ- 
ized the business in 1897. The store is now operated 
by L. W. Anderson, a partner and general manager. 
The general public may now enjoy the newly-re- 
modeled store. It is interesting to see the ultra- 
modern layout, as they were laboring under the re- 
strictions of WPB. Not one piece of lumber could be 
obtained, so all the old shelving was redesigned and 
rebuilt by skilled workmen of Bozeman. The arrange- 
ments, color scheme, and many fluorescent fixtures 
make the store very inviting to their many customers 
and shopping tourists. 

* * * 

A post-war business has been started in South Da- 
kota, to be known as the Western Stationers. It is 
located at 413 Sixth Street in Rapid City. The officers 
of the company are M. J. Letner, president; E. E. 
Swane, vice-president; T. C. Thomas, treasurer; and 
J. F. Johnson, secretary. 

The firm plans to operate in western South Dakota, 
with the Missouri River as the eastern boundary. 
These men are all experienced salesmen in the sta- 
tionery industry; were all formerly with the Sioux Falls 
Book and Stationery Company. Members of the North- 
west Travelers Club offer good wishes for these busi- 
ness friends in their wide field and new adventure. 

oem 

SCHOOL TRAINS OFFICE MACHINE MECHANICS 


Realizing a dream of many years standing, James A. 
Massey on November 1 opened Massey’s School of Me- 
chanical Arts at Lake Charles, La. The purpose of 
the school is to benefit returning veterans as well as 
civilians in the office machine mechanic program, and 
to supply manufacturers and dealers with well-trained 
mechanics. 

The school is offering classes in personal develop- 
ment, repairing and rebuilding typewriters, adding 
machines, cash registers and various small machines 
in the office equipment line. 

Mr. Massey, a former instructor for various ma- 
chine equipment firms, is supervising the school and 
teaching the typewriter and adding machine depart- 
ments. The cash register department instructor is J. 
J. Paul of Lake Charles. 

A complete course in office appliances requires one 
year as does the complete electrical course, but the 
Student may take a short course of three months in 
any one subject. 

Applications for instruction are now being received 
at 1906 South Ryan Street, Lake Charles, La., tem- 
porary headquarters for the mechanical school. 
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Tew! Us 


POSTURE 
CHA/IRS 






STURGIS MODEL 
1200 


EXECUTIVE 
POSTURE CHAIR 


A gain available to dealers is the 
STURGIS POSTURE CHAIR—the acme of today’s com- 
fort in sitting—safe tilting—relaxation that leaves the 
occupant's mind free for desk work or interview! 


Ample form-fitting seats and backs of soft deep rubber- 
ized curled hair covered with durable leatherette uphol- 
stery in a choice of con- 
trasting colors. Steel con- 
struction that defies years 
of constant use. Stainless 
steel scuff plates. Beautiful 
permanent finish in baked- 
on enamel (Infra-Red proc- 
ess—Most enduring). Five 
color finishes meet every 
preference. 


Ask for booklet 
on the 
STURGIS LINE. 
Place your orders for 
STURGIS CHAIRS 
today. 


The STURGIS POSTURE CHAIR CO. 


411 Magnolia Street 


THIS NAME IS GROWING! 


STURGIS MICHIGAN 
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IMMACULATE! 





Strihingly Flew iP nate 
Scientifically Fase 


W PRESENT this new and remark- 
ably advanced typewriter carbon with ex- 


ceptional and outstanding features: 


@® CLEAN TO HANDLE 

@ CLEAN TO ERASE 

@ SHARP CLEAR COPIES 
@® SPLENDID DURABILITY 








plus 


FREEDOM FROM 
FEED-ROLL OFFSET 


Hands and Work Stay Clean 
With IMMACULATE 


Three Weights 


Two Finishes 


IMMACULATE Sharp 
IMMACULATE Intense 





Manufactured by 


H.M. STORMS COMPANY 
% Vt.” L.. 


561 Grand Avenue Brookyln 16, N. Y. 
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NOTES FROM THE MARITIME PROVINCES 





W. McNulty, Correspondent 





Replacing the old executive force of James W. and 
Eustace Barnes, of Barnes & Company, St. John, N. B., 
is the new one of Barnes-Hopkins, Ltd., consisting 
of H. F. and W. E. Hopkins, brothers, and G. W. Robert- 
son, secretary-treasurer. Thus it is that two fairly 
young brothers succeed two old brothers, with the 
acquisition recently of the Barnes & Company business 
by the Hopkins brothers, the change of name to 
include that of Hopkins as well as the founding name. 
The business was established in 1851, by three brothers, 
the late James, Robert and Jacob Barnes. J. W. and 
E. Barnes are sons of James Barnes, and have been the 
partners in operating and owning the firm for the 
past 35 years. It is one of the oldest office supply units 
in the maritime provinces. | 

oo * * 

A site for a new building has been recently pur- 
chased in St. John, N. B., by Bert Newell, of St. John. 
Mr. Newell will erect a new building as part of his 
business expansion plans. During the First World 
War, he joined the Dumbells, a troupe of soldier en- 
tertainers in the Canadian army. He traveled with 
the group among the camps in England, France, Bel- 
gium, and after the war, the Dumbells toured Canada 
as professional entertainers with Mr. Newell as a 
singer. Since establishing his office supply agency in 
St. John, for maritime provinces’ and Newfoundland 
coverage, he has been active in the Canadian Legion, 
warbling at smokers held under Legion auspices in 
cities and towns he visits on his business travels. He 
also leads group singing. 

ok * ok 


E. Fred Blackman, of Halifax, N. S., who died re- 


' cently at 82, had been on the staff of T. C. Allen & 


Company at Halifax for 60 years. For 38 years, he 
had been active in the Canadian militia, chiefly as 
an instructor in trumpeting, with rank of warrant 
officer. He was considered one of the most skilled 
trumpeters in the Canadian army, whether of the full- 
time or part-time soldiery. Surviving are one son, 
two daughters and nine grandchildren. For over 40 
years the decedent had been a teacher in the same 
church Sunday school in Halifax. 
- * e 

“Bessem Bessie” is the name bestowed on a new 
calculating machine installed at each regional base of 
the Family Allowance Board of Canada. Operated by 
two persons, the machine fills out checks, stamps them 
with the right sums, types the payees’ names, serial 
numbers, dates, and affixes two signatures. A list of 
the names is also compiled. 

With an hourly capacity of 3,000 checks, the machine 
is doing what would necessitate the employment of 
about 50 clerks. 

* * * 

The London Rubber Stamp Company, Halifax, N. S., 
has broadened its sales scope from office stamps to 
include numbering, price-marking, and stapling ma- 
chines. 

* * * 

W. S. Daley of St. John, N. B., who was a salesman 
with the National Cash Register Company before join- 
ing the Canadian Army, has become secretary of the 
maritime provinces section of the Canadian Manufac- 
turers’ Association, with his offices at Amherst, N. S. 
He was a captain when recently discharged. 

ok oa * 

The labor situation has eased considerably for office 
appliance dealers and distributors. Male labor con- 
tinues within the jurisdiction of the Canadian employ- 
ment service only, but girls and women can now be 
hired directly. Soldiers, sailors and airmen who have 
been discharged from duty in recent months have 
applied for their old jobs, but some are not planning 
to return to the office machine or supply trade. 
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FAIR CHAIR CUSHIONS 


rubber and 50% cotton felt) por te 
#62 Steno size, list each......... 
#64 Executive size, list each 


All cushions are made with fibre matting (on one side) and 
gabardine (on the other} and are available in brown or green. 


2" CUSHIONS [as shown af right) 


De luxe line (50% genuine flaked foam 
“tubber and 50%, cotton felt) 


prices subject 
led at ie i 


Eee 


FAIR FURNITURE COMPANY 


1197 McCARTER HIGHWAY, NEWARK 2, N. J. 
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A BRAND NEW 


ALL STEEL 


FILE 


TO PRODUCE 
BRAND NEW PROFITS! 







NO. 30...HANG-A-FILE HANG-A-FILE is the complete filing unit business 
Complete with 25 insertable tab has been waiting for. Here is streamlined filing 
file folder guides. Folders sup- efficiency at an attractive price. Recommended for 
SOIC rhein eran ao — countless uses: correspondence, shipping orders, 

_ reer llgpengag shop tickets, bills, orders, invoices, etc. An un- 


All metal file, caster equipped, fin- . 
ished in olive green enamel. Width 131% precedented sales opportunity for dealers every- 


in., depth 18 in., height 27 in. where because there is a tremendous need for 
sonatge ee “ rant ayer " HANG-A-FILE equipment. Write—Telephone— 
ee ea Wire. Don't miss this opportunity to boost your 
$ 50 ; filing dept. sales and profits. Complete informa- 

compete #9 5% ca. cist ig ie 





Louis H. Farber 


OFFICE FURNITURE «© SCHOOL EQUIPMENT 
30 EAST CONGRESS STREET, Phone WEBster 3217 CHICAGO 5, ILLINOIS 
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CANADIAN NEWS NOTES 





By S. J. Luddington 





Mitchell, Houghton, Ltd., office furniture, equipment 
and filing supplies firm, Toronto, is successor to the 
old partnership of Mitchell and McGill. W. H. Mit- 
chell, senior partner of the original firm, is president 
of the new company. R. F. Houghton, a well-known ex- 
ecutive in one of Canada’s widely-known food manu- 
facturing concerns, will have a financial interest and 
active part in the affairs of the new organization as 
secretary-treasurer. 

co co oo 

D. J. McDonald, prominent wholesaler and importer 
of Toronto, who spent two months in England recently 
in the interests of the stationery trade, reports that 
the British are more interested in the Canadian mar- 
ket than at any time in previous history. Comparing 
the English price scales with those in Canada where 
the Dominion Government has strictly controlled 
prices, he states that he found considerable evidence 
of more or less uncontrolled inflation. Mr. McDonald 
foresees much greater production in Britain’s new and 
modern factories which will replace the ones that have 
been bombed. 

* * ok 

Walter Dickinson & Co., 184 Bay Street, Toronto, 
sales agents for a number of large United States and 
British office supply firms has opened larger offices, 
showrooms and warehouse space. 

* oo * 


F. H. E. Kent, president, W. J. Gage & Co., Ltd., To- 
ronto, recently observed his seventieth birthday. Mr. 
Kent has six children and 13 grandchildren. 

* * * 

Bruce Wright of Ontario Outfitters, Kitchener, Ont., 

recently became a proud father. 
* * *~ 

Major Lloyd B. Hill, 28, a salesman with Bixby- 
Beattie Company, St. Catherines, Ont., was recently 
awarded the Distinguished Service Order by His Maj- 
esty King George. Major Hill has seen nearly five 
years service overseas with the Princess Louise Hus- 
Sars, a crack Canadian regiment. 

* * * 

A. R. Davey Company, 36-38 Wellington Street E., 
Toronto, are now receiving brass paper fasteners and 
pen points from British manufacturers which they rep- 
resent, and expect many more of the products which 
have not been coming to Canada for a number of 
years. British manufacturers find much more difficulty 
in getting the small cartons for paper fasteners than 
the brass from which the latter are made. 

* * + 


Regal Stationery Company, Ltd., 73 Adelaide Street, 
W., Toronto, has awarded the contract for alterations 
to a factory building in Toronto, located at Pearl and 
Secaee streets. Cost of the alterations is estimated at 

20,000. 


* * * 


Three firemen are dead as the result of a disastrous 
fire which recently swept through the Pioneer En- 
velope Company plant in Vancouver, B. C., destroying 
both the building and all its contents. Thirteen fire- 
men were also injured in the blaze in the five-story 
plant. Damage to the building and contents have been 
esimated at over $300,000. Tons of heavy and hard-to- 
replace printing machinery is a mass of ruins. Cause 
of the fire is not known. 

* * * 

The Copp Clark Company, Ltd., manufacturers of 
Stationery and business text books, recently opened a 
much larger and more modern showroom at its head 
Office and factory in Toronto. 

* of * 

The Royal Typewriter Company, Ltd., Montreal, re- 

cently opened a sales and service office at 200 Bay 
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MODERN BEAUTY 
CASH BOX DESIGN 















SIZE: 11% x6 x 4%” 


SEAMLESS CONSTRUCTION !! 
NEW METALLIC GRAY FINISH! ! 


An outstanding value in heavy guage steel 
cash boxes. Each box has flat lock (with 2 
keys.) and nickled handle. 


No. 923 (without interior tray). 
List price, each $2.00 


No. 1923 (as illustrated) with six compartment 
removable tray. 
t $3.25 


List price, eac 








Cartoned individually; packed | doz. to ship- 
ping container. 


ORDER YOURS NOW 


There is a vast market awaiting you. News- 
paper mats available for your use. 



















QO 
ae KRUMWIEDE and ASSOCIATES 


320 South Jefferson Street Chicago 6 
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FINEST CUSTOM QUALITY 





To many of our customers, the word DEPENDABLE is 
synonymous with MIDCO the Perfectlite portable fluorescent 
desk lamps. 


The undeviating adherence to the highest standards of excel- 
lence in design, materials and custom workmanship, maintained 
through the years, is constant assurance that every lamp deliv- 
ered, will render maximum service, free from operating troubles, 
superior in lighting efficiency and an attractive, durable finish. 


This policy has won for us and our dealers the maximum in 
customer good-will, in itself a continuing source for mutual 
profit. 


Current demand for MIDCO the Perfectlite lamps is heavy, 
which, together with the temporary tightness in both material 
and labor, may cause some delay in shipments and may, for 
the moment prevent us from maintaining our usual prompt 
service. If you have not yet placed your order, we urge that 
you do so immediately. All shipments will be made in the 
order of their receipt. 


4200 Series 
MIDCO the Perfectlite 
fluorescent desk lamp 





MIDCO 
Adjustable Clamp-on 
Model 1006-A 
Double Arm 


DESCRIPTIVE FOLDERS AND DETAILED 
INFORMATION ON REQUEST. 


Midwest Naturlite Company 


228 West Kinzie St. Chicago 10, Illinois 
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| height of the war. 








Street, Toronto. The new branch is under the manage- 
ment of Walter N. Leach, formerly the company’s spe- 
cial representative at the head office in Montreal. 
ok * ok 
Howard Smith Paper Mills, Ltd., with head office at 
407 McGill Street, Montreal, recently awarded the con- 
tract for the erection of a fireproof addition to its 
plant on Second Street, Cornwall, Ont. The addition 
will be two stories in height, 30 x 50 feet. 
ok * OK 


Canadian International Paper Company, Notre Dame, 
Que., with head office in the Sun Life Building, Mon- 
treal, is making extensive repairs to the Metaberoutin 
Golf Club on an island in the St. Maurice River. The 


| course is owned by the International Paper Company, 


which_has assigned its staff to the work. 
* * oo 

Office furniture in good condition is becoming more 
and more scarce in Canada, new and used dealers of 
Toronto report, and has reached the point where the 
business in reconditioned and renovated furniture is 
dwindling very rapidly because of lack of supply. 
Earlier in the year rebuilt and reconditioned furniture 
had become a boom business, with demand far ex- 
ceeding the supply. Now, however, even good recondi- 
tioned desks, chairs, filing cabinets and other like 
equipment is scarce. Lack of United States oak and 
cold rolled steel was the reason for the shortage during 
the past few years of office furniture in Canada, deal- 
ers state. Canadian oak, a Toronto dealer in office 
furniture claims, does not make good furniture for 
offices because it is too “brittle.” 

Office furniture establishments in Canadian cities 
who specialize in reconditioned used office furniture 
and equipment report that manpower problems have 
so seriously affected them that it is no longer possible 
to get even half a staff of skilled workers. Many deal- 
ers have only one-fourth the furniture they had a year 
ago, yet their sales are still as high as during the 


* * * 


Following a prolonged illness, Mrs. Gladys Irene 
White Jeffries, wife of H. C. Jeffries, founder and 
chairman of the board of directors of Viceroy Mfg. 
Company, with head office in Toronto, passed away 
recently at her home in Grimbsy, Ont. Born at Tweed, 


| Mrs. Jeffries moved to Toronto with her parents when 


a child. She lived in Toronto until a few years ago, 
when she took up residence in Grimbsy. Besides her 
husband she is survived by one son, Terence David; 
three daughters, Mrs. Eileen Liddle, Kathryn Mary and 
Ruth Alison, all of Grimbsy, and four sisters. 


* * * 


Robert Kirkaldy, an inspector with the National 
Cash Register Company of Canada, Ltd., Toronto, for 
many years, died recently at his home in that city. 
He was a veteran of World War I, enlisting at the 
commencement of hostilities and serving overseas for 
the duration with the 3rd Battalion of the Canadian 
army. Mr. Kirkaldy was born in Scotland 52 years ago, 
and came to Canada in 1911. He was a member of the 
Originals Club; High Park Lodge, A. F. and A. M., and 
St. David’s United Church, all of Toronto. Surviving 
are his wife; a son, Gordon Kirkaldy, with the United 
States Marine Corps, and three brothers and one sister. 


* * * 


G. Roy Soulis, Saint John, N. B., one of the best- 
known members of the office supply field in the Mari- 
time provinces, died recently after a brief illness. He 
entered the office equipment trade 30 years ago at 
Winnipeg, 11 years later transferring his activities to 
Toronto. He moved to Saint John in 1930, where he 
headed the Soulis Typewriter Company, distributing 
throughout the eastern provinces. 

Throughout his career in Saint John he was active 
as a member of the Kiwanis Club, also in church and 
welfare work. He is survived by his widow, a son and a 
sister. 
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FILING SUPPLIES EXCLUSIVELY 





THE MOST COMPLETE LINE OF FILING SUPPLIES 
Filing Folders....filing guides 
fiberboard files ...index cards 
red fibre expanding pockets é.envelopes 


rol-labels ..... PENDAFLEX 


Oxford 


your best source 
tor tiling supplies. 











WRITE US TODAY FOR DETAILS 
Address your inguiry to 109 Worth St. New York ,/3. 


OXFORD FILING SUPPLY COMPANY 





BROOKLYN ST. LOUIS 
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Anis Tat l Deile Topun 


WITH ADJUSTABLE PROTRACTOR HEAD 

















This is no post war dream product to come — it's 
a reality and available now. Perhaps we should say 
it is a dream — a wow of an item. . . Put it on your 
counter — watch your customers gather ‘round, drawn 


by its appealing, scintillating color — feel its sleek, 
jewel-like molded smoothness — admire the new 
protractor head — want it — buy it... 


ALL-PLASTIC — light, eliminates cumbersome hand- 
ling. 


PROTRACTOR HEAD CLEARLY MARKED 10 180°— 


Indicator on arm makes it easy to set at any angle. 
No need to worry about losing angle once head is 
fastened. 


ADJUSTABLE HEAD — When set to desired angle, 


head is easily and securely fastened in place. 


TRANSPARENT PLASTIC ARM — Clear surface visi- 


bility. Full view of subject matter at all times. No 
blind spots. 


ATTRACTIVE COLORS — This is no dull, drab instru- 


ment. Bright, smart coloring makes work a pleasure. 


VARIABLE SIZES PERMIT INTERCHANGEABILITY— 


Arms of 12”, 18”, 24”, and 30” available. T-square 


can be used on any sized board. Head fits snugly. 


against side of board. 


PRICED FOR FAST SELLING — Prices range from 
$3.50 to $5.00. (Only a 50¢ difference between 


sizes.) 


SPEEDS PRODUCTION BY ELIMINATING AUXILIARY 
INSTRUMENTS — Protractor-triangle feature cuts down 


operations — speeds up work. No need to recheck 
for accuracy of angle. 


STREAMLINED FOR PRESENT DAY WORK — Meeting 


rigid military requirements has led to the development 
of this drawing aid. 


PLACE ORDERS NOW FOR EARLY DELIVERY 
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VIRGINIA-NORTH CAROLINA NEWS NOTES 





J. F. Howison, Correspondent 





Mr. and Mrs. James E. Gardner, president and secre- 
tary-treasurer of Business Equipment Company, Inc., 
Richmond, Va., have returned from a 15-day automo- 
bile trip through the East and Middle West, where they 
visited offices and factories of the manufacturers of 
office equipment whom they represent. Upon their 
return from the 3,000-mile journey, they were elated 
to find on their counters a shipment of six new model 
Woodstock typewriters. 

* ca ca 

L. Aubrey Weigand of Richmond, who for several 
years was serviceman for Royal Typewriter Company, 
has now joined Business Equipment Company, Inc., as 
service manager. He has had 25 years of experience 
with office machines. 

* * * 

Edward A. James, who has been in the United States 
Merchant Marine since 1937, attaining rank of com- 
mander, has returned to Virginia and entered the 
employ of the typewriter division of Remington Rand, 
Norfolk, Va., as a new associate salesman there with 
Paul Burroughs. 

* * *x 

C. B. Martineau, owner of the Lynchburg Office 
Supply Company, Lynchburg, Va., has secured the 
agency for Remington typewriters and adding ma- 
chines. He was formerly in the typewriter business in 
Johnson City, Tenn. 

* * * 

W. P. Waddey, president of the Everett Waddey Com- 
pany, stationers at Richmond, insists that what most 
of the stationers need most is “a lift of the OPA 
ceiling.” 

oe * a 

Ill this past summer with heart trouble, Sam Iseman, 
Sr., secretary-treasurer of Virginia Stationery Com- 
pany, Richmond, has returned to indoor work at the 
office. He spent the summer at his pretty country 
home at Munday’s Point, on the waters of Mobjack 
Bay in Westmoreland County. 

* * * 

L. M. Dennis, star Remington Rand salesman at 
Richmond, has removed to the Charlottesville, Va., 
branch office territory, where he hopes to find a suit- 
able homesite in that beautiful section of Virginia. 

* * * 

Reported missing for many months during the time 
he was imprisoned by the Germans, E. M. Avery, Jr., 
has now returned to his home in Richmond and is 
working with his father, Emmett Avery, Sr., Marchant 
Calculating Machines Company, as a salesman in 
northern Virginia. The former AAF glider pilot laugh- 
ingly admits that he is now a good candidate for 
matrimony. 

ao x * 

The Underwood Corporation, forced by the condi- 
tions existing in wartime to occupy offices located 
in the residential section of Norfolk, Va., is now again 
centrally located, having opened a new branch office 
at 132 West Tazewell Street. The manager is Horace 
0. Goshorn, a typewriter salesman of many years’ ex- 
perience. 

* * * 

The Richmond, Va., state branch of Remington 
Rand, Inc., covering much territory for the 57-year 
Span in Richmond, is a busy place these days. The 
Office boasts of six different managers and a well- 
equipped mechanical shop under E. E. Lee, who now 
has 11 experienced men in his employ and could 
easily use more. Some good men are expected home 
from the service soon. 

* * * 

L. M. Wellbrock, the new manager of Royal Type- 

writer Company, Richmond, Va., has returned from a 
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“GRAND 
PRIZE” 


TYPEWRITER RIBBONS 
AND CARBON PAPER 


FOR RESULTS! 


It's the quality and 
quantity of your daily 
paper-work output 
that counts! Office ex- 
ecutives have learned 
that “‘Grand Prize” 
typewriter ribbons 
and carbon paper can 
produce the neat, 
clean, smudge-free 


work that you want! 


PACIFIC CARBON 
& RIBBON MFG. 
COMPANY 


J. FRANCIS O’CONNOR, Pres. 


Head Office and Factory: 


1451 Harrison St. « San Francisco 3, Calif. 
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BERNARD 


The line in stationery tools 
that everyone huows 


After working nearly three years largely 
for the U. S. Army and Navy, we are now 
making quantity deliveries to the station- 
ery trade— prewar quality, prewar gleam- 
ing nickel finish, and the same prewar 
BERNARD dependability. 



















Loose Leaf Vacuum Punch No. 2600 
Standard Dies—1/8”, 3/16”, 1/4”. 
Light, strong, stationary stripper 
spring, duplex control stops, nickel 
plated and polished, reach 1 1/16”, 


Staple Remover No. 150 
Works like a charm, 
without damaging paper. 
Fits all sizes of staples. 
Spring action, nickel 
plated and polished. 


“Triumph” Official Eyelet Punch 

No. 190 A precision-built tool. 

Twin spring action. Parallel 

jaws. Compound leverage. 

Adjustable gauge. Opens 

and strips quickly. Nickel 
plated and polished. 


These are only three of the many famous BERNARD 
stationery tools. Send for complete catalogue which gives 
all numbers, all details. Use coupon below. 


W" SCHOLLHORN COMPANY 


“Quality Tools Since 1870” 


a ee a 


‘ Wm. Schollhorn Company, 1 
' 3511 Chapel St., New Haven 9, Conn. | 
' Sirs: Please send me your catalogue of stationery tools. J 
| I 
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visit to his home located on the coastline of the 
Atlantic near Jacksonville, Fla. His house escaped the 
ravages of the tropical storm, but Mr. Wellbrock is 
eagerly looking for a new home in Richmond. He is 
particularly pleased with Richmond, except that as a 
very tall man—six feet and six inches—he is invariably 
bumping his head on the ceiling of the buses. 
* * x 

It is reported in Richmond that the Standard Dupli- 
cating Machines Corporation of Everett, Mass., has 
appointed Col. W. F. Murray as agent in Virginia for 
their machines. He is now in training at the factory 
but will soon be looking for a suitable office in Vir- 
ginia. 

* ca * 

Irving Owings, Virginia manager for the Fridén Cal- 
culating Machines Company and located at Richmond, 
reports that Osear E. Reynolds of his office has been 
sent to the Fridén training school for the full 18-weeks’ 
course. 

* * * 

E. E. Wilson, better known as the “Patrician King,” 
started in the Remington Rand supplies division at 
Richmond in June of 1944. During his first 12 
months, he sold and delivered 164 dozen of that brand 
of supplies to new accounts. 

* * aK 

David W. Keessee, Jr., is taking over the Elizabeth 
City, N. C., territory for Rem-Rand of Virginia. He isa 
native Virginian and an experienced man in this field. 

* * * 

J. B. Alexander, state manager and star Rem-Rand 
salesman at Greensboro, N. C., is making a big success 
of his reorganization of dealers in the North Carolina 
territory. Listed in his monthly publications, “Tarheel 
Typewriter Toppers” for September are Lenoir Office 
Equipment Company, Asheville Typewriter Company, 
Shoemaker’s at Wilmington, N. C., Spencer-Rhyne 
Company at Gastonia, Taff Office Equipment Company 
at Greenville, W. D. Wiggs, Jr., at Raleigh, N. C., Fay- 
etteville Typewriter Company and Durham Typewriter 
Company at Durham. 

This salesman is so enthusiastic about OFFICE AP- 
PLIANCES Magazine that he is continually selling it to 


his friends throughout the territory. 
* ok co 


Clyde Vick, Norfolk representative for Marchant Cal- 
culating Company, was recently highly elated over the 
arrival of 11 more Marchant machines. Incidentally, 
he announces the removal of his office to more spa- 
cious quarters in the top floor of the Wainwright Build- 
ing. Sey 

It has long been my ambition and desire to write a 
full and complete—albeit brief—history of the Everett 
Waddey Company, stationers of Richmond, Va., 
founded 63 years ago to become known as an institu- 
tion rather than a store, and a monument to its founder 
of 1882, Everett Waddey. Death came to Mr. Waddey 
in 1908 but the store has lived on as a credit to the 
man who made it one of the largest concerns of its 
kind south of the Potomac and east of the Mississippi. 

This brief history can be no more than the story 
of an outstanding Southern business, Waddey-inspired, 
and whose principles were carried on successively by 
D. G. Whitehead, sons Albert Y. Waddey and D. Max- 
well Waddey, and now Woodson P. Waddy, a nephew 
of the founder of the business. Following the untimely 
death of D. Maxwell Waddey in April 4, 1944, Woodson 
P. Waddey was named as president, continuing the 
theory that “quality will be remembered long after the 
price has been forgotten.” 

The Everett Waddey Company has long been proud 
of its presentation of the K. & E. Company line of 
drafting and engineering supplies and now takes the 
same interest in the other lines such as Art Metal, 
Doten-Dunton, and B. L. Marble. 

It is rather rare to find a plant which has housed 
for so long all three branches of the gravure arts in 
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$750 ex usr 


WELLS VERSA-TABLE is designed and constructed to pro- 
vide the utmost flexibility in use. Consider the pliability in 
structure ... an extra TIER may be quickly added (see illus- 
tration “A’’) TIERS may be used in regular position or in- 
verted (see illustration “B”) A LEAF may be attached ta 
either end (see illustration “C”). This versatility in structure 
and use opens up unlimited sales avenues for the Wells Versa- 
Table. It is truly the table with a thousand uses. 


SPECIFICATIONS 
All-metal . . . bonderized and sprayed to protect 
against corrosion. 
Triple nickled bolts, nuts and studs. 
Bassick casters. 
Standard Colors: Green and Gray, White and Red 
at slight extra cost. 
Shipped KD . . . quickly and easily assembled. 
Packed 4 or 8 to carton—Shipp. Wet. 37 and 75 
Ibs. Dimensions: 13” x 20” . . Overall height 27”. 
Table Price $7.50 Ea. List, F.O.B. Chicago 
Extra Tier Each $2.50 List 
Extra Leaf Each $1.00 List 


IMMEDIATE DELIVERY 


OFFICE FURAN ITURE COM PANY 
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529 South Franklin St., Chicago 7 
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SPIRI (odo 


DUPLICATING 


270 Lafayette St., New York 12 


Factory: Coraopolis, Pa. 
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one building. The company maintains its own staff of 
commercial artists to assist customers in the creation 
of their own advertising and literature. Extensive 
lithographing, engraving and printing is done for 
many of the banks in Virginia and the Carolinas. 

The officers of the company are Albert Y. Waddey, 
chairman of the board of directors; Woodson P. Wad- 
dey, president; William E. Smith, vice-president; and 
Arlington T. Hayes, secretary and treasurer. 

——-o— ¢ 
IBM AIDS ARTIFICIAL LIMB RESEARCH 


Walter Salek, a veteran who with 15 months of night 
work and $1,100 made himself an artificial hand, is 
working on a new basis toward his goal of lifelike func- 
tion in the hand. He is putting in full time with a new 
laboratory and 350 engineers at his command for con- 
sultation. And Thomas J. Watson is footing the bills. 

Mr. Watson has disclosed in an interview that his 
company, International Business Machines Corpora- 
tion, also has been engaged since mid-1944 in research 
to develop better artificial limbs for veterans. 

“But I hope Sergeant Salek gets something first— 
and he might,” said Mr. Watson. He read of the 32- 
year-old Newark, N. J., veteran’s invention and sent for 
him. After a two-hour conference, he put his resources 
at the service of the veteran. 

Mr. Watson said he offered Mr. Salek, a mechanic, 
the opportunity to join forces, writing his own ticket 
about his association with IBM which turned out, 
among other things, “Big Joel,” Harvard’s electrical 
calculator, that solves dynamic equations of the solar 
system. Mr. Salek politely declined. 

“He had his own idea and believed in it,” explained 
Mr. Watson, delighted. “And you know they do say 
that necessity is the mother of invention.” 

The turn in Mr. Salek’s fortunes frightened him a bit. 

“T just hope other people who want limbs don’t ex- 
pect too much too fast,” he said. 

After the conference in New York, he arranged an 
indefinite leave of absence from the engineering firm 
for which he worked. He also arranged a leave for 
Emil Wilfing, the firm’s designer, who worked nights 
on a mechanism for Mr. Salek’s hand. They will have 
three other full-time associates, one of whom is crippled 
himself, and Mr. Salek’s wife, Frances. Mrs. Salek, an 
oil painter, put her talents into research on the color- 
ing of the hand, which is made of plastics. 

They have all been busy arranging the new labora- 
tory at 300 Main Street, East Orange, N. J., which Mr. 
Watson made available. It is a former IBM laboratory, 
now empty. 

The IBM research on limbs is going forward, also, at 
its laboratories in Endicott, N. Y. Work is in charge of 
R. B. Johnson, research engineer, and the entire proj- 
ect is supervised by John McPherson, engineer.—GET. 

—o—2——_—_— 

CALVIN B. HOOVER WRITES RESEARCH STUDY 

“International Trade and Domestic Employment” is 
the title of a new book by Calvin B. Hoover, the fifth 
volume in the series of research studies for the Com- 
mittee for Economic Development. Dean Hoover’s writ- 
ings, published by the McGraw-Hill Book Company, 
330 West 42nd Street, New York 18, N. Y., represent 


the results of a thorough and impartial examination of | 


the problems of reviving and expanding international 
trade following the war. The price of the book is $1.75. 

Dean of the graduate school of arts and sciences, 
Duke University, the author takes up the relationship 
of international trade to our domestic prosperity, and 
our role in the well-being of other countries. In doing 
so, he takes hold, among other things, of the thorny 
question of our future merchant marine; he examines 
the possibilities for reducing or eliminating tariffs and 
appraises the position of international cartels and 
domestic monopolies. 

Dean Hoover has been in Europe as head of the in- 
telligence group for the Allied Control Council and is 
the author of “The Economic Life of Soviet Russia.” 
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TRUE COMFORT, 
SAFETY, LONG SERVICE 


BOLENS Designers are constantly seeking improve- 
ments for office chair controls, giving the chair 
builder the opportunity to offer greater working 
efficiency, posture comfort, and service in office 





chairs. 

In selecting your office chair lines, make certain to 
get these exclusive BOLENS quality features in 
action controls: 


m SAFETY from Tipping. 

= COMFORT resulting from Correct 
Back Support. 

m® CERTAINTY of long, trouble-free 
service that builds and holds customer 
good will. 


YOUR SALESMEN should know about their com- 
petitive advantage in selling office chairs equipped 
with Bolens “Orthopedically Correct” chair action. 
They'll sell a larger volume of quality office chairs. 


FBOLENS PRODUCIS CO., 


Division Automatic Products Co 


216 Park Street © Port Washington, Wis 


Dependable Chair Iron Controls 
for All Office Seating 
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CHAIR CUSHIONS 


...with SHREDDED FOAM RUBBER 








seta 


No. 600: Leatherette and Fibre-X, With Border. 

Executive Type Only. Made Extra Comfortable with 

50% Shredded Foam Rubber, 50% Cotton Felt. 
Lists at $5.00 
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EASY SALES 
plus + 
CONSTANT TURNOVER 
equals — 


BIGGER PROFITS 


Model 75 
ASH STAND 
ee sige oa a fin- 
sh, all etal. Glass 
ash tray that is sturdy, 
easy to clean. A hand- 
some addition to any 
mee. Packed 2 in a 


arton. 


Lists at $10.80 









No. 40 LAMP 


All metal, Fluorescent, AC, 
6-foot silk cord. Beautiful 
bronze finish. Executive 
Heavy, cast-metal 
P and column. Ap- 

proved by Underwriters 

Laboratory. 


Lists at $23.00 






WASTE BASKET 

All Metal 
No. 1—Square. Pat rced. 
14” high, 12” square at 
top. Green or Brown. 
Packed 6 or 12 to carton. 
Lists 
| ee ee ee 








50—Same as No 


40. but 


No 
- a high — mnze $28.00 


nish. Li 


Limited supply . . . order today AT USUAL DEALER 
DISCOUNTS. Ask for illustrated catalog supplement 
of other fast-selling lamps and accessories. 





Century Associated Products Co. 


213 GREENE STREET NEW YORK 12, N. Y. 
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TYPEWRITER FIELD WANTS PRICE HELP 


With the post-war supply of trade-in typewriters ex- 
pected to increase from now on, a realistic spread be- 
tween cost and selling price must be granted to the 
wholesaler by the Office of Price Administration if 
present ceiling prices are to be maintained, Mrs. Jessie 
I. Taylor, secretary of the Office of Machine Dealers 
Association of New York, said on October 3, according 
to the New York Times. 

Pointing out that under present OPA regulation, 
RMPR 162, used typewriter purchase prices may not 
exceed two-thirds of the retail ceiling, Mrs. Taylor, 
who is president of the Globe Typewriter Exchange, 

















MRS. J. I. TAYLOR 


| New York, N. Y., stated that there is little incentive for 
the typewriter wholesaler to re-enter the market closed 


during the war. 

“Our dealer members are generally depending upon 
the large-scale purchases of the established wholesaler, 
from both Government and industrial sources, to put 
us back in the used typewriter business,” Mrs. Taylor 
said. “Right now our chief source of income is the 


| Sale of non-ceiling office appliances, typewriter rentals 


and repairs and in some cases merchandise entirely 


| foreign to our pre-war business. With production of 


| new typewriters rapidly approaching full scale, 


it is 


| highly important to the typewriter dealer that the 
broad purchasing facilities of the wholesaler be al- 
| lowed to operate as widely and promptly as possible. 


| Marine Corps. 


“Under the present setup, with a small margin al- 
lowed on rough typewriters, it has become necessary 
for some retailers, in order to procure merchandise, to 
skip over the wholesaler. By the same token, some 
wholesalers, to obtain a reasonable margin of profit 
in the face of mounting costs of sales, rebuilding, 
service and delivery, have tried to eliminate the dealer. 
Both are indicative of a highly unstable and unsatis- 
factory condition which can only be eliminated by 
wider margins,” Mrs. Taylor continued. 

“It should be recalled,” she added, “that since 
RMPR 162 was issued by OPA early in 1942, trade con- 
ditions have changed entirely. We have all tried hard 
not to sell ourselves out of business during the time 
that no commercial manufacture of machines was per- 
mitted, and as a result no trade-ins came through. 
Today, reconverting industry unable to wait for the 
huge backlog of new machines is clamoring for used 
typewriters. Unless wholesalers can come through by 
locating quantities of used typewriters that are in bet- 
ter shape than old worn-out models left on the dealers’ 
Shelves during the war, there is going to be a real 
bottleneck.” 
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McLEOD GIVEN SPENCERIAN DIRECTORSHIP 
William A. McLeod has returned from a tour of duty 


in the Pacific and has been discharged from the U. S. 
He has been elected a director and 


| secretary of the Spencerian Pen Company, Inc., New 
| York, N. Y., and has assumed his duties. 
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a line to build on 






QO, of our newer executives asked us what we 
considered the prerequisites of “A Line To Build 
On’’—Reputation, Experience, Quality, of course, 


but a phrase which has been so generally answered 





must have an even deeper significance. And it has- 
it describes a line which is conceived, designed and 
merchandised purely from the dealer’s viewpoint— 
and it is brought to you by an organization which 


clearly understands the dealer’s problems. That is 


why they refer to Security as A Line To Build On. 


MR. DEALER, it will probably pay 

you to investigate the specific advan- 

tages of the Security franchise in your 
territory. 


SECURITY STEEL EQUIPMENT CORPORATION - AVENEL-N-J 








OFFICE APPLIANCES, November, 1945 163 








NOW, THEY CAN 


uf , J She - 
CHAIRS AGAIN? 


@ The day is near when your cus- 
tomers can go back to smart buying 
again. Instead of hunting for what- 
ever is available, they'll go out 
and buy what their best judgment 


dictates. 


During the days of shortages, 
Sheboygan Chair Company guarded 
your reputation and ours by con- 
tinuing to build only good chairs, 
so that your faith and your cus- 
tomer’s faith in Sheboygan Chairs 
was never destroyed. This confi- 
dence in Sheboygan Chairs will be 
an extra advantage to you when 
competition becomes keen. Our 
famous Diamond Trade Mark on a 
chair will always be assurance that 
it is well designed, built by expert 
craftsmen, of selected wood, put to- 
gether with the best of glue, and 
given a finish that will not crack 
or craze. 

All that sounds simple, but it re- 
quires the kind of skill, experience 
and facilities you find at Sheboygan 
Chair Company...plus the determi- 
nation to build only GOOD chairs. 











Designers and builders of good chairs since 1868—for homes, offices, schools and institutions 
SHEBOYGAN, WISCONSIN 
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PENN-MAR-VA TRAVELERS CLUB NOTES 

Energetic stationers in the District of Columbia have 
formed an association known as the Washington Sta- 
tioners’ Association Headquarters Group. Joseph C. 
Runnels of Commercial Office Furniture Company was 
elected president; James P. Moriarity of E. Morrison 
Paper Company, vice-president, and Walter B. Mal- 
lorey of Mallorey Office Supply Company, secretary 
and treasurer. All are of Washington, D.C. The newly- 
formed association has allowed in the bylaws, pro- 
vision for traveling men to become associate members 
with annual dues of $3.00 and Penn-Mar-Va members 
have been invited to join. 


* * * 


From Quakertown Tales of the ‘“Penn-Mar-Va Trav- 
eler” with William F. Vogel as reporter comes this item: 

Sentore & Clementi moved into a new store the 
middle of September. It is located on Eleventh ftreet, 
north of Market, in Philadelphia. 


* * * 


Jerry Savage, staff correspondent for the “Manhat- 
tan Cocktail” section, tells of his regrets in being 
forced to miss the Penn-Mar-Va outing at Sandy Run 
Country Club and says from all reports this was a 
“bang-up” affair. 

* * * 

George Harscheid and Earl H. Prentzel both report 
on the Penn-Mar-Va Club outing in a humorous vein 
and reveal the results of the various contests, tco 
numerous to mention. 


* * * 


Ray Williams has returned to Acco Products, Inc., 
after serving Uncle Sam. He was instrumental in 
starting the “Penn-Mar-Va Traveler”, but was forced 
to give up the publication when entering service. 


* * * 


From Ben Wachtel of the Parker Pen Company 
comes these interesting notes for the Penn-Mar-Va 
Corner: 

Congratulations are due from all members of Penn- 
Mar-Va for Tom Stagg, who was a year older as of 
October 17. 


* * * 


And more congratulations are in order, this time to | 


J. Coburn Musser, as the new-elected president of 
Eberhard Faber Pencil Company. All Penn-Mar-Va 
members wish him endless success. 
* * ak 

Also, we’re handing out the felicitations to ex-Cap- 
tain Lester Pomerantz, who up and got himself a bride 
from away down in Charleston, S. C. Richard, what 
is the meder with Chestnut Street? 


* * * 


The “Welcome Home” flag is extended by Hoskins for 
Jack Pinkerton, who is returning from the wars. 
Penn-Mar-Va members, too, say “Welcome home, 
Jack.” 


* * * 


Ray Williams is a full-fledged civilian again, back on 
the job with Acco Products, Inc., Long Island, N. Y., 
covering his old territory. 

* * oe 

Dick Delheim of Schiff Brothers, Philadelphia, Pa., 
is now in the battalion personnel section of a process- 
ing camp in Europe. He has been with the Seventh 
Armored Division and is now clerking out his time 
until he accumulates enough points to start home. 


* * * 


The Penn-Mar-Va luncheon on October 3 drew a 
number of distinguished guests including Lee Downey, 
sales manager of Boorum & Pease Company; Bill 
Fletcher, sales manager, and Jerry Savage, New York 
district manager, of Carter’s Ink Company. By mis- 
take, Tom Stagg put on Stan Woodruff’s hat and im- 
mediately it was whispered about that President 
Truman was in the lobby of the hotel. Could it have 
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SHustrite 
~- ctgue of the times { 
~~ restrictions are off / 


AGAIN OUR ENTIRE PRODUCTION 
IS. TURNED TO WORKING OUT 


YOUR SPECIALTY 
ENVELOPE PROBLEMS 


“GO” is the word at ‘Justrite’’-—and we're ready and 
anxious to serve your needs for Specialty Envelopes. 
“Justrite’ has always been a complete source of supply 
for the Stationer—a factory where unusual and special 
jobs are welcomed. Years of solving difficult envelope 
problems have equipped us to handle them properly. 

















These are the things which enable us to offer you 
a wide variety of envelope specialties for both 
over the counter sales and customer needs. We 
invite your unusual envelope problems. Send in 
your next inquiry for samples and prices. No job 
too small. 


Look over the following list of specialties developed for 
the Stationery Store field. These are only a few of the 
items that we either stock or can make on order. 


@ BANKERS FLAP ENVELOPES—a complete line of 
Bank envelopes. 

@ CURRENCY GIFT ENVELOPES—Engraved money 
holder containers for Bank and over-the-counter use. 

@ WINDOW ENVELOPES—all sizes in either standard 
or special windows. 

@ LEGAL ENVELOPES—Court Filing and Case en- 
velopes. 

@ EXPANSION ENVELOPES—Special sizes made to 
order. 

e@ SAF-KEEP ENVELOPES—Claim Check envelopes 
with numbered tabs. 

@ FILING ENVELOPES—Open End, Open Side, Flat or 
Expanding. 

@ ZEPHYR WEIGHT AIRMAIL ENVELOPES—mod- 
ern design, light weight, rag content. 

@ LIBRARY BOOK POCKETS—Six styles for every 
use, 

@ TRANSPARENT POLICY JACKETS—Other Policy 
Jackets available also. 

@ PAYROLL ENVELOPES—-an [Industrial need in 
every town. 

@ REPORT CARD POCKETS—PASS BOOK COVERS 
—BARONIAL ENVELOPES. 

@ CLASPS—CATALOGS—COINS. 


Available either printed to your copy or plain. 
Write for prices and samples today and send in 
that unusual or difficult envelope problem for 


prompt consideration. 
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| been that they mistook Tom for the President? 
| * * * 

C. K. Morris, Eaton Paper Company, Upper Derby, 
| Pa., has recovered from a recent operation. His wife 
reports that the nurses at the hospital recognized one 
of Eaton’s newer numbers, “Embroidered Crystal 
Sheer,” when the doctor removed the stitches. 


* * * 


The New York Stationers Trades’ Mac Herman, for- 
merly with A. P. Pohl Stationers, recently opened his 
own stationery and office supply business at 96 Warren 
Street, New York, N. Y. 

* a * 

After many years of selling stationery supplies, 
brothers Otto and William Schmidt, proprietors of one 
of the oldest New York stationery stores on Third 
Avenue, New York, N. Y., have retired from business. 
The firm was sold to Murray Sonnenberg of Nyack, 
N. Y. Murray is a brother of Ben Sonnenberg of Man- 
hattan Stationery Company. 

* * ” 

The Penn-Mar-Va Travelers Club was saddened by 
the death of A. A. Scharpenack, Harrisburg Stencil 
Works, Harrisburg, Pa., on September 23, after an 
illness of two weeks’ duration. 

* * * 

These items were gleaned from the Penn-Mar-Va 
Traveler, edited by Stan Woodruff, Haddonfield Manor, 

Haddenfield, N. J. 


_——— =o 
GLOBE-WERNICKE MAKES APPOINTMENT 

The appointment of A. R. Bergeron as district repre- 
sentative covering the states of Maryland, North Caro- 
lina and Virginia for The Globe-Wernicke Co., has 
been announced by that company’s general sales man- 
ager, Howard L. Pfau. The appointment became efec- 
tive as of October 1. 

Mr. Bergeron is a native of Chicago, but has lived 














A. R. BERGERON 


most of his life in Gary, Ind., where he went to high 
school and later took extension courses at the Uni- 
versity of Indiana, specializing in selling and merchan- 
dising. For nearly nine years he was associated with 
the Gary Office Equipment Company. During the war, 
he was requested to organize and set up systems in 
the Gary office of the National Tube Company, a 
subsidiary of the United States Steel Company. 
; i a 
FORT WORTH FIRM REVEALS EXPANSION 
Steady progress is noted for Kirven Office Machines 
Company of Fort Worth, Tex., operated since Septem- 
ber of 1927 until the first of this year under the firm 
name of Makerite Typewriter Company. The business 
has grown from a repair shop only to an establishment 
devoted to the sales and service of typewriters, adding 
machines, calculators, duplicators, dictating and other 
machines. J. W. Kirven, the owner, has followed the 
office machine business in Fort Worth since 1910. 
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... @ leather wWiteher 


She has the skill, patience, long years of experience needed to 


achieve the professionally accurate seam or stitched row— 
hallmark of the fine leather brief bag or brief case. 
The beautiful leather she works on, helps make her special craft 
her pride and joy. She is a Mashek craftswoman through and through. 
We do not expect her to compromise—so we do not compromise in Mashek quality. 
In the near future we will have all the necessary fine leathers and 
other materials we need to meet the ever-increasing demand for 


Mashek quality brief bags and brief cases. 
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‘a THE FRANK MASHEK CO. 





2914 NORTH MILWAUKEE AVENUE, CHICAGO 47, ILLINOI§: 
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10,000 Copies 








“Our NIAGARA will do it!” 


What happens in your office when such a last-minute rush 
job slips up on you? If you have a NIAGARA duplicator 
you can be as cool and collected as this secretary, for your 
NIAGARA will turn out 250 copies a minute. It’s the | 
world’s fastest duplicator! | 


The NIAGARA is automatic and effortless. Switch on the \ \ 
current and relax while you watch clean, legible copies stack \ 
up faster than they would come from a printing press! No \ 
frequent stops to change stencils—synchronized speed of 4 


impression roller and drum makes stencils last longer, 


No duplicating job is too exacting for 
‘ the NIAGARA. Hairline registration...an 
Simple adjustments enable exclusive, patented NIAGARA feature... 


because there is no “drag” to tear them. 


you to use many sizes and gives you almost unbelievable preci- 
sion. Ruled lines, color work, columns of 









types of paper. Copy cut off- 


figures, all register exactly where you 
center can be moved up or want them. « Send for folder describing 
the NIAGARA duplicator in detail. Find 
out how NIAGARA can speed up your 
on the page. paper work. 


down to the right position 





PROCESS 





NIAGARA DUPLIGATOR CO., 128 MAIN ST, SAN FRANGISCO 5, CALIF. 
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SAN ANTONIO NEWS NOTES 





B. C. Reber, Correspondent 





What is probably the best news from this and all 
other sections of the country is that branches are get- 
ting typewriters and business machines. A survey by 
your correspondent reveals that orders for several 
thousand machines have been placed and, while de- 
liveries are by no means what branch managers and 


dealers might desire, regular shipments are received. | 


- * * 


Frank C. Hall, branch manager for Underwood Cor- 
poration, reports receipt of some machines and is look- 
ing forward to good business during the remainder of 
the year. His best sales, however, have been in adding 
and accounting machines on which factory shipments 
are better. 

E. P. Haye, the energetic branch manager for L. C. 


Smith-Corona, reports the first shipment of Coronas | 


on October 10. He states that dealers are enthusiastic 
about these machines, have quickly disposed of their 
quotas, and are clamoring for more. The L. C. Smith 
typewriters are coming in slowly, but the situation is 
improving steadily and Mr. Haye looks forward to 
rounding out a good year. 


As proof of this, he gave your reporter the names | 


of a number of dealers who have recently been ap- 
pointed, showing that he has his organization ready 
and rarin’ to go. 

Milton A. Forke, former service superintendent for 
Mr. Haye, has resigned to open up a business in Corpus 
Christi under the name of Typewriter Sales and Serv- 
ice, where he will handle the L. C. Smith-Corona lines. 

E. M. Scarborough & Sons, largest department store 
in Austin, has been named Corona dealer for that city. 

Standard Printing Company of Yoakum has been 
named Corona dealer in that territory. 

Arthur H. Kuehn of LaGrange has been appointed 
L. C. Smith-Corona dealer in that territory. 

A. V. Gunn of Alpine has returned from the service 
and is representative for L. C. Smith-Corona in west 
Texas. 

Koenig Art Shop of Keerville has been awarded the 
Corona dealership for that city. 

Mr. Haye also reports that Armond A. Metzel, for- 
merly a salesman for the local branch, but who has 
been in the service for the past three years, has re- 
turned and is ready to give his best efforts in the 
sale of the new machines. 

* coe * 

From Austin comes a report that William (“Bill”) 
Smith has succeeded Erich Homeier at The Steck Com- 
pany as manager in charge of the office machine de- 
partment. Mr. Homeier is reported to have retired 
to his ranch. 

ok cs x 

Word comes from Fort Worth that Browne-Morse 
have established a warehouse there as a means for 
better serving the trade in this area. Dick Lowe, re- 
gional manager, will be in charge, assisted by Dave 
Reed, formerly with the American Printing Company 
of Galveston. 

o * * 

A. W. Tebon has joined the staff of the Corpus Christi 

store of Maverick-Clarke as a city salesman. 
+ + ~ 


Herman Davis has joined the sales staff of The Clegg 
Company as a member of the commercial stationery 
department. Mr. Davis saw service in World War II as 
a member of the infantry. He served on the battle- 
fronts in Germany. 

What is of more interest and importance, however, 
especially to Mr. Davis, is that shortly after becoming 
a member of the sales organization of The Clegg Com- 
pany, he was married to Miss Ophelia Roark. 

We take this opportunity for extending our best 
wishes to this happy couple and wish them many years 
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You don't have to tussle with this pencil 

carbon. It yields at a touch. Use as sharp a pencil 
as you wish. Bear down as hard as you like. Then 
finger the carbon and see it come free—quickly, cleanly. 
Old Dutch PULL-FREE Pencil Carbon is specially 
processed to prevent clinging and sticking. . . . One 
more feature highlighting the better quality that has 
characterized Old Dutch products for nearly 50 years. 


Ask Your Old Dutch Customer Engineer 


WATERS & WATERS BRANCH 


511 Locust St., St. Louis 
Burlington, N. J. San Francisco, Cal. 
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the amazing new way to attach 






typewriters to desks securely... yet 


WITHOUT REMOVING 
A SCREW. 


THAT MAKES SERVICING 10 TIMES EASIER! 


Clean and repair 


Put SILENT SENTRY on in i 
LESS THAN t inside the machine 
without 
) f : removing 
MINUTES ' ' : ™] the base 
1 ia i ll 
: ith 
| il | I j 





=ePeweweermresweeneer Se ee eR ee eR eae ee ee aw ewe ew SHS eB aes = = 
Fits Any Standard Make Machine } Typewriter Movable 
oY al Back and Forth 
R for typing 
SMITH- -CORONA convenience. 


... these and 9 OTHER FEATURES make 
SILENT SENTRY the PROFITABLE-Selling 
typewriter base every dealer should know about 


Not just an ordinary felt pad, but a mechanical 

improvement for every standard make typewriter 

. that's ‘Silent Sentry."’ No more ugly holes in 

desks —four small screws are all that is required 

to fasten typewriters securely to desks or stands, 

when you fasten it the ‘‘Silent Sentry’’ way. Yet 

your mechanic — without removing a screw—can 

turn the machine on its back, and without removing 

the base, clean and repair inside the machine! 
Write today for full illustrated details of 

this newest, most revolutionary typewriter Ls, 

base. It spells profits for you in many eS 

different ways. Certain territories still “<= 

available. TYPEWRITER 


BUSINESS MACHINE PRODUCTS, inc 


96 LIBERTY STREET @ WOrth 2-1823 @ NEW YORK 6, NV. Y. 
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| great philosopher, 
| ones.” er d.ig 


lift them off in J easy motion — ff 


| ing the week of October 15 through 20, inclusive. The 





of happy married life. And, to quote the words of a 
“May their only troubles be little 


The Clegg Company has won the thanks and appre- 
ciation of local business interests through a School 
of Mimeographing, held at The Clegg Company dur- 


school was under the capable direction of Robert Heye 


of this firm, and was well attended. 
1” * a 


George Summers, a veteran who saw action in Bel- 


| gium and Germany, and who has been honorably dis- 


charged from the service, has joined the service de- 
partment of the Central Typewriter Company. 
* * * 

T. M. Ewing, service manager for the local branch 
of Royal Typewriter Company, has had two brothers 
in the service, both of whom have returned after see- 
ing action. Jeff Ewing was a sergeant in the Air 
Forces, while Raymond Ewing was a major in the in- 
fantry, seeing action in the Southern Pacific theater 
of operations. 

And, just to prove that the ability to handle a gun 
well runs through the family, T. M. has returned from 
a vacation spent in Mexico hunting bears. 

* ae * 

Johnny MAllister, who saw service in the Air Forces 
has returned to his old job in the service department 
for Royal Typewriter Company, where he has been 
given a hearty welcome. 

* * * 

Robert Meeker, formerly with the service department 
of the local branch of Remington Rand, and who has 
seen action on the eastern front, having spent some 
time in Australia, has returned and has been trans- 
ferred to Houston. 

This local branch felt rather proud this month over 
the visit of Emott Van Tassel, representative of the 
shaver division of Remington Rand, who spent several 
days here. 

Mrs. Winnie Bohnstedt, formerly in charge of this 
division here, has resigned and been replaced by C. F. 
Becker, who has been transferred here from Pitts- 
burgh. pe eS een F 

PITNEY-BOWES, INC., PLANS EXPANSION 


Pitney-Bowes, Inc., Stamford, Conn., maker of post- 
age meters and mailing machines, on October 19 an- 
nounced a $1,300,000 expansion program in which the 
first step will be the immediate construction of a 
$700,000 plant addition to be completed in nine months. 

The first expansion is expected to result in employ- 
ment well above the pre-war pay roll of 800 at Stam- 
ford and approaching or exceeding the wartime peak 
of 1,500. 

The new plant addition, dedicated to the 14 Pitney- 
Bowes men who died in action in World War II, is to 
increase floor space from 80,000 square feet to a total 
of 210,000 square feet, approximately doubling the pre- 
war manufacturing floor area. 








W223 041" © F 


Miss Nellie Eileen Sullivan, secretary to the president 
and to the general manager of the Hall Lithograving 
Company, Topeka, became the bride of Robert Earle 
Johnson who, before entering the service, was enrolled 
in the University of Minnesota. He has been stationed 
at Winter General Hospital at Topeka since Decem- 
ber, 1944. 

The marriage took place on September 30 in the 
chapel of Winter General Hospital, with Chaplain L. 
F. Foltz reading the service—GMH 

* * * 

James A. Treanor of Peerless-Imperial Company, 
Newark, N. J., and Miss Betty Cohen of the New York, 
N. Y., office of the company were married on June 21 


| in Jersey City, N. J. 
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of Quality 


Established in 1910, Standard has grown steadily through 
public confidence to win distinction for its service to world 
business. During the passing years, one cardinal principle has 
shaped our policies,—the firm conviction that there can be no 
substitute for the best. The same fine conception of quality 
cherished in the past, still prevails, enhanced now through 
the greater skill gained from ceaseless experiments and im- 
provements in our line. Whatever Standard product a customer 
buys today, whether Fluid Duplicator or Duplicator Supplies, 
he is assured of the best. We guarantee it. Standard Dupli- 
cating Machines Corporation, Everett, Massachusetts. 


ei 


NV gn, 
STANDARD &<** DUPLICATORS 
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1. SMART, MODERN STYLING thot W 
stamps it as a post-war chair. be 
2. COMFORTABLE SUPPORT... . The ” 
cushion seat yields easily to body con- 
tours. The fitted hinged back gives sup- 
port where needed. 
3. SPRING ACTION of the bock gives 
firm support for working position, yet So 
yields easily for relaxation. N SO 
sa 
4. CUSTOM-FITTED to the individual : 
user by four simple hand adjustments. me 
or 
int 
You HAVE WAITED over three years for virtually custom-fitted to her. a 
s ! on 
this opportunity ... to again set up your In the face of the heavy demand, the pe 
customers on a real standardization pro- supply is naturally limited. Get your 
; ; ? art 
gram on stenographers’ chairs. orders in early, and then, when you get tai 
The Gunlocke 682 USB has everything the chairs, spread them around among} &*é 
‘ ° ° 7 
your customer wants; smart, modern your customers. Standardizations set up iia 
styling, comfortable support for a health- now on the 682 USB chair will mean many to. 
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ful working position, and adjustment to — dollars worth of repeat business for you “i 
the individual user that makes the chair _ in the years to come. ere 
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Office Appliances 














(Continued from page 46) | 


that is, machines that meet certain specifications listed | 
in the regulation and carry the seller’s six-month | 
guarantee to repair all defects due to faulty parts, | 
material and workmanship. Ceiling prices for ma- | 
chines sold “rough” are lower. 

In the case of rentals, dollar-and-cent rates are de- | 
rived from the well-developed rental rate structure 
already existing in the trade. These dollar-and-cent 
prices apply to most types of used business machines 
rented with maintenance service. A formula is pro- 
vided for rentals of used business machines not spe- 
cifically covered by dollar-and-cent prices. 

For rentals without maintenance service, the maxi- 
mum monthly charges are three-fifths of the charges 
set for rentals with maintenance service. 


o 
CANADA REMOVES SOME PAPER CEILINGS 


The Wartime Prices and Trade Board of Canada has 
announced the lifting of weight ceilings on paper used 
in the manufacture of writing tablets and stenog- 
rapher’s notebooks. The announcement said that re- 
voking of the former order probably would result in 
writing tablets and notebcoks of heavier weight paper 
becoming available as soon as stocks of raw material 
are secured by the mills.—RC. 


o 
MAY AFFIX “OPA PRICE” TAG UPON GOODS 


The words “OPA Price” instead of “Ceiling Price” 
soon will appear on a large part of the merchandise 
sold in retail stores, the Office of Price Administration 
said October 10. 

Effective October 15, 1945, any retailer of com- 
modities other than food will be permitted to mark 
or tag goods with the words “OPA Price,” wherever 
individual marking or tagging is required by an OPA 
price regulation. The price may be shown in this way 
on the commodity itself, its container or wrapper, de- 
pending on the provisions of the particular regulation. 

To the shopper, the new wording will mean that the 
article is being sold at an OPA-approved price. Re- 
tailers may use the words “OPA Price” for goods priced 
exactly at the ceiling, or below the ceiling. 

The action extends to all goods subject to individual 
marking requirements, a permission previously granted 
to retailers covered by the retail pricing chart regula- 
tion (Minimum Price Regulation 580). It will affect 
textiles, apparel, furniture and house furnishings cov- 





ered by this and other regulations; household appli- 
ances and other reconversion goods; in fact, most of 
the things that consumers buy, except food. However, 
it will not apply to goods pre-ticketed by the manufac- | 
turer. 
As a result, the wording on price tags will be more 
uniform from store to store, OPA said. In addition, 
retailers will be relieved of the burden of marking 
many articles with two statements of price, one to 
show the OPA ceiling, and the other to show the store’s 
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OW you can have that USPM Metered Mail System 

you have wanted and needed for so long! Now you 
can get rid of those late afternoon jams in your mail- 
room ... those delays that result in missed trains and 
planes. The new USPM Metered Mail Machines handle 
each day’s mail easily and smoothly, speeding up the 
operation of every department in your office. 

The new Model 55, illustrated above, is built to meet 
the needs of most mailrooms. Electrically operated, it 
handles all classes of mail as well as parcel post. It seals, 
imprints correct postage, postmarks, counts and stacks 
in one mechanical operation. And its patented Omni 
Meter prints any denomination from 4c to $9.99 in 
one impression! 

The new Model 88 USPM Metered Mail Machine for 
large volume mailers, Model 57 for parcel post only, and 
the Model 45 hand-operated machine are also available. 
Orderfrom your nearest Commercial Controlsoffice today. 


Metered Mail Systems . . . Letter and Parcel Post Scales . . . Letter Openers 
Envelope Sealers . . . Multipost Stamp Affixers . . . Mailroom Equipment 
Endorsographs . . . Ticketograph Systems . . . All units now in production 
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IMMEDIATE DELIVERY 


ALL METAL 


FLUORESCENT DESK LAMPS 
O.P.A. DEALERS PRICE APPROVED 
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FINISH: Wrinkled Bronze. 


Base and Column: Heavy cast white 


metal. 





D.L. 10 


REFLECTOR AND POSTS OF WRINKLED 
BRONZE; MARBELIZED BASE 


Construction is strong and sturdy—no wabble or 
bend. Material and workmanship is of the finest. 
Fully guaranteed. 


Equipped for 15 watt, 18 inch tube. Turn Sockets. 
Ballast. 


Packed in individual cartons. 4 to master carton only. 
RETAIL 


mm “2 


SANTOS & COMPANY 


FACTORY REPRESENTATIVES 
49 WEST 45TH ST. - NEW YORK 19, N. Y. 
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actual ceiling price. 

Any retailer who decides to mark goods with the 
words, “OPA Price,” must put up a sign in type at 
least one inch high. The sign will read, “The ‘OPA 
Price’ marked or tagged on merchandise in this store 
is no higher than the OPA ceiling prices of the article.” 

¢ o 
WPB REVEALS PRODUCTION FIGURES 

The War Production Board, service equipment di- 
vision, in a release of September 28 presents available 
data on the production, shipments, unfilled orders, and 
manufacturers’ inventories of the principal types of 
office machines during the first five months of 1945. 
Similar information for the period, 1941-1944, appeared 
in the October issue of OFFICE APPLIANCES. 

The data in the accompanying table represents only 
new, complete machines and does not include repair 
parts, supplies, and certain types of collateral equip- 
ment and attachments. Retail dollar value is used to 
represent volume of activity except for two classes of 
machines, (a) punched card tabulating and microfilm 
equipment designed for accounting and business pur- 
poses, and (b) typewriters and office composing ma- 
chines. Retail dollar value is not available for all of 
the machines included in these two classes, and in the 
case of tabulating and microfilm equipment it is not 
possible to convert number of machines to dollar value 
because the equipment is leased rather than sold to 
customers. 

Following are the figures compiled by the WPB: 


, Fa 7. wy 
(Value_Figures in. Thousands of Dollars) 











Shipments 
| Lend- 
Type of Machine Produc- | Lease, Domestic 
tion | Total Army | Navy Other Can- | Civilian 
| | Exports | ada 
Accounting, posting and 
billing. .... et | $9,562 | $10,737 $236 $267 $2,522 $320 $7,392 
Adding... ....... $8,082 | $8,213 | $567 | $289 | $1,037 | $383 | $5,937 
Addressing, postal permit | 
mailing and post office 
cancelling! ..| $2,721 | $2,706 | $189 | $169 $96 | $116 | $2,136 
Autographic registers ee $225 $271 $1 | $3 $1 $8 $258 
Calculating and computing $11,874 | $12,058 $966 $424 $1,637 $390 $8,641 
Change making, coin hand- | 
ling, currency counting | | | 
and payroll denominating| $412 $446 | $5/ [s9 | $9 $0 $423 
Check handling .. soso) 9324 $298 $1 $5 | $26 | $14 $252 
Dictating, dual purpose, and} | | | 
shorthand writing $3,009 $2,831 | $344 $73 $146 | $173 | $2,095 
Duplicating. ... $3,932 $3,940 $574 $533 $467 $72 $2,294 
Envelope handling | $99 $118 | $10 $5 | $9 $1 $93 
Punched card tabulating and | | 
microfilm equipment | | 
(number).. .. [5,259 | [5,085 | 775 | 646 | 506 | 97 | 3,061 
Time recording | $2,158 | $2,049 | $83] $80 $192 | $35 | $1,659 
Time stamping... | $227 $229 $66 $32 | $17 | $5 | $109 
Standard typewriters and 
office composing (number)}| 119,453 | 115,999 | 28,418} 24,134} 15,992 17,730 | 39,725 
Portable typewriters! | | | | 
(number)... .. | 16,513 | 17,730 | 16,775 413) 10 | 225 | 307 
1Combined to avoid disclosing operation of individual manufacturers. 
ee 


CURRIER IN OWN BUILDING 
With a street address of 2448 West Larpenteur Ave- 


| nue in St. Paul 8, Minn., the Currier Manufacturing 


Company is in its own building. Although using the 


| St. Paul post office, the location actually is midway 


between St. Paul and Minneapolis. This is the first 
move for Currier in 18 years. The company has been 


| in operation 25 years. Ground space is ample for all 


anticipated expansion. Because present facilities, 
however, do not permit carrying of ample stocks of 
merchandise, goods are made up as promptly as pos- 
sible after orders are received. An addition to the 
plant is planned, which will remedy this situation. In 
the meantime the company will continue in active op- 
eration, but without definite promises of shipping 
dates. Among the products now available are letter 
racks, correspondence separators, pigeon-hole files, 
stationery racks, daily file boxes, stationery separators, 
and sorting trays, all of which are shown in the com- 
pany’s price list. 
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Monroe Adding-Listing Machine 
209-11-092 











Monroe Adding-Calculator AA-1 
Full Automatic 











OFFICE APPLIANCES, November, 1945 








Operators Who Know 
Prefer the MONROE 


Wherever Monroe Machines are used, operators quickly voice 
their preference for them once they've experienced Monroe’s 
“Velvet Touch”... discovered the energy-saving ease of opera- 
tion... the amazing speed and simplicity with which the day’s 
work flows. 

Only progressive-minded engineering—streamlined efficiency 
in every functional detail—could build and hold this prefer- 
ence for Monroe. It made the Monroe Adding-Calculator 
famous ... the world’s standard Calculating Machine for over 
a quarter of a century; it brought instant acceptance to Monroe 
Listing Machines, and to Monroe Accounting Machines whose 
modern design permits new methods and new economies in 
mechanical accounting. 

Ask our nearby representative about the advantages of 
Monroe equipment for today’s figuring and accounting needs. 
Nation-wide company-owned maintenance service and experi- 
enced systems counsel assure peak efficiency at low-upkeep cost. 
Send for your copy of the Monroe Simplified Payroll Plan. 


Monroe Calculating Machine Company, Inc., Orange, N. J. 
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AN 
EARNEST 
PLEA 


TO HARTER DEALERS AND 
THEIR CUSTOMERS. 


Please be patient until conditions permit us quality. This we refuse to do. 


to return to peak production. At this writ- We know you concur in our 
ing, orders for Harter Steel Chairs arecom- _— decision that every Harter Steel 
ing in faster than we can make delivery. Office Chair shall incorporate 





the finest workmanship and best gue, 





Two problems—created by war 
. = Posture Chair 
and not yet solved by peace— materials obtainable. E-15C 
limit the number of chairs we : 
For the present, please continue to order 
are now able to manufacture. ‘ ' 
oi now for delivery later. We’ll do our level 
Executive Chair re ” 
C-1500 One is the shortage of skilled ; 
best to make prompt shipment 
labor. The other is the difficulty of obtain- ; 
on both Posture and Executive 
ing top-grade materials in the amount and ‘ , f 
adic: Chairs. When your chairs arrive, 
at the time needed. ; 
we think you’ll be glad you 
° ° % ° ° 
We could increase the quantity of our Hoter 4 Waited. Harter Corporation, 
Posture Chair 
output—but only at the sacrifice of Harter es2c = Sturgis, Michigan. 


inl ART le 


STEEL OFFICE CHAIRS 


DEALERS: A few exclusive dealerships for Harter Posture Chairs are available 
now, as well as franchises for Harter Executive Chairs. BUY VICTORY BONDS 
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NEW ENGLAND TRAVELERS CLUB NEWS 

The last regular quarterly meeting of the New Eng- 
land Travelers Club was held on October 19 at the 
Hotel Gardner, Boston, Mass., with the entertainment 
committee arranging an enjoyable meeting. 

It has been decided to combine with the Boston Sta- 
tioners Association in arranging a Christmas party, 
coming between Christmas and New Year’s and closing 
the club activities for 1945. 

. - + 

Congratulations of the New England Travelers Club 
has been extended to William D. Paine of Brookline, 
Mass., for his record of 50 years in the stationery 
business. 

* + * 

Berry Paper Company, Lewiston, Me., have com- 
pletely renovated their second floor to feature new 
departments such as mechanical drawing equipment, 
party and art goods. 


x * * 


Howard F. Carr, for 17 years a salesman for the | 


Royal Typewriter Company, Inc., with desk room in the 
Roberts Office Supply Company in Lewiston, Me., has 
purchased the Colebrook House in Colebrook, N. H., 
to operate it as an all-year commercial hotel. 

* * * 

Harlan S. Bradford of the American Pad and Paper 
Company is celebrating 35 years of service with that 
firm. He started his career with American Pad and 
Paper as a cost clerk in the main office at Holyoke, 
Mass. After a few years there, he was transferred to 
the New York office to work with the manager, H. G. 
Bardenheuer. His duties involved calling on the New 
York City trade and, in addition, he also covered the 
New England territory. In 1941, Mr. Bradford was 
elected a director and vice-president of the company 
and continues in that capacity as well as manager of 
the New York office at present. 

* a * 

Dick Freeman of the E. L. Freeman Company, Paw- 
tucket, R. I., has been convalescing at the Pawtucket 
Memorial Hospital following an operation. 

* * * 

These items were taken from the New England Trav- 

elers Club News edited by Frank X. McQuillen, Boston. 


———7 = > o—_ 


CHICAGO FIRM BUYS OLD MADISON STORE 


Moseley Book Company, one of the oldest business 
concerns in Madison, Wis., has been sold to A. C. Mc- 
Clurg and Company, Chicago book and stationery firm, 
which will continue to operate the store, established 
at Madison in 1858. 

The Chicago firm bought the 87-year-old book con- 
cern from Bert Sauthoff and John D. Sumner, co- 
owners since the death of Harry L. Moseley in Decem- 
ber of 1941. McClurg’s will operate the business as 
Moseley’s, Inc. 

Moseley’s will continue at its present location at 10 
East Mifflin Street until February 1, when it will have 
to move to new quarters to make way for the expan- 
sion of H. S. Manchester, Inc., taking over the site now 
housing the book store and other Madison firms. 

Torrence L. Graham, who has been in the book and 
stationery field since 1926 and who returned to civilian 


life four months ago from Army service, has been | 


named store manager. 








It was in the fall of 1858 that James E. Moseley, who | 


two years before had established a book and stationery 
Store at Janesville, Wis., with an older brother, came 
to Madison to open a book store. In addition to books 
and stationery, including all varieties of legal paper 
and foolscap, James E. Moseley handled wall paper, 
musical instruments and office supplies. During the 
Civil war, while troopers were stationed at Camp Ran- 
dall in Madison, he did a flourishing business in offi- 
cers’ swords. 
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QUOTAS 
GOING 
UP! 


Increased production, combined with 
somewhat decreased Army and Navy require- 
ments, makes it possible for us to work toward 
increased quantities of Esterbrook Fountain 















Pens for civilian distribution. 


The situation has not yet improved to the 
point where our quota system can be 
abandoned. But you can look forward to 
substantially larger allotments. 


THE ESTERBROOK PEN COMPANY 


Camden, N. J. 
Canadian Representatives: 
The Brown Brothers, Ltd., Toronto 


Povrk aeepo ny 1550 





Gevthal Wriling 2668 
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RENEW-POINT FOUNTAIN PEN 
177 








EXPORTER 


@ Published in Great 
Britain every three 
months this popular 
Journal contains up- 
to-date news of the 
activities of British 
Manufacturers of 
stationery and allied 
lines. A number of 
lines advertised in 
this journal, how- 
ever, are not neces- 
sarily available for 
export at the present 
time. 


Scores of American 
dealers are on our 
regular mailing lists 
and we shall be 
pleased to send you 
a copy FREE each 
quarter if you will 
complete and return 
the form below. 


BRITISH STATIONERY 





SEND US THIS COUPON 





To F. W. BRIDGES LTD. 

Proprietors THE BRITISH STATIONERY EXPORTER. 

9 Fryston Avenue, Croydon, Surrey, ENGLAND 

(Late of Grand Buildings, Trafalgar Square, London, W. C. 2.) 


Please send to the address below Free Copy each quarter of 
the BRITISH STATIONERY EXPORTER. 


Name 
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MERCHANDISE SIMPLIFICATION COMMITTEE 
REPORTS FOR PHILADELPHIA STATIONERS 


After many weeks of study, the Philadelphia Sta- 
tioners Association committee on simplification of 
merchandise has made its report under the chairman- 
ship of Thomas Stagg. 

In presenting this report, Chairman Stagg comments, 
“Some time ago, someone claimed that there were 
17,000 items in the commercial stationery line. This, 
I think, is very conservative. I don’t know how near 
the truth that is, but I don’t think it is far from right. 
Now, if we still continue carrying these 17,000 items 
and then add the new items that are bound to come 
into this industry, we will probably have 20,000 items 
to handle, many of which will be duplications, and 


| in this way make our industry still more complicated, 


our investment heavier, and store room space more of 
a problem. Also, it will cause more and more small 
shipments from the manufacturer to the retailer... . 

“We have not attempted to go through this whole 


| stationery industry, just the major lines, but we sug- 





gest that all the different groups who manufacture 
stationery items meet together and analyze the call for 
their different items on the market.” 

Following is the complete report of the committee: 


Labels on Merchandise 


Before we start to talk about simplification of mer- 
chandise, there is one important question that we 
all agree upon, and that is that the manufacturer print 
the price on every item or container that he makes, 
wherever possible. This, we think, will go a long way 
to stabilize the value of the merchandise we sell. 

The ink manufacturer will spend a great deal of time 
and thought and money in making a label for his ink 
to make it a “thing of beauty and joy forever.” When 
it comes to our store, some boy either slaps a price 
sticker on the label or marks it with a black crayon 
pencil, thus mutilating and destroying the whole ap- 
pearance of the label that he has spent so much on. 
Now, if he would have some sort of shield or space on 
the label with the price printed thereon, the label 
would still be attractive. Of course, where he sells to 
dealers on the Coast, where, for reasons of transporta- 
tion, they must get a higher price, then he would have 
to have two sets of labels. But we don’t think this 
would be such a hardship. 

This could be done on steel pens, loose leaf, blank 
books, columnar pads, filing supplies, pen desk sets, 
numbering machines, staple machines, inks, mucilage, 
paste, pencils, erasers, typewriter paper, carbon paper, 
ribbons, favorite files, pencil sharpeners, and many 
other lines. With the price printed on the box or 
the items, it would convince the consumer that this is 
the price and establish his confidence in us as dealers. 


Erasers 


We recommend that the manufacturer of mechani- 
cal pencils standardize on the size of erasers for all 
pencils. Of course, they want the user to ask for their 
particular product, but no one ever made a fortune on 
this line of merchandise. The sales on an average are 
so small that they are really nuisance sales to the 
stationer and it means that we must carry at least 
four or five lines of this item. 


Leads 


One mechanical pencil manufacturer lists about 80 
numbers of leads. It is nearly impossible for the aver- 
age dealer to carry the full line listed by the four or 
five different manufacturers. From our experience, 
the harder leads and the softer ones are used by 
draftsmen and artists, and these two professions rarely 
use a mechanical pencil. Therefore, we recommend 
discontinuing several grades of leads. We also recom- 
mend only making leads in the four-inch size and 
discontinuing the two-inch leads. It seems a simple 
matter if the pencil can use only a two-inch lead to 
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MANUFACTURING CORPORATION * CORRY, PENNA. 
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Production will long 
continue to be the 
great American need 





To re-convert the involved processes of the 
industry of a great democratic nation is a 
huge task. Divergent interests of the many 
and varied production activities, the rights 
of all individuals must be taken into account, 
and the desires and preferences of the ulti- 
mate user recognized and brought to bear 


upon the problem. 


Improvements in material for making office 


Jasper 
Chair bo. 


JASPER, INDIANA 





Jasper Chair Co. office 

chairs will facilitate 

executive and clerical 
production 


chairs are being put to use as soon as avail- 
able. Changes in form and design are also 
recognized, adding to appearance, comfort 
and convenience. We expect to augment and 
improve our production and as the season 
progresses, make ample quantities available 
to our dealers. Before many months have 
passed, you will, we are confident, be sup- 
plying your trade with “The Right Chair 


at the Right Price.” 





MEMBER WOOD OFFICE FURNITURE INSTITUTE 


REPRESENTATIVES: Geo. A. Litchfield, Sales Mgr. 
S. H. MacDonald, (West) 
405 Orpheum Bldg. 
Seattle, Wash. 


James S. Fowls, (Southern) 
327 Sunset Drive, North 
St. Petersburg, Florida 


W. H. Brown, (Chicago-Midwest) R. J. Freeman, (Eastern) 
6708 Glenwood Ave., Chicago 383 Madison Ave. 
(Phone ROGers Park 3644) New York, N. Y. 
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snap a four-inch lead in half, put one piece back in 
the container for future use, and use the other piece 
in the pencil. 

Commercial Erasers 


Most manufacturers list about 70 different numbers 
in commercial erasers, and here is an example of 
adding lines without increasing the volume of articles 
consumed. 

If the manufacturer would produce an eraser that 
would do a job that no other eraser would do, that is 
okay. But to turn out an eraser that is only different 
in color or shape may create a demand for this new 
eraser, While some of the old numbers stay on your 
shelf. If he wants to produce a new eraser and finds 
the demand is there, let him discontinue one of the old 
numbers so that we will not keep adding lines and 
getting no more volume. So we believe and recommend 
that he cut his number at least 50 per cent on this line 
of merchandise. 


Pencils 


Here is the great problem, for the reason that there 
are many pencils not sold through the commercial 
stationery stores and also that different sections of the 
country seem to have calls for different merchandise. 
We would recommend that the manufacturers of cer- 
tain popular pencils, whose big distribution and pro- 
motion for the past many years has been through the 
commercial stationers, distribute such pencils only 
through the commercial stationer and not through 
other channels. We realize that the said manufacturer 
must have other channels to distribute his products, 
but we suggest he have a different brand to supply 
other stores and keep his standard number in the 
stores of the commercial stationers only. We would 
recommend that he Keep his standard drawing pencil, 
indelible pencils, colored pencils, and his advertised 
brand of five-cent and three-cent pencils to be dis- 
tributed by the commercial stationer. We suggest that 
he have in his five-cent line one hexagon-shaped and 
one round-shaped pencil, and in the lower bracket a 
hexagon and round pencil with eraser and one with- 
out eraser. 


Clasp Envelopes 


According to a post-war list of a well-known manu- 
facturer, there were 33 different sizes of clasp en- 
velopes with ungummed flaps. 33 different sizes with 
gummed flaps, and 36 sizes in brown or grey craft 
paper. An investment in 1,000 of each, which is practi- 
cally no stock of certain sizes, represents quite a little 
money and a storage problem. 

Originally clasp envelopes were invented to be used 
as second class mail, so that they were not sealed with 
gum. We see no reason in carrying more than one line, 
either with gum or without, whichever the manufac- 
turing group decides. The number of sizes could cer- 
tainly be cut down; for instance, in the sizes 6 x 9, 
64%, x 914, 61% x 9%, 6% x 10 and 7 x 10, we feel that 
two of the best sellers would be plenty. If the cus- 
tomer wanted a different size and the quantity was 
sufficient, they could be made to order. Therefore, we 
might recommend carrying the following sizes only: 
5, 10, 14, 15, 35, 55, 63, 75, 83, 90, 93, 97, 110. 


Red Fibre Wallets 


According to a well-known manufacturer’s list, 
there are 

14 different sizes in flat light-weight wallets 

7 different sizes in flat heavy-weight wallets, 

7 different sizes in flat light second-grade wallets, 

18 134 expansion A grades, 

18 134 expansion AA grades, 

18 3% expansion A grades, 

18 344 expansion AA grades, 

18 5144 expansion A grades, 

18 514 expansion AA grades, 
or about 136 numbers in flat and expansion wallets. 
1945 
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ADDITIONAL SALESMEN 
WANTED FOR 
SOUTHERN TERRITORY 


The manufacturer of one of the 
most widely distributed lines in 
the stationery industry is ex- 
panding its sales program. An 
important part of this expansion 
will be the addition of new sales 
representatives in the south. 


Among other qualifications, the 
successful applicant will be be- 
tween the ages of 28 and 35. He 
must be prepared to live in his 
assigned territory and car owner- 
ship is essential to his effic- 
ient operation. 


v 
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If you are interested in the 
promise suggested by one of these 
sales positions, your application 
will be considered if you answer 
in your own handwriting and tell 
us why you feel qualified, asa 
result of your education and 
background, to sell Esterbrook 
products successfully. Include 
in this letter the salary that 
you think you should receive. 


ly to RR. .B. 
en Company, 
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Please direct your re 
Wood, The Esterbrook 
Camden, New Jersey. 
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A Most Appropriate 
And Appreciated 
Christmas Gift 


Cram's Maps 
of the Bible Lands 


A big, beautiful 8!/,x11 book, 
printed in four colors, with 20 
maps and index to over 400 Bible 
Places. The life and journeys of 
Christ are told in 8 maps. Retails 
at 50 cents. 


Cram's Modern Series Maps 


= ‘Big Maps for Little Money” 
/ 41 Subjects—Order by Number 


Large, full colored, finely detailed maps 
of all principal countries, land and water 
areas, including all war sectors. Return- 
ing service men will want maps to show 
the folks where they have been. 











L 311 Australia 353 Germany (before Aus- 
315 East indies and tria, zechoslovakia 

2 New Zealand and Meme!) 

3 f 317 Philippines 355 Greece & Switzerland 

10 Atlantic Ocean 319 Hawaii and U.S.Pos- 359 Italy 

11 Pacific Ocean sessions in the Pecific 361 Yugoslavia, Albania, 


321 Oceania (Southwest Rumania & Bulgaria 
Pacific with Australia 367 Poland, Lithuania, 
and New Zealand) Latvia and Estonia 


235 Alaska 
237 Newfoundland 
239 Canada 


267 British Columbia 325 England and Wales 371 Russia (U.S.S.R.) in 

273 Mexico 329 Scotland Europe 

275 Central America cotta 373 Palestine, Syria, 

285 West Indies 331 Ireland Trans-Jordan 

287 North America 335 Spain and Portugal 375 Turkey and Southeast 
289 South America 339 France Europe with Syria, 
299 Europe 341 Netheriands, Belgium 4, Patqeune, traq 

303 Africa and Luxembourg La pL pawl 

305 Asia 345 Sweden and Norway 384 invasion Map of 

309 Japan 349 Denmark and Finland ermany 


Display box free with order for 6 dozen. Address Dept. 4. 


The George F. Cram Company, Inc. 


730 E. Washington Street Indianapolis 7, Indiana 
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the EAGLE-A line is a complete line of 

uniformly high quality. We help you sell 
it by furnishing you fourteen dealer 
helps and promotional ideas at no cost. 


| The COMPLETE Line 


BONDS ONION SKINS 
MIMEOGRAPH MANIFOLD 
“PRINTED COPY” MANUSCRIPT COVERS 

BRIEF FOLDERS | 








PLAIN AND LEGAL RULED 


EAGLE-A 











WRITING PAPER CORPORATION 
HOLYOKE, MASSACHUSETTS 


IN DEMAND! 




















FILING 
FOLDERS 


WARSHAW 





om ... Mr. Dealer, you can expect a 
sme ne good demand for WARSHAW 
aoe filing folders this transfer time. 
INDEX CARDS . 
Time to check your stock and 
FOLDERS "ype 
PROTEX ae PPIy- 
STICKONS Made of sound paper stock on 
MENDING TAPE fully automatic machinery, they 
GUMMED are uniform and durable. 
INDEX TABS ; 
An outstanding value! 











THE WARSHAW MFG. CO., INC. 


1 MAIN STREET BROOKLIN 1, N. Y. 
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This item to the retail stationer in Philadelphia may 
not seem important, as there are at least four manu- 
facturers of this merchandise who sell direct to the 
consumer at prices we don’t feel that we can meet. 
But in centers where this condition does not exist, we 
understand that this is an important line of merchan- 
dise. Imagine the investment and space that would be 
allowed to this line if a real stock should be carried. 
We recommend that the sizes and variety be greatly 
reduced and that the manufacturers get together and 
cut the slow-moving numbers so that the line will not 
be so gigantic. 


Inks, Pastes, Mucilage 


On inks (possibly with the exception of drawing 
ink), paste and mucilage, we recommend that the 
manufacturer make only gallons, quarts, four-ounce 
and two-ounce, except either the five-ounce or six- 
ounce in paste, and discontinue the eight-ounce, or 
vice versa. 

You have already discontinued the half-pint and we 
don’t feel that this has harmed in any way. From our 
records we find that the main demand for the pint 
size is in red ink, and certain new dealers assure us 
that there will be very little use for red ink as long 
as they are in control of our governmental policies. 

We think that here is a case where we could patron- 
ize more different manufacturers because of the lesser 
investment with a shorter line. We firmly believe 
that this will not reduce the consumption of ink. We 
see no reason in carrying the five-ounce, six-ounce 
and eight-ounce waterwell or desk size paste—one of 
these would be plenty, with the gallon and quart sizes 
only for refilling or for the larger user. 


Loose Leaf Price Books 


We think that one or two sizes could be discontinued 
in this line, and also a selection of three or four and 
not nine different grades could suffice. We believe that 
the 1” and 1%” covers to take sheets 3 x 5144—51% x 3, 
could be discontinued. 


Loose Leaf Memo Books 


In this line we might suggest that we discontinue at 
least the 4 x 2 and 2 x 4 size. Also we see no reason to 
have 14”, 1%”, 34” and 1” rings. The one-inch size can 
easily be taken care of in the price book category and 
we could also discontinue either the 4%” or 34”, accord- 
ing to the manufacturers’ records of selling. As far as 
grades or qualities, we think three different qualities 
would be plenty. 


Columnal Pads 


The pre-war line of columnar pads represented be- 
tween 220 and 250 different numbers. Think of having 
only one box of each, containing ten pads; you have 
over 2,000 pads in stock and no fair quantity of any 
single one. We recommend discontinuing at least the 
canary line of paper and carry buff only. It was also 
suggested that if and when the wire binding comes 
back, it might be worth while to consider wire binding 
only as there is little difference in the retail price. 
Also, where the same size pad is listed with 21, 25, 28, 
30 columns, why not make only the 30 column? 
If the customer desires only 25 columns we could trim 
the pad to suit his purpose; this would do away with 
at least 48 numbers. Also in cases where we have 13 
and 14 columns with and without name spaces, let the 
manufacturer decide which is the least called for and 
discontinue the slow seller. Another thought that 
came up is—why not bind the columnar pads of the 
large 34” x 14” size on the short side, so in turning 
back, the cover would not be so unwieldy? This might 
give a small saving to the manufacturer in binding 
material. 


Post Binders, 3/16” Posts 
In the 3/16-inch post binder line, we believe that 
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\ STRATFORD’ 
\ REGENCY 


\ NATIONALLY ADVERTISED 
FOR 1946 DELIVERY \ AT THE MAGIC 


ORDER p RETAIL PRICE 


EXCLUSIVE 
DESIGN 


Gracefully tapered lines . . . 
created by top-ranking indus- 
trial designers. Regency looks 
and writes like a pen worth 
many times its price. 


NEW 
RECESSED CLIP 


The slender rolled gold plate 
clip lends a firmer grip...and 
eliminates annoyances com- 


\' 
\ 


mon fo protruding clips. 


SMART, WIDER 
BAND 


New, luxurious, beautiful... 





extra-wide band in rolled 
gold plate. Brilliant contrast 
to rich tones of cap and barrel. 


DISTINCTIVE 
DUOTONES 


The Regency is available in: 
1—Plum Wine cap and Pearl 
Gray barrel 
2—Bluebird cap and Star Sap- 
phire barrel 





3—Forest Green 
4—Jet Black 
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An Office of Distinction... 
For A Man of Distinction 


How many people were in and out of your office today? The design of your office is 


important to your daily business procedure. For the past few years, we have been unable 
to supply the labor and material necessary for the decoration of your office. Today, we 
are prepared to aid you in the development of a distinctive office design. We have, for 
many years, designed private offices, libraries, laboratories, and other special features for 


schools, offices, and public buildings. 


We manufacture special equipment and cabinet work from architects’ drawings 
and specifications, or we will gladly submit drawings prepared by our designers. 


We will accept projects anywhere in the United States. WRITE US TODAY! 











a 








512 East 137th Street New York 54, New York 
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the solid post binders could be discontinued and the 
binder carried only in the sectional posts. The binder 
would answer all purposes and the differences in the 
list it so small that this suggestion probably would not 
lessen the sale. It also seems to us that a few sizes 
could be discontinued but, of course, the manufactur- 
ers’ records would need to be consulted here. 


Sectional Post Binders, 34"-5/16" Posts 


There are listed by the average manufacturer about 
200 numbers in the sectional post binder line. This 
includes only the top-lock and end-lock type of binder, 
and not the cheaper line of transfer binder. 

Imagine what your inventory would be if you carried 
only a small stock of each of these items. 

We suggest that the leather and corduroy be dis- 
continued and only made up as a special item. We also 
recommend that either the end-lock or top-lock be 
discontinued if the sales records could prove that 
either one is by far the larger seller. We also believe 
that quite a few sizes could be discontinued, that 
a selection of four grades would be more than suffi- 
cient to suit any customers, and that different sizes 
be reduced to not over 12 or 14 sizes, this again to be 
decided from the sales records of the different manu- 
facturers. 

Folders 


The average manufacturer listed between 80 and 100 
different numbers in letter-size folders—that is letter- 
size only, and does not include note and legal-size. 
If you carried in stock one thousand of each number, 
you would have an investment of between 1,000 and 
100,000 folders, which certainly takes up space; one 
thousand of a great many numbers would be but a 
drop in the bucket. Therefore, we recommend cutting 
down this line considerably. Maybe we don’t need so 
many different grades, and we feel sure that we don’t 
need so many different weights. However, our manu- 
facturers must consider the manufacturers who sell 
through their own branches, and we recommend that 
they all discuss this matter and work toward shorter 
lines. 

Miscellaneous Lines 


There are many lines that need attention, but it 
would be impossible for us to work on them all at this 
time. However, we do suggest that the manufacturers 
of each group get together among themselves, with 
their records, and see what can be done toward re- 
ducing slow-selling or duplicate numbers. 

A very small item is rulers. However, if you carry 
four grades, it does mean some investment. Why 
should there be 12”, 15”, 18” and 24” rulers? We could 
eliminate at least one. We suggest discontinuing 
either the 15” or 18” size. 

Blackboards—The manufacturer lists nine sizes in 
slate and nine sizes in silicate. We think these could 
be cut at least one-third. 

Cash boxes—Reduce about 25 per cent of the sizes. 

Steel files—Why do we need four grades? 


Gummed labels—Prices, tags and shipping tags, we 
think, could be reduced at least 25 per cent. 

Pull-out card cabinets—We don’t think we need 
them 12”, 15” and 18” deep. 

Card cabinets, with and without lids. Why make 
eight when less would answer? 

We don’t think that we need seven different sizes of 
Pins and T Pins. 

We don’t think that we need six different sizes of 
Thumb Tacks. 

We think there are too many numbers of Favorite 
Files. 

The average manufacturer lists about 24 different 
sizes and styles of Office Scissors and Shears. These, 
we think, could be reduced greatly. 
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MAPS 


DEALERS! 


Be prepared to meet the ever increasing 
demand for maps. 


SCHOOL — BUSINESS — TRAVEL 


CLEARTYPE MAPS 


BLACK AND WHITE 
COLORPRINT SERIES 


COMBINATION 
RAILROAD — AUTO MAPS 


MAPS MAPS 


for of 
EVERY PURPOSE EVERY WHERE 
WRITE FOR CATALOGUE 
AND 
DISCOUNT SCHEDULE 








AMERICAN MAP CO., INC. 


16 EAST 42nd ST., N. Y. 17, N. ¥. * MU 2-7581 














THE ORIGINAL 


NORTA 


PLASTIC 
TYPE CLEANER 


EQUAL TO PRE-WAR QUALITY 


MR. DEALER ... 

They come . .. they see ... they buy. . .. This attractive 
display container on your counter catches their eye. . .. A con- 
stant reminder. ...A pick up... . 


Order a supply today. . . . Display it prominently and watch it 
sell itself. . . . Unlike other cleaners NORTA is clean, efficient 
and quick; just press, roll gently back and forth and the jeb is 
done. No dirty, inky hands, no soiled clothing. No brushing, 
scrubbing or rubbing. 


Its remarkable qualities make it the ideal cleaner for typewriter 
type, stamps, etc. 


NORTA 
DISTRIBUTING 
Co. 


119 WEST 40th ST., 
NEW YORK 18, N. Y. 
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ALL METAL 


OFFICE 
TABLE 


MODERN DESIGN 
UNUSUAL STRENGTH 
CHANNEL LEGS 
RIGID BRACING 
ROUNDED EDGES 
SELF LOCKING WINGS 


Nothing was spared in the construction of this streamline table. 


New production tools and methods makes this table more compact, | 








GOVERNMENT SURPLUS MACHINES DISPOSAL 
(Continued from page 35) 


ment surpluses. Small quantities will be priced and 
the small business man who handles surplus goods 
does not need to invest a fortune to stock up, it is 


| claimed. “Lots of merchandise will be offered in small 


or single items lots, to prevent anyone from getting 
a corner on the market,” officials say. Individuals, 


| however, except for veterans, cannot buy, and even 


veterans cannot buy directly from the Government 
without establishing a business. This is to prevent a 
flood of goods on the market from damaging private 
business, it is claimed. 


Watch Your Daily News 
One recent news release states, “Mr. W. Stuart Sym- 


| ington, newly sworn in as the one-man board of the 
| Surplus Property Administration, has told members 


stronger and lighter. The wings have a new type bracket that | 
eliminates the danger of accidental falling when in use. GUILD | 


craftsmanship assures safety, comfort and beauty of style. 


ciation 4 
RS ” 


Toledo Cuil Pooduclo Gwe. 


U.S.A. 


PART NO. 1005 
IMMEDIATE DELIVERY 
SHIPPED KNOCKED DOWN 
INDIVIDUAL CARTONS 
SHIPPING WEIGHT 14 LBS. 
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515 MADISON AVENUE * TOLEDO, OHIO - 








a pencil sharpener must have 9 lives 


The high quality which went into the making of peacetime 
Boston Pencil Sharpeners has served the majority of users 
during the war. While the manufacture of Pencil Sharp- 
eners is again under way on a limited basis, everything 
possible is being done to equitably distribute Boston Ks 
and Ks Draftman Pencil Sharpeners. Your continued co- 
operation is greatly appreciated. 


|b LOR EO} \ 


PENCIL SHARPENERS 





C. HOWARD HUNT PEN CO. 
CAMDEN, N. J. 
SPEEDBALL PENS, HUNT PENS AND ARTISTS’ PENS 
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of Congress he plans to establish a central informa- 
tion office. Members of Congress have been complain- 
ing they are having a lot of trouble getting informa- 
tion about surplus that people back home write them 
about. 

So, Surplus Propery Administrator Symington is get- 
ting off to a good start by centralizing information 
sources, not only for Congress, but also for individuals 
and small businesses seeking to buy surplus war goods.” 


As yet, we can only hope these changes will affect 


| Government surplus office machines disposal to the 
| extent that they will benefit all office machine dis- 


| tributors. 


If you, as a dealer, have not yet written 


| the Surplus Property Disposal, U. S. Commerce De- 
partment, Regional Office, for the district in which 


you are located, asking to be put on their mailing list 
for the purchase of office machines and supplies, you 
should do so at once. If you do not know the address 
of the regional office in your district, write NOMDA 
Executive Secretary Victor Mosel, 677 Old Arcade, 


| Cleveland 14, Ohio. 


(Since this article was written, a transfer of con- 
sumers’ goods surplus disposal has been made to a 
new agency, the War Assets Corporation, a subsidiary 
of the Reconstruction Finance Corporation, under the 
supervision of Surplus Property Administrator Syming- 
ton.) 

n ene eee 
NEWS FROM NOMDA HEADQUARTERS 
HE TRAINING COURSE for office machine me- 
chanics has been approved and is now in the proc- 
ess of printing. The purposes of this training course 


| are declared to be: 


1. To assist the disabled and returning veteran to 


| become a self-supporting citizen, gainfully employed 
| and able to take his rightful place in his community. 


2. To provide the office machine industry with 


' much-needed, skilled mechanical personnel. 


Office Machine Delivery Situation 
With the end of the war, all manufacturers are con- 


| verting as rapidly as possible to civilian products. 


But new merchandise is still not reaching the office 
machine dealer in the volume he had hoped for. 


Production has already seen sold out so far in 
advance that new dealers are at a particular disad- 
vantage. Dealers are sniping at their supply sources 
and there is some feeling that products are not being 


| distributed as fairly as possible. But the truth is that 


most of the manufacturers are doing the best they can. 

Deliveries of most office machines are still many 
months behind. WPB 1688 approvals are still being 
filled despite the fact that these were issued before 
the middle of last May. 

Adding machines and cash drawer combinations are 
just getting into production. 

The typewriter situation is continuing to get worse. 
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GGRESSIVE sales and merchandising plans, 
directed toward a profitable objective — plus 
great, feature-full new metal filing cabinets — will 
interest sales-and-profit minded office appliance 
merchants. You have a competitive advantage 
when you couple your plans with Invincible. 


The built-in safe cabinet for “personal” files is 
an innovation exclusive with Invincible — a fea- 
ture you can “push” with profitable enthusiasm. 


INVINCIBLE METAL FURNITURE CO. 


MANITOWOC + WISCONSIN 
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This concealed safe 
unit is a patented 
Invincible EXCLUSIVE! 
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‘SOUND ON WIRE 


means 


ERROR PROOF DICTATION 


and 


PERFECT TRANSCRPTION 


More letters .. . 

more ret 
via SOUND ON WIRE be- 
cause no corrections hold 
up flow of correspondence. 








\ J 





THE NEEDS OF BUSINESS! 


The amazing SOUND ON WIRE records the human voice on a 
spool of wire as fine as human hair. As much as one hour of un- 
interrupted dictation on one spool. Play back for transcription 
is heard with incomparable fidelity of tone. Use of earphones or 


loud speaker is optional with user. 


Join the growing list of outstanding office equipment dealers 
who will share in SOUND ON WIRE's great future. Inquiries 


invited. 








STANDARD Besiress Machines Company 
Makers of SOUND ox winE © for the office 








542 So. Dearborn St. veil Chicago 5, Illinois 
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Orders are coming in faster than the manufacturer 
can produce, and deliveries are getting farther behind 
all the time. Some dealers are discouraging advance 
orders and others are doing an active selling job. We 
don’t know which ones are right. Portable production 
is under way and manufacturers promise a fair stock 
for dealers by Christmas, but deliveries so far have 
been almost nothing. 

Duplicators are available from several sources and 
several of the manufacturers are accepting orders for 
their new products for 1946 delivery and new sales 
policies are being introduced. 

Typewriter and adding machine manufacturers are 
in no hurry to change their products and no basic 
changes are expected before 1946—perhaps even later. 
So long as present production can be sold in large 
volume there is little incentive to change models. 

Some members anticipate an early cut in used type- 
writer ceiling prices and certain dealers are selling 
their stocks at prevailing prices. In an informal sur- 
vey of a limited number of dealers it was found that 
almost all of them object to reducing ceiling prices— 
particularly on reconditioned and rebuilt machines. If 
the OPA gives consideration to dealer opinion, ceilings 
on these will probably not be lowered. We still think 
used typewriters are scarcer than they ever were and 
we do not recommend rapid unloading unless you have 
a large stock beyond your rental needs. 


Connolly Heads Government Surplus 


It is with sincere regret that we announce the resig- 
nation of A. A. Bratton as chairman of the Govern- 
ment Surplus Committee, a step brought about by the 
condition of his health. Mr. Bratton has given much 
time and study to this problem, and his work has been 
deeply appreciated. 

A. B. Connolly, of the Reliable Office Equipment 
Company, Evansville, Ind., has been appointed to the 
chairmanship of this Committee. Mr. Connolly is the 
energetic and efficient secretary of the Indiana Office 
Machine Dealers Association, and is the author of the 
article which appeared in the July, 1945, issue of 
OFFICE APPLIANCES—‘Pull Your Business Up by Its 
‘Boot Straps.” 


Arrangements Proceed for Convention 


Every effort is being made to secure hotel accommo- 
dations for an early convention. Many hotels re- 
port they are unable to handle such meetings until 
late summer. The convention will be held in the Mid- 
west if hotel space is available. There is some possi- 
bility that it may be in December and almost a cer- 
tainty that the sessions will not be later than January. 


—— 


CANADIAN FIRM MAKES APPOINTMENT 


Major W. Jeffrey Preston of the Cameron Highland- 
ers of Ottawa, Canada, returning from the service, was 
recently appointed by the directors as general manager 
of Preston-Noelting, Ltd., Stratford, Canada. An- 
other serviceman returning to the industry is Sgt. Bill 
Graham, who was sales representative for Preston- 
Noelting, Ltd., in western Canada from Windsor to 
Brantford and Guelph. He will be in charge of sales 
at the office besides making a trip amongst his old 
customers as soon as it is convenient for him to do so. 


A 


L. L. BROWN COMPANY NAMES DISTRIBUTOR 


The F. A. Vanderlip Company, Hartford, Conn., has 
been appointed a distributor in that area of L. L. 
Brown’s linen ledger, Greylock ledger, report ledger 
and machine-posting, Resistall linen ledger and 
Resistall index bristol, all products of the L. L. Brown 
Paper Company, Adams, Mass. The new distributor is 
arranging to carry representative and adequate stocks 
of various items in these papers. 
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OPPORTUNITIES 
SEEKING MEN 


MECHANICS FOR: 


Comptometers 
Monroe, Marchant and Friden Calculators 
Sundstrand Adding Machines 

Sundstrand Bookkeepers 

Burroughs 700 Class 

Burroughs High Speed 

Dictating Machines 













If you are qualified to recondition any of the above ma- 
chines, we can offer you a very good proposition. We 
c:e one of tie largest organizations of its kind in the 
country—have a reputation for cooperating with our em- 
ployees. You will find a good opportunity here—at a good 
salary—under good working conditions. In replying, tell 
us all about yourself. 
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New York 7, N. Y. 





328 Broadway « 


ADDING 
MACHINES 


* 


CALCULATING 
MACHINES 


* 


BOOKKEEPING 
MACHINES 


* 


Select Rough 
and Rebuilt 


Calculator Equipment Corp. 
Orange, New Jersey 





189 








pit cement 


Grip: pres 


GRIPPIT is accepted and used as the 
standard Non-Inflammable Paper Cement 
by great industrial firms who buy only after 
thorough tests in their own laboratories. 
Non-Wrinkling, Detachable. Excess rubs 
off. Needed on every desk and drawing 
board. 
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Companion products needed in every 
office. ROLTONIC cleans and gently 
naps the rubber platens of all business 
machines. New gripping surface 
carries file folders, envelopes, etc., 
through, holds them straight. 
TYPTONIC actually flushes away ink, 
eraser dust, office grime from metal 
and rubber type, then disappears 
entirely. All three products are 
Both ROLTONIC and TYPTONIC are wen-inflammable, Non- 
made to the same high quality as Poisonous, Harmless to 
GRIPPIT. skin and clothing. 





WRITE FOR SAMPLES AND PRICES 
















HARRIMAN - WELTS, INC. 
403 RIVER ST.,- HAVERHILL, MASS 
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TYPEWRITER 











WOODSTOCK TYPEWRITER COMPANY 


WOODSTOCK, ILLINOIS 
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MEETINGS AND DINNERS 
(Continued from page 62) 
efforts of some of the members, who desired to dis- 


| pense with the secretary’s report, and gave a brief 
| report on the figures he had prepared. He told of 


several messages received from old members who were 
unable to attend the tournament. He terminated his 
remarks with a tribute to President Tavernier, some- 


| thing which received enthusiastic endorsement from 
| the membership. 


The chairman then recognized three other stalwarts 
of the Association activities—Fred G. Huber, Eberhard 
Faber Pencil Company; Fred W. Callahan, J. C. Blair 


| Company; and R. J. Urmston, J. S. Staedtler, Inc. 


W. D. Evans, W. A. Sheaffer Pen Company, was in- 
troduced as “The Champ” for 1945 play and was pre- 
sented with the symbol of golfing prowess, the Eber- 
hard Faber cup. Mr. Evans expressed his pleasure in 
winning the cup for the 1945 play. 

The other winners of the year were: 

Louis Tavernier cup for Class B, E. R. McLeod, Min- 
nesota Mining & Mfg. Company; Ray Weisenborn cup 
for runner-up in Class A, Mr. Weissenborn who gra- 
ciously presented it to the next in line, Al Ficks, 
C. E. Sheppard Company; Harry Levy Memorial cup 


| for runner-up in Class B, L. E. White, Industrial Tape 


Company; Herman Price trophy for greatest percent- 
age of improvement, Leon Myers, Premier Supply Cor- 


| poration; D. A. Davies trophy for greatest attendance, 


George Nicklaus, National Blank Book Company. 
Prizes were then announced for the day’s play, the 


| winners being: Low gross in Class A, Dave Price, Eagle 
| Pencil Company; low gross in Class B, L. McCready; 


| low net in class A, A. Schlanger, West Short Envelope 


Company; low net in Class B, G. W. Fairchild; kickers’ 
handicap, I. M. Levy, Art Steel Company, Inc.; booby 
prize, Martin Moldow, Union Pencil Company; and 
honest scorer, A. I. Goldberg, A. I. Goldberg Company. 

F. W. Callahan, as chairman of the nominating com- 
mittee, read the committee’s report, which was ac- 


| cepted by the temporary chairman, Herman Price, 
| Eagle Pencil Company. Chairman Price received a 


unanimous acceptance of the committee’s report and 


| the following officers were all re-elected: L. H. Tav- 
| ernier, Jr., Fulton Specialty Company, president; Fred 


G. Huber, Eberhard Faber Pencil Company, vice-presi- 


| dent and treasurer; and George F. Griffiths, Noesting 


Pin Ticket Company, secretary. 
The newly-elected president expressed the thanks 


from himself and the other officers as one of the most 


successful years in the Association’s history was con- 
cluded. 
ee 


CONNECTICUT VALLEY STATIONERS CONVENE 


The first fall meeting of the Connecticut Valley Sta- 
tioners Association was held on September 26 at 
Ceriane’s Cafe Mellone in New Haven, Conn., with an 
attendance of over 45 members. 

After a delicious roast beef dinner and a few well- 


| chosen songs by Thomas A. Stonhouse, W. A. Sheaffer 
| Pen Company, the meeting got under way. 


President Garry E. Dell, Burt & Company, Hartford, 


| Conn., in opening the meeting, congratulated those 
| present on the fine turnout. 


Secretary Thure Bengston, Adkins Printing Com- 
pany, New Britain, Conn., read a letter from Henry 
Regal, Sengbusch Self-Closing Inkstand Company, 
thanking the association for flowers they had sent him 
when his wife died early in August. Henry Beirponch, 
Central Stationery Company, Hartford, Conn., who is 
recovering from a recent illness, sent a letter of thanks 


| for flowers he had received. All present stood for a 


minute of silence in respect to the memory of John 
Scoville, Bradley & Scoville, Inc., New Haven, Conn., 
who died in August. A motion was passed to draw up 
a resolution commemorating his memory, a copy of 


| which is to be sent to his family. John F. Molloy, Meri- 
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No blur—no fuzz—no fader 
in duplicating copies 
produced by : 


IMPERIAL 


Sptrettve ars 


(Also mode for Gelatin process) 


RUTH TERRY is not twins, 
but she is eye-appealing 
in THE CHEATERS 


a REPUBLIC PICTURE 
As postwar paper work rises to 


staggering heights, industry calls for um 
more and more IMPERIAL Spiritcarb. 
Because this scientifically com- : 
pounded hectograph carbon paper oo ie ct 
turns out clean, sharp, brilliant i ~ 
copies that are easy-on-the-eyes . . . hectooy rah 
SAVES MONEY because IMPERIAL oe = 

Spiritcarb turns out MORE COPIES Wi 2 e224 % ZZ, tone | hig COC 
from the same master—as many a 
as 500. Saves vision, saves time, saves temper. 


Remember our prediction that IMPERIAL Spiritcarb 
would be a gold mine for aggressive Dealers . . . 
many of you have seen it come true! If you have not 
yet staked out your claim in your town, write to us at 
once, won't you—today! We will send samples and 
price schedule by return mail. 






PEERLESS - IMPERIAL CO., INc. 


GENERAL OFFICE AND FACTORY: 
28 PEERLESS PLACE, NEWARK 5, N. J. 
NEW YORK OFFICE, 7: 321 BROADWAY 


THE KEY MEN OF AMERICA . . . Manufacturers with the dealers’ viewpoint 
DETROIT 18, 37 Linden St., River Rouge, Mich. © CHICAGO 2, 179 W. Washingotn St. 
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Have you ever faced a situation where 
you'd like to follow a certain course of action 


but conditions beyond your control, prevent it. 
Well . . . that's our problem today. We've 


gathered together a lot of valuable ideas for 
postwar desks. We have a definite idea of the 
kind of equipment you'll need and want to do 
a bang-up selling job in the future. We're pre- 
pared to build these new JACKSON DESKS 
but we cannot go ahead until such a time as 
materials and labor ease up. In the meantime, 
JACKSON DESKS are being turned out as 
rapidly as possible to fill the current demand 
that exists. Rest assured that we will furnish 
you with all that's NEW in WOOD Office 


Desks . . . as quickly as conditions permit. 


JASPER OFFICE FURNITURE CO. 
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REPRESENTATIVES 
James H. Davison, Route 1, Box 120, Los Gatos, Cal. 
Marion Y. Follin, 220 Fairbanks Road, Riverside, Ill. 
George B. Wray, 130 W. 42nd St., Room 819, New York 


JASPER, INDIANA 
MEMBER WOOD OFFICE FURNITURE INSTITUTE 


Howard Maley, 115 Tarbell Ave., Bedford, Ohio 


Charles L. Pettibone, Bedford, Ohio 
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L. H. McDaniel, 1414 West Tucker St., Ft. Worth, Tex. 


Ralph A. Bender, 813 Bona Allen Bidg., Atlanta, Ga. 
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dian, Conn., was appointed chairman of a committee 
to draw up such a resolution. Members were reminded 
to send individual “get well” letters to James C. Ho- 
bart, Eberhard Faber Pencil Company, at his home in 
Concord, Mass. Mr. Hobart is recovering from a re- 
cent illness. 

Captain Stanley McGar, Ordnance Department, 
U.S. Army, serving in the Detroit area, a former secre- 
tary and president of the association, was present. 
Captain McGar told of his work in the Ordnance De- 
partment, pointing out the necessity of disposing of 
government surplus property as rapidly as possible to 
speed up reconversion. He pictured for his audience 
the gigantic task of moving a quarter-billion dollar 
inventory of machinery and tools from plants which 
must be cleared so they can get back to work on civil- 
ian production in the shortest possible time. 

The guest speaker of the evening, Stanley Ashley, 
New Haven Chamber of Commerce, spoke on distribu- 
tion. He declared that what the Chamber is concerned 
with is getting merchandise into the people’s hands 
and, if that can be accomplished, it will lead to em- 
ployment. He stressed four important points for the 
accomplishment of that goal. The first is courtesy on 
the part of the traveling man, wholesaler and retailer, 
and the second is analysis of the markets for their 
potential buying power. Third, he listed as organiza- 
tion—the education and retraining of management. 
The fourth point is a well-planned work program for 
the distribution of merchandise when available. 

SE ee cee 


PHILADELPHIA STATIONERS, 50 STRONG, MEET 
An attendance of about 50 members and guests was 


had at the regular monthly meeting of the Philadel- | 
phia Stationers Association on Thursday evening, | 
October 18, at the Benjamin Franklin Hotel in Phila- | 


delphia, Pa. 


During the serving of the dinner, a number of songs | 


were sung by John A. Harte, Yeo & Lukens Company, 
with all present participating. 

President Charles W. Lukens, Yeo & Lukens Com- 
pany, presided and introduced the following guests: 
William A. Hanby, Joseph R. Truitt and Maurice Dowd, 
all of the George D. Hanby Company, Wilmington, 
Del.; Walter I. Sutcliff, Columbia Ribbon & Carbon 
Manufacturing Company; Lee C. Paddock, sales man- 
ager, American Pencil Company; O. R. Prior, Mutual 
Stationery Supply Corporation; Dave Browne, Indus- 
trial Tape Corporation: John Kiley, Yeo & Lukens, 
Philadelphia; Ernst Abe, Jr., William F. Murphy Sons 
Company, Philadelphia, and John L. Gallup, OFFICE 
APPLIANCES. 

President Lukens, on behalf of the Association, then 
thanked Thomas Stagg, Hoskins Company, Philadel- 
phia, general chairman of the various committees of 
simplification of merchandise, for the fine job he and 
his committee had done in getting out their report. 

Richard B. Yeo, Yeo & Lukens, Philadelphia, then 
introduced Lieutenant Colonel Albert E. DuBois, pro- 
vost marshal for eastern Pennsylvania area, Third 
Service Command, U. S. Army, who told of his many 
and varied experiences for the past four years. He 
remarked of his admiration for the part the British 
people played in the war, praising their courage and 
national unity. He went on to tell of the many months 
he spent in the European theater of war, also in the 
invasion of Normandy. A rising ovation was accorded 
the speaker on the conclusion of his remarks. 

The next speaker was Edwin G. Fleming of the 
Klein Institute, New York, N. Y., who spoke on the 
choice of salesmen by the test method. He told of the 


Institute’s work and the method of giving aptitude | 
tests, taking his audience through the procedure, step | 
by step. During his talk, Mr. Fleming gave many | 


interesting examples of how the tests had helped many 
large companies in the selection and training of their 
sales force. In conclusion, he recommended that tests 
be given existing salesmen as well as new men, saying, 
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“OFFICIAL” 
Sell the rr Seal 





Johnny “OFFICIAL” 


Says 
“SELL THE SEAL 
THAT SELLS ANOTHER 


YOUR PROFIT 
BROTHER! 


Standard with lawyers, notaries and corporations the 
world over, this is the seal your customers want. 
Handling the M. & W. seal line not only means in- 
creased seal business for you, but also brings new 
customers to your store for other sales. Write us for 
dealers proposition. Address Dept. O. A. 


MEYER & WENTHE, Inc. 


‘The House of Friendship’ 
30 South Jefferson Street, Chicago 6, Illinois 















No. 1509 (illustrated) 


@ Capacity, 5 lbs. by 
Y4 ounces. Computes 
postage for air mail, 
first class mail and 
merchandise up to 4 
Ibs. Easy to use, simply 
place mail matter on 
the platform and 
pointer automatically 
indicates the correct 
weight and amount of 
postage required. 
Accurate and durable. 
List $7.75 


SPECIFICATIONS 


Dial: 614” diameter, glass 
covered, Red and black 
figures on white, red for 
postage, black for 
weight. 

Platform: 512” square. 

Dimensions: 612” x 614” 
x 94”. 











PARCEL POST SCALE 
No, 1515 


Packing: One to a carton. 
@ Capacity 50 Ibs. by 1 


Weight packed 6 Ibs. 


See your supply house. 








cunce. Computes 
for merchandise up to $0 
Ibs. for all postal zones. 
Dial 8” diameter. Plat- 
form 7” square. Overall 
dimensions 8” x 18 x 
10”, Weight packed 9 Ibs. 
List $9.50 














HANSON 
SCALE Co. 


525 North Ada Street, 





Chicago 22, IMinois 
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‘ FULTO ' 


CAN QUALITY BE ASSURED? 








Yes ... by insisting on 


Name Brands! 


All-Weather Stamp Pads and Inks 
Dri-Kwik Stamp Pads and Inks 
Fulton and Service Daters 


Fulton Business Outfits 


a ities SPECIALTY Co. 


200 Fifth Avenue, New York 10, N. Y. 


Factory at Elizabeth 1, New Jersey 
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“You will have a better sales force if you add tests to 
what you have.” 

President Lukens announced that the Association’s 
annual banquet, entertainment and dance to be held 
on November 15 at the Benjamin Franklin hotel, would 
be known as “The Philadelphia Stationers Victory 
Banquet” in honor of the many associates who left 
their jobs to don the uniform of their country. All 
returned servicemen who were formerly employed by 
stationers, or are now employed by them, will be in- 
vited as guests of the Association. A plaque will be 
awarded in recognition of their services. 

Declaring that the affair will be the largest ever 
held by the Association, President Lukens suggested 
that reservations be made at once, so that accommo- 
dations could be provided. 

0 


NEW YORK OFFICE MACHINE DEALERS MEET 


The regular monthly meeting of the Office Machine 
Dealers Association of New York, Inc., was held on 
Tuesday evening, October 9, at the Hotel New Yorker, 
with an attendance of 77 members. 

President Irving R. Ritchie, Addressing Machine & 
Equipment Company, in opening the meeting an- 
nounced that the Veterans’ Training Program was pro- 
gressing nicely. Many signed contracts have been re- 
ceived and more are needed, he declared, and asked 
those dealers who have not signed and sent in their 
contracts to do so at once. 

He then introduced the following guests: James 
Sheehan, The Office Appliance Company, Providence, 
R. I., chairman of the advisory committee of the 
NOMDA.; Marcus Harwitz, Regal Typewriter Company; 
H. W. Fink, Remington Rand, Inc., New York; Miss 
A. Gilhooly, Macy’s Department Store, New York; Dan- 
iel Feldman, L. C. Smith & Corona Typewriters, Inc.; 
H. E. Maynard, Magnus Chemical Company, Garwood, 
N. J.; Bernard Morse, Morse Typewriter Company, son 
of Harry Morse, recently released from the U. S. Army; 
H. W. Murphey and John F. Dugan, both of the Office 
of Surplus Property, Department of Commerce, New 
York Region. 

Announcing the death of Morris Wormser, Wormser 
Typewriter Company, he asked all to stand for a mo- 
ment in silence in respect to his memory. Morris 
Wormser, one of the charter members of the associa- 
tion, died in his eightieth year. 

Secretary Jessie I. Taylor, Globe Typewriter & Add- 
ing Machine Company, Inc., read a letter from Harry 
Morse, Morse Typewriter Company, thanking the as- 
sociation for the letter of condolence they had sent 
on the recent death of his wife. 

Reuben Jaskow, Batlin-Horowitz, New York City, 
pinch-hitting for Paul Gross, Mailers Service & Equip- 
ment Company, chairman of the membership commit- 
tee, who was unable to attend, announced that two 
new members—Gernerts, Somerville, N. J., and Allen 
Typewriter Company, Pompton Lakes, N. J., had joined 
the association, making a total of 175 members in all. 

James Sheehan, chairman of the advisory committee 
of NOMDA, addressed the assemblage, outlining the 
work of his committee. He told of their numerous 
meetings with the OPA on ceiling prices, and of sur- 
veys they had made throughout the country, showing 
a majority vote against changes in ceiling prices. He 
told of what the committee had accomplished in secur- 
ing an agreement with the OPA to the effect that there 
would be no reduction of ceiling prices under OPA 
Regulation No. 162 until the law of supply and demand 
should warrant a change. President Ritchie thanked 
him on behalf of the New York Office Machine Dealers 
Association for the fine work he had done for the 
group. 

The guest speaker of the evening was Howard W. 
Rielly, merchandising chief, Office of Surplus Property 
Division, Commerce Department, Washington, D. C., 
who gave his audience a thoroughly comprehensive 
talk on the workings of his department in the disposal 
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TO HELP YOU SELL . 


A MORE RAPID AND A MORE 
ECONOMICAL VISIBLE FILE... 


“Y and E” VIS-U-ALL 


This new catalog is on the press—a new 
catalog illustrating and describing the 
many unusual features of this modern fact- 
visualizing equipment. 

“Y and E” Vis-U-All is extremely practi- 
cal; therefore easy to sell. It opens the way 
for additional profitable business. This 
three-way method of making visible, re- 
lated figures and other recorded informa- 











tion, for checking and comparison, is a 
timely aid to reconversion and record re- 
organization. 

Again the “Y and E” exclusive franchise 
is proving to its agents and dealers the 
value of over sixty-five years’ experience 
serving business, large and small. 

Order your supply of Catalog No. 3977 
now. 


YAWMAN4'D FRBE MFG.(O. 


1015 JAY STREET, ROCHESTER 3, NEW YORK 


FOREMOST 





FOR OVER SIXTY-FIVE 
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Stencil 
Duplicator 







‘ e Completely collapsible feed and receiving 

ve tray folds up into a dust proof case when 

lll not in use. (See picture below). Requires 
(Machine Ready for Use) only a limited space for storage. 


e Fully automatic inking; closed cylinder; its ink distribution 
made perfect by the same internal irk brush used so success- 
fully for these many years in Commander Duplicators. 


Front Paper stop for accurate registration. 

Long side guides controlled externally by simply turning a dial. 
Interchangeable inking drum. 

Automatic roller release. 










COMMANDER 


Stencil Duplicator 





| When not in use folds into an 
ae all metal case. 





e Instant Drum Removal 


e Full Positive Automatic Inking 

F e Precision Built 

e Accurate Automatic Feed 3 MODELS » Reouty al Dacubiliay 

e Full Legal Size Printing Surface e Ease of Operation 
Write or Wire — We will mail a complete Catalogue 


MERCURY DUPLICATOR CORPORATION 


2404 EAST HENNEPIN AVENUE MINNEAPOLIS 13, MINNESOTA 
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of government-owned surplus property. Thanking of- 
fice machine dealers for their fine co-operation in the 


past, he asked that the fine spirit of co-operation be | 


continued, saying that the function of his department 
was to put machines back to work as quickly as pos- 
sible. He asked for suggestions from the dealers to be 
used in formulating a program of distribution of office 


machines to normal trade channels. An open forum | : 


was then declared to enable dealers to express their 
opinions and a busy half-hour was spent in that 
manner. 

President Irving R. Ritchie then appointed a nom- 


inating committee for the nomination of new officers | 


for the coming year, as follows: Nicholas H. Fucci, 
Business Machines Service Company, chairman; Theo- 
dore R. Patton, Patton Typewriter Company, Mineola, 
L. I.; George Convery, Alcon Typewriter Company, New 
York; Benjamin A. Engel, International Typewriter 


Company, New York; Adolf Morse, Typewriter Circle | 


Company, New York; Peter Carroll, Globe Typewriter 
& Adding Machine Company, New York; Murray Dia- 
mond, American Typewriter & Adding Machine Com- 
pany, New York. 


—————_—= > 


INSTITUTE RE-ELECTS A. W. VANDERHOOF 


A. W. Vanderhoof, Standard Duplicating Machines 
Corporation, was re-elected president of the Office 
Equipment Manufacturers Institute at the annual 
meeting of the organization held at the Hotel Statler 
in Washington, D. C., on October 24 and 25. Other 
officers were re-elected, including Roy Stephens, Inter- 
national Business Machines Corporation, and P. M. 
Zenner, The McBee Corporation, as vice-presidents; 














A. W. VANDERHOOF 


and W. F. Arnold, Underwood Corporation, as treas- 
urer. E. D. Taylor was restored to his duties as execu- 
tive secretary, replacing Miss G. L. Meier, who was 
acting secretary during Mr. Taylor’s term of service 
in the Navy. New directors elected were Harry C. 
Anderson, A. B. Dick Company; and S. M. Knapp of 
Remington Rand, Inc. Directors re-elected were Ar- 
thur Walsh of Thomas A. Edison, Inc., and L. C. 
Stowell, Underwood Corporation. 

Cameron Lyman, now back with L. C. Smith & 
Corona Typewriters, Inc., after service with the Sur- 
plus Property Disposal Administration, introduced 
Howard Reilly, who is in charge of the office machin- 
ery division of the Governmental agency. Mr. Reilly 
spoke on surplus property disposal and Robert Nathan, 
deputy director of the Office of War Mobilization and 
Reconversion, addressed the session on reconversion. 

Other speakers and leaders of discussion included 
Frederick Bowes, Jr., advertising manager of Pitney- 
Bowes, Inc., on “Labor-Management Committees”; Alan 
E. Bruce, sales manager of Standard Duplicating Ma- 
chines Corporation, on “Buying Power Index,” Miss 
G. L. Meyer, acting secretary of Office Equipment Man- 
ufacturers Institute, on “The Public’s Appraisal of 
Management Motives”; P. M. Zenner, vice-president of 
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Cftaffeo products are 
creasingly important 


your stock. 


COMPANY 


Ones 


uP THE 
Fes necoRDS 


in- 
to 


dealers who carry the best 
in office supplies. Graffco 
signals and maptacks never 
forget. A reminder to check 


GEORGE B. GRAFF 


54 Washburn Avenue 
Cambridge 40, Mass. 
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THE ROBERTS NUMBERING MACHINE Co. 


694-710 JAMAICA AVE. BROOKLYN, NEW YORK 


362 W. Chicago Ave., Chicago, Ill. 





| NVESTIGATE 
THE MERITS OF 











ROBERTS 


MODEL 95 


The Quality five action, all steel 
and nickel, Numbering Ma- 
chine. 


% Capacity for ten wheels. 


% Priced competitive to ordi- 
nary machines of four and 
less actions. 


% UNCONDITIONALLY 
GUARANTEED. 


Your large discounts give you a 
real incentive to sell these units. 


Western Distributor LOUIS MELIND COMPANY 


593 Market St., San Francisco 
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PREVENTS ERRORS... 
SPEEDS PRODUCTION 


The RITE-LINE Copyholder is a small self-contained unit 
that can be placed anywhere independent of the type- 
writer, It guides the eye of the typist along the line she 
is copying Prevents errors. Speeds production. Price 
U.S.A. $11.85. A few exclusive territories still available. 
Send for folder. 


RITE-LINE SALES CO., INC. 
101 Park Ave., New York 17, N. Y. 


RITE-LINE 


Reg. U. S. Pat. OA. 


COPYHOLDER 





MADE 
of 
PRE-WAR 
IMPORTED 
TISSUE 


SAMPLES 


AND 
PRICE-LIST 
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The McBee Company, on “Sales Activities in 1946”; 
M. S. Bandoli, vice-president of Victor Adding Machine 
Company, on “The War, The Peace, and The Sales- 
man”; and G. S. Owen, foreign sales manager of The 


| Todd Company, on “Your Career—Shall It be in 
| Creative Selling?” 


— . 


GLTC MEMBERS AND DEALER FRIENDS GUESTS 


AT BILL SMITH’S BIRTHDAY PARTY 


A few more than 77 friends among travelers and 
dealers were present at the regular Friday meeting 
of the Great Lakes Travelers Club, October 26, to par- 
ticipate in a birthday party where Bill Smith, 77 years 
of age, sales manager of the Ace Fastener Corporation 





BILL SMITH CUTS HIS BIRTHDAY CAKE AND RECEIVES A 
PORTABLE RADIO—Top: Bill makes the first cut as the fol- 
lowing look on—Harry Balch, Quality Park Envelope Co.; Hy 
Linden, Ace Fastener Corp.; Bill Cox, Carter’s Ink Co.; Loretta, 
Bill's favorite waitress; Ben Powell, A. W. Faber, Inc. Bottom: 
Bill receiving a portable radio (sans works, which are te be 
delivered as soon as available) from Dunc Conklin, Boorum 
& Pease Co., as Gordon Kickels, C. L. Barkley & Co., watches 
and B. J. Powell smiles in the foreground. 


and GLTC president, was both host and guest of 
honor. Bill provided the lunch, cocktails, cigars and 
cigarettes. 

Seated at the head table with Bill were the current 
GLTC officers and several former presidents. Proceed- 
ings were started with the singing of “For He’s a Jolly 
Good Fellow.” At dessert-time a big birthday cake 
was brought in and everybody sang enthusiastically, 
“Happy Birthday, Bill Smith.” After making the tradi- 
tional first cut, Bill handed the cake back to his favor- 
ite waitress to finish the job. 

Dune Conklin, Boorum & Pease Company, chairman 
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Bates Model A List Finder 


a Natural for 
the Holiday Season 


This is the big season for Bates List Finders, and we 
have been able to step up production on Model A .. . Model K, 


Dialist, and Bates Telephone Index will be in good supply 
early in 1946, 


Bates Model A List Finder is a practical, useful gift for man 
or woman in office or home. It’s right in the most popular gift 


price range—$1.25. 
The BIG BATES B advertising that runs every month in the 


Saturday Evening Post features Bates Model A List Finder in 


the issue of November 24th. 







THE BATES MFG. CO., Orange, N. J. 
New York Office: 30 Vesey Street 
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“For fast, profitable Sales, 
feature this Streamlined Letter Tray 


of Eclipse White Plastiec.... 





This is the new office letter tray that has created a sensation 


in office supply circles — it’s specially streamlined for practical efficiency and smart styling. 


Made from lustrously smooth white plastic, this double-decked tray takes 
the knocks without scratching, chipping, or breaking. The upper tray swings aside for 
easier access to the lower tray. Ingenious rear post support makes contents of both trays 
more accessible. Slots for inserting index tabs are moulded integrally into each tray. 


A smart accessory for any desk in any office. 


Ask your jobber — or write direct for prices on No. 211 — Double Tray Packaged 
with Chrome Brackets. No. 212 — Single Tray, Less Bracket. 


MOULDED PRODUCTS COMPANY 


PLASTIC DIVISION OF GENERAL AMERICAN TRANSPORTATION CORP. 
5172 N. 32ND STREET, MILWAUKEE, 9, WISCONSIN 

Manufacturers of “SAN-DURO” BRAND PLASTIC PRODUCTS 

and Producers of PLASTIC ITEMS CUSTOM-MOULDED 
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of a special “Bill Smith Birthday” committee, took 
over and presented a portable radio to Bill as a gift 
from a big group of friends in the industry. 
of wartime conditions that still persist, the cabinet 
was without “insides,” but the committee hopes to 
make delivery soon. To Keep Bill partially occupied in 
the interim, he was given a box of cigars. 

In response to invitations, a number of old friends 
among dealers and manufacturers paid tribute to Bill 
and wished for him the best of everything for many 
years to come. 

——9 


HACKNEY TALKS TO CHICAGO DEALERS ABOUT 
PORTABLE TYPEWRITERS 


When the regular monthly meeting of 
the Chicago Office Machine Dealers As- 
prariow ) sociation was called to order by Pres- 
ident Harry Kingery on the evening of 
October 20, 82 people were present. That number in- 
‘cluded 27 out-of-town guests—15 from Milwaukee, a 
group headed by Ray R. Kuehn! of the Typewriter and 
Adding Machine Exchange and president of the Mil- 
waukee Office Machine Dealers Association; eight 
members of the Illinois Office Machine Dealers Asso- 
ciation, headed by Elmer Thiessen of the Thiessen 
Office Equipment Company, Kewanee; and the fol- 
lowing from more distant points: Byron Gaar, Louis- 
ville, Ky., O. S. Bloss, Davenport, Iowa; P. E. Cockrill, 
Indianapolis, Ind., and Francis Feigle, Dallas, Tex. 
Some of the guests were in Chicago to attend the 
World Series baseball games and took advantage of 
the opportunity to attend the local association meeting. 

After preliminaries were out of the way, President 
Kingery asked Hazen Ames of the Ames Supply Com- 
pany to function as master of ceremonies for the rest 
of the evening. Mr. Ames said he would be glad to 
do so and pointed out that because he was chairman 
of the Association’s first annual banquet committee, 
that he would mention that event frequently during 
the evening. He lived up to this promise and was 
happy to report that reservations for more than half 
of the available space at the annual banquet had al- 
ready been received. 

The feature event of the evening was an illuminating 
address by James M. Hackney, Remington Rand, Inc., 
on merchandising portable typewriters. In the easy 
conversational manner that is so effective in putting 
over ideas, Mr. Hackney presented the subject with 
the aid of charts and signs. He pointed out that the 
Department of Commerce figures show that total units 
of portable typewriters rose to a figure equaling one- 
half of all the typewriters made in 1941. On the pre- 
sumption that the 1945 demand would have been 
twice that of 1941, the potential this year would have 
been 900,000 machines, had they been available. Cer- 
tainly that many can be counted on as the market 
potential for 1946. 

In analyzing the potential market, Mr. Hackney 
indicated that 80 per cent of portables will be sold to 
homes. Also, there will be great possibilities in the 
sale of machines to elementary schools. 
demand was confined largely to high schools and col- 
leges, but it is now reaching into the grammar grades. 

Mr. Hackney urged dealers to departmentize and to 
choose the location of the portable department with 
extreme care. He showed a sketch of a very modern 
window and store front together with a floor plan. 
It is his contention that money spent for this type 
of modernization is a very profitable investment. 

A well-designed, attractive store, however, is not 
enough. Sales personnel must be high grade and well 
trained. All manufacturers are happy to co-operate 
with dealers in training programs. Mr. Hackney men- 
tioned a manual of merchandising issued by Reming- 
ton Rand and distributed copies to those present. 

In the matter of advertising and promotion, Mr. 
Hackney advised that dealers engage in strong pro- 
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@ A Glass Smooth Plastic Fibre Board 
@ Vise-like Spring Holds Papers Securely 
@ Unreservedly Guaranteed 


Furnished in the Following Sizes 
PRICE 


Stock 


No. Size Ea. Dos. Gross 
200 6144”x11” $0.50 $5.75 $67.50 
203 se .50 5.75 67.50 
204 9” x12%” .55 6.35 72.00 
205 9” x15%” .60 7.20 78.00 

Packed 2 Dozen to a Carton 
Write for descriptive circular. 
SERVICE PRODUCTS, Inc. 


2035 So. Calumet Ave. ° Chicago 16, Ill. 
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TRADE MARK 


Quality law of 
—FIB 


EROK 


sightly units for office 
and home ... built for enduring 
service. All wanted sizes, many 
finishes. This famous line presents 
a real merchandising opportunity! 








Sturdy, 


Send for Literature 
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FEDERAL FIBRE CORP. 


3704-10 Tenth Street a \ Long Island City 1. N. Y 
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INSTANTLY 


WE SHIP Stock 


NEW YORK 

CHICAGO 

LOS ANGELES 
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CLARO TYPE 





THE CLAROTYPE CO., INC. 


261-M BROADWAY NEW YORK 7, N. Y. 





“FAVORITE” 
Two Piece “GRIP” Pressboard Binder 












73S years 


of High Standard of quality and service 
have held the good will of outstanding 
stationers throughout the country. Years 
of producing office specialties which have 
found a ready sale wherever offered. An 
enviable record which few concerns can 
point to and of which we are justly proud. 


THE COOKE & COBB COMPANY 





Origin ators « f Expa n ding Sp ecialties 





57 NINTH AVE. NEW YORK 11, N. Y. 
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grams. He advised hiring a good window dresser, if 


| necessary, in order to make the most of window dis- 


plays. He concluded by stating that the great days 
are ahead, although not in the immediate future. He 
said that sample Remington portables should be avail- 
able by November 1, but that no real full-scale pro- 
duction could be expected until April, 1946. In the 
meantime, shipments will be made to dealers on an 
allocation basis. 

Following Mr. Hackney’s address, Frank Kline, chair- 
man of the nominating committee, was called upon 
to make his report. He presented the following slate: 
president, Jack Weiner, Belmont Typewriter Service; 
vice-president, C. C. Creevy, Creevy Service; treasurer, 
Jack Carter; secretary, L. M. Wolf, Pruitt Office Ma- 
chine Company; director of the National Office Ma- 
chine Dealers Association, Fred Gamrod, All Typewriter 
Equipment Company. 

Because the annual banquet is to be held in Decem- 
ber, new officers will be elected at the November meet- 
ing. In addition to the men named by the nominating 
committee, nominations will be made from the floor. 

Mr. Ames adjourned the meeting after once again 
reminding those present of the first annual banquet 
and dinner dance scheduled for the Mural Room in the 


Morrison Hotel on December 7. 
— ose 


NSA EASTERN MANUFACTURERS MEET 
WITH PRESIDENT R. D. LATSCH 


On October 2 at the Hotel Biltmore, New York, N. Y., 
a large group of manufacturers, members of the Na- 
tional Stationers Association in the eastern district, 
met for one of their periodical discussions at the call 
of H. B. Van Dorn, Joseph Dixon Crucible Company, 
vice-president of the manufacturers’ division. 

This group was particularly honored by the presence 
of R. D. Latsch, Latsch Brothers, Lincoln, Nebr., presi- 
dent; L. S. Crowl, Blade Printing & Paper Company, 
Toledo, Ohio, vice-president; George C. Holt, W. A. 
Sheaffer Pen Company, Fort Madison, Iowa, vice-chair- 
man of manufacturers’ division; S. Ford Chidsey, 
Bradley & Scoville Company, New Haven, Conn., gov- 
ernor of District No. 1; Peter J. Murrett, Ryan & Wil- 
liams, Inc., Buffalo, N. Y., governor of District No. 2; 
and R. A. Maish, Dennison Manufacturing Company. 

Chairman Van Dorn called the meeting to order, 
highlighting several subjects for discussion, emphasiz- 
ing particularly how times have changed since the 
last meeting of this same group. Speaking for all 
present, he paid reverent respect to those who can no 


| longer attend, but whom all members hold in thought- 


ful memory, for it was by their sacrifices that it is 


possible to continue meetings such as the one which 
| he was addressing. Three years ago, he reminded the 


group, those living on the seacoast didn’t know 


| whether they would have home cities or not. “While 


we are prone to complain about the conditions which 
now confront us during this reconstruction period, I 
believe we ought to be thankful that we have the 
manufacturing facilities spared us,’ said Chairman 
Van Dorn. 

The chairman went on to say that in previous dils- 
cussion of problems which confronted the manufac- 
turers from time to time, those present were inclined 
to speak of V-J Day as the end of all worries, hoping 
to immediately revert back to previous status and go 
right on from there. “Our experience has shown that 
this was an erroneous idea,” said the chairman. He 


| also suggested that some discussions might be had on 


the problem of returning veterans inasmuch as these 
chaps must have time to adjust themselves and be- 
come accustomed to the strange life in which they find 
themselves after three or four years of combat. 


Labor Situation Not Eased 


From his own personal experience, Mr. Van Dorn 
declared that he was surprised to find that the return 
of the veterans did not ease the labor situation. To 
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Send For This @mco Catalog 


of AMCO Carbon Paper and Typewriter Ribbons 


THE MOST COMPLETE 
CATALOG OF ITS KIND 
EVER COMPILED 


AMCO takes a real pride in sending this catalog to deal- 
ers... beautiful leatherette cover ...embossed red let- 
tering with a silver panel ... yes, you'll find this catalog 
conveniently indexed with cellulose tabs ...complete 
size and descriptive information on all products... 
loose-leaf construction allows replacement and addition 


of pages. 
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e You couldn’t expect this youngster to know that 
A-S-E is the trade-mark of the All-Steel-Equip Company 
... makers of a line of files that is famous 
throughout America for its improved features, rich 
good looks and durability. 

Get acquainted with the A-S-E Aurora Line... note 
the many quality features! It’s the quick-turn over line, 
the profit line, the luxury line—the line that is easy 


to sell and hard to sell against! 


Let us tell you more about A-S-E Aurora Files—about 
the smooth-action drawers, improved locking 
mechanism, rugged, heavy-weight construction, 
trouble-free follower and extra filing capacity— 


actually 2644 inches of clear filing space! 

We also manufacture 
a complete line of steel 
storage and wardrobe 
cabinets. Write today 
for full information. 


It’s a “whale” of a story, a vital story to you. 


Write today. 











ALL-STEEL-EQUIP COMPANY, INC. 


600 Cleveland Avenue, Aurora, Illinois 
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his consternation, he had discovered that in many 
cases the boys come back and marry the girls in the 
plant, with the net result that the employment rolls 
were lessened. 


President R. D. Latsch was introduced by the chair- 
man and told about the affairs of the National Sta- 
tioners Association. He related how the 1945 conven- 
tion was postponed because of the many restrictions, 
lack of hotel space, traveling accommodations, and 
so forth. He related how some thought had been given 
to a spring convention, but again prevailing conditions 
blocked such a move. So, he stated, it was the general 
opinion of those responsible for Association affairs, 
that the convention be postponed until September 30, 
October 1 and 2, and possibly October 3 in 1946. 


“The job of rebuilding our economy is not as simple 
as it would seem,” said Mr. Latsch, “and the probabili- 
ties are that we are in for a long, hard pull. At that, 
the situation is somewhat reminiscent of the period 
after the last war.” Mr. Latsch disagreed very defi- 
nitely with the present plans of OPA to price increases 
to manufacturers and wholesalers, and to require deal- 
ers to absorb the cost. In this connection he related 
how, upon investigation after the World War I, when 
prices spiraled upwards, it was found that the dealer 
got less proportionately than anybody else in the whole 
scheme of manufacturing and merchandising. He in- 
serted a warning to manufacturers that they will have 
difficulties in selling their products which offer dealers 
reduced profits. In Mr. Latsch’s opinion, the war has 
changed the stationery business. Stationers are re- 
modeling and enlarging. It is his belief that now the 
stationers have come into their own. He concluded 
his remarks with, “So, manufacturers, all you have to 
do is bring on your merchandise and we dealers will 
do a job for you, the like of which you have never 
seen before.” 


Praise Association Leaders 


Chairman Van Dorn asked those present if they had 
ever stopped to think of the debt of gratitude they owe 
to the men who have served the association so long 
and so well—particularly at the convention. He called 
to mind the services of Ed Little of the Wabash Filing 
Supplies, Inc., Wabash, Ind., who for many years has 
handled the seating at the convention banquet. He 
spoke of Harry Tehan, Higgins Ink Company, Brook- 
lyn, N. Y., whose management of the displays at the 
convention enabled the industry to put on a worthy 
show. In acknowledgment of the applause, Mr. Tehan 
made a motion that those present at the meeting con- 
cur with the National Stationers Association officials 
that the 1945 convention be postponed until October 
of 1946. The motion was seconded and carried. 


R. A. Maish, Dennison Manufacturing Company, 
Framingham, Mass., was then introduced. Agreeing to 
the resolution that was just passed, Mr. Maish declared 
that it would be only practical to postpone the con- 
vention until October of 1946 in order to give the 
manufacturers opportunity to prime themselves for a 
good meeting. He also indicated that while the con- 
vention was an important factor in the annual rev- 
enue of the Association, there was an ample amount in 


the treasury to carry on as usual, although this con- | 


vention had been postponed. He went on to remark 
that while production generally is increasing through- 
out the country, there still is not a plentifulness of 
everything; and, he reminded his hearers, some prod- 
ucts may not be plentiful for many months to come. 
It was his belief that dealers in general are not really 


expecting too much all at one time and are cognizant | 


of the fact that it will take a little time before all 


products are available in adequate quantities. In | 
speaking of the returning servicemen, Mr. Maish said | 
he has contacted a lot of these men and he doesn’t | 
believe that they are thinking the same way we | 


imagine they are. He has found the biggest job the 
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Eaton’s Berkshire Type- 
writer Papers line includes 
a fine paper for every office 
need. Satisfied customers 


come back for more. 
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EATON PAPER CORP. + PITTSFIELD, MASS. 


Fine papers for business and social use 





























Heavy Hi-Grade Leatherette 8 x 3”, closed. 


TOO GOOD TO MISS 


This pencil pouch comes in all colors with 
seven lead pencils (5 with rubber tips), 
pen holder and in a special pocket, a 
6 inch rule. 

RETAILS 60c 
GENEROUS TRADE DISCOUNT 
A Great Buy Anytime. A Good Xmas Item 
Satisfaction Guaranteed 
Williams Products Co. 
1855 Milwaukee Ave., Chicago 47, Ill. 
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Patent No. 2,185,985 


ONCE AGAIN 
WE CAN FILL YOUR ORDERS 


It's a great feeling to know that our part of the nation’s 
war time needs has reached an end... and that now 
we can again serve our regular trade requirements. 

Orders for the popular PRECISE TRIMMING BOARDS 
will be filled in the order we receive them... so get 
your order on its way today. 

Satisfy the waiting demand for this item and keep on 
the lookout for other new developments we will be 
announcing soon. 


AMERICAN PHOTO LABORATORIES 


28 N. Loomis St., Chicago 7, Ill. 
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When expert typists are at a premium, it pays 
to use premium products and appliances, espe- 
cially carbon paper. Copying jobs can be com- 
pleted faster with Nev-R-Kurl Carbon Paper be- 
cause it’s easier to handle, doesn’t wrinkle or 
curl. More clean cut copies without a smudge is 
another big time and cost-saving feature of Nev- 
R-Kurl. One test will prove Nev-R-Kurl is the 
premium carbon paper to use, buy or sell. 


NEV-R-KURL 


Will not curl, tree, wrinkle or smudge. 





Gives 35 to 50% more copies per sheet 
by actual tests. 


Universal adaptation—same sheet 
works on siandard or noiseless typewrit- 
ers, billing or bookkeeping machines. 








Wood Stamp Pads 
Typewriter Ribbons 
Carbon Papers 
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boys have on their return is to try to understand the 
things we have been doing. 


Greetings from West 


George C. Holt, W. A. Sheaffer Pen Company, Fort 
Madison, Iowa, upon introduction, presented the group 
with greetings from the western manufacturers. He 
reiterated a few of the helpful factors in association 
work, stating it was very valuable in helping men in 


_ the industry to know each other better. He cautioned 


the manufacturers not to overlook the opportunities of 
meeting dealers at the regional meetings as well as at 
the annual convention. 

R. P. Towne, National Blank Book Company, Hol- 
yoke, Mass., upon invitation from the chair, spoke 
briefly on present conditions. He told how the Holyoke 
district was definitely a heavy ordnance area and how 
such work was curtailed drastically after V-E Day. 
Thus, a head start was secured in reconversion. Paper, 
he asserted, was a problem because the War Depart- 
ment still holds heavy contracts with the paper mills. 
Speaking solely for his own company, he said they ex- 
pect to continue the rationing of their products to the 
customers for the balance of year. Some degree of 
normalcy is expected after the beginning of 1946, 
however. 

Herman Price, Eagie Pencil Company, New York, 
N. Y., as a manufacturer in the metropolitan district, 
was asked to express his opinion on conditions, and, 
in reply, indicated that the labor situation had not 
improved since V-J Day. Although there have been 
thousands of people released from war plants, they do 
not seem to be content to work for civilian wages and 
for civilian manufacturers, he said. He related how 
he had discussed the problem with labor leaders and 
they had indicated that many people intend to live on 
their unemployment payments as long as they last, 
then on their savings, and finally on the proceeds of 
their bonds, and thus it will be along until the middle 
of 1946 before labor is again plentiful. 

P. J. Murrett, Ryan & Williams Company, Buffalo, 
N. Y., very briefly remarked that he felt a definite 
loss in not being able to meet all of the fine fellows at 
the convention about this time of the year, but he had 
been somewhat compensated by his visit with the 
eastern NSA group. 


Thanks Manufacturers 


S. Ford Chidsey, Bradley & Scoville, New Haven, 
Conn., speaking for the New England dealers, said he 
would like to thank all of the manufacturers for the 
splendid job they have done. He reiterated how they 
had been forced to purchase a lot of substitutes and 
still have some in stock. But all in all, he indicated 
that the manufacturers had done a great job. He 
pleaded with the manufacturers to keep the dealers 
informed on the progress they were making. He stated 
that it was very discouraging to keep on telling cus- 
tomers that they didn’t know when they could get 
the stuff. It would be ever so much more helpful if 
they could tell about when, said Mr. Chidsey. 

L. S. Crowl, Blade Printing & Paper Company, To- 
ledo, Ohio, was introduced and said that if he were 
to report on conditions in his part of the country, 
it would be just the same as conditions all over. He 
asserted that dealers would continue to exercise the 
same patience as they have in the past, giving manu- 
acturers an opportunity to work out their own prob- 
lems. To the manufacturers, he addressed a plea that 
they not be satisfied with obtaining and increasing of 
price from OPA, but instead that they argue for an 
opportunity for dealers to increase their prices pro- 
portionately. “We can’t absorb the increases,” he said. 

E. A. Keeling, Art Metal Construction Company, 
Jamestown, N. Y., expressed the opinion that there 
must be an increase in prices and that the increase 
must be passed on to the consumer. 

James E. Neary, Geyer’s Topics, called for a round 
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an AMAZING Prorit OPPORTUNITY 
CREATED Jy FEDERAL LAW 











INCOME TAX RECORDS 


NEEDED NOW MORE THAN EVER UNDER NEW TAX LAWS 


Here’s the really COMPLETE Tax Record that offers your customers every essential feature. Original, 
genuine LIBERTY TAX RECORD provides for EVERY FEDERAL AND STATE TAX NEED... 
and covers ALL essential business records. Protected by 6 U. S. Copyrights. Nothing else quite like it. 
a PLACE SAMPLES OF ALL INCOME TAX RECORDS SIDE BY SIDE AND 9 OUT OF 10 
OF YOUR CUSTOMERS WILL CHOOSE THE LIBERTY, REGARDLESS OF PRICE 


Merchants and professional men of all kinds buy LIBERTY TAX RECORDS to have a simple, easily kept 
record of business income and expense, and to avoid tax penalities and overpayments. The LIBERTY is 


a sure REPEATER. Once used, always used. 





FREE SELF DEMONSTRATORS 28 years established retail price 


$500 
FOR WINDOW AND COUNTER USE 


Improved 1946 Edition 
Strictly up-to-date 


Generous Discounts 
for High Markup 


ORDER THROUGH YOUR JOBBER OR DIRECT 
COMMONWEALTH PUBLISHING CO., 508 So. Dearborn St., CHICAGO 5, ILLINOIS 


Tax Record Specialists for over 28 years 
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IT WILL REQUIRE A 
LITTLE MORE TIME 


In this transition period—from wartime to peacetime econ- 
omy—some raw materials will be available for full civilian use 
much before others. Fibre board seems destined to be one 
of those materials which may lag behind. The market is 
extremely tight and it will probably take some litle time 
yet before the supply is ample. 

There will come a day when TRANSFILE Fibre Boar 
Files can once again be made in quantities sufficient to 
meet demand. Then, once again, TRANSFILE Files will 
prove their superiority in their own field. Once again those 
records that have accumulated during the past four years 
can be transferred to TRANSFILE Files, where they will be 
safe, clean, orderly and ready for instant reference. 

TRANSFILE Files are complete, individual file units. 
They can be stacked into staunch batteries as high and as 
wide as required, by using the 2-Way Interlock. No screws, 
nuts or bolts are needed. The 2-Way Interlock just slips 
into place. 

It will take a little while yet, but it is a good time to be 
lining up prospects for the days ahead. 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET > NEW YORK 13, N. Y. 
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of applause for Chairman Van Dorn for the fine job he 
had done in conducting the meeting. 


Wants Vets’ Consideration 


I. C. Baker, G & C. Merrian Company, Springfield, 
Mass., made a plea for understanding and lenience in 
treatment of veterans. After a man has been through 
shellfire for several years, he asserted, he can’t think 
rapidly and needs plenty of time for adjustment and 
reconstruction. 

A letter of greetings and good will, addressed to 
Charles P. Garvin, general manager, National Station- 
ers Association, was signed by all of the members 
present and dispatched to Mr. Garvin. 

Those registered at the session were: 

R. A. Maish, Dennison Manufacturing Company; 
Peter J. Murrett, Ryan & Williams; George C. Holt, 





W. A. Sheaffer Pen Company; L. S. Crowl, Blade Print- | 
ing & Paper Company; H. B. Van Dorn, Joseph Dixon | 
Crucible Company; R. D. Latsch, Latsch Brothers; S. | 
Ford Chidsey, Bradley & Scoville; George C. Wheeler, | 


OFFICE APPLIANCES; Ed Dooley, Wilson Jones Co.; 
C. H. Ramsey, Everready Calendar Manufacturing 
Company; R. A. Jonas, Jr., Oxford Filing Supply Com- 
pany; L. H. Tavernier, Fulton Specialty Company; 
Herman Price and David Price, Eagle Pencil Company; 


Sam S. Clayton, Koh-I-Noor Pencil Company; Harold | 
Raymond J. Urms- | 
Ines; j 
James Treanor and Charles J. Watson, Peerless Im- | 
John L. Gallup, | 
OFFICE APPLIANCES; Charles Granath, L. E. Waterman | 
Company; Robert Schmutzler, Reyburn Manufacturing | 


F. Graves, Wilson Jones Co.; 
ton, Jr. and R. J. Urmston, J. S. Staedtler, 


perial Manufacturing Company; 


Company; and J. W. Samson, Moore Push-Pin Com- 
pany. 

Frank May, J. L. May Company; E. G. Weber, F. 
Weber Company; C. E. Reynell, Oxford Filing Supply 


Company; Harry W. Lynn, Esterbrook Pen Company; | 


W. D. Evans, W. A. Sheaffer Pen Company; Fred G. 
Steinhilber and James Neary, Geyer Publications; Miss 
Sheila Obstfeld and Lou Obstfeld, Markwell Manufac- 
turing Company; R. P. Towne, National Blank Book 
Company; Anna Zachs Fischer, Dwight N. Briggs, and 
Jennie R. Zachs, C-Thru Ruler Company; David Man- 
ley and Ed Lewis, Modern Stationer; Leo V. Downey 
and John McLusky, Boorum & Pease Company; Al 
Johnson and James Grecco, Hotchkiss Sales Corpora- 
tion; Howard S. Sanders, Stationers & Publishers 
Board of Trade; Frank R. Curtiss, Neva-Clog Products 
Company; Ingham C. Baker, G. & C. Merriam Com- 
pany; Robert P. Jonas, Oxford Filing Supply Company; 
James W. Reid and A. S. Hawes, Eureka Specialty 
Printing Company; E. A. Keeling, Art Metal Construc- 
tion Company; Arthur S. Edelhoff, General Pencil 
Company; J. W. Tschudin, F. Weber Company; Harry 
Tehan, Higgins Ink Company; and J. Templeton, 
Joseph Dixon Crucible Company. 





. aie yo ¢ eh ae a 


Edward W. Staats, Ames Supply Company, New York, 
N. Y., is the man of the hour since his son, William, 
has gone and made him a grandpappy. Ed, of course, 
is happy about the whole thing and says he will pass 
out cigars as often as necessary. The happy event took 
place on October 19 and young Peter Staats and his 
mother are in the best of health. The father, William 
Staats, joined the Royal Canadian Air Force in 1941, 
and was later transferred to the U. S. Army Air Forces, 
during which time he saw plenty of action. 

* . * 


Leslie White, Industrial Tape Corporation, is cele- 
brating the arrival of a new addition to the White 





family. Miss Katherine Leslie White arrived toward | 


the end of September, and both mother and daughter 
are enjoying the best of good health. 
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TECHNIQUE 


You'll agree 50 years is a long period of time—after all, it's a 
half century— and during that period we have followed the 
“straight ball technique" of selling our products. 


Like straight talk, a straight ball gets to the point quickly, 
without any foolin' twists or wrinkles. And 50 years of steady 
growth proves the soundness of this technique in dealing with our 
customer-friends. 


At your convenience, may we give you the straight facts on an 
interesting inked ribbon and carbon paper proposition, Mr. Dealer 
. it's an attractive one! 


U. S. Typewriter 


Filbert at Tenth St 








Quarter Century of Government Contracting 


WHELAN J. MARSDEN 


FORMERLY MANAGER OF 
THE GOVERNMENT CONTRACT DEPARTMENT OF 
CHAS. G. STOTT AND Co., INC. 
ANNOUNCES THE OPENING OF HIS OFFICES TO REPRESENT 
MANUFACTURERS OF 


OFFICE EQUIPMENT AND SUPPLIES 


ON GOVERNMENT CONTRACTS 


TELEPHONE: 1609 CONNECTICUT AVENUE N. W. 


HOBART 0129 WASHINGTON 9, D.C. 
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LIGHTWEIGHT 
STRONG & DURABLE 


EASY TO WRITE ON 


DOES NOT WARP 
OR CRACK 


HOLDS MORE THAN 
100 SHEETS 


au tempered Wlasonite 
CLIP BOARDS 


A truly remarkable improvement 
over pre-war clip boards 


Made with 6" clips, and guaranteed against warp- 
ing and mechanical defects. 





ALSO: TYPEWRITER RIBBONS that meet government spe- 
cification . .. CARBON PAPER of 100% rag content and 
made of genuine Carnauba wax... and a large variety of First 


Quality MIMEOGRAPH and STATIONERY SUPPLIES, in- 


including many specialties. 


Write for Price List No. 104-A 


PENGAD 
OR HECTOGRAPE 


THERE’S NOTHING 
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Bayonne, N. J. 
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MARS and GLOBE-TROTTER 
COPYING PENCILS BY STAEDTLER 


Greatest possible copying power and density 
of color. Strong leads, six colors. 


GLOBE-TROTTER 
Purple (Soft and Medium) . . . ... No. 933 


MARS INTENSOR 
Red . . No. 2965 Green . No. 2967 
Blue . . No. 2966 Lilac - . No. 2969 
Brown . . No. 2970 
J. §. STAEDTLER, INC. 
53-55 Worth Street New York, N. Y. 
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SPARTANS TAKE EARLY LEAD IN BOWLING 


The Chicago Stationers Bowling League race at the 
close of October resolved itself into a battle of 11 teams 
trying to catch up with the early-season prowess dis- 
played by the Spartans, captained by Warren Spitzer 
of Spitzer Office Furniture House. By a scant two 
games, the Spartans led the pack down the stretch as 
November’s pin toppling began at the Chicago Arena 
alleys. Breathing heavily on the necks of the leaders 
were the Gamecocks, piloted by Stewart MacDonald 
of Commercial Stationery Company and the Wildcats, 
led by Abe Kutok of Chandler’s, Evanston. 

In individual averages, the 179 flaunted by Roy Sea- 
borg of Chandlers for the Wolverines, has been too 
hot for the other bowlers of the league to touch. 
Threatening, however, are such peerless pin crashers 
as George Kuhfuss, Horder’s Inc., and James Dolan of 
Chandlers. At the close of October, Kuhfuss was aver- 
aging 175 and Dolan 174. 

Standings of the league, with about one-fourth of 
the season’s games completed, showed the following 
games won and lost: 

Spartans, 16-8; Gamecocks, 14-10; Wildcats, 14-10; 
Rams, 13-11; Huskies, 13-11; Wolverines, 13-11; Buck- 
eyes, 13-11; Hawkeyes, 13-11; Trojans, 10-14; Boiler- 
makers, 9-15; Seahawks, 8-16; Badgers, 8-16. 

Winning recognition for team and individual per- 
formances are the Wolverines with 1108 high single 
game, the Rams with 3120 high series, George Kuhfuss 
of Horder’s, Inc., with 709 high series and William 
Schmidt of Graver-Dearborn Corporation with 256 
high single game. These figures include handicap. 

Off to a banner season with 12 teams (double last 
year’s enrollment) and 60 bowlers,’ the Chicago Sta- 
tioners League plans mid-season sweepstakes on De- 
cember 11 and another on May 7, 1946. 

<= — 
MAX WITZ TAKES NEW PHILADELPHIA OFFICES 

Max Witz, the Philadelphia, Pa., representative of 
Zephyr-American Corporation, New York, N. Y., has 
moved to new offices at 1421 Chestnut Street and wants 
his friends to view the Swivodex and Autodex line at 


the new location. 
—>-—___—— 





CALIFORNIA HOSPITALITY ~The visiting Los Angeles 
agency manager of Friden Calculating Machine Co., Inc., 
and members of his sales staff are shown in front of the 
Friden factory at San Leandro, Calif., with a welcoming group 
of home office officials. A motorcycle escort was given H. E. 
“Bert” Williamson and his quota-getters as they arrived for 
an enjoyable week-end in the San Francisco Bay area. Left 
to right: Walter S. Johnson, Josiah Neuhart, Jack Kaplan, 
Wesley Plunkett, L. J. Burt, Henry F. C. Hoffmann, H. E. 
Williamson, H. A. Richardson, E. S. Beebe, Walter F. Bourne, 
Stan Ellis, Dunstan S. Gross, D. E. Owens and John M. Lund. 
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. Like the Wall of China, Penciltex is a symbol of permanence. 
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INSTRUMENTS - EQUIPMENT - 


After many years of reference, filing and printing, pencil 
drawings on Penciltex continue to make good prints. Penciltex 
has proven its claim to provide permanent engineering rec- 
ords without sacrificing the drawing speed of pencil. Penciltex 
is another successful Post idea to provide better drafting 
room methods. Penciltex is made only by Post. 


The Frederick Post Company 
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NATION WIDE NETWORK OF POST DEALERS 
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FOR TOMORROW! 


The imagination of Jasper Desk deal- 
ers may well be fired by the thrilling 
new prospects of what lies before 
them in wood office furniture. Keep 
your Eyes on Wood .. . and Jasper 
Desks. 


Out of today's business conferences will come the exciting new 


postwar products that will mean greater opportunity for the desk industry. 





Yes ... the attainment of victory means tremendous new possibilities for 
all industry. New factories ...new products and as a consequence more 
new offices to handle the increased administrative responsibility. No matter 
how streamlined the factory . .. how modern the office, JASPER DESKS will fit 
smoothly into the business picture. You can always depend on 


JASPER DESKS to be the perfect ‘aot partner.” 


m= THE JASPER DESK COMPANY amma gf 


JASPER, INDIANA 


MEMBER WOOD OFFICE FURNITURE INSTITUTE 
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IN OTHER LANDS 
(Continued from page 48) 


close ties of blood kin which exist between Ireland 


and the U. S. A. 
Not many visitors from the the American shores 


will discover the factory of the Torc Manufacturing | 


Company, Ltd., manufacturers of stencils, ribbons and 
carbon papers, for in keeping with the Government’s 
policy of decentralization of industry, Tore found 
itself tucked away in the little town of Trim, County 
Meath, in the shadow of a Wellington monument 
erected in 1820 and overlooking ruins of castles and 
churches built in the twelfth century. 

During the six years of war, Torc, from this little 


town, supplied their customers with 100 per cent of | 





their requirements. It is true that this was accom- | 
plished only by a struggle, and the bank had to be | 
won over to recognize that stocks of raw materials | 


meant more than money. 


Readers of OFFICE APPLIANCES are aware that the raw | 


materials required in this industry—particularly for 


the manufacturer of stencils—were a necessity for the 


nations at war. They will appreciate the difficulty of | 
our task; not alone in keeping going, but in providing | 
the 100 per cent quota. At times, we had to make out | 


with substitutes, but no customer was ever disap- 
pointed. 


New Products Made Necessary 


However, it is not to boast of our triumph over 
difficulties that these lines are penned, but rather 
to mention a few items which may interest our friends 


in other parts of the world and even be of some value | 
to them. Our market is a limited one. Where in the | 
U. S. A. they do business in the millions, we do it in | 
hundreds. So, to end shortages, oblige friends and | 
maintain employment, we often passed from our reg- | 


ular lines to others. 

For example, with our carbon machines we coated 
tissue to make wax wrapping papers. When the spool 
supply ran short, we had the used ribbon spools re- 
turned together with the used ribbon fabric, by our 
customers. From th‘s fabric we made insulating tape 
and found that we could not supply all that was re- 
quired. 

From our waste carbon—off cuts in all colors—we 
made, for the use of children, what we described as 
Torco Sets. These helped to meet the shortage in 
toys, and, what was more important, introduced the 
use of carbon paper to the home. Here we had, in the 
utilization of what would have been waste, a profit and 
the creation of a new clientele. 


Torco offered a chance for the children to copy pic- 
tures in various colors and surprisingly artistic efforts 
resulted. 

This should be an attractive proposition to all carbon 
paper manufacturers, for behind the amusement pro- 
vided there is the educational value in making people 
carbon-conscious. The sales organization which can 
introduce carbon paper into millions of homes to pro- 
vide copies of letters, important even to the humblest, 
will have entered a field vast enough to provide the 
keenest salesman with all the fresh territory he sighs 
for and the mighty new worlds needing conquering. 
Torco reached many who did not know the value or 
use of carbon paper. 

When ration books became the vogue, Torco pur- 
chased x-ray film, cleaned it, and made covers for 
the books. The trade in this venture, although of 
temporary nature, was immense. 


Following this celluloid path, we made cements for 
the boot factories by utilizing waste cinema film. 
Keeping still along this line, we eventually put a 
first-class cement on the market for the repair of 
china, glass and leather. This cement (we call it 
“Torcement”), has made such an appeal to the house- 
wife, model-maker, and strangely enough, to the 
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THE TILTING 
2 LEVER 
BALL BEARING 
LINE-BY-LINE 
FRONT VISION 
NOTE BOOK & 

COPY-WORK 


Signed 
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Copy RIGHT Mfg. Corp. 


on regular terms. 


(attach to letterhead) 
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Supreme Curl-Proof 


Carbon 


1896 — 


Sharp! 


Paper 


1945 
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All weights 
f 


9/ 


Clean! Ls iT Pp R € m € All finishes 


CARBON PAPER 


Durable! 


No Curl! 





For only 
those who 
demand the 
best! 





and 


SUPREME 


RIBBONS 


“The Standard of the Industry” 


Send for Samples and Prices 


The Buckeye Ribbon & Carbon Co. 


1458-68 East 55 Street 


Cleveland 3, Ohio 
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53 Park Place, New York 7, N. Y. 


A send literature and prices. 
H ere a Copy-RIGHT (stock-sample) 
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Just as Tiffany leads in jewelry—just as 
Ford stands at the head of industrialists 
—so does CANODE stand for what is 
best in duplicating inks. 





45 years ago Fred Canode, a chemist, be- 
gan making duplicating inks. Mr. Canode's 
scientific training, plus 45 years’ experi- 
ence, gives you the finest duplicating inks 
you can buy. Yet they cost no more than 
ordinary inks. 


Try Canode's Premium Ink—dquick dry- 
ing—minimum penetration. The finest 
duplicating ink made. 





For a good ink at low cost try our Bul- 
letin Ink. 
Samples and Prices on Request. 


Why buy an inferior ink when you can 
get Canode's at no greater cost? 


INK SPECIALTIES. 60., INC. 


519 N. HALSTED ST., CHICAGO 22, ILL. 
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STARK DESK CALENDARS 


NOW IS THE TIME TO ORDER 


FOR 1946 


An 
Outstanding 
Line With 
Real Selling 
Features 


and 
Best of All 


1 Real Profit saitever 


Printed in two colors, RED and BLUE on quality 
bond paper with maximum writing surface. Priority 
ratings on Metal Stands essential. Stands only will 
net be sold separately. 





Write at once 
for catalog. 


STARK 


CALENDARS, INC. 


525 S. Dearborn St. 
Chicago 5, Ill. 





New York Office 
321 ey 
New York 7, N. 
Phone COrtiand 7- 9979 
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angler (there is good fishing in Ireland), that it has 
become a permanent line. 

Tore’s policy in relation to sales is “trade only,” 
Government contracts being the only exception. In 
the trade we include Remington, Royal, L. C. Smith 


and Underwood machines. 


Display Contest Is Valuable 


The Golfing Society of Stationers and Office Sup- 
pliers meets annually to play for the Torc Cup, and 
Tore is happy to look after the members’ entertain- 
ment. This outing is held during “Torc Week,” for 
it is then that a Tore products’ window-dressing dis- 
play contest is staged and four prizes offered for the 
best windows. The typists, perhaps the most important 
people in the office supply business, are not overlooked, 
as a competition is held in which they are invited to 
place the first four best windows as selected by the 
judges. We have a large entry, close inspection of 
windows, and keen competition. 


There may be more modern ideas of advertising than 
this, but after seven years experience we have found 
none which cost so little and obtain such results. 

We know there are many firms like ours which did 
not let war difficulties stand in their way, and in con- 
sequence achieved much more than could be hoped 
for in such circumstances. Sometime, somewhere, a 
start has to be made. We have made the start in this 
contribution, and if there are matters of interest we 
can share with others we shall be happy to do So be- 
cause a world which is carbon-conscious will be one 
which is good for all manufacturers of that particular 
line. 


9a > — 


STATEMENT OF THE OWNERSHIP, MANAGEMENT, CIRCULA- 
TION, ETC., REQUIRED BY THE ACTS OF CONGRESS 
OF AUGUST 24, 1912, AND MARCH 3, 1933 
of Office Appliances, published ‘monthly at Chicago, 
October 1, 1945 
STATE OF ILLINOIS, County of Cook—ss, 

Before me, a Notary Public in and for the State and County afore- 
said, personally appeared John A, Gilbert, who, having been duly 
sworn according to law, deposes and says that he is the business 
manager of Office Appliances and that the following is, to the best 
of his knowledge and belief, a true statement of the ownership, 
management (and if a daily paper, the circulation), etc., of the 
aforesaid publication for the date shown in the above caption, 
required by the Act of August 24, 1912, as amended by the Act of 
March 8, 1935, embodied in section 537, Postal Laws and Regula- 
tions, printed on the reverse side of this form, to wit: 

1. That the names and addresses of the publisher, editor, man- 
aging editor, and business managers are: Publisher—The Office 
Appliance Company, 600 West Jackson boulevard, Chicago, III. 
Editor—Walter S. Lennartson, 4252 North Avers avenue, Chicago, 
Ill. Managing Editor—Walter S. Lennartson, 4252 North Avers ave- 
nue, Chicago, Ill. Business Manager—John A. Gilbert, 310 Forest 
avenue, Glen Ellyn, III. 

2. That the owner is: (If owned by a corporation, its name and 
address must be stated and also immediately thereunder the names 
and addresses of stockholders owning or holding one per cent or 
more of total amount of stock. If not owned by a corporation, the 
names and addresses of the individual owners must be given. If 
owned by a firm, company, or other unincorporated concern, its 
name and address, as well as those of each individual member, must 
be given.) The Office Appliance Company, 600 West Jackson boule- 


Illinois, for 


vard, Chicago, Ill.; John A, Gilbert, 310 Forest avenue, Glen Ellyn, 
Ill.; Charles H. Everly, 6230 Kenmore avenue, Chicago, Ill.; Cc. F. 
Malatesta, 7205 Yates avenue, Chicago, Ill.; Walter S. Lennartson, 


Avers avenue, Chicago, Ill.; George C. Wheeler, 146 
Scarsdale, N. Y.; Benjamin C, Wallsten, 4641 North 
Keating avenue, Chicago, Ill.; Herbert L. Sime, 5221 Kenwood 
avenue, Chicago, Ill.; Lawrence Eisele, 323 North Loomis, Naper- 
ville, Tll.; R. Mann, 1732 Wallen avenue, Chicago, III. 

3. That the known bondholders, mortgagees, and other security 
holders owning or holding 1 per cent or more of total amount of 
bonds, mortgages, or ther securities are: (If there are none, so 
state.) None 


4. That the 


4252 North 
Locust avenue, 


two paragraphs next above, giving the names of the 
owners, stockholders, and security holders, if any, contain not only 
the list of stockholders and security holders as they appear upon 
the books of the company but also, in cases where the stockholder 
or security holder appears upon the books of the company as 
trustee or in any other fiduciary relation, the name of the person 
or corporation for whom such trustee is acting, is given; also that 
the said two paragraphs contain statements embracing affiant’s 
full knowledge and belief as to the circumstances and conditions 


under which stockholders and security holders who do not appear 
upon the books of the company as trustees, hold stock and securi- 
ties in a capacity other than that of a bona fide owner; and this 


affiant has no reason to believe that any other person, association, 
or corporation has any interest direct or indirect in the said stock, 
bonds, or other securities than as so stated by him 

5. That the average number of copies of each issue of this pub- 
lication sold or distributed through the mails or otherwise, to paid 
subscribers during the twelve months preceding the date shown 
above is - - (This information is required from daily publica- 
tions only.) 


JOHN A. GILBERT, Business Manager. 
Sworn to and subscribed before me this 29th day of September, 1945. 
[Seal] E. M. F. RUH, Notary Public. 


(My commission expires May 19, 1947.) 
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TRAOE MARK 


LEADS 


For remarkably smooth, easy writ- 
ing use‘‘Autopoint” leads. Available 
in “Real Thin’, Standard and Thick 
sizes, in different degrees of hard- 
ness; also in colored, copying and 
indelible. 
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MARK 


NCILS ARE BACK! 


Now we can again supply you with 
“Autopoint” pencils in certain models. 
During the war years most of our produc- 
tion facilities were devoted to war work. 
It was our policy, however, to continue 
our national advertising in leading 
weekly magazines that reach millions. 
Because of this policy there is a tremendous 
pent-up demand for “Autopoint” pencils. 


NO OTHER PENCIL HAS 
ALL THESE ADVANTAGES 


Oo GRIP-TITE TIP—This amazing, exclusive 

feature holds leads firmly down to the 
last % inch. Makes it impossible for leads to 
wobble, turn or fall out. 


@ BREECH LOADER —Leads are loaded from 

the rear. The plunger feeds the lead as 
needed. The Grip-Tite tip assures smooth, 
even writing. 


© CAN'T CLOG—No clogging or jamming 

of leads when you use an “Autopoint” 
pencil. The simple, foolproof mechanism gives 
unfailing service. 


THE CHOICE OF BIG 
BUSINESS ORGANIZATIONS 


In business organizations, where trouble-free 
writing is an absolute necessity, “Autopoint” 
pencils have been the choice for many years. 
These big business organizations are ready to 
buy again. Go after these profitable orders. 

Order a sufficient quantity for an impressive 
display, as plenty of customers are waiting 
for a new “Autopoint” pencil. Get your share 
of the pent-up profits. 


TRADE MARK 


BETTER PENCILS 


AUTOPOINT COMPANY + 1801 FOSTER AVE., CHICAGO 40, ILL. 


215 























C 
Cr 
A 
du 
The Truth and Nothing but— 
This shortage of fibre board is the real thing. 50 
: ; - . , Fu 
There is nothing fictitious about it. Fibre board 
‘ : ‘ a 
is still as scarce as hen’s teeth. Ra 
We are trying our best to spread our meager 
supply to cover the basic requirements of all oa 
0 
our dealers. . 
ae as as. 
So please be patient if we can’t ship you all the nin 
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PRONTOS you order. You can be absolutely abi 
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DANTE A. RAGGIO 
Dante A. Raggio, 72, of 3690 North Hermitage Avenue, 
Chicago, president of the Clemco Desk Manufacturing 
Company in Chicago, died November 6 in Norwegian 
American Hospital after an illness of but one week’s 


duration. 
Mr. Raggio had been a furniture manufacturer for 








THE LATE D. A. RAGGIO 


50 years and was a former president of the Chicago 
Furniture Manufacturers’ Association. 


Surviving are the widow, Mrs. Nellie Holding Raggio; | 


a son, Maynard H.; and a grandson, Maynard B. 


Raggio. 
tr  & 
BERNARD J. DOWD 
Bernard J. Dowd, 61, of 385 North Quaker Lane, West 
Hartford, Conn., assistant factory manager of the 
Royal Typewriter Company, Inc., died September 20 
at his home after a week’s illness. 


Mr. Dowd had joined the typewriter firm in 1907 | 
as a draftsman and laver became supervisor and plan- | 


ning engineer and then general superintendent. His 


latest promotion was in recognition of his skill and | 


ability in instrument designing which brought about 
the present high standard of the Royal machine. 
Surviving are the widow, Mrs. Elizabeth Morrin 
Dowd; two sons, Donald R. Dowd and Alan H. Dowd, 
AAF, stationed at Lowry Field, Denver, Colo.; a daugh- 
ter, Miss Carol J. Dowd of West Hartford; two broth- 
ers, John H. Dowd and Matthew E. Dowd; two sisters, 
Mrs. Catherine Grogan and Mrs. James R. Shamper, 
and several nieces and nephews, all of West Hartford. 


+ i } 
WILLIAM LEMUEL DANIELS 


William Lemuel Daniels, 78, since 1893 identified | 
with L. L. Brown Paper Company of Adams, Mass., and | 
who for many years traveled throughout the country | 


as one of the company’s sales representatives, died on 
October 10. 
Serving in various capacities in the Adams mill | 
and also in the mill operated by the L. L. Brown Paper | 
Company in Cummington, Mass., at that time, Mr. 
Daniels early showed marked selling ability and he 
became one of the company’s sales representatives. 
In this capacity, he travelled from coast to coast, visit- 
ing practically every state in the union, and, as a 
result, became widely known in the paper and allied 
industries throughout the country. 
Mr. Daniels leaves his wife, of North Adams; two | 
nephews. A. Millard and Rupert B. Daniels of Adams; | 
and one niece, Mrs. T. R. Plunkett of Adams. 


' & + 
AMADIS K. GOODRICH 


Amadis K. Goodrich, 85, retired president of the 
Typewriter Trading Company, Inc., of 317 Broadway, | 
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CURMANCO 
LETTER RACK 
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OLIVE GREEN ART STEEL 

Letter Size 11% x9x13 Inches 

Cap Size 15 x9x13 Inches 
This Letter Rack grew out of a demand by large 
firms for a substantial rack for holding Letters, 
Orders, Freight Bills and many other forms. Made 
of heavy-weight Art Steel, electrically welded to- 
gether, all one piece, reasonably priced. Dealers, 
this is a profit getter. 


Currier Manufacturing Company 


2448 Larpenteur Ave. St. Paul 8, Minn. 
Orders accepted not subject to delivery date 










HONOR ROLLS 
AND 


WAR MEMORIALS 


Once again you can sell honor rolls, signs, tablets and me- 
morial plaques of International Solid Bronze. Quick, profitable 
sales to your regular customers — businesses, churches, insti- 
tutions, fraternal organizations, etc. Dignified, imperishable, 
modest in cost. 


Vera pole Cre Oi PE FE PTE ee 


For the ultimate in economy, we continue to make handsome 
International Simulated Bronze honor rolls — mounted on 
solid, hand-rubbed walnut. 


Many standard designs available in both solid and simulated 
bronze — or we submit sketches of custom designs without 
charge. Every cooperation given dealers. Write for complete 
details and free Catalogue A, 


INTERNATIONAL BRONZE TABLET COMPANY, INC. 


36 East 22nd Street, New York 10, N.Y 
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Au METAL 'TECHNY SCOPE 











THE OUTFIT CONSISTS of the Scope Table and T Square; also a separate, 
Movable Lamp. The four legs with rubber feet are all removable. The longer 
legs may be placed on the right side thereby tilting the scope at a different 
angle for work the long way of the stencil. The T Square is provided with a 
wooden locking device which holds it tightly in position wherever set. 


The Movable Lamp is placed under the Scope and can be adjusted to bring the 
greatest light right under the working area. The Plastic Diffusion Shield 
avoids glare and does not accumulate heat. It also protecis the lamp from being 
accidentally broken. 


The Scales in each side of the table are divided into sixteenth inches and 


standard typewriter spaces for the entire length of the stencil. Scales, top and 
bottom, show regular typewriter pica and elite spaces rechnys:ope is 16% 


inches wide by 21% inches long. 


(Slightly 
higher west 
of Rockies) 


TECHNYGRAPH CO. recuny, mu. 


Price, complete with Lamp, Ball Point Stylus, 
Flexible Writing Plate and Four Manuals 











SORRY 


No Typewriters yet! 


a 
We still have better ribbons and car- 
bons—at better prices. 


REGALRITE . 
Carbon Papers 
Typewriter Ribbons 
Fao lo bbele mei) (oer ebbel-Mm atte) ee) et-; 
|sTole)-4.<a1-) o) betes JLo Col ebbel-me atl e)eley er 


HEADQUARTERS . 


Royal Typewriter Parts for Dealers 


a 
You should try REVIVO; it renews 
platens and cleans type amazingly! 


ANTICIPATE . 
The manufacture of a limited produc- 
tion of new typewriters has been re- 
iP beel-re MM Bae (elm bel-M-Jole) bile Ms ol-Mea desl lore)(— 
soon. List your needs with us to be 
notified as soon as they come in. 


REGAL TYPEWRITER COMPANY 


INCORPORATED) 


200 Hudson Street New York 13, N. Y. 
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New York, N. Y., died October 3 in a hospital at Hack- 
ensack, N. J. His residence was at 270 Davidson Ave- 
nue, Hasbrouck Heights, N. J. 

Surviving are a son, Julian S. Goodrich; a daughter, 
Mrs. W. D. Webb, and two grandchildren. His wife died 
five years ago—BJ 

~_ - | 


MRS. LOUIS T. KOERNER 


Mrs. Louis T. Koerner, wife of the manager of the 
Jasper, Chair Company, Jasper, Ind., died in St. 
Joseph’s Infirmary, Louisville, Ky., October 22, on the 
day before her sixty-sixth birthday. She underwent 
an operation last April, after which she returned to 
her home in Jasper. On September 20 she returned to 
the hospital, where death occured a month later. 

Mayme Sweeney Koerner was born in Jasper on 
October 23, 1879, the only daughter of the late Michael 
A. Sweeney and Teresa Egg Sweeney. On June 9, 1902, 
she was married to Louis T. Koerner, who was at that 
time deputy county auditor of Dubois County. Mr. 
Koerner later advanced in the furniture field to be- 
come manager of the Jasper Chair Company. 

Endowed with a gift of oratory and organization 
ability, Mrs. Koerner exerted large infiuence on the 
civic, social and religious life of Jasper. She organ- 
ized and for 25 successive terms was regent of the 
Daughters of Isabella at Jasper besides serving as 
state regent and director of the national organization. 
She had a lively interest in politics serving as county 
vice-chairman for the democratic party and a member 
of the state democratic executive committee. In the 
field of education, the promotion of the new St. 
Joseph’s school at Jasper was the especial object of 
her energetic life. 

Surviving is the husband. There are no children. 


+ o + 
RUFO E. FISHER 


Death came to Rufo E. Fisher, 49, Chicago sales 
manager for the Master-Craft Corporation, Kalama- 
zoo, Mich., senior partner in the firm of Fisher and 


| Calder Company and president of the Rapid Office 


Device Corporation, both of Chicago, on October 12. 
He was stricken with a cerebral hemorrhage in his 
office on October 10 and died two days later without 
regaining consciousness. Mr. Fisher was a resident of 
14 East Elm Street, Chicago. 

Funeral services were held on October 14 from the 


| chapel at 5501 North Ashland Avenue, Chicago. 


“R. E.,” as his many friends called him, in serving 
as branch manager at Boston and Chicago. and later 
as the senior partner of Fisher and Calder, proved 
to be a resourceful salesman and good manager with 
personal characteristics of friendliness and co-opera- 
tion. 

Surviving Mr. Fisher are his father, James E. Fisher 
of New York, N. Y., and sisters, Mrs. Evadna Roebuck, 
Chicago, and Mrs. Mona Ash, New York, N. Y. 


+ | | 
HENRY J. BOTT 
Henry J. Bott, 84, retired office supplies salesman, 


| died at his home in Watertown, N. Y., recently after a 
| year’s illness. For the greater part of his life, Mr. 


Bott had sold office supplies, traveling for years 
throughout the states of New York, Massachusetts, 
Connecticut and Pennsylvania. In later years, he had 
a Small business of his own in the same line in Water- 
town and was active until the beginning of World 
War II.—GET 

+: - & 


EDWARD C. COLEMAN 


Edward C. Coleman, well known as a Shriner as well 
as office appliance and business machine salesman, 
died at the age of 57 years in Seattle, Wash., during 
October. He had resided in the Puget Sound metrop- 
olis for 20 years and for a long time previous to recent 
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PAX 7? Cleansing Cream 





Every office —in school, factory, hospital and store 
—needs and will buy Pax Cleansing Cream for 
quickly, easily and safely removing unsightly hand 
stains. Whether caused by Hecto, Ditto, Mimeograph 
or other duplicator inks, carbon paper, typewriter 
ribbon, stamp pad ink, or even Multilith Intensifier, 
Pax Cleansing Cream whisks them off in a moment 
— completely — without harm to the most tender and 


Look At These Out- \ sensitive skin. 
standing Advantages Once tried, Pax Cleansing Cream — with an ample 
Offered by measure of lanolin to protect and keep hands young, 


Pax Cleansing Cream \ smooth, soft and beautiful — will be a constant repeat 
item with most of your customers. 


@ PROTECTS MANICURES — Will Prove it to yourself at our expense. Write for a 
not dull or smear the highest lustre. liberal sample jar and ask for prices and literature. 


@ EASILY REMOVED — Simply rinse \ 
with clear water. Pax suds profusely 














— No soap necessary. \ 
@ PLEASANT AROMA — Leaves no 
“after-use"” odor on the skin. \ 


@ KIND TO THE SKIN — Does not \ - 
chap or redden the hands — lano- 
lin leaves them soft and lovely. \ 


@ EASY TO USE— Spreads easily 
like a fine cold cream. 


TRADEMARK REG. U. S. PAT. OFF. @ DOES NOT LIQUEFY — Will not \ 
















When you purchase any Pax Product you drip on clothes or desk. 


also purchase the experience and ability of P 
Pax Technicians acquired through 20 years @ ECONOMICAL—Certainly! No de- \ 


of exhaustive research and development. terioration—always stays like new. 











G. H. PACKWOOD MFG. CO. 


1545-55 TOWER GROVE AVENUE - ST. LOUIS 10, MISSOURI 
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One of the Brightest Stars .. . 
in the THEATRE of BUSINESS! 


Star performers have always been a ing qualities which achieve "top bill- 








part of the American scene. The ing.” Yes .. . the critics applaud 
American public is quick to recognize IMPERIAL DESKS because they reveal 
qualities that distinguish . . . that set 
one individual . . . one product apart 


from all others. IMPERIAL DESKS 
have a reputation for giving a top- 


impressive beauty combined with con- 
spicuous business utility. We at Im- 
perial Desk Co. pledge anew our in- 
tention to maintain IMPERIAL DESK 


notch performance in the realm of 


business. They possess those outstand- stardom as time goes on. Bri 
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retirement, he had been a salesman for the Burroughs | 


Adding Machine Company, contacting the trade in his 
territory for a high sales average. 

Besides his widow, Eva, he is survived by four 
brothers, Fred, in Toledo, Ohio, and Arthur, Ralph and 
Carl, living and working in Detroit, Mich. Funeral 
services were held at Butterworth’s Mortuary of Se- 
attle, with Rev. John C. Soltman officiating. En- 
tombment was in Acadia Mausoleum.—CML 


- - > 
FRANKLIN D. SARGENT 


Franklin Dwight Sargent, 75, veteran Albany, N. Y., 
businessman, died on October 3 at Albany hospital 
after a long illness. 

Mr. Sargent operated a stationery store in the Al- 
bany downtown district for the last 45 years. 

He was a thirty-third degree Mason, a 50-year mem- 
ber of the Ancient City Lodge, past potentate of the 
Shrine, past commander of the Commandery and a 


member of the Rose Croix and the Ancient and Ac- | 
cepted Order of the Scottish Rite. Other affiliations | 
included the Kiwanis club of Albany, of which he was | 
the first president; and the State Conservation Coun- | 


cil, of which he was treasurer. 

Surviving are the widow, the former Gretchen 
Schilling; and a daughter, Mrs. Thomas A. Lamb, 
Pleasantville, N. Y. 

kk - | 
FRED LELAND STEINEGER 
Death came in October to Fred Leland Steineger, 73, 


one of the best-known men in the office supply field | 


at Seattle, Wash. Until he became seriously ill a year 
ago, he had been for many years the assistant manager 
of the Pacific Coast Stamp Works of Seattle. 

Born in Garnet, Kans., Mr. Steineger resided in Chi- 
cago for some time before moving to Seattle and be- 
coming connected with the stamp works. 

Surviving are the widow, Harriett, at the family 
home, 4725 15th Avenue Northeast, Seattle, and a 
daughter, Mrs. Hugo Eidinger—CML 

+ i 
MRS. CHARLES R. GIBSON 

Mrs. Fanny Campbell Gibson, wife of Charles R. 
Gibson, president of the C. R. Gibson Company, book 
publishers at Norwalk, Conn., died October 8 in her 
apartment at the Hotel Gramatan, Bronxville, N, Y. 

Born in Cincinnati, Ohio, a daughter of James and 
Annie Mitchell Campbell, Mrs. Gibson had lived in 
Bronxville for the part 20 years. She and Mr. Gibson 


would have celebrated their fifty-eighth wedding anni- | 


versary on November 21. 

Besides the husband, those surviving are a son, 
James R. Gibson of Cincinnati; three daughters, Mrs. 
W. Lucas Venning of Greensboro, N. C., and Mrs. Mil- 
ton S. Bowman and Mrs. J. Thomas Russell of New 
York; and a brother, Robert Campbell of Cincinnati. 


- - & 
GEORGE WETTSTAEDT 

George Wettstaedt, 69, foreman in the shipping room 
of the Sanford Ink Company, Chicago, died October 
16, while at work. He had been employed by the com- 
pany for 52 years. 

Mr. Wettstaedt lived at 1175 Grove Avenue, Oak 
Park. Surviving are two sons, Marshall, of the Oak 
Park fire department, and Ralph; and a daughter, 
Mrs. Eleanor Rodeck. 


+ - kk 
L. P. PRELLER 
L. P. Preller, former manager of the stationery de- 


partment for Young & Selden Company, Baltimore, | 


Md., died October 8 at the Veterans’ Hospital, Oteen, 
N. C. Burial was from Mr. Preller’s Baltimore resi- 
dence, 2127 Sinclair Avenue, on October 13. 

The decedent was taken ill in the summer of 1944 
and went immediately to the Veterans’ Hospital. 


OFFICE APPLIANCES, November, 1945 














Seating America’s 
Office Workers 
Correctly 








is a responsibility that 
Jasper Seating Co, 
knows how to accept 


Jeaper Seating Co. 


JASPER, INDIANA 


REPRESENTATIVES 


CHICAGO: L. H. Farber, 30 E. Congress St. Phone WEBster 3217 
NEW YORK: Office Furniture Warehouse Co., 573 Broadway 














FOR 
IMMEDIATE 
DELIVERY e 


SIZE 36” x 48” $5.00 LIST 
SIZE 48” x 54” $7.00 LIST 


COLORS—MAROON, BROWN, GREEN 
NO EXTRA CHARGE FOR COLORS 


MASONITE 
DESK TOPS 


SIZE 72” x 36” $5.40 LIST 
SIZE 60” x 34” $5.10 LIST 
Add 10%, in lots of less than 12 


LARGE STOCK OF OFFICE 
FURNITURE USUALLY AVAILABLE 
TO DEALERS 


OFFICE FURNITURE WHOLESALE 


DISTRIBUTORS 
74 BROAD ST. N. Y. 4, N. Y. 


Bowling Green 9-8231 
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ASK ADIRONDACK! 


FOLDING 
CHAIRS 


TABLET ARMCHAIRS 
AND FOLDING TABLES 
Many Styles 


Don’t Turn Down 
Chair Inquiries! 


All styles Folding Chairs, Bent- 
wood Folding hairs. Tablet 
Armchairs —ideal for class- 

rooms, cafeterias etc. 


IMMEDIATE SHIPMENT 
FROM N. Y. STOCK OR FACTORY 


ADIRONDACK 


CHAIR COMPANY 
Dept. No. 15-1 
1140 BROADWAY 
NEW YORK 1, N. Y. 
Corner 26th Street 
Telephone: Ashland 4-1385 








CARBON PAPERS 


folate) 
TYPEWRITER RIBBONS 













WRITE way 
to gain more 
customers 











People all around your store are buying WRITE 
products—and they ought to buy them from you. 


Display WRITE Carbon Papers . . . famous for 


making more and cleaner copies from each typing. 


Display WRITE Typewriter Ribbons . . . pre- 
ferred for sharp, legible originals. 


Let people know you carry WRITE products 
—and watch them buy—FROM YOU. 


Send TODAY for Samples and 
Discounts. 


Immediate Deliveries—No Delays 


420 Lexington Avenue 


WRITE wep New York 17, N.Y. 
rN 








FACTORY: Bridgeport, Conn. 
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Seen and Heard 


in Southern California 
By J. Edward Tufft 


1719 Fremont Ave., South Pasadena 


Enthusiasm, undampened by the strike situation, 
seems quite the order of things among office supply 
and general stationery people in the Los Angeles area 
where reconversion is definitely under way. Typewriter 
firms are getting into stride rapidly. New salesmen, 
many from the ranks of returning veterans, are being 
added daily. 

Obviously, strike news sounds bad in newspapers 
and is generally interpreted as near upheaval when 
read at a distance. Granted that it is bad, the infected 
areas are concentrated here as elsewhere, and the 
effect downtown seems of only temporary consequence. 

* * * 


J. A. Ogden of the Ogden Office Machine Company, 
2551 West Pico Boulevard, Los Angeles, is quite proud 
these days over the fact that his dog, Skippy, has re- 
ceived from Mayor Fletcher Bowron of Los Angeles 





Nw 


J. A. OGDEN’S DOG, SKIPPY 


Exempt License No. 1. Skippy, an ex-war dog, part 
German shepherd, is credited by his former master 
and handler with saving his life. Mr. Ogden’s son, 
Lt. J. A. Ogden, Jr., was photographed with Mayor 
Bowron and Skippy during the ceremonies of awarding 
the license and this picture appeared in the Los 
Angeles newspapers on September 15. It is reported 
not only by Mr. Ogden, but also by the newspapers, 
that Skippy behaved with dignity during the whole 
official performance. With Skippy at the time and also 
receiving due recognition of “hizzoner’ was Duke, a 
Belgian shepherd war dog owned by F. C. Morisette 
of Los Angeles. 
% oe * 

Ebenezer Wallace of the Southern California Sta- 
tioners reports that his son, Ebenezer, Jr., is now in 
Japan with the army of occupation. On the way 
over, stops were made at all important islands. He 
has the rank of corporal. Another son, Fred, is still 
at Camp Roberts, having been the only one out of his 
group chosen to be kept at the camp. He is sergeant 
in the headquarters division of the infantry. 

Southern California Stationers have recently en- 
larged their offices and added several new salesmen. 


* * ok 

Logan Wells, a typewriter salesman, formerly with 
Underwood Corporation, is now back at his old job 
after long service in the armed forces and after par- 
ticipation in five D-days. Mr. Wells now has the rank 
of sergeant major. The five D-days mentioned above 
include those in North Africa, Sicily, Salerno, Nor- 
mandy and Germany. 

Another veteran who has returned is Ray Gordon, 
also a former typewriter salesman now on his old job. 
He served in the Navy as chief petty officer. 
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The NEW 
COLE 


PORTABLE 
DESK FILE 


Here at last is the answer to the busy 
executive and secretary's prayer. 


HEAVY STEEL 
CONSTRUCTION 











A work organizer and a pull drawer letter 
fle combined, which will keep private 
papers really private. is 
Upper compartment with lift cover for 
current records and visible data. 


Lower filing drawer for other records plus 
a utility drawer set into the base. 


Made of heavy gauge furni- aN 
ture steel. Equipped with 
four swivel casters. Brass 
handles. Guide rod operates 
in a depressed groove for 


eyeleted guide operation. 


Two Finishes: 


Olive Green Crinkle 





or Cole Gray 
$ 95 These Prices 
do not include 
indexes. 
LETTER SIZE 
SIZES AND PRICES 
No. 854 No. 858 
LETTER SIZE LEGAL SIZE 
ad Wide High Deep Wide High Deep 
Upper Compartment 13" 10%,"" 24" 16" 107%," 24" 
IDEAL FOR USE WITH File Drawer . 12144" 103%," 243%," 1514" 1034" 2434" 
SWINGING FOLDERS Utility Drawer 12/4" 35" 2434" 154" 354" 2434" 
Overall Height 301/," Overall Height 30!/," 
° $39.95 $46.95 
COLE STEEL SALES COOP RE 
150 NASSAU STREET NEW YORK, N. Y. 
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November 5, 


TO OUR DEALERS: 


For the past four — our obl 
country, and our P ant has been argely turne 
making of desks for every branch O the government, directly 
and jnairectly for the war effort. During this period we 
have been cognizant of the fact the day would arrive 
e uld be back 1n civilian production again 
ur attention 


der of Japan enables us to direct ° 
f£ tomorrow ana the sma 


o the market aggre Oo 
a 


The surren 
wherein We make our Living: 


ain 


roug 

epleted 

well as how quic ly normal supP i 

available. n the interim, WE ask for your co 

nd indulgene® ; We have always tried to make our 
ily improved product for t 

shall move steadily ahead. 
success 


merchandise 
With your confidence» we 
e extend our b 


To you W 
in the future - 


est wishes for happiness and 


Very sincerely, 
ALMA DESK COMPANY 


dh age Si vA Msc rtf 


president 
YU 
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A war worker who has returned is Max Rager, who 
during the war has been with Douglas Aircraft Cor- 
poration. He also is a typewriter salesman. T. L. Sloat, 
head of the typewriter division, says the company is 
more than glad to see these young men back on duty. 

During September Al Jensen, now sales manager for 
Underwood’s accounting machines division, New York, 
and his assistant, William Von Haucht, were in Los 
Angeles showing the new Underwood Sundstrand cycle- 
billing machine. These machines are already on the 
market in quantities. Typewriters are already coming 
in considerable quantities, according to Mr. Sloat. 

James A. Johnson, manager of Underwood’s Los 
Angeles branch, reports that his son, Bill Johnson, 
B-29 pilot, is expected home soon. He expects to 
receive his discharge from the service. After a visit 
in Los Angeles he will go to San Francisco, where he 
will become the representative of the Honolulu Pack- 
ard agency, headed by his father-in-law. 


* * * 


Ernest Von Rhine, formerly with the Southern Cali- 
fornia Adding Machine Company and who since April 


1, 1944, has been in business for himself, reports that a | 


profit-sharing plan, which he inaugurated when he 
started his firm, is working out splendidly, and that it 
makes for the finest of spirit among all employees. 
At the end of each month after the books are closed, 
50 per cent of the net profits are distributed among 
the employees. This makes for the best co-operation, 
according to Mr. Von Rhine. 

Mr. Von Rhine entered business when he purchased 


the Sundstrand business of H. E. Williamson, who | 


pioneered the Sundstrand business in Los Angeles. Mr. 
Williamson is now devoting all his time to the sales 
and service departments of the Fridén calculating 
machine. Mr. Von Rhine is located at 326 West Ninth 
Street. 

* * * 

D. C. Walker, manager of the Los Angeles branch of 
Remington Rand, Inc., reports that Howard Byles, 
previously with the company but now in the service, 
has been promoted from lieutenant colonel to full 
colonel and is now in Salt Lake City in charge of 


demobilization. Capt. Glann Donnelly, who has been | 


in the fleld artillery for the last four years, will be 
home soon and will join the Remington Rand sales 
force. 
daughter for the first time. 

Mr. Walker’s son, Lt. Gordon Walker, a B-29 pilot 
with 26 missions over Japan, is now home on a 45-day 


Captain Donnelly will see his three-year-old | 


leave. Lt. Walker has been in the service for three | 


years and expects to receive his discharge very soon. 
* * * 

L. A. Hitchcock, who formerly owned the Typewriter 

Inspection Company in Los Angeles for over 15 years, 

and who has been with the Ogden Machine Company, 


2551 West Pico Boulevard, Los Angeles, for three years, 


in charge of the branch in Burbank, reports that he 
sees a big future in the typewriter business. With the 
war over, he states that regular civilian demand seems 
likely to dominate in business again after recon- 
version has been fully achieved. 

* * * 


R. A, Thomas, chairman of the Grimes-Stassforth 
Stationery Company and president of the Stationers’ 


Association of Southern California, reports a good at- | 


tendance at the first regular dinner meeting of the 
association held in a long time. This meeting was the 


beginning of a series of such meetings. The next one | 


was scheduled for Thursday, October 25. The meeting, 
limited to members only, was held in response to re- 
plies to a questionnaire, the responses approving meet- 
ings of this character, conducted more or less in- 
formally, but with a good speaker at each one taking 
up a real problem or offering instruction. At a later 
date, it is planned to have personnel of member firms 


included. Due to hotel accommodation restrictions, at- | 


tendance had to be limited to 65 at the first gathering, 
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For Immediate Delivery 


VERTICAL TRANSFER CASE 






Ends and bottom ef 
wood. Sides of cornell 
board. Covered with brown 


linen pattern paper. Heavy fibre board lift off cover. 





Inside Measurement 





Item - - ———« - Price Ship. Wt. 
High Wide Deep Each 
No, 21 Letter size 10';” 12” 23'4” $2.40 9 ths. 
No 22 Legal size 10';” 15” 2314” 2.90 10 Ibs. 
IMPORTANT 





Packed 3 No. 21's or 2 No. 21‘s and 1 No. 22 to Carton 
PACKING CHARGE 21c NET PER CARTON 

















~~ - o 
Nn ‘Ss c| G-eS MANUFACTURING COMPANY - 


MAKERS Of FILES AND FILING EQUIPMENT - 
2930 WENTWORTH AVE - 
CHICAGO 16¢ ILLINOIS - 


‘STEEL; & sTRON LI 





TusuLar Cony WrapPeErs 
Stationers! It's your Line—Exclusively! 


"Steel-Strong” Products are sold through 
Stationers and Office Supply Dealers only. 
We have no retail salesmen to pirate your 
customers and cash in on your missionary 
work. 











Write for liberal discounts and sales help on: 


Lead Seals 

Seal Presses 

Teller’s Moisteners 
Manual! Coin Counters 
Currency Racks 


Coin Wrappers 
Bill Straps 

Coin Bags 
Currency Bags 
Draw String Bags 


Metal Clasp Bags Wrapper Cabinets — 
Night Deposito Bags oan | Trays 
Linen Shipping Tags Coin Storage Trays 


Downey Change Trays 


HANNIBAL, MO. 








THE C. L. DOWNEY CO. 
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Pioneers in 
LIGHTING EQUIPMENT 
Sinee 1880 


aries 
. . . now making deliveries 


from the new No. 47 catalog 


We can assure you of reasonably prompt deliveries 
on over 60 of our fastest-selling pre-war lamps and 
brackets. 


You'll find many of these items improved both in 
design and styling. They're all made to Faries' 
high standard of quality. 


...and for 1946 


Watch for an important Faries announcement 
early in 1946. There'll be many brand new de- 
velopments in both incandescent and fluorescent 
desk lamps, clamp-on 
lamps and floor lamps 

. including special 


designs for the "circ- s 
line’ and’ “slimline” aries 
fluorescents. A_ line nso 


FLUORESCENT sot measnesosy, A 


you'll be proud to sell! 


* Dork Lawes 





Write for your — of 

No. 47 Catalog TODAY! 
Illustrates over 60 fast-selling numbers avail- 
able now. Cash-in on the pent-up demand 
for lamps and brackets. 


FARIES MFG. CO. 





DECATUR 
ILLINOIS 





DUPLICATING 
CLIMATE-PROOF 


Champion Quality Duplicating Ink has been 
carefully compounded to get a free flowing, 
smooth and quick drying ink. Enabling 
you to produce the maximum of copies 
with one inking in a pleasing and 
“easy to read” gray-black tone. 


Sinclair and Valentine Co. 
611 W. 129th Street PINKS] 





New York 27, N. Y. 


Albany Philadelphia Dayton New Orleans Detroit 
Baltimore Chicage Charlotte Cleveland Nashville 
New Haven Boston Birmingham Dallas Kansas City 


Champion Duplicating Black 
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| but it is anticipated that the number can be greatly 


increased as such restrictions are lifted. Members 
have been urged to express themselves freely in an 
open forum or round-table discussions, Mr. Thomas 
points out. 

A. T. Danielson, vice-president and general superin- 
tendent of Barker Brothers, Inc., who recently cele- 
brated his silver anniversary with that firm, was the 
speaker. Mr. Danielson is also first vice-president of 
the National Association of Sales Executives and is past 
president of the Los Angeles Sales Managers Associa- 
tion. Incidentally he is also past president of the 
Trojaneers Club of the University of Southern Cali- 
fornia. At the present time he is very active as chair- 
man of the Post-war Survey Committee of the Down- 
town Business Men’s Association. Mr. Danielson 
started his career with Barker Brothers soon after 
World War I as a salesman. In 1933 he was made 
sales manager, in which position he developed plans 
which proved highly successful in increasing sales for 


| that nationally-known concern. He was named one 
| of eleven All-American Furniture Merchants of 1944 





by the National Retail Furniture Association. His talk 
was very well received. He discussed, “Selling Prob- 
lems in the New Era,” going into detail and stressing 
immediate problems. 

Mr. Thomas makes it clear that the association will 


| aim at building acquaintance and friendship among 


members in a more thorough way than ever before. 
* * Oo 
Virgil R. Hoar is a new sales manager for Grimes- 
Stassforth, according to R. A. Thomas, general man- 
ager of the company, who points out that Mr. Hoar 
will have full responsibility for the outside sales force. 
He has had many years experience in merchandising 
allied lines, having ‘started with John W. Graham of 
Spokane as a young man. He was later named man- 
ager of that firm’s branch store in Yakima, Wash. 
Later he was connected with Keuffel and Esser Com- 
pany’s San Francisco office. He joined Grimes-Stass- 
forth in 1932 and until recently was in charge of the 
Keuffel and Esser agency as manager of that division 
with Grimes-Stassforth. 
* * a 
The United Stationers, 212 West Eighth Street, Los 
Angeles, is remodeling the interior of the store. New 


| Showcases and shelving are being installed, fluorescent 
lighting is being added, new linoleum will be laid as 


soon as possible and the whole interior is being re- 


painted. 
Max Rabin, proprietor, points out that the firm has 


_ now been in this location for eight years. 


Mrs. Rabin’s brother, Maury Cohen, is now stationed 


| in England as link instructor. He has been assigned 
| to a group, the duty of which is to close up various 
| camps and bases in England. Mr. Cohen has been in 


the service for four years. When he returns he will 
become the chief salesman for The United Stationers. 
~ x * 

S. P. Surmagne of the Guaranteed Typewriter Com- 
pany, 439 South Spring Street, Los Angeles, has begun 
a promotional campaign on the “big four” portable 
typewriters—Corona, Remington, Royal, and Under- 
wood. He believes that this is the first time that such 
an impartial campaign has been inaugurated. 

Basic in the plan is the fact that all four companies 
have agreed to furnish him with portables, new and 
fresh from the factory, as soon as manufacturing con- 
ditions permit. The campaign is in a sense pre- 
liminary to and preparatory for the arrival of such 
machines in quantity. Approximate, but not neces- 
sarily exact, prices are quoted under the illustrations 
in a small attractive booklet that Mr. Surmagne has 
had printed in quantity. This booklet is being used 
generously in the window setup and is being sent 
out and handed out in large numbers. Newspaper 
advertising is also being tied in with the other fea- 
tures of the promotion. 

Window displays in Mr. Surmagne’s store are worth 
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Take advantage of the 


LOWEST PRICES 


in the history of 


GENUINE - ORIGINAL 


MAK-UR-OWN 


TRADE MARK REG. U.S.A. 


CELLULOID 


INDEX TABS 


No change in the high standard of material and workmanship 





If you haven't received a copy of our recent 


Bulletin giving full details, write today. 








THE VICTOR SAFE & EQUIPMENT CO., INC. 


_ i, eee ee T 2 ks a eS a ee ag v @>: Ban 














Consumer- Approved Proeod.u.et54->s sold ONLY through dealers 
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On Our Own and Ready to Serve! 


METAL TYPEWRITER STANDS 


New Designs 3 New Prices ° New Sizes 
A STAND FOR EVERY PURPOSE . . . PROMPT DELIVERY 


Frames and Legs Are Metal e Plywood or Masonite Tops e Fully Welded Together e No Chance of Loosening 
Large Spacious Tops to Accommodate All Office Machines @ Manufactured in Our Own New Plant. 


NO CONNECTION WITH ANY OTHER CONCERN 
DROP-LEAF STAND SLIDING-LEAF STAND 


No. G550 


$6 80 


LIST 








A Stand that affords plenty of working space. Top size 16” x 18”. This Stand features a sliding leaf that ejects from left or right side. 
Leaves 9”x 16”. Fully opened you have a table 36”x 18”. Large, Large casters afford utmost portability. Top size 16”x18”. Leaf 
easy rolling casters. Finished in green or walnut. extension 16” x12”. Finished in green or walnut. 


HANDY STAND HEAVY DUTY STAND 
_ se arm etee 





No. G250 No. G1250 


$5 50 $7750 


LIST LIST 


USUAL 
DEALER 
DISCOUNT 





Just the Stand for adding machines, Kardex cabinets, Multigraphs, 
registers, etc. Top size 18" x 24". Finished in green or walnut Large 
enough to hold typewriter, notebook, letter tray. 


An all-purpose Stand that every office can use. Top size 16” x 18”. 
Large casters. Finished in green or walnut. 





ALL STANDS SHIPPED SET-UP + READY FOR USE 














S. H. Cc GOULD CO. 


° Stools + Chains 


toil 
lands 4° 
B. FACTORY, BROOKLYN, N. Y. CORTLANDT 7-7592 


305 BROADWAY, NEW YORK 7,N. Y. - F. O. 


228 OFFICE APPLIANCES, November, 1945 





we a mae — 


SO DS 8 


> iSpy an 


1g 


af 


hs, 
ge 


2 








mention. Large attractive window cards in the form 
of typewriters are the central features of the displays. 
Response is already very satisfactory. All indications 
are that the campaign will be a fine success. 

The windows were set up about the tenth of October 
and their unveiling was timed to fit in with the ap- 
pearance of advertisements and the initial distribution 
of the little booklet. 

* x cs 

Mr. and Mrs. Paul R. Zimmerman celebrated their 
twenty-fifth wedding anniversary recently. In honor 
of this event Mr. and Mrs. E. G. Merckling and Mr. 
and Mrs. L. Willis entertained the Zimmermans at a 
dinner party at the Merckling home. Table decora- 





WED 25 YEARS—Mr. and Mrs. Paul R. Zimmerman ap- 
pear at the Santa Monica, Calif. home of J. A. Johnson 
in celebration of the Zimmermans’ twenty-fifth wedding 
anniversary, August 19, 1945. Mr. Zimmerman is 
division manager for accounting machines, Underwood 
Corporation, Los Angeles, Calif., and Mr. Johnson is 
regional manager at Underwood's Los Angeles office. 


tions consisted of a silver wheel mounted on a stand- 
ard draped with white ribbon and from which dangled 
a number of good old silver dollars. The Zimmerman’s 
son, Paul Jr., who is in the U. S. Navy, sent a box 
of very beautiful red roses. 

Mr. Zimmerman is division manager for accounting 
machines, Underwood Corporation, Los Angeles. Mr. 
Merckling is a former business associate. 

The accompanying picture of Mr. and Mrs. Zimmer- 
man was taken in the garden at the home of James 
A. Johnson, regional manager for Underwood, a num- 
ber of days later when they were again entertained 
at dinner in celebration of the happy event. 


* * * 


R. C. Anderson, proprietor of the Business Appliance 
Company, reports that his son, Lt. Ray E. Anderson, is 
now home on a 45-day furlough after which he will 
report at Stockton, Calif. If released from the Army 
Air Forces, he will return to college. Lt. Anderson was 
in service more than three years, of which 18 months 
were spent in Europe. The last six months were spent 
in Brazil. 

Mr. Anderson is noticing a definite return of business 
to civilian channels. 

* * * 

David T. Ligon, proprietor of the Glendale Type- 
writer Exchange for the last five years, will observe 
the twenty-fifth anniversary of the firm on January 1. 
Mr. Ligon points out that this company is the oldest 
of the kind in the San Fernando Valley. Henry Schu- 
macher was the original owner. 

The store is to be redecorated and remodeled while 
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Clear, Crisp Copies by Beck 
Beck supplies for stencil duplicators are well- 
known for their high standard of quality and 
exceptional value. All Beck stencils assure com- 
plete visibility and easy proof-reading. The 
Beck Duplicator Corp. features stencils, dupli- 
cator inks, correction fluid, letter guides, ink 
pads, stylii, and all types of duplicator papers. 


Write today for our complete and exciting 
3 color brochure presenting all types of 
duplicating machines and supplies. 


Dealers inquiries invited 
BECK DUPLICATOR CORP. 


18 West 18th Street 
New York 11, New York 














FINGER-TIP FACT CONTROL 


Instant access to needed data instead of a frenzied attempt 
to “dig out’ rush information becomes easily possible with 
Cook’s Steel File Signals. Attached to card and ledger 
records of Stock, Production, Purchasing, etc., they group 
important facts under readily usable headings. Accurate 






reports can then be made out quickly by minor 
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clerks—expediting a department’s work and 







saving the valuable time of key men. 





Card of samples on request. 
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STAINLESS STEEL 
FILE SIGNALS 


Make Files “Talk’ 
























| the sales and repair departments will be enlarged. One 

| or two new branches will be opened later. The com- 
pany is the agent for L. C. Smith and Corona type- 
writers. Mr. Ligon says that his firm will co-operate 
with the vocational training program of the Veterans’ 
Administration and he already has named Henry De 
Young as supervisor of this work. Mr. De Young, re- 
cently discharged from the service following an acci- 
dent at Camp Roberts, is well qualified to train other 
G.I.’s in the various phases of typewriter sales, repair, 
and distribution. 
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* * * 


rome | 


The Columbia Wholesale Stationers, 315 South 
Spring Street, Los Angeles, are remodeling the sales- 
room in preparation for fall trade. A. C. Hauser, man- 
ager, says merchandise is coming in in larger quanti- 
ties now. He also finds that many new businesses are 
being started, particularly by the building trade, small 
manufacturers, and freight handlers. He also finds a 
great demand for improved bookkeeping systems. The 
Cesco line is handled by this firm. 


* * * 
| J. A. Freeman, proprietor of the Freeman Typewriter 
| Company, 35 South Los Robles Avenue, Pasadena, and 
238 West Main Street, Alhambra, reports that Robert 
| Boardman, formerly with the company as typewriter 
| service man, will return November 1 to his old job. 
Mr. Boardman has been in the armed services in 
England for the last two years. Mr. Freeman’s son, 
Robert J., who has been in the South Pacific for the 
| past 31 months, has now returned and will join the 
staff of the Freeman Typewriter Company soon. 
* cg * 
| G. R. Trefzger, proprietor of the Crown City Type- 
| writer Company, 21 South Garfield Avenue, Pasadena, 
has received word that his son, Robert, a staff sergeant 
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The continued scarcity of materials and labor still impose a 
severe handicap to our ability to serve our many good cus- 
tomers in the prompt and efficient manner which has been our 
custom. We are sincerely grateful for the patience and under- 
standing whieh you have given us, and we do want you to know 
we will continue to do the best we can for you at all times. 


Sorry, No BRIGHT catalogs available. A new catalog will be 
published just as soon as the material situation becomes settled. 
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127-133 BLEECKER ST. NEW YORK, N. Y. 
now stationed in Czechoslovakia, has recently been 


awarded two very high honors—the Bronze Star medal 
and the Combat Infantry badge. Robert states that he 
hopes to get home soon. He has been in the service 
two years, 14 months of which have been spent over- 


| seas. 

Another son, Gustave E., who is only 18 years old, 
is now hospital assistant, second class, at the Navy 
Hospital, Corona, Calif. He entered the service last 
April. 

Mr. Trefzger finds the rental and servicing of type- 
writers for home use increasing due to the emphasis 


BRIGHT CHAIR CO, INC. | 
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| The Angeles Typewriter Company, Los Angeles, ac- 
cording to Fred Rothman, is finding the rental busi- 
ness exceedingly good, as evidenced by the fact that 
| 400 out of 500 rental typewriters that came back to 


| the store from defense plants in the last 30 days have 


already gone out again, this time mostly to indi- 
viduals. 

Harvey Davis, who has recently been discharged from 
the Navy after three years service, joined the Angelus 
staff as a typewriter mechanic on September 15. Mr. 

x Davis’s home is in Colorado. 
DARNELL CORP. LTD 
LONG BEACH 4 CALIFORNIA 
60 WALKER ST. NEW YORK 13 NY 
36 N CLINTON CHICAGO 6 ILL 


The engagement of Miss Shirley Rothman, daughter 
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being placed on typing in the junior high schools. In 
| the five junior high schools of Pasadena about 1000 
| youngsters are taking typing. Recently an old 1898 
Underwood was brought in for service. 
ak aK * 








of Fred Rothman, to Jack Haskin has recently been 
announced. Mr. Haskin was released October 1 from 
the U. S. Army after four years in the service, three 
years of which were spent in New Guinea. He was 
staff sergeant and has now accepted a position as in- 
structor at the University of California in Los Angeles. 
The young couple will be married about Christmas 
time. 






* * * 


A. W. Willis of the Atlas Furniture and Equipment 
Company, 835 South Spring Street, says he is abso- 
lutely cleaned out of everything—DESKS, SAFES, and 
HELP! 
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. Production Still 


At Low Level 


There has been little change 
or improvement in manufac- 
turing conditions in the three 
months since V-J Day. How- 
ever, these difficulties are not 
peculiar to this industry. 
They are common to most 
manufacturers, regardless of 
whether the product is office 
furniture, automobiles, 


radios, or any other items ~ 


requiring skilled labor. 


Material supplies have im- 
proved slightly, but man- 
power is the main factor 
which is limiting the produc- 
tion of office furniture. Some 
Members of the INSTITUTE 
report that they have been 
able to add a few additional 
employees. Others state they 
now have fewer workmen on 
their payrolls than they were 
employing on V-J Day. How- 
ever, this situation seems to 
be purely local and is not 
general throughout the in- 


dustry. 


Even though no conspicuous 
improvement has taken 
place, most Members seem 
to have reached the turning 
point and report a very small 
but gradual increase in pro- 
duction. After many months 
of an uphill grind, produc- 
tion and incoming orders are 
now in balance. Don’t expect 
any noticeable increase in 
shipments from month to 
month. The cumulative total 
does show a slight improve- 
ment, but when this increase 
is pro-rated among all the 


office furniture dealers in the 
Country, the results are 
hardly apparent. 


Members are working dili- 
gently to locate additional 
workmen. They are inter- 
viewing and screening every 
possible applicant with the 
hope of adding more em- 
ployees to the payroll. So 
far these efforts have ac- 
complished very little, but 
they eventually will result 
in a labor force sufficient to 
yield the necessary produc- 
tion. 





Keep Your Order 


File Current 


We believe that it is sound 
business for every office 
furniture dealer to review 
all outstanding or unfilled 
orders at this time. “Dead 
wood” or anything other 
than your actual require- 
ments should be cancelled 
promptly. The only orders 
which we want on our books 
are those which are needed 
to fill your “sold” orders, 
those needed to give you an 
opportunity to make a de- 
finite promise on your “may- 
be”» orders, and those re- 
quired to give you a chance 
to build up an inventory 
which will enable you to give 
our customers the prompt 
service which they rightfully 
deserve. 


pa 














American Security Building 
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Hf" armor plate protects the modern battle- 
wagon, is essential in order to withstand the 


terrific punishment of naval warfare. : 


And here’s a development in carbon paper which 
enables it to serve better and longer under the con- 
stant pounding of paper-cutting typewriter keys. 


Flagship, Allied’s sensational new carbon paper 
incorporates an exclusive metallic coated back, re- 
cently perfected after long experimentation. The 


NI 








ARMORED 


beautiful silver colored back adds strength and prac- 
tically eliminates stenciling thru. Flagship also ful- 
fills every other carbon paper requirement — it’s 


years ahead of competition. 


Your customers want the advantages modern Flag- 
ship offers. And if you're interested in building 
more sales, greater volume, larger profits, you need 


Flagship! 


Write for free samples and full details today! 








HERE'S WHY | 


NON CURL Flagship is not affected by 
weather conditions—moisture, dryness, 


heat or cold. The exclusive metallic ; ‘ 
with speciall 


RINGS THE SALES BELL 


CLEANER TO HANDLE 
easier to collate, is crisp and clean. Fine 
pigments perfectly blended, combined 
y treated tissues, bring a 


Flagship is 








back, better tissues and finer inks make 
it lie flat, always ready for instant use. 


LONGER WEAR Imported papers and 
tough pigments, plus actual metallic 
plating and treatment of the back, in- 
sure a carbon which resists stenciling 
thru and produces excellent copies long 
after ordinary carbon is worn out. 

FINER COPIES Clean, perfect impres- 
sions from first letter to last are insured 
by new and improved ink formulas and 


the most modern manufacturing tech- * 


niques. 


new ease to manifolding work. 

EASIER TO ERASE Clean erasures with 
no telltale smear is another Flagship 
feature made possible by advanced ink 
formulas and exclusive processing 
methods. 

BETTER LOOKING The attractive nau- 
ticle motif in full color on the box and 
the beautiful design of the silver colored 
sheet give Flagship a distinguished ap- 
pearance. 

GREATER ECONOMY Its popular price 
combined with superior performance 
offers every buyer and user top quality 
at lower cost. 





CARBONS & RIBBONS 





ALLIEN 
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ALLIED CARBON AND RIBBON MANUFACTURING CORPORATION 


165 DUANE STREET 
Manufacturers of Quality Carbon Papers and Inked Ribbons for 37 Years 


NEW YORK 13, N. Y. 
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PACIFIC NORTHWEST NOTES 





C. M. Litteljohn, Correspondent 





New honors were recently bestowed by G. B. Larsen, 
branch manager of the Monroe Calculating Machine 
Company at Portland, Ore., in his election, for sales 
prowess and representation, to the Monroe High Point 
Club. Another Portland branch office member chosen 
for the club, and for the fourth time, was L. F. Dempe- 
wolf. Mr. Larsen’s selection was for the twelfth time. 

* a + 


The Bank & Office Equipment Company of Seattle, 
Wash., recently placed on display a quantity of equip- 
ment made for the Navy Department and now released 
for civilian use because of the end of the war. 

” * * 

A new typewriter and adding machine sales and 
service business is being brought to Renton, Wash., 
by The Stationery Store, a unit of the Renton News 
Record. This new business machine setup is being 
opened at 234 Main Street, Renton. In addition to dis- 
playing for sale the different types of office machines, 
office supplies and commercial stationery, the firm will 
maintain a complete office machine repair shop. 

* * * 


Mary Margaret Godfrey, formerly advertising man- 
ager of the stationery and book firm of J. K. Gill & 
Company, Portland, Ore., has joined the Short and 
Baum advertising agency in Portland. 

* * + 


The Foster Pen Shop of Seattle is developing a large 

pen and greeting card business. 
* * * 

Herbert Heywood, formerly associated with the ad- 
vertising agency of Royce McCandliss of Portland, has 
joined the Richard G. Montgomery & Associates agen- 
cy in the same city. 

* x ca 

Maxine V. Neitz, an ensign in the Waves and for- 
merly with the University Bookstore at Seattle, has 
returned to Seattle, still in the service. She had been 
stationed at the University of Virginia, Charlottesville, 
Va., as disbursing officer for the Navy unit. 

ok * ~ 


The Seattle city council has purchased 1,800 metal 
chairs held as surplus by the Government. These will 
be used in the civic auditorium. 

oo * aK 

Roman Koehler’s Stationery Store of Seattle has en- 
tered a strong bowling team in the Class B Major 
League. 

* ok ob 

Humbert Martin, formerly office manager for the 
University Bookstore at Seattle, has recently been 
promoted to the rank of lieutenant commander .in 
the Navy. He is 37 years of age and has two brothers 
in the service. 

* * * 

Griggs Stationers, stationery, printing and book- 
selling store of Bellingham, Wash., has recently aug- 
mented size and stocks of an enlarged gift shop on the 
second floor of this establishment. 

* * a 

With an estimated loss of about $50,000, a fire of 
unknown origin recently destroyed the dry kiln at 
Roseberg, Ore., property of the A. F. Saar pencil stock 
factory. The operators of this pencil stock plant are 
C. M. Saar and B. A. Saar. 

* * * 

Calling to its Portland, Ore., customers to act quickly, 
the J. K. Gill Company, pioneer stationery and office 
appliance store, is having customers turn in their old 
typewriters to apply on the purchase of the new stand- 
ard and portable typewriters of leading makes as they 
roll off assembly lines. 


* * * 


A new post-war opening schedule of hours has been 
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300 new items 


IN A SINGLE YEAR 


In a single year Office Appliances announced some 300 
items in the section devoted to new machines and devices. 


Usually this information is given before the items appear 
on the market and always in advance of most sources of 
such news. It is not uncommon for a dealer to tell us that 
some of his best selling lines have been secured from 
seeing the things in Office Appliances. Many readers 
say this section in itself is worth the subscription cost, not 
to mention all the other features. 

If you want to keep in touch with the activities of the 
office equipment industry, there is no better way to do it 
than by entering a subscription to Office Appliances. 
The rates are $2.00 a year, $3.00 for two years; Canada 
$2.50 and $4.00; Foreign $3.00 and $5.00. 


The Office Appliance Company 


600 W. Jackson Bivd. Chicago, U.S. A. 
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CARBON PAPERS 
TYPEWRITER RIBBONS 


Made right — Priced right — 
Sold right. Here’s a ribbon and 
carbon proposition you can 
turn into real profit. You can 
always count on our coopera- 
tion. 


EXCLUSIVELY for 
DEALERS *» STATIONERS 


Complete details on request 


ALLEN & COMPANY 


DEPT. M 
11-13-15 VANDEWATER ST. 
NEW YORK 7, N. Y. 

















CARDINELL CORPORATION - MONTCLAIR, NEW JERSEY 
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set for the University Book Store, Seattle, Wash. This 
big store has abolished its Thursday night sales period, 
due to changed operating conditions. 





VICTOR VISIBLE DISPLAY—This window of the Perry Print- 
ing & Stationery Co., New York, N. Y., displays various items 
of the Victor visible line, including cabinet, sectional book 
and reference type, plan and legal blank files, desk drawer 
stationery rack, storage cabinet and vertical filing cabinet. 


Oe 


G. J. AIGNER COMPANY OFFERS SALES AIDS 

With the full impact of reconversion now being felt, 
the G. J. Aigner Company, 503 South Jefferson Street, 

| Chicago 7, Ill., through Al Aigner, sales manager, wants 
to aid office supply dealers in the job of selling. 

In this belief, the Aigner Company has prepared a 
pocket-size booklet, “Let’s Get Out and Sell” to be 
used as a tool or manual for a dealer sales meeting. 
These are being sent without cost to all dealers wish- 
ing them. In addition, Al Aigner can furnish an outline 
of the talk which goes with the book. Requests for 

| two weeks’ loan of the large easel-display presenta- 
| tion will also be honored. 

The sales booklet points out that good service re- 
quires courtesy, knowledge, research, analysis, and 
skill, and stresses the theme that “selling means 
serving.” 

Other sales truisms and ideas pointed out in the 
booklet prepared by the Aigner Company are: 

“Courtesy Pays.” 

“Knowledge is Power to Sell.” 

“Know Your Product.” 

“Know What Your Product Will Do.” 
| “Research Finds New Uses for Your Products.” 
| “Analyze Your Customer’s Needs.” 
| “Your Customer Is Sold When You Have Solved His 

Problem, Served His Need.” 

Says Al Aigner, “You, as an office supply dealer, 
| have served the increased war needs in spite of man- 
| power shortages. In most cities you dealers find your 
| sales force is going to have to be rebuilt in order to be 
| competitive to new direct-selling manufacturers, mail- 
| order dealers, or chain stores, not to mention your 
| fellow-competitor friends.” 

i ee 
IOWA MACHINE DISTRIBUTOR ERECTS BUILDING 

A two-story brick building, costing more than $20,- 

000, was erected at New Hampton, Iowa, recently, in 
| the heart of the business district, by A. L. Riley. The 

owner is northwest Iowa distributor for Allen-Wales 
| adding machines and Royal typewriters, and he is 
| using the basement and first floor, while renting the 
| second floor for business offices. The building has a 
frontage of 21 feet on Main street and 90 on South 
Chestnut Avenue.—AL. 
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LEADER OF HIS CLASS TODAY 








LEADER OF A BUSINESS TOMORROW 


A new generation of Desk Buyers is on 
the way. The high school lad . . . the col- 
lege man of today is destined to become 
"tomorrow's business executive.’ The 
transition from high school and college 
desks to business desks requires only a 
relatively short span of years. When we 
look at the promising material, we are 


grateful that our economic future rests 
in such capable hands. So... let's keep 
young in ideas and spirit so that we in 
the desk business can successfully serve 
this rising generation. INDIANA DESKS 
. . . designed for business living yes- 


terday . . . Today and TOMORROW. 


INDIANA DESK CO. 


JASPER, INDIANA 
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-GRAPHIC| 
GELATINE. 
ROLLS 


for 


DOMESTIC 
and 
EXPORT 
Trade 





In over thirty years GRAPHIC Duplicator 
rolls have earned an enviable reputation 
for their outstanding quality, recuperative 
powers, uniformity and dependability. 
Made of fine materials they keep their fine 
copying qualities over a long period. For 
all makes of duplicators. 


HECTOGRAPHS AND REFILL 


composition in attractively lithographed 
containers. Two and four surface Oak | 
Frame duplicators in five sizes. 


GRAPHIC DUPLICATOR CO. 
473 BROADWAY NEW YORK 13, N. Y. 
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CAN YOU GIVE THEM? 


Conditions are changing daily. Are YOU keeping pace with 
them? Timely information will help you plan sales, act de- 
cisively, push profitable items, keep your stock up to date. 

“The information your Service Bureau gave us was just 
what we needed and placed us in a position to secure addi- 
tional business that otherwise we could not have gotten.” A. 
R. Taylor Co., Memphis, Tenn. 

OFFICE APPLIANCES brings you the latest styles, news and 
trade gossip every month. The Service Bureau helps you 
gain information, lists and data gratis, almost impossible to 
gain elsewhere at any price. 

Ask for FREE copy of OFFICE APPLIANCES and subscription rates. 


OFFICE APPLIANCES, 600 w. Jackson Bivd., Chicago 
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NEWS NOTES FROM NSA DISTRICT NO. 8 





Gene Mitchell, Correspondent 





You Kansas Citians and travelers who'did not at- 
tend the Midwest Travelers golf party on September 
19 at the Santa Fe Hills golf club in Kansas City, Mo., 
missed a real affair. Golf, softball, horseshoes and 
cards were enjoyed by some 60 guests with 48 diners 
remaining for the evening. 

The golf winners were: blind bogey, Claude Allen, 
General Fireproofing Company; low score, Jack Crow, 
Hall Stationery Company, Topeka, Kans., tied with Dan 
A. MacDougall, Stationers Loose Leaf Company; high 
score, Bill Crowell, Eaton Paper Company. There were 
19 prizes for attendance. The winners at horseshoe 
pitching were Joseph D. Landes of Schooley’s, Kansas 
City, in singles and Virle Lee of Aigner Company and 
Harold Joyce of Scripto Company in doubles. The soft- 
ball game was won, but by which team we know not, 
because it was called due to the blindness of umpires 
Augie Krohne of American Pencil Company and Bill 


Cromwell of Eaton Paper Company. Johnny Pydlek of 
| Blaisdell fame was injured when he endeavored to stop 


a foul tip with his thumb. 

This party brought Heine Sengbush back into circu- 
lation, as he ably helped Dan MacDougall as master of 
ceremonies in speechmaking and ad libbing. 

Out-of-town dealers present included Jack Crow of 


| Hall Stationery Company, Topeka, and Earl “Hairy” 
| Scott of Bauman Office Equipment Company, Wichita. 
| Our peppy friend, Bob Crowley of Crowley-Reuter Sta- 


tionery Company, Kansas City, may be nearing that 
three score and ten age but you would never guess it, 
judging by the way he led one foursome around the 
18 holes giving advice (and the first time he had ever 


| seen a golf game!). Bob, being a very proficient tennis 


player and accomplished ice skater, stated that he 


| would bet any member of the foursome that he could, 
| with another trip around the links, beat the best play- 
| er present. Confidentially, we think he could and we 

know that he would return with more pep than any- 


one else. 

All in all, fellows, that party was one that the com- 
mittee could be proud of, especially in that it was 
the first mid-year party ever attempted by this club. 
Try it again and soon. 

* * * 

The underground reports that one “Wheezy” McDan- 
iel of Fort Worth, Tex., and one C. D. Mann from no 
one knows where, were recently refused rooms in any 
Oklahoma City hotel because they had hauled a 
trailerful of sheep and goats behind their auto. We 
wonder whether J. L. Wren permitted them to bathe 
and deodorize in his beautiful Oklahoma City store. 
(We don’t wonder very much.) 

* ca oe 

Seen around Wichita recently: Herb Beckman of 
Boorum & Pease Company, headed for west Kansas 
and points north; and also that retiring old gentle- 
man, Bill Pickering of Eberhard Faber fame. 

* * x 

During the golf party in Kansas City, George Wilker- 
son of Smead Manufacturing Company was taken sud- 
denly and seriously ill. He was confined to his hotel 
room for several days and it was necessary for his 
charming little wife to drive him back to his home 
in Springfield, Mo., where he has been recuperating 
slowly. 

a * a 

A. P. Danos, assistant sales manager of Eberhard 
Faber Pencil Company, spent a day or so in St. Louis 
late in September. He was in the company of his local 
representative, Bill Bohart, following a visit with his 
mother in Houston, Tex. 

* * * 

Among the welcome returnees to these parts is 

Andy Luther of United States Playing Card Company, 
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1, up-to-date equipment is now busily producing the fine, serviceable 

Stencils so urgently required by American business. These Stencils... 

re ay me. ‘ . é ‘ pam 

he Blue, White or Yellow...are built to give supreme satisfaction. They 
are an important factor in the development of POLYCHROME as 

\- a national institution. Of them and our other sterling products, we 

‘ shall tell you more. Watch for announcements. . . . 


° POLYCHROME CORPORATION 
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NATIONALLY KNOWN 





BUSINESS FORMS 
They will help your customers to speed PEACE TIME 


operations more economically and efficiently 
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TRAFFIC «© SALES @ PERSONNEL ¢ PURCHASING ¢ ACCOUNTING ¢ CREDIT «© PRODUCTION e EMPLOYMENT 


WORLD-WIDE forms are completely modern in detail, WORLD-WIDE forms help economically to systematize 
design, simplicity. and speed clerical operations. 

WORLD-WIDE forms are available for most departments WORLD-WIDE forms are a good prestige item—they’re 
of businesses in your community. nationally known. 


WORLD-WIDE forms are a good repeat item. 














WORLD-WIDE forms are a part of our complete line of commercial Stationery for the trade only. 
TRADE MANUFACTURERS — consult us regarding our specialized warehouse facilities and intensive trade coverage by 


experienced salesmen. 


ASSOCIATED STATIONERS SUPPLY CO. 


DISTRIBUTORS FOR MANUFACTURERS 
229 S. JEFFERSON STREET, CHICAGO 6, ILLINOIS 
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an assistant to Gil Duer betore the war and now back 
in that role after completing his work with Uncle Sam. 
* os * 


Presented herewith is a picture of Mr and Mrs. Roy 
Moreland of Kansas City, Mo., being entertained in 





IN HONOR OF THE NEWLYWEDS—Seated around the table 
(left to right) at the Crystal Room of Park Plaza Hotel, 
St. Louis, Mo., September 28 at dinner honoring the recent 
bride and groom, Mr. and Mrs. Roy Moreland, are: the newly- 
weds, Mrs. Gene Mitchell, F. K. Adams, Margaret Wurtz, 
Marcy Brown, Mrs. F. K. Adams, Izzy Voda, Mrs. Marcy Brown, 
and Gene Mitchell. Mr. Moreland is vice-president of 
Schooley Printing & Stationery Co., Kansas City, Mo. and 
lieutenant governor of the 8th Region, NSA. 


St. Louis while on their honeymoon. The bride and 
groom wish to thank their many good friends for the 
telegrams received during their short stay in St. Louis. 
ok * a 
He has been around these parts quite a while, fel- 
lows, but must have been hiding. That broad smile 
and genial disposition belongs to none other than 
Harold Joyce. of the Scripto Pencil Company. He has 
lived only a short distance from me for a long time, 
but I had to go to Kansas City to meet him, even 
though I knew his grand old father many years ago. 
* * 


* 


Your correspondent and his wife, together with Roy 
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THE Gfaisde// 
NICK AND PULL 
151-T SERIES 

MARKING CRAYON 


The favorite with office workers 
and artists. Ideal for charts, signs 
and general checking purposes. 
Its quality lead is the product of 
To Shorpea— ‘more than half a century experi- 
NICK with string encein pencil making. Available in 
Pull the poper twenty-two colors. Be sure to stock 
*(U. S. Pat. No. 1,756,953) ’ ‘ 
Blaisdell Nick and Pull#151-T Series. 
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Moreland and the then Mrs. Letha Crouch (now Mrs. | 


Moreland) enjoyed a most marvelous dinner party at 


the Advertising Club in Kansas City, given us by Mr. | 


and Mrs. Paul McCollem of the P. R. McCollem Office 

Furniture clan. A more enjoyable evening and finer 
dinner could not be desired. 
oK a co 

You should see that bright, rearranged stationery 

store of Skinner & Kennedy Stationery Company in 


St. Louis. Hugh Alexander and Harley Wantz have | 


spent many hours planning and executing these im- 

provements and the results plainly show their abil- 

ities in better displays, more light and brighter colors. 
* co * 

Jack Guntrum, the Carter Ink ambassador assisting 
our friend Austin Waterbury in these parts, has been 
working with his St. Louis dealers for several weeks. 
Jack is another of the welcome “returnees,” having 
only recently rejoined Carter. His home is in Minne- 


apolis, where he is well known among the trade. 
* * * 


| 
| 
| 
| 
| 





Midwest Travelers Note: The Southwestern Station- | 


ery and Bank Supply Company of Lawton and Ponca 
City, Okla., and Amarillo, Tex., is opening a store in 
Joplin, Mo., December 1, at 625 Main Street. Our Eighth 
Region governor, Ted Warkentin, heads this firm and 
announces that the store will carry a complete 
line of all office supplies, office furniture and office 
machines. The December issue will carry more details 
as to store personnel. The heads of these houses met 
in Kansas City on October 19 with the representatives 
of several factories, whose lines they will carry in 
Joplin, and outlined their plans for the opening and 
their future operations. Our congratulations to these 
fine gentlemen on the excellent progress they have 
made these past few years, from their start in Lawton. 
* * * 

Mr. and Mrs. Jack Ellis (he, that F. S. Webster 
Romeo), have departed from their Wichita home and 
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a card of a MEILICKE CALCULATOR. 


He wants to know the exact amount (to the 
penny) of his withholding tax. 


The MEILICKE CALCULATOR will give 
the correct amount instantly to the penny 
(not bracket generalities) on a Weekly—Bi- 
Weekly—Semi-Monthly and Monthly basis. 


MEILICKE SYSTEMS ARE INDISPENSABLE 
PAY ROLL CALCULATORS 


showing regular, overtime and total pay 
on 4 or 1/10 hour basis 


Send for Bulletin 


Meilicke. Systems, Inc. “Natt cad sr 
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DISPLAY RACKS for STATIONERS 


Made 
especially for 
Stationers, 
Gift Shop, 
Window and 
Store Display 





Three Styles—Nine Numbers 








THE 
GIFT DEPARTMENTS 
P| F R CE A Complete Line of Plate, Platter and 
Cup and Saucer Holders for Resale. 
COMPANY 





Write for Dealers’ Price List 


911-913 Marquette Ave., Minneapolis 2, Minn. 











Stop Petty Thefts 


WONDER [OCK 400; everything the or- 
dinary lock can do—plus many things 
no other lock has ever done before. 
Instantly applied and will securely 
lock every kind of a drawer, file or 
door, (See Illustration). Also made 
to protect the contents of show cases. 
No holes to drill—no nails or screws, 
no tools required. Two drawers may 


be secured with one WONDER /OCK 


List Price $2.50 by the use of brace plate furnished. 


Every store, office, factory and home a prospect. Used by U. S. 
government. rite at once for price and full particulars. 


| Vo. N. D £R /ocK 53 W. Pen: dig _ ln 4, ils. 














S0-EASY 
MOISTENER 


NO PRIORITY REQUIRED 


nadlccerece addi pndies You can buy moisteners with- 
envelopes, gummed out priority now. Send me 
labels. your orders. Free information. 


A. MOHLER, Manufacturer 


Onamia, Minn. 











MAIL BAGS 


Line of Canvas 


ete 
Compl Mail Baos- 


and Leather 


ptive Circular 


Send for Descri 


Canvas Products Corporation 


ad Leather Specialties 
Canvas 3 ion es ON 


P. 
FOND DU LAC, WISCONSIN 
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their many good friends of this Midwest to make their 
new home in Oswego, Ore., from where Jack will travel 
the Pacific territory for F. S. Webster Co., spreading 
his usual good words regarding carbon papers. You 
will be missed back here, Jack, but all our good wishes 
go with you for your big success and happiness way out © 
there, and to Esther, we send every good wish for your 
happiness amid new surroundings. 
* oe + 

Bill Powell, sales manager, and Roger Garver, office 
furniture manager for Schooley Printing & Stationery 
Company, Kansas City, are, at this writing, way out in 
the depths of Montana with their guns and shells. 
Beware all you poor deer (and dears, too), for these 
boys might be worse than wolves. Be prepared, fellows, 
for the venison dinner on your next trip to Kansas 
City. a ait ok 


Old “Double Pay” John Smith and his partner, 
“Windy” White, the Ponca City, Okla., stationers, were 
seen lurking around busy stationery stores in Okla- 
homa City recently. Looking for merchandising ideas, 
merchandise, drinks or what? If the latter, its a 
good thing you did not run into that E. Faber rancher, 
Bill Pickering, or that fellow Boyd of Shaw-Walker 
Company. They have both sworn off until someone 
buys. ae | 


Reporting in St. Louis the early days of October were 
Ed Hadden, wholesale representative, Sheaffer Pen 
Company; Arthur Baehr, Eugene Baehr & Son; Frank 
Waterman of the Waterman Pen Company, and Mr. 
Stewart, his local representative; Leon Joffe, Artistic 
Desk Pad Company; Fred Guant, the new Moore Push- 
Pin representative; Harry Schielow, S. E. & M. Vernon, 
Inc,; Roy Woods, Esterbrook Pen Company; Fred Mc- 
Intosh, general manager, Southern Central Tablet 
Company, together with Thurston Roach of the same 
firm, both of Memphis, Tenn. 

ok + * 

Matt Dillon—that name sounds familiar, wonder 
what the face looks like? Should he be recognized 
anywhere, please notify the Peoria, Ill., police de- 


partment. po 


Wonder why Matt Dimmitt of Wilson Jones Co. 
disappeared from Kansas City on the eve of the 
golf party? Bet he was afraid Bob Crowley would 
challenge him for a game. Herb Johnson, of the same 
firm, was on hand to look after Matt’s interests, but 
the St. Louis department, “Smiling” Joe Gordon, didn’t 
make it. 

4 * + 

Another one of those “what’s happened to him” 
fellows—Larry “Skinny” Goodhand, the Oxford ton- 
nage booster. He must be making the back doors these 
days. The same for Charlie Hick, the art of Art Metal 
Construction Company, and former elbow-bender Bill 
Smith, the ace of Ace. First thing they know, their 
friends way out here in the Midwest will forget what 
they looked like. 

* * 7 

They tell me that Ralph Maneval, that A. W. 
Faber guy, was hauling his bulk around St. Louis parts 
late in September, when he should have been at the 
Midwest Travelers golf party. 

«© * 


Another new stationery store to open about De- 
cember 1, will be in Emporia, Kan§., and the proprietor 
will be our old friend Milt Navrat who has spent many 
years with Hutch-Line, Inc., and it’s predecessor, 
Hutchinson Office Supply & Printing Company, of 
Hutchinson, Kans. Milt has had a long and successful 
experience in this business at Hutchinson and has 
many friends in this industry, all of whom wish him 
every success in this undertaking. Milt will remain 
with Hutch-Line until at least November 1, and then 
will concentrate upon his opening in Emporia, Kans. 

> > * 


Remember Al Nordstrom, that Smead Manufacturing 
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. Above: Large size, for models 6V, 7V, 8V, 
Above: Small size, for models 3V, oy joy, 11V. With or without knobs. 


4V, or 5V. With or without knobs. 


Right: Intermediate bar for 
additional extendibility of 
either size above. 





— 
Above: One intermediate bar extends any Kleradesk one > 
to five compartments more than original capacity. Sev- 
eral intermediate bars may be added, if desired. 


Extendible Steel Bars 


for the steeless 


KL RADESK by Sengbusch 





... adding new sales-appeal to this 
already fast-moving item 


. .. providing an opportunity for sub- 
stantial replacement sales 


Flexibility that permits any number of plainly indexed 
compartments — that’s the kind of sales-making story 
you can tell your customers about the steeless Klerades 
with Extendible Steel Bar and plastic knobs. That's the 
kind of sales argument that helps you write more orders 
for first-time purchases of Kleradesk. The Extendible 
Steel Bars fit steeless Kleradesks originally purchased 
with wood rods and porcelain knobs, permitting addi- 
tional expandibility of models now owned, Added to the 
utility, durability, and pleasing appearance of Klera- 
desk, this new feature puts you in a strong position to 
build volume sales and win satisfied customers. Stock 
up now. Write for circular. 


Sengbusch Self-Closing Inkstand Co. 
311 Sengbusch Bidg. Milwaukee 3, Wisconsin 








be supplied promptly upon request. 


BOX 258D 





NEW PRODUCTS on the way 


In line with our policy of expanding dealer service we have pro- 
duced a number of patented specialty items in steel which will 


challenge the attention of office supply distributors everywhere. 


Also we have a complete line of steel files and special built-to- 


order work. Information on both specialty and regular lines will 


Business Efficiency Aids 





SKOKIE, ILLINOIS 
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AVOID 


CROWDING 










The 
PINCHING SHEET LIFTER 
=cnseee TEARING ****"""-" no etettag Hn sera ——<<08 


OUTSIDE €DGE 
OF PUNCHING / 


OF SHEETS 





by using 


FAULTLESg 
$-O 


SLIDE-OPENING 
RING BINDERS 








the ring binder in which 
rings actually slide apart 


STATIONERS 
LOOSE LEAF CO 


MILWAUKEE 1, 524 N. Broadway 
NEW YORK 3, 114-116 E. 13th St. 











- a 7 
Yer fe 2 


\ =~ PLYMOUTH RUBBER COMPANY, INC. 


FOUNDED 1896 The Largest Rubberizers of Cloth in the World caNTON, MAss. 
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night-writer? Been a long time since he has crossed 
that Iowa-Missouri line, but we hope he will head 
down this way again and pay us all a visit. Al is con- 
centrating his efforts in Nebraska, Iowa and Wisconsin 
—maybe the Dakotas, too—these days. 

a * * 

Frank Miller of Wallace Pencil Company repre- 
sented his firm at the golf party on Sept. 19. While 
enroute from his western territory to his home office 
in St. Louis, he stopped over to pay his respects to his 
old Kansas City friends, who prevailed on him to re- 
main for the party. 

* * * 

An example of the trials and tribulations of present 
day traveling: a certain bridegroom and his bride, 
when starting on their honeymoon, found their plane 
had been grounded and, to keep their following day’s 
appointments, were forced to ride a midnight train 
from Kansas City to St. Louis—and sit up in a plain 
coach all night. For confirmation, contact our lieu- 
tenant governor, N.S.A., or the assistant general man- 
ager of the Missouri-Pacific Railroad, or the manage- 
ment of the Hotel Mayfair in St. Louis. 


* * * 

A new arrival in St. Louis on November 1 was Joe 
Cockrell, formerly store manager at The Steck Com- 
pany, Austin, Tex. 

He goes to the Comfort Printing & Stationery Com- 
pany as stationery manager and buyer, succeeding 
Pete Spalding, who is retiring to Florida for several 
months’ rest. The local trade welcome Mr. Cockrell 
with every good wish for success in his new position. 
His fine reputation for a most genial personality and 
ability to make friends easily and quickly and to do 
a very good job had preceded him. 

—_——__—r 

ALL EIGHTH REGION DEALERS AND MIDWEST 
TRAVELERS: 

Will you please, RIGHT NOW, drop a line to your 
Eighth Region Governor, Ted Warkentin, Southwest 
Stationery and Bank Supply, Lawton, Okla., and tell 
him whether you would like to move the coming 
regional meeting next spring from Kansas City to 
Hot Springs, Ark., for a big VICTORY rally. Arkansas 
is due for a regional and Hot Springs should be a 
fine place to hold our first meeting following victory. 
Tell your governor your wishes. He wants your advice 
and can only do what you wish if he knows your de- 
sires. 

* * * 

Seen around Omaha in mid-October: Claude Allen 
of General Fireproofing Company advising his dealer 
what and when to expect; R. C. Moore of Columbia 
Ribbon and Carbon doing business in a hurry so he 
could use his trusty shotgun in South Dakota; and 
Dan MacDougall on his maiden 1945 trip for Stationers 
Loose Leaf Company. 

* * * 

Up in the wilds of South Dakota, shooting their 
daily limit of pheasants, were Mr. and Mrs. Ed Shelp- 
man of Elkins-Swyers Company, Springfield, Mo., and 
Charlie Hick of Art Metal Construction Company. 
Mrs. Shelpman was giving lessons. 

o * * 

Your correspondent was forced to break his Ne- 
braska-Iowa-Minnesota trip after a week out and re- 
turn to St. Louis for hospitalization because of an 
infected foot which he thought had recovered amply 
enough to bear travel. At this writing, I am waiting 
for transportation home and am hoping to be back 
in the harness pretty shortly to continue the trip. 

“ sli ciplinininciseee 
COLUMBUS, OHIO, FIRM MAKES EXPANSION 

The Harry Morgan Office Outfitting Company, occu- 
pying the three upper floors of the building owned at 
210 South High Street, in downtown Columbus, Ohio, 
will take over the ground floor storeroom of that prop- 
erty as soon as the present occupants move to another 
location.—AK. 
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MAGIC FLOW 


An Excellent 
Duplicating Ink 
Duplicating Stencils 


Samples and prices upon request. 


CONTINENTAL 
INK COMPANY 


3144 S. Austin Bivd., 
Cicero, Ill. 











persona. PAPER PUNCH 


Instantly makes ring binder pages of 
precious papers, photos, etc., for handy 
reference or abiding memories. Or- 
ganizes work—saves time— for sales- 
men, clerks, students, and secretaries. 
Punches '/," hole. 





An 
| 1 amazing 
") FAST 
if) SELLER. PERSONAL 
=” 10c | PAPER PUNC 














Mounted on 2 color display 
cards. Write for information 10° V4 froae See of Peoer 
Metal Specialties Mfg. Co. an be Gated 


3208 Carroll Ave. Chicago, Ill. 1 mrne 

















HONOR ROLL PLAQUES 
of GENUINE BRONZE! 


Available again—due to 
relaxed W.P.B. rulings! 


Your customers are in the market for 
Honor Rolls of real solid Bronze—a de- 
mand you can now meet! Let us show 
you the way to increased sales and profits 
through these fast-moving items. Let 
‘Bronze Tablet Headquarters’’ also supply 
you with memorials, testimonials, Bronze 
tablets, doorplates, signs—all in gleaming, 


solid Bronze. No investment on your part; 
full cooperation extended on all inquiries. 
WRITE TODAY FOR ILLUSTRATED CATALOG 
corr” SELLING INFORMATION TO 


UNITED STATES BRONZE SIGN CO. INC. 





“BRONZE TABLET HEADQUARTERS” 
570 BROADWAY, NEW YORK 12, N. Y. 





RARE DEES DE DREAD AAAAAAAAN 
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BURROUGHS MACHINE REBUILDING 


Let us rebuild your Burroughs adding, 
bookkeeping, calculating machines. 


We will dis-assemble the machine by sections, Chem- 
ically clean it, replace broken and defective parts, 
oil, adjust, refinish all painted parts, renickel all parts 
when needed, replace felt on keyboard, and your ma- 
chine will be returned to you comparable to a new 
machine in both appearance and condition. 

Send us serial number and details of your machines 
and we will send you tentative estimates. 


OFFICE MACHINE & bl C0. 


313 Harrison St. Peoria 2, Wh. 
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It's probably no news to you that Triumph Self-Inking Band Daters 


sell at three times the price of simple rubber stamps. But maybe 
you haven't thought about it this way—each Triumph Self-Inking 
Band Dater you sell in place of a rubber stamp adds up to three 
times the sales total and three to five times the profit! In addition, 


you make a friend of your customer—Triumph Self-Inking Band 


TRIUMPH 


Daters give him instant action, less waste effort, greater efficiency. Self-Inking 


BAND DATERS 


A snap of a Goes the 
complete marking job. Unex- 
GET more! celled quality and sturdiness 
are built into this efficient 
time-saver. 


Sell Triumph Self-Inking Band Daters . . . you GIVE more and you 


The War is won ... The 


Peace remains to be won. 


BUY VICTORY BONDS! RUB BE R S TAM P 
MANUFACTURERS 








100 PLASTIC ITEMS 
you CAN SELL! 
Smart, useful Lucite-Plexiglas items 
that SELL FAST! The original, eye 
catching Almac line... largest and 
most beautiful Lucite line ever 


available! Order NOW ... IMME- 
DIATE DELIVERY! 





Model F Complete Desk Set, includes Genuine Leather Blotter Pad handtooled 
with 22kt. Gold; 6 units, with Fountain Pen. 


No. 510 Writing 
Set (at left) Stream- 
lined, Genuine 
CATALIN Base in 
rich mottled Wal- 





nut. Complete 

; ; No. 100 Perpetual Calen- 
with Fountain Pen. dar (above). Available No. 500 Double Writing Set (above) with 
Retail $2.98. in crystal and 9 other 2 Fountain Pens. Heavy 12” Lucite Plexi- 


colors. Retail $1.00. glas. 
WRITE FOR NEW 8-PAGE CATALOG AND LIBERAL TRADE DISCOUNTS 
Room 504, 230 5th Avenue 


Almac Plastics, Inc. “new york 1, n. ¥. 
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For home, office, workshop, too— 
Carter’s sales mean cash for you 

































pe the jingle of the kitten be 
the jingle of cash profits for 
you! Take a tip—stock Carter’s 
quick-selling items. Their popu- ¥ 
larity over a period of years is 
your assurance of big volume, 
fast turnover. 





‘THE CARTER’S INK COMPANY 


Boston, Massachusetts — 
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PEERLESS STEEL EQUIPMENT CO. 


UNRUH AND HASBROOK STS., PHILADELPHIA, PA. 
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LONG ON SERVICE —- 





It requires seven catalogs to illustrate and describe our line of 
typewriter parts. You can have one or all of these 
profit making catalogs for the asking. 


Cat. B1; Corona Cat. B4; L. C. Smith 

”  B2; Remington ” BS; Underwood 

”  B3; Royal ” B6; Woodstock 
Cat. A; General 


Note:—Send for our latest O.P.A. ceiling price lists on both typewriter 
and office machines—FREE. 


SHIPMAN. WARD Mec. ea 325 N. WELLS ST. CHICAGO 10, ILL. 


The Dealers Quality Supply House Since 1892 
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Without delay we switched from building flame throwers 
(a war job of which we are proud) to making Error-No 
all-steel, quality, line-by-line copyholders. 

Filling orders will depend on obtaining raw materials. 
Orders on hand will be shipped as fast as we can get them 
out. 

In any office that has to contend with a flood of govern- 
ment forms, financial and general reports and orders, 
Error-No is a transcribing necessity. Quiet, vibrationless, 
sturdy, flexible, it increases transcribing efficiency as 


much as 40%. 


Other famous = \\\ 
oneal tHE DD AW 
Chexsigno 


(Check Signer) 
and Speedrite DIVISION OF 


(Check Writer) H q i i - We i te i Co. ‘ 
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ROCHESTER 7, N.Y. 
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blade in Newark, USA 


NOS. 310,315 CORALINE 


NO. 900 . Soft coral color. Quality clear through. Bias 
SUEDE 


Soft gray texture. Slightly octagonal 


bevel ends and sharp edges erase lines and 


lettering, broad face cleans large surfaces 
shape. Erases ink and typewriting 


Correct Mistakes tx Any Language 
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WELDON ROBERTS RUBBER COMPANY 


(2. Newark 7, New Jerse 
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The Executive says: 


“Duplicated copies that go out from our office reflect 
our standards of quality. I like to have them clean, 
clear-cut. That's the kind of work we are getting since 
we started using TEMPO Film Stencils. Typing on the 
film makes stencil cutting faster and more efficient — 
and it preserves our equipment better. To me, TEMPO 
Film Stencils represent a big step forward in office 
production!” 


@ TEMPO offers the most complete line of stencils 
with or without film — WRITE FOR CATALOG. 


MILO HARDING COMPANY 


432 WEST PICO BLVD., LOS ANGELES 
317 THIRD AVE., PITTSBURGH 


Makers of the famous TEMPO FILM STENCIL 
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METALSTAND PRODUCTS 
AGAIN SOLD DIRECT 
All ord D EALE RS to b 


$ 8 00 mailed to METALSTAND CO. direct, as all sales 






agencies have been discontinued. 


LIST 


TOP SIZE 
14” x 17144” 
leaves 9° x 14" 
when fully opened 
you have a table 


$Q00 


A stand that affords plenty of working space. Top and leaves 
are five-ply veneer. Frames and legs are made of heavy LIST 
gauge furniture steel. Large easy rolling casters. Finished in = 7" x°24" 
green or walnut. Shipped set up ready for use. All our Height 26” 
stands carried in is for immediate shipment. Write for 
circular showing complete line of stands and stools. STYLE 1250 


Just the stand for adding machines, Kardex cabinets, 


MANUFACTURERS OF STANDS AND STOOLS = bestiseping machines, ‘multigrapts, registers, etc 
Shipped set-up, ready for use 


1615 TO 1625 MELON STREET, PHILA. 30, PA. Toots soa = Nati Finished in green or walnut. 


Tt's back! improued 
a better! oi FD 4 2_hole spol 





STYLE 450 
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NEW ENGLAND PAPER PUNCH CO., 95 Washington Ave., Natick, Mass. 
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Each and Every Home and Office Has An Immediate Need For— 


Model 222-W 


The Perfect Personal File 
really belongs at every desk 





Model 222-W 





“It practically sells itself—when displayed with contents.” That’s 
what dealers tell us about this revolutionary new 2 compartment 
Personal File in handsome Walnut finish. And right now with 
Outstanding Advantages of nearly everyone crying for extra filing space—the famous SPACE- 
Rock-a-File SAVING principle of the Rock-a-File line, including the Perfect 

Personal File, _ general office models (letter 

. or legal 4, 3, and 2 compartments in Green or 

eran eta Walnut finish, with or without lock)—makes it 

WON’T TIP OVER, even with both the outstanding choice to satisfy the demand. 
compartments completely filled and Most models are available for immediate de- 


open at the same time. 34 inches livery, so boost your own profits while build- 
ing customer good-will. Order today or write 


IW" of world’s handiest, most compact 
filing space. Contents of both com- for further details. 














- partments are always instantly acces- 
sible at the same time. Fits anywhere—in many places Rock-a-File Improved Card Files are fast movers when ¥ 
displayed with contents. Made in 3 popular card sizes 
Model for ¥ Ye 


in Genuine Walnut or Green finis h, in Twin 


it is the only file that can be used. Requires only 22 x 21 
2400 cards or Single for 1200 cards, as shown at right. 


inches when open and in use—also serves as a table. 


ROCKWELL-BARNES COMPANY 


Specialists to the Stationer Since 1903 
35 EAST WACKER DRIVE ° CHICAGO 1, ILLINOIS 


a Cesco ais 
LOOSE LEAF EQUIPMENT | 
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TRANSFER TIME 
IS NEARLY HERE! 


—and a greater market than ever before. Records = 
accumulated during war-time must in many cases be = 
carefully preserved for future reference. = 
The Cesco assortment of transfer binders is extensive The Automatic Transfer : 
—solid and sectional post types, for semi-permanent = 
and permanent fi filing—a wide range of grades and For Permanent Filing = 
styles. You can cash in on this potential market— ia : = 
A novel principle of post construction = 

which provides a compactly bound vol- = 


pipet For AG Peepeens ume, permanently and securely sealed. 
Also Forms and Binders for all purposes—Visible Record Books When posts are assembled sheets cannot 
be removed. Supplied to fit any sheet 


—Pen and Machine Posted Records—Catalog Covers, Ring 
See that a copy of the Cesco y J 
or punching. Various styles—open back, 


Books, Prong Binders, etc. 
Dummy 


catalog is in your Loose Leaf Department. 
closed back, etc. Economical. 
and literature on request. 
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The C- € - SHEPPARD CO. 








** 4407 21: Streef.- LONG ISLAND CITY. N.Y-:+ 
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Double “feature 
MOORE 


PUSH-LESS HANGERS ¢ PUSH-PINS 


Advertised and sold 
Nationally Since 1900 


MOORE PUSH-PIN COMPANY « Scace /900 









113-25 Berkley Street, Philadelphia 44, Penna. 













PERMA-BILT 


Sectional filing 
equipment for 
every standard 
record size. 


PERMA-BILT 
EQUIPMENT 
COMPANY 


HANNA BUILDING 
CLEVELAND 15, OHIO 








PROFIT ITEMS! ao 


Reconversion to peace-time selling means your customers 
need Addressing and Mailing Room equipment to carry 
on expanded direct mail advertising. We have this 
equipment for you at prices that give you a good 
margin of profit. 


MIMEOGRAPHS ADDRESSING MACHINES TYING MACHINES 
LIQUID DUPLICATORS SEALING MACHINES LINE-A-TIMES 
MULTIGRAPHS FOLDING MACHINES STAMPING MACHINES 
MULTILITHS LETTER OPENERS KARDEX 


and all supplies, accessories, parts 





MAILERS SERVICE & EQUIPMENT CO. 


40 W. 15th ST. (MAILERS BLDG.) NEW YORK 11 

















Tam a 


Available Now 


NO RESTRICTIONS 


MASTER 
SPEED KEYS 


THE STENOGRAPHER’S IDEAL KEY 
SPRING CUSHION—PLASTIC TOP 


WRITE FOR FULL INFORMATION 


SPEED KEY MANUFACTURING CO. 


336 COLUMBUS PLACE BROOKLYN 33, NEW YORK 




















G-+++-BANDS Be 
sym REP Be To Rubber 


Bands 





Holds papers, deeds, mort- 
gages, insurance policies, can- 
celled vouchers, etc., neatly 
and in order. Obtainable in 
lengths from 6” to 54”. Used 
by manufacturers, retailers, 
commercial institutions, banks, 
etc. Write for samples. 


Rochester Wire-0-Binding, Ine. 
Rochester 4, N. Y., Dept. 2-0 














COMPLETE 


x DEALER LINE x 
Filing SUPPLIES Filing 


Systems Folders 
« 


Printed and Ruled 
Stock Forms 





Guides and Indexes 





SPECIAL FORMS FOR YOUR SPECIAL NEEDS 
THE DACO CARD & INDEX CO. 


9 Federal Court Boston, Mass. 
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= 20th ANNIVERSARY I- 


1925 - 1945 


‘““MIRACLE-S’” PLATENS 


Challenge A New 
Standard of Comparison 
We are proud to offer you our new "'Miracle-S" 
Platen, now made of G.R.-S SYNTHETIC RUBBER. 
Here is a perfect combination of superior SYN- 
THETIC RUBBER, and expert grinding methods 


which cannot be equalled. 
We are also ready to serve you with parts, sup- 


plies, and of course—our NO-GLARE CONCAVE 











TYPEWRITER EQUIPMENT C0., INC. 








NEATYPE 


TYPE & PLATEN 
CLEANER 
Highest Quality 
Large Bottle 
Fast Easy Seller 


Wonderful Repeats 
Large Profit 


AND—Mr Dealer— 

NEATYPE is sealed in such 
a way that there is NO 
EVAPORATION IN STOCK. 


For Full Particulars and Samples, Write 


SE Se ee ee Se Qe og o 


3800 AGNES AVE, KANSAS CITY 3, MO 
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BANK PASSBOOKS 


and Pocket Check Covers 


New methods of manufacturing 
make Low Prices and Easy 
Sales. Super Finish and An- 
tique Moorish Passbooks. N.C.R. 
and Burroughs Window Ma- 
chine Passbooks and all other 
style Passbooks and Check 
Cases. BIG OPPORTUNITY 
for Bank Supply and Stationery 
Salesmen. 


Write for samples and prices. 
Full particulars on request. 











AMERICAN PASSBOOK CO. 


AKERS BLDG. CLEVELAND, OHIO 





Acme No. 1 Saddle back } 


STAPLES FLAT 416 .0 





OR SADDLE WORE 


Zi 


Zi8| 


Adjusted instantly 


ACME 


STAPLE 
COMPANY 





Handy for offices or small binderies—uses 
4, 5/16, % and 2” leg length staples 
without mechanical change and has 12” 
reach. Saddie back and fiat interchange- 
able page are standard ———— Com- 
pare the Acme Silverstreak Line of standard 

1648 Haddon Ave. and special capacity staplers, as shown 
CAMDEN, N. J. in the Silverstreak Folder. 


Also Mfr. ACME No. 1—No. 2—SURESHOT—MIDGET—SIMPLEX 











Maman 
HINA YMA ES 


Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes; stamp containers, etc. 
Made of acetate (flame resistant) transparent 
cellulose. We build to fit your particular need. 


Write us for details. 
Markilo Company, Mfrs. 


3633 S. Racine Ave. Chicago 9, U.S. A. 















RITE-RITE MFG. C0. * DOWNERS GROVE, ILL. 


SUBSIDIARY OF JOSEPH DIXON CRUCIBLE COMPANY 
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he hated aaah laalialahahahaiaabalalahell 
In and Out Registers 


Desk Name Plates 
Bulletin, Directory and 
Menu Boards 







Changeable letter signs 
for every purpose. Send 
for new edition of our 
20-page catalogue. 


37 East 12th St. 
New York 3, N. Y. 
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DAYTON STENCIL 
WORKS CO. °*ohic" 








ROLLING STORE LADDERS 
“A” Type Ladders . Library Ladders 


For use with Filing Cabi- 
nets and Shelving, in Of- 
fices, Vaults and Store 
rooms. 


Made of Oak and Birch, 
in a variety of heights 
and styles, with wheels 
and Automatic Safety 
Brakes. 





Send for Folder 
and prices. 








Manufactured by 
I. D. COTTERMAN 


4535 N. Ravenswood Ave. 
CHICAGO 40 
















Just Press 
the Sutton! 


Cleaner fluid is in 
bottle handle and 
flows through 
brush, controlled 
by finger tip but- 
ton. laent for 
cleaning type- 
wri‘ers and all of- 
fice machines. 





Handy set comes in box with extra bottle 
of fluid. Write for catalog and prices. 


RIVET-O MANUFACTURING CO., 96 Jason St., Orange, Mass. 
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Because we care 


GET BEHIND THE RETAILERS’ VICTORY LOAN! 


Get behind the Victory Loan to bring our boys back to the America 
for which they were willing to give their all! Complete your store’s 
service record by backing this last-of-all drive to give our wounded 


heroes the best of medical care! 





The Treasury Department acknowledges with appreciation the publication of this message by 


OFFICE APPLIANCES 


This is an official U. S. Treasury advertisement prepared under the auspices of the Treasury Department and War Advertising Council 
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America has much to be thankful for. 


Abroad we have overcome enemies 
whose strength not long ago sent a 
shudder of fear throughout the world. 


At home we have checked an enemy 
that would have impaired our economy 
and our American way of life. That en- 
emy was inflation—runaway prices. 


The credit for this achievement, like 
the credit for military victory, belongs 
to the people. 


You—the individual American citizen 
—have kept our economy strong in the 
face of the greatest inflationary threat 
this nation ever faced. 


You did it by simple, everyday acts 
of good citizenship. 


You put, on the average, nearly one- 
fourth of your income into War Bonds 
and other savings. The 85,000,000 
owners of War Bonds not only helped 
pay the costs of war, but also contributed 


Timely 
Message 


tO 


Americans 


from 


The Secretary of the Treasury 





greatly to a stable, prosperous postwar 
nation. 


You, the individual American citizen, 
also helped by cooperation with ration- 
ing, price and wage controls, by exer- 
cising restraint in your buying and by 
accepting high wartime taxes. 


All those things relieved the pressure 
on prices. 


THE TASK AHEAD 


We now set our faces toward this future: 
a prosperous, stable postwar America 
—an America with jobs and an oppor- 
tunity for all. 


To achieve this we must steer a firm 
course between an inflationary price 
rise such as followed World War I and 
a deflation that might mean prolonged 
unemployment. Prices rose more sharply 
after the last war than they did during 
the conflict and paved the way for the 
depression that followed—a depression 


which meant unemployment, business 
failures and farm foreclosures for many. 


Today you can help steer our course 
toward a prosperous America: 

—by buying all the Victory Bonds 

you can afford and by holding on to 

the War Bonds you now have 

—by cooperating with such price, 

rationing and other controls as may 

be necessary for a while longer 

by continuing to exercise patience 
and good sense with high faith in our 
future. 


The challenge to America of switching 
from war to peace with a minimum of 
clashing gears is a big one. 

But it is a small one compared to the 
tasks this nation has accomplished since 
Sunday, December 7, 1941. 


Secretary of the Treasury 


A Government message prepared by the War Advertising Council and contributed by this magazine in cooperation with the Magazine Publishers of America. 
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a you need chromium furniture today... 
here’s a friendly suggestion. It’s wise to buy 
it only on the basis of the manufacturer's proved 
reputation. 





You see, chromium chairs and tables all 
look pretty much alike when new, and since 
there’s no “better chromium bureau” to do 





the coaching ... you can be swre of quality 
and steer clear of “orphan” merchandise 


only by relying on names you know about. 





Royalchrome, for example, and similar high 
quality products of other reputable manufac- 
turers will be increasingly more available in 







the weeks and months to come. And it’s 
worth the wait. The Royal Metal Mfg. Co., 
175 N. Michigan Avenue, Chicago 1, Illinois. 


LINE OF TOMORROW 


Metal Furniture Line '97 








SQ S\\otol Is 7, 


Royal Steel Folding Chairs + ¢ Steel Furniture 





DISTINCTIVE FURNITURE 
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A COMBINATION THAT CANT BE BEAT 
> 














Individually they improve the work of any stencil 
duplicator. But when used in combination with 
each other, they produce the finest possible re- 
sults—plus that added touch of perfection which 
only 42 years of experience could accomplish. 


The Most Complete Line of Duplicating Equipment 


: Heyer Quality 


ALWAYS SATISFIES 
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Daektt<- 7 . De 
Pretty Dolly I] 
Delayed, again, 
Now, perhaps, 


Her machine has 


¥ OY : 
ANE ee 
Dictation from the President 
2) 


Retyped ten times ... could not be sent. 


Type skipped and blurred and doubled back; 


Hit light and dark and jummed off-tracl 


Now Dolly's really to blame; 

It's her machine should blush with shame. 
The space bar doesn't work so well; 

The "e'’ fills up and looks like "1". 


The keyboard cannot keep the pace. 
It jams ... and Dolly must erase. 
The wonder margin's not so hot ... 


Won't stop the carriage the dot. 





tl 


And as she wept and wrung her hands, 
Recalling school work that was grand 
Then ... at last she understood! 
At school, she used an Underwood. 


Wan 
Speak up, Dolly. You know how. 
Tell your boss to "do it now". 
If he really wants perfection, 


He must purchase your selection. 


And here's a reason even better ... 
His picture is in every letter; 
Since he wants that picture good, 
Tell him "Buy an Underwood!" 





ee 
here's a picture of you in every 
letter she Writes. Give he 
[ nderwood. 
are avail: . 
€ available*, co she can make 
that picture clean- 


cut and appealing. 


r an 
4S soon as they 





( nderwood “Weert A LETIER... BET Tee 


Underwood Corporation * One Park Avenue, New York 16, N.Y. 





